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The UNITED STATES <~ GOVERNMENT 


IS THE LARGEST ~~. SINGLE USER OF 


BURROUGHS ADDING ¢ (24 AND LISTING 


Hd i § MACHINES 
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There are many times more BURROUGHS Adding When the United States Government placed th 
and Listing Machines in the use of the United States BURROUGHS Machines in twenty-nine departments, using 
Government than any other make. There are 894 greater number of machines than any other institution in 
BURROUGHS being operated in the various depart- the world, it paid them the highest tribute possible. Th: 
ments of the Government These figures will doubt- United States is a progressive nation and recognizes only the 
less interest you: most progressive methods 

Every day the truth is becoming more and more appar- 
> a bY . . . . “sere | , 

ty ein TME N T. ry ent that the most practical, accurate and simple means of_a 

TREASURY DEPARTMENT. <8 counting is through the use of the 

WEATHER BUREAU, - 53 

GEOLOGICAL SU RVEY AND RECL AMATION 

SERVICE . 18 

Army, - - . - 27 

Department of Agriculture, . 22 

Isthmian Canal Commission 21 

Census Bureau, 20 

War Department, ig 

Pension Bureau, 17 

Internal Revenue and Customs Office 16 

Printing and Engraving, 16 

Department of the Interio1 16 It is an impossibility for it to make a mistake in calcu 

sande of Commerce and Labor, ~ lation, because it is mechanically correct. Throughout the 

er ( “HS . + sas , Tr ss . . 
Gomavese si : civilized world the BURROUGHS is daily saving time and 
) SS, ‘ c “4 . 

Institutions . . 7 worry for thousands of accountants. Short cuts and better 

Mint, - , 7 methods introduced by the BURROUGHS are making book- 

Pnblic Lands, 7 keeping no longer drud very 

Milit Acad = . ai 

Military Academies, 6 ; : e . 

Fish Commission. s If there is any accounting at a in your busine 

Interstate Commerce Commissio1 5 you really need one of these machine There are 

United States Courts - - - 5 

Arsenal 1 . : — 

Seseeienntlon ce Sixty-five Distinct Styles 

Smithsonian Insti ‘ 

“ ~ogaam P Covering more than 400 kinds of business. 
ition, 

Mining Corps, - 3 

Departmentof And there is one ot these that will just suit yours. If you ar 

aa S . ~ the one exception in a thousand, we will make you a special 

restry dService, 2 , : P . : : 

Anon Office. 7 ’ machine which will fit your needs. No matter whether you 

Filtration De "pa art are a large importing concern, involving intricate bookkeeping, 

ment, - or a small retail business, the BURROUGHS will solve your 

a ‘ mathematical problem, and do it without error 

Marsnai, - 3 : , ; 

We will be glad to supply you with information, illus- 
Total, - $894 trating just how the BURROUGHS can aid your busine 





Burroughs Adding Machine Company 
39 Burroughs Block, DETROIT, MICHIGAN, U.S. A. 


or aed Stockholm AWB Milan Madrid Cape bn. Sidney 


London Paris Brussels Berlin 
Santiago Rio de Janeiro Mexico City Colon Havana San Juan Honolulu 


Buenos Aires Calao Iquique 


AND THE 100 PRINCIPAL CITIES IN THE UNITED STATES 


800-A 
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Just 


+ 


Imagine for a minute that you 


are the typewriter consumer 1 


stead of the dealer. Look at the 


situation as he sees it and you'll 
soon understand why some ma- 
chines command more sales than 
others. 

First of all, he wants service 


ability. He wants a machine that 
will do everything it is called upon 
to do, and that will be in depend 
able condition all the time—not 


in need of constant repairs. 


After he finds a typewriter—or 
several of them—that will fill his 


requirements in that direction, 
then, and not till then, he begins 


to consider price. 
Now suppose again 


Suppose you had a brand new 


vest. And suppose you were care- 
less enough to burn a hole in it, or 
tear a hole in it—anyway, sup- 
pose the hole is there, and it mars 
an otherwise perfectly 


good suit. 


You go to a tailor; 
he offers to make up 
his 


a new vest, but 


price is too high. 





Suppose— 

















You go to another tailor; he 
will put in a patch, and the price 
will be 


ase, but 


far lower than in the first 
the vest won’t be ser- 


_ 


viceable and presentable with a 


Va ch. 


You go to a third; he will put 
in a new breadth, saving the good 
part of the vest, but entirely re- 
placing the damaged part, and— 
his price is no higher than the sec- 
ond man’s. There you have the 
combination of serviceability and 
low price. 


Which gets the job? 


typewriters: 
the 


dealer in new machines; the sec- 


To get back to 
The first tailor represents 
ond the dealer in ‘‘rebuilts’”; and 
the third the dealer in Remanu- 
factured Typewriters, the type- 
writers with the serviceability and 
appearance of new machines at 
the price of ‘“‘rebuilts.”’ 
Draw your own con- 


clusions. 


The Ramer is the 
only Remanufactured 
Typewriter. 


Wholesale Typewriter Company 
108-110 Duan 


London Office: The Sanctuary, cor 


Littl 


eS 


ot 


t.. New York 


Parliament Square), Westminster. 
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Power Machine 





We have completed our enlarged manufacturing facilities and are now ready to open some 
of the best territory. We want 


FIRST-CLASS 
DEALERS AND SALESMEN 


TO SELL 
THE \ 


RINTOGKAP 


MULTIPLE TYPEWRITEK 


LL 


THE FIRST AND ONLY REAL MULTIPLE TYPEWRITER 


We want men of ability and judgment, men who know that they can sell an article of genuine merit, 
an article that will make an enthusiastic friend of every customer. 























Business firms know the value of typewritten letters for advertising purposes. They also know that 
there is no other duplicating machine on the market that will produce them perfectly in quantities. The 
explanation is that only the Printograph is made on the right principle. See if you can find any one of 
the following essential and fundamental features in any other multiple letter machine: 


1. The Printograph prints by mean impact produced by the oscillation or vibration the impression roller while it passes over the type 
2. The P rink gr iph prints from left to right of the page, instead of from top to bottom. Consequently the short lines are not heavier than long 
lines, as the roller strikes verts ul col umns of type 

The Printo actor impression roller is hollow and the bearings that hold the roller in contact with the type are near the center of the roller, 
lerectly over the type there can be no deflection of the impre sston roller, consequently no light spots on the page. 
4. The Printograph is self-adjusting for different u weight of paper. The thinnest onion skin or the heaviest cardboard can be printed without 


adjustment 


5. The Printograph is Motor Driven. The motor drive is not an atta 


hment. The first Print 
ograph made was motor driven 


6, The Printograph is the only flat-bed machine that lifts the paper away from the ribb 


on whale 
ti ts deltvered All other machines rake the paper 


off, and cause tt to smear 


The Printograph uses an overhe ae paper guide and is the only machane 


which 
registers as accurately as a five thousand dollar pres 


8. The Printograph has a perfected ribbon movement whi h eliminates all ratchet 
ind pawls, and well successfully use a twenty-five yard ribbon 


9. The Printograph is the only multiple letter machine which uses the regular old 
fashioned typewriter ribbon. All other machines use new proce or doped rib 
4 


The Printograph is original, distinctive and fully prote ted. There will be no 
other machine like it, therefore,it 1s the only multiple letter 
machine that offers the dealer or salesman a future, 


Hundreds of Printographs are in use by the 
largest concerns in the country. It has been 
thoroughly tested in practical work and proven 
to be the only multiple typewriter that can be 
depended upon to produce perfect typewritten letters by 
thousands or millions. 


Magnificent opportunities are open to live dealers who want 
to be identified with the best goods and to salesmen who have 
confidence in their ability to sell a machine that wins out over 
all competitors. Write for specimen Printograph letters with 
your name matched on a typewriter and descriptive folder. 


U.S. PRINTOGRAPH COMPANY 


LA CROSSE, WISCONSIN 


No. 5 Priatograph 
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Removable 
Platen 


Change Back Complet S 
of Cofor Spacer Keyboard — Garagrapher’ 








© over the Smith Premier Typewriter point by point; 


writers an 


compare it, feature by feature, with all other type- 
d you will find 

thatat has advantages not found in other typewriters; 
and that those features accomplish results by methods 


that are simpler, quicker, surer and more direct. 


with 
and 


That typewriter best serves which backs up durability 
greater speed, greater accuracy and without mental 
physical strain. Such a typewriter is the 





Write for complete information, or better still, go to a Smith 
Premier Branch and have the machine demonstrated to you. 


THE SMITH PREMIER TYPEWRITER CC MPANY, Inc. 





SYRACUSE, NEW YORK 


vi 
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Imperial Popular Sections 


IN BUYING THE 


“Imperial Line’ 
YOU GET 


— The Greatest Value Ask Us to 


— The Largest Profit to the Dealer 
~The Most Filing Capacity | PROVE 
— The Lowest Price These 


— The Good Quality 
— Guarantee of Prompt Shipments Statements 








_ Ask for Our New 1910 Catalogue and Dealers’ Proposition. | 
We manufacture over 150 different kinds of Filing Cabinets and Devices. | 





Mannan Me tho ds Co 
[m rial FING (ABINETS AND 
ase LAST Manson sraect LIFFIGE FQUIPMENTS 
CHICAGO 




































Money Saved 
Time Saved 
Labor Saved 


by using 


The ‘Rogers Addresser 


Quality and character in work produced 
at one-fiftieth typewriter cost. 


The ‘Rogers Addresser 
Wins Fret ser You 


The machine with the Proven Automatic Feed of both plates 
and matter to be printed. 












The use of the Rogers Addresser stimulates business, les 


sens expense and increases profits 














dactle “er re, inacinal metal zee hen eee! | "he Rogers Addresser Co. 
Chicago, U.S. A. 








Work always out on time. The machine is its own best argument. 


The Rogers Addresser is the Machine of Merit. 10-12 N. Desplaines St. 
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which writes, 
which adds, 
which subtracts, 
and which 

covers 

the whole field of 
writing, adding 
and combined 
writing and 
adding 


The 





(New Model 11) Ty pewriter 


With WAHL ADDING and SUBTRACTING ATTACHMENT 
Remington Typewriter Company 


(Incorporated) 


New York and Everywhere 
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2. RIBOM-LES 


Q 


oA\PER { OMPANY 


Sole Patentees and Manufacturers 


CARBON-LESS PAPER. 




















W: appreciate the hearty response to our recent advertisement from the many 


enthusiastic enquirers throughout the country. We regret that it has been impossible 
thus far to send samples to everyone, but are doing our best to meet the extra- 


ordinary demand. Our new mill is now in operation, and we trust that by the time you 


read this we shall be in position to send samples to all interested. 


CARBON-LESS PAPER 


Has no carbon in its composition. 


Its surface is white. 
It dispenses with carbon paper, as well as the sheet of copy paper, and takes the place 


of both. 


It will not soil the fingers. 

It produces one or more splendid copies (black lettering on a white ground) and gives 
equally good results with the typewriter, adding machine, pen, pencil, or stylus. 

Its copies are permanent and cannot be altered without detection. 

It promises to quickly revolutionize the copying of letters and other documents. 

It can be used in a press or any type duplicator without ink or ribbon. 

It is economical, time- and labor-saving in use, and for duplicating purposes offers the 


greatest opportunities for development of any invention in years. 


OFFICE APPLIANCE DEALERS, STATIONERS, 
AND THE TRADE IN GENERAL ARE INVITED 
TO WRITE FOR SAMPLE SHEET AND PRICES 


NO PAPER SOLD DIRECT TO CONSUMERS 








GENERAL OFFICES AND WAREHOUSE 
400-402 W-23" St NEw YORKCITY 


PRESIDENT AND TREASURER, WILLIAM C. BETTS 
SEC’Y. AND ASST. TREASURER, J. W. CORDERY 























VICE-PRES. AND GEN. MGR., GILBERT CLAUDE LUTZ 


European Representative: M. Eriebach Nachfolger, Frankfort-on-the-Main, Germany 
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No HOME COMPLETE 


WITHOUT AN 


UNDERWOOD 
STANDARD TYPEWRITER 


The Machine You 
Will Fventually Buy 











UNDERWOOD TYPEWRITER CO., Inc. New York or Anywhere 
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Will You Go Onpr 


Will you go on in 1910 posting’ your ledger in the old, unsatis- 
factory way and labor far into the night hunting for the errors you 
made last week or the week before when there is a better and 
shorter way—a way that makes the last day of the month as care 
free as any other day—-a way that makes Trial Balances unneces- 
sary—the way that proves the work mechanically as you go 
along? — 

Will you go on in the old way just because you did it that 
way last year and the year before when 


HLLIOTT-F ISHER 


The Standard Writing-Adding Machine 


writes, adds, subtracts, manifolds and tabulates and proves 
mechanically its own work as it goes along—and with it the post- 
ing goes along more legibly, easier and faster than it did in the 
old, unsatisfactory hunting for the trial balance way? Full infor- 
mation and handsome catalogue for the asking. 


Thousands: of good business concerns 
now ‘make toil easter” with Elliott- 
Fisher, why not join the multitude? 


Elliott-Fisher Company 


12 Cedar Street, Harrisburg, Pa. 
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The Standard Folding | ypewriter 


IN A CLASS BY ITSELF 














Portable 
Economical 
Practical 
Visible 
Bi-Chrome 









THE STANDARD FOLDING 
TYPEWRITER possesses the essential 
features of all other first-class ma- 
chines, but in addition has the 
valuable characteristic of PORT- 
ABILITY. 


Take it on your travels. Write 
while on the train, on the steamer, 
in the woods or onthe mountain 


top. Carry it in your hand or pack it in your suit-case. 





MANUFACTURED BY 


STANDARD TYPEWRITER COMPANY 
GROTON, N. Y., U.S. A. \ MUBLLER & CO, ZURICH, SWITZERLAND 
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These People Use The 
SIMPLEX SEALER 


Montgomery Ward & Company 
Pennsylvania Railroad Company 
U. 8. Government Depts., Washington (5) 
City of New York (6) 
Electric Company 
Curtis Publishing Company 
Ha Incorporated 
Telephone Companies of Chicago. New 

York, St. Louis and Denver 
Western Electric Company 
Cluett, Peabody & Company 
R. G. Dun & Company 
Merganthaler Linotype Company 
Success Magazine 
Bank of Montreal 
Parker Pen Company 
The Royal Tallors 
David C. Cook Publishing Company 
National Bank of Commerce 
South Bend Watch Company 
Coigate & Company 
Pheips Publishing Company 
Hartford Fire Insurance Company 
F. W. Woolworth & Company 
Splegei, May, Stern & Company 
international Textbook Company 
Cosmopolitan Magazine 
New York Edison Company 
Butterick Publishing Company 
Baldwin Locomotive Works 
John Wanamaker 
Travelers Insurance Company 
Chattanooga Brewing Company 
Joseph Adler & Sons 
Southern Machinery 
The Prest-O-Lite Company 
Marshall-Wells Hardware Company 
Illinois Seed Company 
Henry Bosch & Company 
National Life Insurance Company 
System Company 
Albert Dickinson Seed Company 
Cleveland Trust Company 
Southern Pacific Railroad Company 
California Fig Syrup Company 
National Republican and Democratic 

Committees 
Union Pacific Railroad Company 
Ridgway & Company 
American Letter Company 
J. W. Kidd Company 


and several hundred more 


Your Customers Will Use 
It Soon 












Reg. U.S. pat. Of. 





Hand-Power 
Machine 









This is the only Automatic Envelope Sealer. 


6,000 Envelopes Per Hour 


SIMPLEX ELECTRIC 
on special tubing stand 





Sealed and Stacked 


neatly and securely. One operator prepares the 
mail in less time and in better condition than six 
can do by old methods 


Stop and Think 


what a risk yourun when you entrust the sealing 
of your valuable mail to thoughtless boys and girls 
Can you afford to let your customers, who depend 
upon you for up-to-date advice about office equip- 
ment, to remain in ignorance of the speed, accur 
acy, nheatness and security of this wonderful 
machine’ 






















Hand or Electric 


We are pleasing new people witn these 
machines every day and we want to add 
you to the list. If you have anything over 
two hundred letters a day you can afford 
to have one of our machines, and you 






for our 







don’t have to pay a cent for it until you 
are convinced by a trial in your own mail- 10-day 
ing room that it is all we claim it to be. FREE 
SIMPLEX MFG. CO. = 
90 West Street 315 Dearborn Street = 
sition. 





NEW YORK CHICAGO 


One operation does the whole work. 








SXL 2260 











“See” 


Complete 
New Line 


“OFFICE DESKS” 


January Exhibit 


Fifth Floor 
Manufacturers Bldg. 


GRAND RAPIDS, 
MICH., 


CARL LEOPOLD 
and J. H. SMITH 


In charge. 











LEOPOLD DESK CO., Burlington, Iowa. 
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A Prosperous New Year 


to Typewriter Dealers. 1909 was and 
1910 will be record breaking with 


General Rebuilt Typewriters 




















SUGGESTION 10 


We price for your profits, and rebuild for your de- 
mands and to protect your integrity. Do you sell sat- 
isfactory goods which double demand? General Re- 
builts do this. 


SUGGESTION 11 


Fifteen General Rebuilts taken daily by one dealer 
indicates he is selling—which is profitable. Time is 
lost purchasing pick-ups which should be profitably 














spent selling. 


SUGGESTION 12 — 

Study selling problems. One dealer shows $1,400 
profit monthly selling General Rebuilts. It is more 
profitable to sell ready right machines than to putter on 
petty purchases of inferior “‘pick ups’”’ at penny profits. 


GENERAL TYPEWRITER bACHANGE 


Murray Street 


W. H. BEARDSLEY, Mgr. NEW YORK, U. S. A. 
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THE. 


1910 
BUSINESS SHOW 


will be held in Madison Square Gar- 
den, New York, from Oct. 22 to Oct. 
29, inc., 1910. 

@ In order to concentrate our efforts 
upon one big show in New York, it 
has been decided to temporarily dis- 
continue the Chicago Show. 


@ This means that the exhibition next 
Fall will be the best, largest and most 
comprehensive display ever put in 
Madison Square Garden. 


@ The scheme of uniform decoration 
will be followed. 


@ A plan of ticket distribution that 
insures the attendance of the most 
desirable buyers will be put in effect. 


@ The “Garden” will be elaborately 
decorated. The space will be arranged 
more advantageously. 


@ One big show a year means 
big business for the exhibitor. 


NATIONAL TRADE 





@ Manufacturers who wish to take 
advantage of the best office appliance 
show ever held should write for dia- 


gram early. 


@ Purchasing agents of large corpora- 
tions will receive special invitation to 


visit the exhibit. 


@ Commercial stationers in every sec- 
tion of the country will have the 
opportunities offered by the big display 


set squarely before them. 


@ Typewriter dealers will be inter- 
ested in the exhibits and the annual 
international speed contest for which 
entries have already been booked. 


@ The twelfth national show will be 
made such an attraction that every 
one connected in any way will find it 


profitable to be there. 


SHOW CO. 


Rand-MecNally Building 


Chicago 
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MR. DEALER: YOU NEED 


The year 1910 is going to be a “Rush” from start to finish. Be ready to meet 
it by having a good stock of our desks on hand, so you can “sell at sight” and 


deliver immediately. Order now. 


DORNETTE DESKS 


THE STANDARD OF EXCELLENCE 
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ONE OF OUR SANITARY DESKS 
We can furnish you with anything in the Desk line—Roll Top, Flat, Standing and Office Tables. 


Our Patented Typewriter Desks are the best made. Golden Oak our regular finish. “Special” 
finishes to order. . 


We also make 


The Dornette Sliding-Door Sectional Bookcases 


Send for Printed Matter 


THE J. DORNETTE & BRO. CO. 
GET DESK CATALOG CINCINNATI, OHIO, U. S. A. 


ASK ABOUT SECTIONALS 
Cable Address, “DORNETTE,” CINCINNATI, O. 
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Tr ROSS 
CABINETS 


A System of Units 
With the Ross 
Patent Steel 
Ball Bearings 


@ Ross office furniture is the finest example of the cabinet maker’s handicraft. 
Every part of its construction undergoes the most careful scrutiny. 











It bears no ear 


mark of carpentry. 
@ By means of the Ross Patent, the drawer is suspended in its niche so precisely that it seems to 
roll in and out as if it actually touched no part of the cabinet at all. 

q Altogether this cabinet is a masterpiece of mechanical ingenuity. 

card, bill and legal cap units all fit in with the regular filing cabinets. 





@ The line is complete 
@ Dealers—Write to-day regarding territory. If not to-day someone else may beat you to it. 


ROSS MFG. COMPANY .*. Muskegon, Michigan 




















WHAT’S THE USE 


of handling a line of Typewriter Ribbons and Carbon Papers that keeps 


you in ‘thot water’’ with your customers most of the time? 


The A. & W. LINE 


is made to give satisfaction—not only to your easily-pleased customers, 


but to your very particular ones as well. 








If you have any reason to doubt the quality of the line you are han- 
dling—Send for our samples—Test them carefully, and—We’ll get your 
by Sin SS 

IF YOU ARE NOT BUYING — ; 

RIBBONS AND CARBONS Prompt Service 1s our hobby. 
FROM US WE ARE BOTH : 

LOSING MONEY. Try us with your next order and see. 





THE AULT & WIBORG COMPANY 


Factory: CINCINNATI, OHIO 


PHILADELPHIA, 1217 Cherry St. CITY OF MEXICO, Primera Calle de Lopez, Nos. 16-20 


NEW YORK, Cor. Pearl and Elm Sts 

CHICAGO, 383 Dearborn St. MINNEAPOLIS, 729 Fourth St., South BUENOS AIRES, S. A., 1059 Calle Mejico 

ST. LOUIS, 322 No. Third St. SAN FRANCISCO, 545-547 Mission St. LONDON, E. C., ENGLAND, 4-5 St. Johns Square 
TORONTO, CANADA, 19-23 Charlotte St. PARIS, FRANCE, 82 Quai de Jammapes 


BUFFALO, 145-147 Ellicott St. 
HAVANA, CUBA, Calle Lamparilla 50 
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The ROYAL 


TYPEBAR MECHANISM 


(ACCELERATING) 


is the simplest and most efficient mechanism ever utilized for the purpose in 
any typewriter. It not only actuates the typebar with the least operative effort, 
but it accomplishes the greatest acceleration of typebar movement ever attained. 











From the illustration it will be noted that 






gee the typebar travels ten degrees during the 

25° 2 am first quarter of the finger-key depression; 
a fifteen degrees during the second quarter; 
- ‘3,n0 twenty-three during the third; and forty-two 






luring the fourth. 










Consequently the typebar moves four 
times as far and four times as fast during 
foo gst the fourth quarter of the operator’s stroke as 






during the first quarter. 


/ 
U 
== 3 °) In other words, the typebar constantly 


gains in velocity from the instant it starts 





























-— moving. 










RESULTS: A heavy blow from a light touch; tremendous manifolding 
power; perfect stencil work; unlimited speed; quick, light, snappy, refreshing key 
action; and, because of simplicity, extreme durability. 










The Royal Accelerating Typebar Mechanism is 
Covered by Broad and Exclusive Patents Owned by the Royal Typewriter Co. 






Write for other Royal Reasons 





Royal Typewriter Company 


Royal Typewriter Bidg., 364-6 Broadway 
NEW YORK 







A Branch in Each Principal City 


$ 6 You can PAY more, but $6 5 
you cannot BUY more. 


















is 


Something You Should Know par 
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The Emerson 





Typewriter 


First dismiss from your mind the 
idea that because the 
sold at $50 it is not what you are 


accustomed to think of as a “stand- 


“Emerson” is 


ard” machine. 


The “Emerson” is sold at fifty dol- 
lars because it has been stripped of 
all waste in the cost of producing and 


marketing. 
Bear this in mind—the cost of 
maintaining a great organization— 


the rental of the buildings for the 
branch offices (most of which do not 
pay)—all enters into the selling price 
of the $100.00 typewriter. The user 


pays for it. 


And the dividend on immense cap- 
italization—that must be provided— 
where else but in the market price of 


the machine? The user pays it. 





And do not forget that the high 
salaries of officials, assistant officials 
and assistants must all be provided by 
the retail price of the machine. The 


user pays for it. 


Don’t let this escape you—that the 
old machine traded in for more than 
it is worth is snugly embraced within 
the euphonious one hundred dollars. 





The user pays for it. 





Strip these superfluities from any 
machine and the “standard price” 
would drop with a loud “kerplunk.” 


But the “Emerson” is net in another 
The modern construction 


respect. 





eliminates almost 1,000 parts without 
reducing its strength or influencing its 
effectiveness. Count the saving in 
materials, in manufacture and in col- 
lating the parts and you have a fur- 


ther explanation of the selling price. 


Briefly put—the Emerison at $50 


is asking the user to pay only for the 

















machine. It is giving him intrinsic 


value in the purchase price, and— 


Furnishing him a typewriter second 
to none at any price, for the Emerson 
is the equal of any typewriter and 
superior in several respects to many. 


Its touch is the softest, lightest and 
most responsive ever placed on a type- 


writer. 


Its speed reaches the highest possi- 
ble rate with the least effort. 


Its alignment is made perfect, 
whether for one or a dozen copies, 


through the construction of the unique 


typebar. 


Its keyboard is “standard,” with 84 


characters on each machine. 


Its writing is visible—all visible— 


all the time. 


Its two-color ribbon attachment 1s 


most simple and effective. 


Its typebar is the swiftest, lightest 
and strongest construction yet pro- 


duced. 


It has line-lock, back spacer, tabu- 
lator—its type is easier cleaned than 


that of any other machine. 


Its construction is of the highest 
standard—of the very best materials. 


Strong, light and portable. 


In design the Emerson is both sym- 
metrical and ornate. It wins on sight 
that valuable first impression which 


counts so much for success. 


A Word to Live Dealers 


Write us today for our proposition. 
Let us tell you why the Emerson 





means more to you than the $100.00 


typewriter. 


The Emerson 


Typewriter Company 


CHICAGO 
Works: Woodstock, Ill. 


Sole Dealers for the Eastern Hemisphere, 
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. FOREWORD 


ROM every viewpoint we regard this as the best number of Office Appliances ever issued. No 
manufacturer in this field who is interested in the export trade, can afford to be without this 
number and to read carefully its many practical suggestions. 











@ Subscribers to Office Appliances from many parts of the world have contributed their views 
with regard to the sale of American goods in their respective cities or districts. They have de- 
scribed actual conditions. Every article contains practical suggestions—tells truths that American manufac- 
turers sometimes ignore to their cost. These contributions were not written by theorists; they were not 
written by men who sit at a roll top desk in Chicago in a comfortable office drawing upon their imagina- 
tion for their facts, but they were penned by men who live in Germany, in Russia, in India, in Japan, in Italy, 
in Sweden, in South Africa, in Portuguese East Africa, in Hawaii, in New Zealand—and each and every man 
who has favored the office appliances trade of America with his views is himself a practical man who has met 
conditions in his own especial environment and has made a success of his business. These men speak 
with authority—they tell us what our mistakes of method are, and they frankly give us credit for a superior 
skill in the utility and the beauty of our goods, but in some instances lay at our door an export system, or 
rather lack of system, which gives our competitors of other nations an unnecessary advantage. 





@ It is quite generally acknowledged that Germany excels us in the careful attention she pays to her ex- 
port trade; that German manufacturers carefully study conditions and customs in each country and that, so 
far as possible, they adapt their goods and their methods to the demands of the trade they wish to secure. 
Furthermore, the German goes after a foreign market in a logical, systematic manner. Traveling men are 
sent out who can speak the language of the country. These men work the trade thoroughly, keep interest 
i and reap a harvest upon the same principles and by the same methods that secure us results at home, 

, by persistency, industry and common sense. While it is true that the American manufacturer is not 
wahie the same necessity as the German manufacturer of cultivating the distant field to find a market for his 
product—and also that the major portion of the machines, devices and supplies for the equipment of the 
modern business office originate in the country where there is a healthy demand for the goods, it is also true 
that the foreign field offers an inviting market and when properly cultivated a profitable one. 


@ Apropos of the relations of American manufacturers with the people of foreign countries, it is necessary 
to mention the subject of insufficient postage. This is an all but universal criticism of foreign merchants 
against American business firms. It is not that Americans are so parsimonious that they refuse to pay the 
legal rate of postage on their communications, but that carelessness in the mailing departments of a great 
many American firms having dealings with people abroad is such that foreign merchants almost to a man 
are compelled to pay deficiency postage in considerable sums every year on mail matter which reaches 
them from the United States. 


@ Dealers will find in this issue of Office Appliances a number of articles of practical value written by 
men of long experience in the trade—men who know whereof they speak. Not an article in the entire paper 
is the product of anything less than thought and experience. More than any other number of Office 
Appliances is this issue the product of the labor of many minds focused upon a common object. There 
is something of actual dollars and cents value for every division of the field. The commercial stationer 
who is the composite of the industry will find many ideas and suggestions which he can put into effect 
with profit. 


@ But the character and diversity of the reading pages are not alone in making this issue of Office 
Appliances distinctive, Conscientious readers—readers who are alive to their opportunities—will find 
profitable reading among the advertisements, for the magazine includes in its advertising what practically 
amounts to an office appliances directory of the United States. Here, no doubt, are many devices described, 
agencies which dealers could secure with great profit and satisfaction to all concerned. Therefore, let 
it be understood that when the reader has covered the text of Office Appliances the magazine is but half read, 
for while the text may and does yield money-making suggestions, the advertisements represent oppor- 
tunity, and opportunity is what no man may ignore without regret. 


THE PUBLISHERS. 
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USTLING is supposed 
H American habit. It is one, however, 


which we are adopting nowadays in 
this country in no _ half-hearted fashion. 
A serious and striking change this from 
the habits of yester year, and one which re- 
flects not only upon our business methods, 
but upon our office equipment and furni- 
ture, and even our way of taking our mid 
day lunch. In the days before vertical 
filing systems, typewriters and billing ma- 
chines, rolled top desks, and all the merry 
crowds of multiplicators and labor savers 
and hour-shorteners descended upon us, the 
business man was perhaps a trifle musty in 
his methods, but he had not so much need 
for hair restorers and systems of physical 
culture for the regeneration of his exhausted 
frame. But all the same, the old-time 
ofiice—mercantile, shipping, legal, or what 
not—was rather a dreary place. When the 
medieval merchant lived with his business, 
it is to be assumed that he had fairly com- 
fortable and pleasant surroundings; but as 
the centuries passed by, and prior to the 
opening up of new office conditions, the 
counting house and all its adjuncts became 
a place in the general run of cases of crude 
design and haphazard fitment. 

No one has perhaps given better descrip- 
tions of the mid-Victorian office than 
Charles Dickens. The Shannon Company, 
a big name here in office equipment, have 
in several exhibitions very effectively util- 
ized the Dickensian atmosphere as a back- 
ground against which to show to its fullest 
advantage a model office of theirs. On 
your right you are bidden behold the office 
of 1840, a place of murk and gloom, of scat- 
tered papers and general discomfort and 
confusion. On your left you are bidden to 
a feast of polished mahogany, brass rail, 
order, cleanliness, classification and light. 

Perhaps the least change has taken place 
in the legal office. We recall the famous 
habitation of Mr. Sampson Brass, that es- 
timable character in the “Old Curiosity 
Shop.” There was the window with the 
dirty, dim glass; a curtain of faded green, 
so threadbare from long service as by no 
means to intercept the view of the little 
dark room, but rather to afford a favorable 
medium through which to observe it ac- 
curately. There was not much to look at. 
A rickety table with spare bundles of papers 
yellow and ragged from long carriage in the 
pocket, ostentatiously displayed upon its 
top; a couple of stools set face to face on 
opposite sides of this crazy piece of furni- 
ture; a treacherous old chair by the fire- 
place, whose withered arms had hugged full 
many a client and helped to squeeze him 
dry; a second-hand wig box, used as a de- 
pository for blank writs and declarations 
and other small forms of law, once the sole 
contents of the head which belonged to the 
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Reminiscences of the Dear Old Backwater 
Days Immortalized by Dickens, Trollope 
and Other Authors—The Coming of the 
Typewriter Leads to Giving Place of the 
Old Order to the New. 

Special and Exclusive Correspondence to 

“Office Appliances.” 





wig which belonged to the box, as they 
were now of the box itself; two or three 
common books of practice; a jar of ink, a 
pounce box, a stunted hearth-broom, a car- 
pet trodden to shreds, but still clinging with 
the tightness of desperation to its tacks-— 
these, with the yellow wainscot of the 
walls, the smoke-discolored ceiling, the 
dust and cobwebs, were among the most 
prominent decorations of the office of Mr. 
Sampson Brass. 

Circumlocution Office Still Lives. 
Government offices, so far as 
branches of the Civil Service are concerned, 
still live in the backwaters of the years 
gone by. The Inland Revenue may be up 
to date, but the Queen Anne’s Bounty still 
lives in a quill pen era, and the clerks are 
given a new penknife every year with which 

to sharpen their quills. 

The habits of the Circumlocution Office, 
so satirized by Dickens, have not changed 
a good deal. We learn how in the bygone 
days whatever was required to be done the 
Circumlocution Office was beforehand with 
all the public departments in the art of 
perceiving—how not to do it. The Barnacle 
family are not yet dead in the land, and 
hence the institutions which they helped to 
administer must persist with them. Much 
of what we read in “Little Dorrit” remains 
very true of modern government office ad- 
ministration. 

“Numbers of people were lost in the 
Circumlocution Office. Unfortunates with 
wrongs, or with projects for the general 
welfare (and they had better have had 
wrongs at first than have taken that bitter 
English recipe for certainly getting them), 
who in slow lapse of time and agony had 
passed safely through other public depart- 
ments; who, according to rule, had been 
bullied in this, over-reached by that, and 
evaded by the other; got referred at last to 
the Circumlocution Office, and never re- 
appeared in the light of day. Boards sat 
upon them, secretaries minuted upon them, 
commissioners gabbled about them, clerks 
registered, entered, checked and ticked them 
off, and they melted away. In short, all the 
business of the country went through the 
Circumlocution Office, except the business 
that never came out of it; and its name was 


some 


Legion. 
“Sometimes, angry spirits attacked the 
Circumlocution Office. Sometimes, parlia- 


mentary questions were asked about it, and 
even parliamentary motions made or threat- 


tions in England 



















ened about it, by demagogues so low and 
ignorant as to hold that the real recipe of 
How to do it. Then 
lord, or right honorable 


government was, 
would the 


gentleman, in whose department is was to 


noble 


defend the Circumlocution Office, put an 
orange in his pocket, and make a regula: 
field-day of the occasion. Then would h 


come down to that house with a slap upon 
the table, and meet the honorable gentle 


man foot to foot. Then would he be there 


to tell that honorable gentleman that th: 
Circumlocution Office not only was blame 
less in this matter, but was commendabl 
in this matter, was extollable to the skies 
in this matter. Then would he be there to 
tell that honorable gentleman, that, al 
though the Circumlocution Office was in- 
variably right and wholly right, it never was 
so right as in this matter. Then would he 


be there to tell that honorable gentleman 
that it would have been more to his honor 
more to his credit, more to his good taste, 
more to his good sense, more to half the 
dictionary of commonplaces if he had left 
the Circumlocution Office alone, and never 
approached this matter. Then would he 
keep one eye upon a coach or crammer 
from the Circumlocution Office sitting 
below the bar, and smash the honorable 
gentleman with the Circumlocution Office 
account of this matter. And although one 
or two things always happened; namely, 
either that the Circumlocution Office had 
nothing to say and said it, or that it had 
something to say of which the noble lord, 
or right honorable gentleman, blundered 
one half and forgot the other; the Circum- 
locution Office was always voted immacu 
late by an accommodating majority.” 

It is perceived, of course, that the Cir- 
cumlocution Office was more defective in 
its methods than in its attention to its occu- 
pants’ creature comforts. We read that 
this department was a comfortable room, 
handsomely furnished in higher official 
manner and presenting stately suggestions 
of the absent Barnacle, in the thick carpet, 


the leather-covered desk to sit at, the 
leather-covered desk to stand at, the 
formidable easy chair and hearth-rug, the 
interposed screen, the torn-up papers, the 
dispatch boxes with little labels sticking 


out of them like medicine bottles or dead 
game, the pervading smell of leather and 
mahogany, and a general bamboozling air 
of How not to do it. 

Another picture of the older Government 
Office is equally satirical in another direc- 
tion. Anthony Trollope was very heavy- 
handed at the office of the Commissioners 
of “Internal Navigation,” and much of what 
he says is true to the present day. The 
duties to be performed by the gentleman in 
this office, said Trollope, had reference to 
the preservation of canal banks, tolls to be 








levied at locks, and disputes with the Ad 
miralty as to points connected with tidal 
rivers. The rooms are dull and dark, and 
saturated with the fog which rises from the 
and their only ornament is here and 
dusty model of an improved 
unfrequently scuffle 


river, 
there some 
barge. Bargees not 
with hobnailed shoes through the passages, 
and go in and out, leaving behind them a 
smell of tobacco, to which the denizens of 
the place are not unaccustomed. 

“But the dullness of such a life as this is 
fully atoned for by the excitement of that 
which follows it in London. The men of 
the “Internal Navigation” are known to be 
fast, nay, almost furious in their pace of 


living; not that they are extravagant in any 
great degree, a fault which their scale of 
salaries very generally forbids; but they are 
one and all addicted to Coal Holes and 


Cider Cellars; they dive at midnight hours 
into Shades, and know all the back parlors 
of all the public-houses in the neighborhood 
of the Strand. Here they leave messages 
for one another, and call the girl at the bar 
They are a set of 


by her Christian name. 
men endowed with sallow complexions, and 
they wear loud clothing, and spend more 
in gin-and-water than in gloves.” 


money 











Sweden has shown a 
Though a small 


¢ y “HE past year in 

great stride forward. 

people, the Swedes have always been 
alert and quick to take up new ideas. In 
many departments they have actually been 
pioneers. It is a pleasing fact that, notwith 
standing the severe crisis which shook th¢ 
for all 


world to its foundations, 


modern office machines business 
not exactly brilliant, at any 
Among typewriters 
the new Remington Model No. 10 has 
caused quite a sensation, and, while bring 


business 

sellers of 
has been, if 
rate above the medium. 


new customers, has attached the 


ing many 
still stronger ties. Exchange 
conditions are better here than in the 
United States, as there is a strong demand 
Smith Premier, 
Underwood and 
The cheaper 


old ones by 


for second hand machines. 
Hammond, Smith Bros., 
others are well represented. 
\merican typewriters on the other hand, 
are not yet represented. 

German typewriter makers are struggling 
their efforts have not, as 


crowned 


{ 


to come in, but 
yet, been with much _ success 
Among adding machines the Burroughs is 
first, and the Comtograph, Dalton, Pike 
and Universal contend for the second place 
There is no regular sale of these machines 
in the American understanding of the term, 
the small population and the limited field 
of work for apparatus of this kind rendering 


this almost impossible. 


Other Office Accessories. 


The demand for loose leaf ledgers is 
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Such Conditions Far Removed From Mod- 
ern British Ideas. 

With certain people perhaps such condi- 
tions as these do constitute the good old 
times, but they are conditions very far re 
moved from modern ideas of activity and 
think, 
type 


system. It may almost be said, I 
that the new era started with the 
writer. With the introduction of the Rem 
ington into England in January, 1887, came 
a first definite attack upon the old order, and 
the marvel is that actually 450 machines 
were sold in the first Such a 
although now only a fragment of 
the time 


year. sale, 
year’s 
typewriter output, indicated that 
was ripe for a change. 

The introduction of machinery into office 
equipment has worked there the same good 
effects that it 
In the average busy office of 
practically impossible to picture the labor 
of dispatching a letter in the days before 
typewriters came, to picture the laborious 
inscribing of the business communication 
in copying ink (a most offensive fluid to 
use at any time) on cramped octavo paper, 
the slowness, the frequent untidiness, the 
smudging, the ink stains, the blotting, and 
the frequent indecipherability. They were 


has in our factory system 
today it is 


Outlook Sweden 
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Office Appliances Situation Briefly and 


Succinctly Discussed by A. Brautigan 
of Gothenberg. 


constantly increasing; they are used in 


nearly all the large offices, but not to the 





A. BRAUTIGAN. 


extent one would expect. Those of Ameri- 
can make are sold most, but there is room 
Cards for vertical cup 
from the 


article is 


Sales. 


for greater 


must also be obtained 


States if a 


boards 
United 
desired. 


first class 


23 


the days, of course, when fine clerkly hand- 
writing was apparently more sought after 
than ability to tackle business quickly. 

The first Remington put out over here 
was a clumsy instrument compared with 
the present one. It is curious to recall that 
the No. 1 Remington wrote only upper case 
characters and knew nothing of automatic 
ribbon reverse carriage governing, visible 
writing, etc. In 1888 the Barlock was put 
out here and introduced the public to an- 
other new idea—that of visible writing. 
About the same time the Yost entered Eng- 
land. The original machine here was a 
double keyboard one, 

Other machines followed in quick succes- 
sion, the first low-priced one being, I think, 
the Empire, put on the market here in 1896 
at $65. The Oliver introduction into this 
country dates from 1897, and of late years 
new types have been of regular occurrence. 
In nearly every case the present price of 
typewriters in this country is higher than 
at the time of their introduction. The type- 
writer often combines now letter writing, 
billing and adding, and the hand-written 
letter stamps the sender either as an in- 
significant business man or a hopeless con- 
servative. 
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Minor office appliances such as envelope 
sealers, numbering machines, etc., might 
be considerably increased if more direct 
steamer communication existed. This time 
last year there were great hopes of a di- 
rect line being started, but the scheme col- 
lapsed for want of capital. Should we 
get direct communication, American manu- 
facturers would do well to give more at- 
tention than hitherto to our little country 
with its great purchasing capacity. 

Sweden is beginning to produce cabinets 
of a very satisfactory quality. The duty 
on imported goods of this character is so 
high that local factories enjoy almost a 
monopoly. 

American supplies, such as typewriter 
papers, carbon papers, ribbons, etc., are 
highly regarded, and are preferred over the 
German goods. The English goods like- 
wise stand well on the Swedish markets. 
Owing to the strong national feeling of 
the Swedes, it is found that wherever it is 
possible, the preference is given in buying 
to goods of Swedish manufacture. This 
fact is not at all discouraging, however, 
to foreign manufacturers, since the Swedish 
market is active, and buyers desire the 
best they can afford, as a rule. 

There is plenty of room for the right 
sort of competition in this market, and 
it will abundantly repay the time and effort 
of anyone who has a meritorious artie‘e to 
sell and who will conscientiously senay the 
requirements of the business and profes- 
sional men of Sweden. 















Note.—The subjoined article by Mr. Kahler is full of sound sense. 
Kahler is one of the recognized experts in the business of exporting. 
little magazines produced in the United States. 
illustrations are selected to furnish the greatest amount of helpful information for those who desire 
“How to Export” is just 


foreign countries and their methods. 
small package, it is worth in inte: 
subscription. 


wr, if they are willing to take our word for it, that they send him a dollar bill. 
pany, which publishes “How to Export” and other allied periodicals, and hi 
thirty-third floor of the Metropolitan Tower, New York City. 


BEST thing about most of th 


Wind the 
oi foreign trade is that mighty lit 
sordid sou 


= HI 
Wise wasted on subject 
tle of it ever gets close to the 
with something to sell 
absorbed i 


that 


If the business man 


fraction of 
current on this subject, he’d have a chroni 


average 
the scholastic slush 


passes 


case of mental ptomaine. 

If there really were any such thing as an 
“Export Problem,” or any “secret of suc- 
cess” in foreign trade, [I’m not _ foolish 
enough to try to cover it in the few hun- 
dred words allowed me here. 


Side-stepping the fair foreheads and aca- 


demic shades, and gently gagging the pest 
who knows just “why we can’t,” and the 
mysterious benefactor, who, for a consid- 


eration, wants to tell us just “how we car 
let us have a peer at the facts. 


It may sound startling to assert that 
brains are brains the world around, and 
that common sense and elbow grease go 


just as far in Kamchatka as in Kankakee, 
Keokuk or even Kokomo, but it’s entirely 
true 

The same basic factors that declare divi- 
dends in Pennsylvania will 
abroad, and the only trick that the neo- 
phyte can learn from the thirty-third de- 
gree is the best way of applyinig them to 
other lands and other peoples. 

I have noticed that the man who likes to 
theorize as to why we do not and cannot 
sell more ships, shoes and sealing wax to 
generally the lad who 

the club in something 


success 


spell 


the heathen is 
lunches lightly at 
under three hours. 


Shelve the “Export Problem” right be- 
side the philosopher’s stone. Pure myth, 
both of them. 

Theory aside, it is a fact that we are not 


good exporters compared with Germany 
and England, for the simple reason that a 
good many of us do not feel any real need 
for foreign sales, while the European coun 
tries absolutely depend on their foreign 
markets for their profits and some of their 
expenses. Most of the mistakes we make 
can be attributed either to this fact or to 
the aimless argument that conveys the im- 
that there is open sesame 


pression some 


st and actual 
Should any of the readers of Office Appliances desire further light, we 





Export Talk and Export Trade 


By Hugh Kahler, Editor of How to Ex- 


port. 


The articles are written by men 


bout the right size 


usefulness many 


+1 
eld 


Take Good Care of Orders and Other Or- 
ders Will Come. 


Most of us who are doing export bus 
ness now got into it gradually and almost 
consciously through a few chance orders 


His publication, 
who 


llar 


times the one do 


omeces, 


We commend Mr. Kahler’s suge 








HUGH KAHLER, EDITOR, HOW TO EXPORT. 


that came in unsolicited Some of us, of 


course, have followed the lead of success 


ful competitors in other lands, and not a 


home mar- 
had to 


few have been driven out of the 
ket by 


choose between export sales and starvation 
old that c 


goods, and have 


better 


There is one typewriter an't be 




















It bears the weight of authority, likewise, Ir 
“How to | xport,” is one of th test 
know their business thoroughly t 

accurate impressions of 
to fit one’s coat pocket, but though it a 
which its publishers ask for 
suggest that they write to Mr. Kahlet 
He is the vice-president of the America Con 
like his ideals, are lofty, being I the 
restions to our readers ed 
given away in this country wl 
1 breeze abroad 
Let’s suppose that you have had a 
or two from Mexico or Monteneg: 
don’t object to getting a few mor 
ally you are going to go slow at 
you can’t expect to cover the wh t 
in one step. Where is it best to beg 
[It won’t do any harm to start using your 
brains right here, in selecting the bes 
ket. Get figures from the Bureau « Sta 
tistics at Washington covering present ex 
ports in your line. Quite frequently the 
territory which buys most liberally will be 
the best one to attack, although it is often 
true that it is over-run with competition and 
presents less real opportunity for you that 
some territory whose present purchases art 


less. As a rule, Latin America, the twenty 
republics south of the Texas line, promises 
best, although of course there are excep 
tions. The disadvantage of attacking Eu 
rope lies in the fact that most countries 


there possess large manufacturing interests 


of their own, and can compete fairly we 

even on patented and special devices. Asia 
is already an exploited territory, and the 
greater part will draw its principal supplies 
naturally from the Japanese, and other 
parts must patronize Europe \ustralia is 
itself beginning to manufacture, and to 


gether with New Zealand and South Africa 


places a very high tariff on manufactured 
articles, discriminating, moreover, fave 
of English goods. 

Still again, to cover Europe or Asia well 
requires a knowledge and use of several 
different languages, and a familiarity with 
widely varying conditions and_ habits 
thought Moreover, Europ: is a tted 
field whose possibilities of large import 
growth are limited almost entirely t LW 
products 

On the other hand, Latin America is a 
vastly rich and productive territory whose 
natural resources, only slightly developed 


produce an enormous revenue every year 


This money creates an eager demand for 
all of the various appurtenances of modern, 
wealthy civilization. Local conditions are 


unfavorable to manufacture, and the result 
is that the territory exchanges its raw prod 





ucts here and in Europe for the manufa: 
ul goods wl requires, and which 

an turn out far better and cheaper thai 
an be done by domestic manufactur: 
With the exception of Brazil, the univers: 
languag s Spanisl The different natiot 
ur y similar in origin and thought, 
what is satisfactory procedure in 
them is fairly sure to work out well in 1 
others 

Ii ttacking thi territory you do just 
what you would find necessary up 
You t acquainted with your trad 

ut | your best prospective custo1 
want » busit , and meet their w 
fy in 

Regarding Exclusive Agencies. 

Sometimes you will find it best to estab 
lish exclusive agencies. This is especially 
true of most appliances and other 
commercial equipment which require sp 
cial familiarity and sales effort on the part 


of the agent. In other lines it proves wiser 
to leave the territory free and to canvass 
1 trade, and for some very few 
effort, direct to the cus 
Here 


your head just as you 
day at home 


the genera 
articles mail-order 


tomer, is profitable and possible. 
another place to us¢ 
have to do it every 


Whe: 


formulate a 


you approach your trade, do not 
idea that 
you may be Many 
xd campaign has fallen flat because th: 
agency offer this idea 
Naturally it was not 
was really safe, even th 


proposition on the 


sending it to a crook. 


a gor 


was designed on 


Oo 1 
good 


attractive to a 
house, and if it 


crook was not interested. Select in advanc: 


firms with whom you are willing to do 


business on a basis of mutual confidence, 


and keep your proposition away from the 
‘heap skate altogether 

Advertise to reach the consumer or the cus 
tomer who cannot be canvassed direct, and uss 
your efforts in this direction as an argument 
ipon the dealer in favor of stocking your lin 
That lever is not so over-worked abroad as it 


is here, and yet it is a very efficient persuade 


ight at home. 


Put the same power into your printed 
matter that you would in your English 
Do not trust your translation to the man 
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vh W ad it che ip, Dut ge 1 ex] to 
lo it right, and pay him what it is worth 
You would not let a high school kid write 
your English catalogue, and it is no wiser 
1 high school t | hand i! 

opa sh literature 

When I need a good laugh I look 

beautiful three colored catalogue in Sy 
sh in which every verb is invariably 

nitive, because the dictionary gives 
form opposite the Englisl Che firm paid 
$10,000 to get it out, a generous contribu 

toward the merriment of nation 


Erroneous Impressions Regarding Foreign 


Credits. 

As for credits, try to forget the bootless 

babble you have heard cn this subject. It 
+4 f-] ] } + +} : . na 

is quite taise to Claim that the German and 
English manufacturers give re€ t 
than Americans hey do not rhe long 
redits that the Consuls tell about ar 


given by brokers. The German manuta: 
turer absolutely must have cash, and most 
yf his profits, in consequence, go to th 
middleman, who is willing to advance 


money for about 20 per cent a year 
business on this basis, 


New York 


seaboard cities who will give you the 


If you must do 


there are brokers in and other 


same 
gets, 


service that the German manufacturer 


and not charge nearly to much as he has to 


pay. If you have selected your trade well, 
you are dealing only with firms whom you 
can trust, and reasonable credits can be ex 
tended to them with entire safety. You 


surely do not need to be told that it is not 
customer with 


but it cer- 


safe to trust an unknown 
valuable goods on a credit basis, 
tainly is good business sense to oblige a 
strong house with reasonable accommoda- 
tions, and there is little or no risk involved 
in it whether at home or abroad 
Remember always that what is excellent 
sauce for the Michigander may be entirely 
unsuitable for the Mongoose, and some of 


the simplest and slightest details of office 


routine loom up big when you attack a 
foreign territory. I know of one highly 
modernized firm whose collection depart 


ment has a series of graduated form letters 


which follow one another automatically 
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until the account winds up in the hands of 
an attorney. An Argentina house, worth 
about $20,000,000, owed a slight balance on 
a previous order. Three form letters went 
out from the collection department on one 
steamer, and were delivered in the same 
mail, The customer was mildly surprised, 
but sent a draft on the next steamer back. 
In the meantime five more letters, the last 
one from the firm’s attorney, went into the 
mails, and were delivered together from the 
next steamer, 

You can imagine that firm’s chance of 
selling any more goods to possibly the 
strongest concern in South America, and 
yet the offense lay in a very insignificant 
detail of office management, 


Commission Men Not All Entitled to Halos. 


When you deal with brokers or commis- 
sion houses in New York, remember that 
when they are good they are very, very 
good, and when they are bad, they are ! 
Most of the old-fashioned concerns have 
little real selling power so far as you are 
concerned. They buy what they are told 
to buy by their foreign connections. The 
more modern concerns can, however, help 
very greatly in introducing new lines, espe- 
cially those who have established retail and 
wholesale establishments in foreign lands, 
and maintain a selling force, instead of an 
office under their hats. 

Distinguish very sharply between the 
As a rule, the services of either class 
on the orders which are placed through 
them are well worth the usual commission 
of from 2% per cent to 5 per cent. In 
many cases the honest export house turns 
this over to its customers, who, be it under- 





two, 


stood, are already paying an additional 
commission to them for their services as 
buyers. 


I suppose I have disappointed you by not 
talking about something that you did not 
know. Remember that I warned you at the 
beginning that export trade is no different 
from domestic, and that your own brains 
and muscles are all the tools you need. 

The quicker you get the idea of magic 
out of your head, the better for your ex- 
port success, 


Getting business is just : 


like courting a girl. 


You 


must offer the right kind of 
sgoods—and keep right on 
calling. 








(Weber Lithographing Co.) 
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HE year just drawing to a close can 
neither be designated as one of re 
trogression, nor of great strides for 
ward, if the office appliance trades and in 
dustries in the German speaking countries 
are considered as a whole. It may be said 
that most firms have held their own, but in 
favorable t 


general conditions were not 
business The 
American office appliances and specialties 
was probably as large as in the preceding 


expansion, importation of 


year, which is no cause for special encour 
agement, and local conditions at home and 
abroad may even have contributed to a de 
crease in some lines, But the depression in 
commerce and industry seems to be giving 
way to a more hopeful outlook, and the re 
ports coming in from all sides justify the 
expectation that the year before us may 
be a business record breaker, a consumma 
tion devoutly to be wished. 

There can be no doubt that Germany has 
entered as a strong competitor in the offic: 
appliance field; that its industries are in 
creasing and developing, and that markets, 
which at one time were considered the ex 
clusive property of the United States, will 
have to be at least divided by two, if_the 
American home market is omitted from the 
consideration, the high protective duty still 
forming a practically insurmountable bar 
rier against the higher and more expensivé 
grades of German office appliances. [Tor 
though Germany has succeeded in produc 
ing good typewriters, calculating machines, 
copyinig machines and other useful articles 
of office equipment, the prices of labor and 
raw materials are such as not to permit the 
German product to be profitably exported 
to the United States, if duty, selling ex 
penses, cost of organization and exploita 
tion are to be considered Of course, som¢ 
exceptions are on record, where this is su 
cessfully being done in spite of the tariff 
these 
ness of the assertion 


prove the correct 
We may mention as 
examples two or three types of calculating 
their 


wall, but rather 


on account of 
trinsic the high prices 
which have to be paid for them in America, 
to take their 
Germany has partly in 


machines, which 


superiority stand 


in order advantage of useful 


ness But retalia 


tion made enormous strides against th 


American product in the 
to England the largest and most im 


home market 
next 
portant on the European continent, and ts 
gradually gaining ground in other European 
and in the South 
in England and her colonies, 


American countries; even 
im spite of the 


these parts 


strong prejudice existinig In 
against the fatherland, on account of the 
ridiculous fear of German military aggres- 
more directly caused by the 
offers 
For it 


siveness, but 
strong competition 
to England in all foreign markets 
must be said in favor of the German mer 
chant and manufacturer that he understands 


which Germany 


Trade Conditions in Germany 


Clear and Intere:tirg Discussion of Devel- 
opments in Office Appliances in the 
German Empire in 1909. 


By Henry Goldman, Berlin. 


much better than his American brothers 
the treatment 
kets; that he is studying more carefully for 
eign that he is quicker in 
adapting himself to them. The well-known 
\merican 


partly lost in the inter- 


or handling of foreign mat 


conditions, and 


shrewdness of business men at 
home seems to be 
course with foreign nations, and the expec 
tation that these rise to the 


\merican occasion is to a great extent un 


will have to 


founded, and will from year to year be less 
likely of realization 
American Tariff Hinders Trade. 
The prohibitive duty is really a hindrance 


American business 


to the development of 


interests abroad, and particularly in Ger 


many, for a nation cannot expect to do a 
continued successful business with another 


nation, to whom it does not give the same 
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conditions of business as are granted to it 
With a merely nominal duty on typewrit 
ers, adding machines, addressing machines, 
etc., in Germany the excessive duty in 


\merica causes a considerable amount of 
ll-feeling in business circles, to which fré 
quently expression is given even on Amer! 
in typewriters. Besides there are a num 


good German machines produced, 


ber of 
which strongly compete with the American 
product, German patriotism differ 
ence of more than hundred Marks in price, 

g arguments in their favor. We 
mention the Adler, Continental, Ideal, Mer- 
Torpedo, and others, which 


and a 
being strong 
cedes, Stower, 
have attained a high state of mechanical de 
velopment, possess most if not all the de 
sirable features looked for in a typewriter, 
and as stated before cost 20 per cent less 
than the high-grade American 
Where this is not sufficient; national pride 
many instances appealed to, which to 


product 


is In 
gether with the thorough knowledge of 
home conditions and practices, gives the 


German representative a decided advantage 








over the American In addition to this, 


new German machines, such as the “U 


ania,’ “Union,” etce., largely of the so 


called segment or Underwood pattern, aré 


continually appearing, and _ consider 


fear would have to be entertained 
ing the possibility of marketing these p1 


not so very arge 


things in at 


ucts, if the world 
able to 
least sufficient quantities to repay comp: 


tent 


were 


and assimilate useful 


manufacturers a reasonable profit 

In spite of these conditions a number of 
American typewriters are holding their 
own, perhaps slightly increasing their sales 
in Germany, which, however, is not 1 : 
Amer 


acknowledged 


sarily due wholly to the sagacity of the 
ican manufacturer, or to the 
excellence of the product, but largely to the 
ability of the German general representatives, 
their superior management and *SSIVE 
Only 


where an American machine is 


agere 


organization one instance need be 
singled out 
being handled by a 
manufacturer, who incidentally objects t 


manufacturers any 


German 


typewriter 


giving American point 


1 


ers regarding European conditions, which 
appears objectionable to his divided acti, 
ity. 

Good, sound, broad and complete knowl 
edge to our mind is the best foundation for 
business intercourse and development. In 
fact I have been severely criticised by some 
for giving “too much” information to Amer 


ican readers regarding European condi 
tions, while others have gone so far as t 
accuse me of contributing to your magazine 
in order to reach German ears, which is 


really not the case, not even with regard to 


those reaching over to America. My aim 


has always and simply been to state facts 
and to report conditions as they appeared 
to me, without flattery or coloring, to in 
form my readers wherever located regard 
matter in hand, For I am 


ing the subject 


of the opinion, which may even differ from 


the one held by your editor, that a trade 
paper does best to leave all political 
siderations out of the question, and to con 
fine itself to facts and actual conditi 


For a trade-paper excessively patrioti 


not help to create ill-feelings and harm the 


tries to advance Patriot 


very interests it 

ism and its promotion ought to be left to 
political newspapers, which generally write 
what their clientage wishes to read, which 
flatters their vanity and increases their 
happiness, even if only by ane artificial 
stimulus or linguistic opiate. A trade paper 


on the other hand can do the most good by 


presenting conditions as they actually are, 
dangers which exist, etc., instead of lulling 
its readers into a state of unhealthy con 
tentment. It would be equally unjustified 
to alarm its readers unnecessarily, to talk 
in England for instance about the German 


invasion, or in America about the yellow 








peril, not the one caused by yellow jour 
nals.* 

Other American Goods in Demand. 

We will now briefly refer to other lines 
of office appliances of considerable impor- 
tance. American adding machines are still 
sold in considerable quantities throughout 
the German speaking countries. Among 
these the Burroughs has the lead, with the 
Wales a The Pike is meet 
ing with The Dalton has 
not yet arrived on the scene, though con 


close second. 


some success 
felt regarding its ad 
competition 


siderable interest is 
vent. In direct 


has as yet arisen to these American prod 


Germany no 
ucts. The Brunsviga has been developed 
into a writing calculating machine, and the 
manufacturers of the Ideal typewriter have 
extensively advertised a Thomas machine 
with writing attachment, which has been 
given the peculiar name of XXX, but it is 
believed that very few machines have been 
produced up to the present time, and that 
it is as yet an unknown quantity, as the 
name seems to suggest 

Another listing adding machinie is being 
offered by a Mannheim manufacturer, 
which prints the figures at the side of the 
machine, and still another which prints all 
the ciphers to the full capacity of the ma- 
front of the amounts to be re- 
and therefore need not be taken 
seriously. German calculating machines, 
particularly of the Thomas and Ohdner sys- 
tem, supply the markets of the world. Sev- 


chine in 
corded, 


eral manufacturers, among the foremost of 
which are Ludwig Spitz & Co., of Berlin, 
and Grimme, Natalis & Co., of Brunswick, 
high-grade machines and _ their 
business is expanding. 

In the industry Ger- 
many has attained a very prominent posi- 
tion, there being about ten manufacturers, 
market. Leading among 
German Machine Distribution 

Berlin, who have probably 
exhibited the most enterprise in pushing 
their product. But a number of others are 
making machines of good quality and ef- 
fectiveness. 

With regard to duplicating machines Ger- 
many is considerably behind England, 
which has attained a leading position with 
regard to this industry, being the home 
of the Cyclostyle, Roneo, Revol, etc. 
Cheaper machines of the flat frame pat- 
however, are being made in large 


produce 


copying machine 


who divide the 


these is the 
Company, of 


tern, 
*Broadly speaking, we agree with Mr. Gold- 
man’s sentiment. Yet he seems to convey the 
impression that truth and patriotism may some- 
times be at variance—a proposition which in 
the very nature of things cannot be _ well 
founded. The truth may sometimes be un- 
palatable, but never unpatriotic. It stands 
above creed, country or political systems 
Whatever is true is what all mankind should 
know. 
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quantities, and also many makes of Hekto 
graph and Schapirograph design are being 
offered. 
stencil, paper, inks, etc., are being also made 


The supplies for these machines, 


i ad 


in Germany in large quantities; as wel 


the counters to be attached to these ma 


chines, particularly one which can be in 
stantly brought back to 0 and proves a 
great convenience 


Among typewriter supplies the high-grade 
Webster 
esteem 
very extensively 


Han 


equippe d 


such as the 
Id in high 


American products, 
Little 
But German products ars 
sold, the firm of Gunther Wagner of 
nover having probably the finest 


kind on the 


smaller 


and lines are he 


factory of the continent. 
Many 


oftice use are 


American machines for 


being annually imported 
Bates and Force Number 
Cum 


Automatic 


Among these are 
Machines, 
Check 
Pencil Sharpeners, 


ing Perry Time Stamps, 


mings Perforators, etc 
Envelope Openers, etc. 
\lso a large number of fountain pens, prin- 
Waterman, Parker 
In competition 


cipally the and Caw 


products with these are 


several good German makes, the Clio, Sim- 


plo, Kameco, etc., as well as the leading 


English lines, particularly the Onoto and 
Corona pen. 
American addressing machines have as 


yet had a limited sale in Germany. 
\lso very few type-printing machines, such 
as the Multigraph, Writerpress, 
been sold thus far, on account of their high 


for cheaper ar- 


very 


etc., have 


price, Germany going in 


ticles, as long as these half-way answer 
the purpose. 

A very large export trade is developing 
thousand and one 


such as the 


in Germany in the 
smaller of office use, 
cheaper grades of fountain 
sharpeners, 


articles 
pencil 
holders, desk blotters, 
writing tablets, etc., and even the United 
States, in spite of the high protective duty, 
proves a good field for their introduction, 


pens, 
pencil 


these goods being produced so cheaply and 
with such highly developed equipment that 
probably no country in the world can com- 
pete them. 

Germany is getting gradually accustomed 
to the new taxes imposed on many articles 


with 


of use, in order to meet the increasing ex- 
penses of government. Particularly annoy- 
ing is the tax on matches, which has caused 
become dishonest by 


Coffeehouses 


Germans to 
filling their pockets in 
Restaurants; the tax on gas-mantles and in- 


some 
and 
candescent lamps, which successfully ac- 
complishes taxing even the light a person 
possesses, leaving only the atmosphere, ow- 
distribution, 


ing to its general free from 


taxation; and finally the stamp on checks, 


that exotic instrument of 


made 


which has 
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exchange still more unpopular in Germany. 
It requires considerable judgment of human 
nature to know beforehand whether any- 
body will accept a check, even if made out 
to bearer on the nearest bank, certified 
checks being practically unknown, and for 
the payment of notes and drafts the actual 
coin or currency must be produced. The 
fine on checks will cause increased num- 
bers of people to carry the money in their 
stockings. And yet Germany is a great 
country, full of push and enterprise, with a 
mild and even climate, in which even an 
American can live comfortably, if he works 
hard, obeys the laws and pays his taxes 
promptly. 


Organization of German Manufacturers 
Talked Of. 


An attempt has been made to form an or- 
ganization of the German office appliance 
manufacturers and representatives, which 
as yet has not assumed definite shape, the 
principal obstacle being the widely diver- 
gent interests of the industries to be 
brought under one fold. 

Two Expositions, which are to be held 
in the Spring of the year, are receiving a 
great deal of attention, and are likely to 
prove of considerable benefit to German 
and American interests connected with our 
line. The American Exposition, which is 
to be held at Berlin, during May, June and 
July, ought to prove an excellent oppor- 
tunity to bring American office appliances 
to the notice of prospective customers, as 
it will surely be visited by thousands who 
come to post themselves regarding the best 
America has produced, and who will be 
ready purchasers of useful American ar- 
ticles placed on exposition, Many impor- 
tant business connections will be formed, 
and I should be pleased to take the repre- 
sentation of such American interests as I 
can properly and satisfactorily represent 
under mutually agreeable conditions, An- 
other important Exposition, which will be 
largely attended, is the Business Exposition 
to be held at Frankfort o. M. at the end of 
April, which is expected to do for the 
Southwestern section of Germany what the 
Berlin Exposition has accomplished for 
Northern Germany and the Vienna Exposi- 
tion for Austria-Hungary. The beneficial 
effects of these expositions are still being 
felt by all who have properly been repre- 
sented at these business shows, which fur- 
nish a better opportunity for reaching office 
people than any other means which can 
possibly be used for the purpose. American 
manufacturers ought not to neglect being 
in some manner represented at these Ex- 
positions, if the extension of their foreign 
trade is desired. 
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Office Appliances in Scotland 


was a time when the 


HERE 
American 
bent on 


never 


office appliance manufac 
goOKC rds 
about 


than 


exporting his 
know 


turer, 
to Scotland, 
the trade on this side of the 


more 
Atlantic 
just ex 


required to 


requires to know 
profitably sold to this 
know 
Besides this, he 
BEST 
lasting 


at present. He 


actly what can be 


country, and he also must what is 


expected from him must 
know 
here; in 


how to get his goods sold 


words, how a good, 


tablished. 


Scotland 


other 
business can be es 


Time was in when every new 


novelty in office appliances was instantly 


styled “A smart Yankee idea Scotsmen 
returning from the States “talked big” and 
had new notions, the effect of which was 
that America was naturally looked up 

as quicker, smarter and more pushful tha 


Britain 

We must admit that America not nly 
SEEMED ahead of us in Scotland, but that 
I] This feeling, which has 


now become an established fact is not ques 


tioned now-a-days, and in the office equip 
ment field we look to America for mos 
ur new ideas 

Taking all this into consideration, it 


seems as if the question resolved itself 
to:—What are the 
Scotland; hi 
how to keep the 

Take first of all 
machine, the 


suitable to 
introduced; 


devices 
these 


best 
yw to have 
trade? 
that pre-eminently Amer 


typewriter. The typ 


ican 
writer is now being looked upon here as 
an office necessity, but only after years of 


the leading companies 
makers are 


educative work by 
Most of the American 
sented by their own branches, 
of the more alert manufacturers are com 
ing to see that dealerships pay them best 
The standard machines have the most pow- 
erful hold. All of them are suitable to the 
Scotch market and all do very well. Most 
of the new #nachines have got a start, but 
only in a small way, and apart from trade 
circles are very little known of as yet. 
The rebuilt typewriter business is in its 
infancy, but is gradually being pushed. Re 
builders in America must get to know the 
exact requirements of the trade here and 
lish key-boards, etc 


repre 
though som«¢ 


ship machines with Eng 
Dollar marks, shipping signs, cent marks 
and such like are not wanted here unless 
in exceptional cases, yet it is surprising that 
American signs fitted 
such large numbers. 


machines with these 
are to be seen in 


There is plenty of scope in Scotland for re- 
built machines of all makes, but the qual- 
ity must be good, and in this connection 
I might mention that even booksellers and 
stationers have been stocking typewriters 


By Leslie T. Webster, Sales Manager, Dun- 
can & Co., Glasgow. 
as side lines, but are beginning to see that 


without properly equipped workshops and 
mechanics the machines sold cannot be up 
kept as required, and they are gradually 
leaving the trade to the recognized dealers. 
Opportunities in Stationery and Equipment. 

What has 


field can also be 


done in the typewriter 
in the stationery 


and to a lesser extent 


been 
done and 
office equipment line, 
adding machine, 
like devic es We 


concerns as 


also in the addressing ma 


chine and such have not 
huge 


consequently the 


number of 
America and 
and labor 


the same 
ibound in 
saving machines 
Scotland 


addressing 


demand for time 
goes at 


is limited, and as far as 


present, calculating machines, 
typewriting 


with but 


machines, and even fac-simile 


machines of all sorts have met 
small success 

Loose leat devices are coming quickly 
into vogue, but are being greatly hampered 
on account of the legal profession being 


unwilling to adopt them. However, thes: 


prejudices are being gradually overcom¢ 


and large houses of every description ari 


now loose-leaf books of some ki1 


Various 


using 
American loose leaf systems ar 
proving quite 
makers are, 
They 
manufacturer in 


here and are satis 
British 
rapidly. 
American 


in use 
factory. however, 
springing up have the ad 
vantage of the 
the fact that the various rulings 
etc., can be readily done on the 
and these points seem to weigh with the 


American loose-leaf books, to 


cutting, 


more spot, 


agents here. 


be successful here, must have the insides, 
paper, indices, etc., manufactured on this 
side. Given good stocks here there is no 
reason why American loose-leaf books 
should not sell equally as well as British 
made ones, but they would require to be 


and handled by dealers who knew 


about the 


pushed 
something requirements of Brit 


ish houses. 
Good Field for Office Furniture. 
This American 
office furniture, 
why American furniture, 
ire being rapidly supplanted by Scotch and 
but there is no rea- 


applies to all sorts of 
and is one of the reasons 
roll-top desks, et« 


goods, 


English made 


son why this should be so. It is almost 
wholly due to the fact that the average 
Scotch house as a rule will not be “both- 


ordering from America. The Scotch 
wants to buy his goods in the 
“easiest” manner and thinks that by doing 
so locally he avoids waste of time, etc. 
facilities as regards order- 
and there is no reason 


ered” 
buyer 


Given as 
ing and payments, 


easy 


why American furniture should not be 
much more largely handled than it is 
There are many good firms here who would 


American furniture 


those rece ved 


gladly place orders for 


were the terms as good as 


from the home producer, if for no other 
reason than that the goods would be differ 
ent from the ordinary run and could thus 


be sold as 


“specialties.” \s things are 


however, the local traveler comes along, 
sees the wants, and sells his goods; gives a 
few months’ credit and gets a repeat ordet 
along with his cheque in payment next time 
he calls. In many instances the price paid 
is much higher than the American price 
but the goods are delivered quick 

be seen about more easily. 

There is a good field in Scotland for ne 
devices such as envelope openl! m es 
parcelling machines, cheque protecting 
chines, time registers, etc., but 
only make good headway if pushed by good 
agents 1 he a by sound a 9g 
methods nd if the quality is kept 


Business Show in Glasgow. 


The s nd Scottish Business |] 
has just been opened in Glasg 
promises to be quite as successful as the 
first one American manufacturers want 
ing a real live start with thei Sag uld 
ot do better than inaugur: their cam 
paign from the Scottish Exhib tions which 


their exhibits are get 


guide s to the 


are held yearly, as 
ting to bé¢ oked to as 
of office appliance fee 

To sum up, then, I 
the American to 
trade in this country he 


‘ling in the country 
should say that for 
keep and to extend his 
must be prepared 


1 


9° 
nim 


to manufacture not lat pays 
best, but also 


here want. He must find ways and means 


only w 
what the business houses over 


to make these goods in such a manner that 
it will pay him to ship them here. He 
must select good dealers and give them 


hold, otherwise the local 
manufacturers will cut in and 


quickly before it can be 


stocks to 


good 
make any 
article wanted 


must recognize that 


send 


across. He 
very few houses here will 
with order, and so he must be prepared to 
as long credit as do firms on this side 


shipped 
him cash 


give 
of the water. He 
advertising 
shall secure the proper 


must at the same time 


furnish good matter or agree 


1 


that his dealer here 


educating the public to his 


facilities for 


goods, either by granting to him a sum for 
this or by allowing a percentage 
of the overturn to go to this end. In other 
words he must see that his goods ARE be- 
ing pushed and handled by practical men, 
all things l 


purpose 


and he must above keep the qual- 


ity high. 














YE HAV] es in St. Petersburg 
/ [oscow and Riga, but at the same 
i ha salesmen covering al 


ther parts of European Russia and 
therefore give you air idea of the 

ions g Russia for the sale 
Am«¢ ( 

r} t | l 1 this line s tl 

yp nd t wing are the 1 

presente Russia: Remington 

Smit Premier, Hammond, Underv 
Rem-S] Monarch, Royal, Smith Brothers 
Visible, Yost, Densmore, Williams, B 
ock and Blickensderfer, and we should s 
hat | g represents the pop 
larity of the different machines 

Ever since typewriters were introduce 
nto Russia and up the present day tl 
Government have bought the greater part 














OTTO SANDGREEN. 


ind only recently have real Russian firms, 


mills tactories, gone in for typewriters 
Foreigners who have established them 
selves Russia have, of course, used typ« 
vriters ng be Russian firms took 
them up 
he standard price in Russia for 

Ami standard typewriter is 275 rubles 
qual to about $132 

The greatest difficulty Americans hay 
oing business with Russian firms are 

1. Want of knowledge of the Russian 
language.—Most German firms who d 
business with Russia have Russian corr: 
spondents and they are thus able to get 
into better contact with the wants of thei 

2. The Giving of Credit.—-All Russian 
yusiness is done on the credit system and 
nm very rare instances is cash paid. Of 
this fact the Germans take full advantagé 
ind do not insist upon “cash against docu- 
ment s practically all American firms d 





Office Appliance 


Situation mm Russia 


Trade Opportunities in Russia Greater 
Than Ever With Awakening of the 
Country in Matters of Commercial 
Progress and Development. 


By F. H. Steenberg of Sandgreen & Steen- 
berg, St. Petersburg, Moscow and Riga. 


1 ag st documents t firm 1 
ed at a Russian seap eally means 
paying f the goods fro1 ne t ( 
onths before the goods é eceived s 
he delay in Russian customs houses ts very 
ng and the freight trains are very s 
3. Discounts.— Many Amet 1 firms 
direct representatives Russ 
the agency to some firt n Englan 
Germany. The consequence of this 
policy is that the goods g to pass 
t gh middlemen, the presenta 
ives do not have the benefit of th l 
S un 
4. Forwarding cf Goods to Russia.— 
Packing.—Strong cases are required, as 
ods destined for the interior receive bad 
handling on the Russian railways, besides 
’ most instances they ire ad larged 
ded in some foreign p s Hamburg 
Hull or Copenhagen, there being no reg 
direct steamers between America and R 
la Cases have to be clearly marked 
nbered. It is also advisal to mark é 
ases “Handle with car r better st 


Russian “octopoho.”’ 


Invoicing. The invoice should be for 


irded without de lay and on same must De 


the marks and numbers of the cases 


For every $50, a 5 copek stamp has to be 
affixed, with the date of the invoice written 
through the 


stamps, and the stamps oblit 


rated by the official seal of the 
oOC ids 
Specifications. 


has to be sent a specification of 


porting the 

Attached to the inv 

the ship 

has to contain the following 

particulars: Marks and number of case. 

Contents. Gross and nett weights, the lat 
have to be “ust 


ment, which 


exact as the custom hous« 


strict 


iuthorities are very 


Adding Machines. 


American machines are hardly sold at 
- the reason being the hig! price Many 
Ohdner machines have been and are sold; 
hey are manufactured in St. Petersburg 
sale price being 145 rubles equal 1 
ibout $70 \t this figure they are by 
he best value on the market 


Addressing Machines. 


ld chiefly owing 
ict that they are not equ p 1 wit! Rus 
1 type. 
Office Desks. 
[The trade is very limited wing te ie 





igh duty on wood. The ocean freight is 


also high and if they are imported 
“Knocked down in white,” they are never 
put together so well, nor get as good a 


polish as in America. 
Loose Leaf Systems. 


Loose leaf systems are hardly in use in 
Russia, the law not allowing such copies. 
\ few foreign firms go in for it, but they 
For the same reason very 
loose leaf copying machines are sold. 


are very limited. 


few 
Duplicating Appliances. 


Here the sale is also limited, as a special 
permission from the police to use such is 
required before a dealer can sell to a cus- 
tomer and the user has to keep a copy of 
every copy made, which is entered up in a 
book and examined once a year by the In- 
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spector of Printing. It takes from 4 to 6 
weeks to get such a permission and many 
firms who could use them, do not go in for 
it, as they wish to keep as far away as 
possible from the police. 


Russia a Large Field. 


Russia is a large field for American of- 
fice appliances, but the greatest drawback 
is the credits that have to be 
Cash in Russia means up to three 

Credit six, nine, twelve and eigh- 
teen months; add to this that the Govern- 
ment only now pays in three part payments, 
January, January and January,.the conse- 
quence is that an enormous capital is re- 
quired owing to no credits being given by 
American firms. To some readers this may 
need a word of elucidation. Mr. Steenberg 
explains in a later communication that Gov- 
ernment institutions pay full price for 


enormous 
given, 


months. 


goods, but divide payment into three parts, 
the first payment being made in January 








30 


following the sale; second payment the 
next January, and third payment the third 
January. A big trade is being done with 
American office appliances and it is bound 
to increase as the country opens up and 
the people develop. 

In appointing agents in Russia it is very 
important to get hold of a firm of high 
standing. Lately have taken 
up the agency for American goods and in 
mediately started to cut prices, thus hoping 


many firms 


OFFICE APPLIANC?! 


to take the trade. The consequence, how 


ever, has been that the customers have be 
come afraid of such goods and after a short 
time, the firm having no profits, have either 
We know of 


three 


failed or given up the agency 


one typewriter which has been in 


hands during the last six years, and in each 


instance as the one firm gave up the agency 


their stock was cleaned out at a price of 
125 rubles below catalogue prices. This for 
the next representative was very bad, be 








sides it has given that particulat 
(a standard American machine) a very {| 
name 

Note.—Seldom has Office Appliances re 
ceived a clearer, more business-like state 
ment of conditions than the foregoing 


icle written by Mr. Steenberg. The me 
bers of the firm of Sandgreen & Steenberg 
are young men of unusual ability and fully 

ve 


deserve the very marked success they 


achieved 





Note.—Mr. Coates sent us the following 
letter in the expectation that we would use 
it as the basis of an article instead of us 
ing it as the article itself, but his views are 
so well that we 
heart to change a line of‘the letter. It is 
full of snap, right to the point, and its style 
has that individuality which will ensure the 


interest of the reader from the first word to 


expressed have not the 


the last.—Ed 
E have your letter of October Ist 
soliciting a contribution from our 


firm on local conditions of the 
particular business to which your valuable 
paper is devoting itself. We consider the 
publication a most useful one for parties 


like ourselves far removed from the center 
of inventions, and none the less interested 
we, therefore, take pleasure 


your request. 


in same, and 


in complying with 
As you may be aware in speaking of 
Uruguay for all such objects as the special 
ones mentioned it can be taken to apply to 
of Montevideo, the capital 
outside the 


unknown \ 


the city with 
300,000 


office 


inhabitants; for city 


appliances are quite 


number of typewriters have gone outside, 
but no fraction of the proportion which the 
camp population of say 700,000 bears to the 
city mentioned. 

Only in the last few years, we were going 
to say months, have the merits of th 
United States roll-top desk been acknow!] 
edged, and this accessory is now pretty 
generally used throughout the city, displac 
ing the old desk with 
Manufacturers should be guided 


these 


fashioned pedestal 
drawers 
in establishing the standard sizes of 
desks by the measurements which foreign 
customs traffic tariffs fix for valuation pur 


Very odd half 


means an increase of ten 


poses often an inch over 
one limit 

fifteen dollars gold in import duties to thes« 
countries 


The 


sented 


well repre 
have the Under 
Monarch, Oliver 


recentiy e\ 


typewriter market is 


here, where we 
Smith Visible, 
’ 


Wellington, Royal, 
the Remington has recognized tl 


wood, Fox, 
and quite 


of Uruguay—proba 


By Herbert P. Coates of Coates & Co., 
Manufacturers’ Agents and General Im- 
porters, Montevideo, Uruguay. 


the world where they had not hitherto been 


represented. Machines pay about $8 im 
port duty. 
The adding machine is unknown Che 


Burroughs have arranged a representation 


quite recently, but so far there are only 
two Standards in the country, and they are 


not giving all the satisfaction which could 


be desired. Undoubtedly this line of busi 


ness will extend,. but at best it will be a 
very limited one 


The rhe 


commercial laws require bound books with 


loose leaf is almost unknown 


every page initialled by the courts before it 





ya 
' 


' 


&.! 
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can be used for commercial purposes, if 


value as legal evidence, 


prohibit the use of 


later it is to be of 
will always 


loose leaf books where they would be of 


value 
The card index is also in its infancy, and 


] 


will remain so until some firm IS Willing to 


sort of open a school here and instruct our 
merchants in he ur t same in all its 
branches 
We have arwu¢ experience in receiving 
these gt ds and we have n ( cisn 
the method t | cking e1 pioyed by the 


which gives satisf 


Ameri 


tion 


exporter, 


Shipping details can be improved upon 
by those firms who do not make a free-on 
these are now few 


after 


board quotation, but 


amongst houses out export trade, 


making this change in their price lists; and 
generally shippers should be as keenly in 
terested in seeing that their clients are n 

item of steamer freights, 
New 


business of 


exploited in the 


which is not an uncommon thing in 


York. The 


pleasing his 


manufacturer’s 
client does not cease the mo 
ment he has handed the goods to the rail 
road agent and the documents to the bank; 
look after the buyer likewise in 


freight, if the client is to re 


it ought t 
the steamer 


turn without 


being absolutely compelled to 
do so 

Companies like the Royal Typewriter, the 
National Cash Register, 
this branch of their export business is the 


and others, fin: 


one detail which has helped them to secure 
the good will of the buyer, and extend t] 


business more than any other foreign 
feature 

We are at all times most interested in r¢ 
ceiving particulars of any office appliance, 


for of all the houses in this city we are 


(without being one of the commercial 


giants) the solitary firm having a reputa 
tion for being foremost in the field in 


employment, and at the present m 


our clerks are assisted in their work by 


typewriters, registers, adders, ‘phone s, etc 


which induces many of out 


doubt the 


etc., In a Way 


neighbors sanity at 


Coates & { 

There are too many people who are like 
my new teakettle. You can pile fire under 
it, and polish it all you please, but it won't 
sing: all will do is to grunt a little, and 
if you take the lid off, it will scald th 
hand Is that a picture of grumpy 
surly people who don’t apprecite kindness 
Give me the old iron kettle that can sing, 
ind th jolly people who can si1 


From January Farm 

















received with 


account oi the 


HE typewriter was 
Italy, on 
ever-increasing general progress in 
industry, from 


flavor in 


commerce and which this 


not only has not held itself aloof 
notably thereto with 


count ry 
but has contributed 


marvelous energy and good-will, and has 


harmonious political 
through 


thus profited from the 


conditions in Europe, which we 


have enjoyed a long period of peace, and 
during which time a vigorous impulse has 
been given to all lines of commerce and 
industry 


Therefore, all the makes of 
invaded the Italian market with greater or 


typewriters 


but, as is natural, the weakest 


1 - 
i€ss success, 


and the least perfect have abandoned th 
field, which has been conquered and held 
by the strongest and the most perfect. 

The Yost machine entered into competi 
tion with indisputable vigor and success, 
its method of inking the type by means of 
the inked pad accomplishing results most 
closely approximating those of actual print 
ing, producing a clear and elegant impres 
sion, and, by means of the central guide, 
ensuring the perfect alignment of letters. 

With the many advantages offered by th: 
Yost machine, the results were not slow in 
coming, and it is with great satisfaction 
that I am able to state that the machine of 
the Yost Company, of I have the 
honor to be the representative and director 
for Italy, has asserted itself splendidly and 
has won a foremost position in the war of 


which 


competition. 

The zeal and great activity of all the par 
ties who are collaborating with me for the 
diffusion of the machine have likewise been 
instrumental in its success, so that it is not 
without justitiable pride that I have seen, 
within the course of the few years since I 
had the good luck to introduce the Yost 
machine into the Italian market, the rise 
and progress, not only of this central office 
at Milan, but branches at Venice, 
Rome, Turin, Naples, Palermo, etc. 

And 
chine, I have also had the legitimate satis 
faction of launching upon the Italian mar 
ket the Wales Adder* and the Triumphator 
Calculator.+ 

The “Triumphator” has proved itself to be 
a useful machine and one of practical value, 
the new “Duplex” type of which offers such 


also of 


side by side with this writing ma 


great advantages for combined operations 
that it can be said to be hardly less than 


perfect 
Positively surprising is the progress of 
the Wales Adder, which combines with 
solidity of structure (being all of steel) 
*Made by the Adder Machine Company, of 


Wilkesbarre Pa., U. 8. A. 
*Made by the Triumphator-Werk, Ltd., of 
Leipzig-I ( 


indenau, ;ermany 


The Situation in Italy 


By Sig. Vincenzo Donzelli, of Milan, Di- 
rector General for Italy of the Yost 
Typewriter Co., Ltd. 
marvelous precision in calculation and ele- 
gance in external appearance 
This 


ception in 


machine has received a warm re- 


Italy, and has been recognized 


nks, the 


and adopted by many of 











SIG. VINCENZO DONZELLI, DIRECTOR GEN- 
ERAL YOST TYPEWRITER Co. 
FOR ITALY. 


stitutions of credit, the large administrative 
offices of the government, and many private 
concerns, 
And there 
sion of these calculating machines as soon 
commercial and industrial concerns 
throughout Italy shall 
larger proportions which their inauguration 


will be a more general diffu- 


as the 


have assumed the 


leads us to hope for and to expect. 


Other Accessories in Great Demand. 
It is quite natural and logical that type 


writers, as well as calculating, adding, and 


reproducing machines, etc., should lead, as 


a natural consequence, to a greater use of 


the related accessories, of which so large 


a consumption is noted, not only of those 


connected intimately with these machines, 


but also of those that we may call auxiliary 


classified generally under the 


accessories, 


head of office furnishings. 


Therefore we have today in Italy well- 
appointed and _ successful concerns doing 
business in office supplies, besides which 
concerns we also begin to see the rise of 


factories for the making of office furniture, 


which, attained th 


although they have not 






establishments of 


American 
the kind, still are able to give very good 
satisfaction, 


perfection of 


Several factors have contributed to the 
development of this industry, as, for ex- 
ample, the distance that separates Italy 
from the manufacturing centers for such 
furniture, and the high rate of duty on 
furniture of foreign origin. 

At first this furniture came to us mostly 
from Germany, and then it began to come 
to us from America. This American furni- 
ture is highly appreciated here, but, as I 
have said before, the distance from the 
country of origin and the high protective 
duties prevent the doing of a lively busi- 
ness in these goods, 

Nevertheless, I firmly believe that these 
obstacles might be overcome, provided that 
the American manufacturers would lay out 
the ground before them by good prepara- 
tory work, confiding to energetic and well 
remunerated agents the development of 
their articles here, and avoiding the pro- 
tective tariff by shipping their goods, not 
all finished, but in the rough and knocked 
down. 

Duties on Furniture. 


Furniture shipped thus, in the rough and 
knocked down, pays £12 per quintal, while 
that sent mounted and finished pays £50 


per quintal of gross weight. ; 
Consequently, the prices of American 


furniture, which in themselves would not 
be too high, are made so by the addition 
of the cost of duties and transportation. 

As to transportation, this should have 
(on account of the elongated shape of the 
Italian peninsula) two points of disem- 
barkation, namely, Genoa, for all of north- 
ern Italy and part of central Italy, and 
Naples, for all the rest of the kingdom. 

Under these conditions American furni- 
ture could maintain competition advan- 
tageously, and perhaps rise superior to all 
the other articles of the kind. 

And this which I have said with regard 
to the large pieces of office furniture may 
be applied as well to the other accessories, 
such as letter-files, filing cabinets, sectional 
bookcases, and so on. 


Loose Leaf Systems. 


Our system of bookkeeping is still ham- 
pered by the regulations of our laws, which 
prescribe that the account books of any 
commercial or industrial concern must be 
inspected by a competent officer, because 
such an inspection would be of indisputable 
value in the case of possible controversies 
in which the intervention of such an officer 
may be required. 

And as long as the ruling laws shall 
suffer no modifications, so long will it be 
impossible to obtain a system of accounting 
easier and more simplified. 








Nevertheless, for those books that do not 
come under the head of account books, the 
American system has made good headway, 
many large concerns having adopted the 
loose-leaf which 
shown to be of great practical utility, and 


system, experience has 


as a labor-saving device of much im 
portance 
More Progress Still to Come. 

As to machines related to those for writ 
ing or calculating, I do not know that new 
inventions or discoveries have been made, 
but I am convinced that neither writing nor 


calculating machines have come to a stand 


still, and that all the great manufacturing 
concerns are striving for greater perfec 
tion; and if, for the typewriter, efforts are 


being made to perfect the visibility of the 
writing, the makers of calculating machines 
are doubtless striving to make them capabl 
only more extensive, 


of calculations, not 


but also more complex 


As to this, it is a necessity of the times, 
because in an epoch like ours, in which 
every minute of time has an appreciable 
value, it is natural to try to diminish by 


Additional Notes From 





have a large 


~ YPEWRITERS in Italy 
sale Opportunity is everywhere, 


provided the agent or the salesman 


is able to let the people know the utility 
practical advantages of sucl 


When the 


commerce 


and the many 


a mechanism people fully un 


derstand that in typewriting is 


greatly preferred over handwritten corr 


spondence—and the various agencies 


doing all they can to make this information 
general—the people of Italy, even more 
than at the present, will adopt the us 

| 


the writing machine 


There is little interferenc« between 
different makes of typewriters 
Italian market Each 


opportunity, and the only 


now on the 


machine seems t 
have its field of 
advantage one may have over another is the 
possession of some special qualities which 
may make it more adaptable than others t 

the These 


special features may be included under such 


requirements of Italian users 


general heads as low price, durability, and 
facility and convenience in use 
With some 


machine is the 


users, of course, the inex 


pensive most popular for 
that 
reasonable number of the other requisites 
This probably is true of every coun 


stand 


alone, provided it 


reason possesses a 
also. 
try. But 
ard machines have their adherents 

We believe that the Sun typewriter pos 
all the } 


machine, 


here, as elsewhere, all the 


essential 


this 


qualifications of a 


sesses 


good and belief has been 


justified by t 


our experience, for we have n 


been able to secure enough machines t 


supply the demand for them in this market 
Orders for the Sun have come to my office 
We are now sell- 


from all parts of Italy 
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ever so little effort of the mind that 

necessarily carries with it a loss of time. 

while it gives me 
Italy much has 


any 


therefore, 
that in 
this 
more 


To sum up, 
state 
been done to put 
with the other 
much remains still to be done to make this 
The field of action has 


pleasure to 
country on a level 
progressive nations, 
progress complete 
not yet been completely exploited, and the 
result cannot fail to be remunerative in 
places where it may be desirable to exploit 
well-considered 
first under 
to be followed up by well 
efforts in 


it, provided always that a 
preliminary work be 
this 


and 


plan of 
taken, 
directed energetic those 
regions which are the nearest ready to re 
ceive the 
merce and of industry. 

And all this, I take the liberty to say, re- 


dounds always to the honor of the men of 


offerings, or products, of com 


any nation to which they may belong, for 
if, as said by an illustrious philosopher, art 
has no particular country, and a beautiful 
thing is always beautiful, no matter from 
what point of the world it may come, we 
this 


saying by declaring 


paraphrase 


may 





equally that commerce and industry can 


have no particular country, and that 


appreciated, 


what- 
useful ought to be 
whichever may be the land of its birth 

It is thus clearly demonstrated, in spite 
of all that may be said to the contrary, that 
steadily 


ever 15S 


humanity is pursuing the broad 


highway of progress, and will not be turned 
unexpected and 


backward or stopped by 


unforeseen obstacles; but that through pa 
tience, perseverance and _ sacrifice it will 
conquer and surpass them all, going on in 


the same difficult but glorious way, and re 
intell 


fining its material, moral and ectual 
powers until it shall finally arrive at the 
goal desired and longed for, which, when 
reached, will bring mankind near to God 
Note Sig. Donzelli is a man of pro 
found convictions and of a vigorous per 
sonality which have won for him the r 
spect and esteem of associates and com 
petitors alike. His article gives a cleat d 
interesting first-hand view of Italian condi 
tions which should be read and retained by 
all who contemplate entering the Italiar 


market. 





Brief Discussion of Typewriter Situation in 
Italy, With Special Reference to Prog- 
ress of “Sun” Typewriter. 


By Augusto Salvadori, General Agent for 
Italy. of the Sun Typewriter. 


over 100 machines per month, and feel 
much better tl 


ng 


sure that we shall do han this 


n the near future 
We are operating a supplies department 





SIG. AUGUSTO SALVADORI. 


which is giving good results, arising, we be- 


lieve, from the reliable quality of the goods 


we are handling. Quality here, as_ else- 


where, sustains and strengthens business 


prestige. 








Office Desks. 

American office desks are commencing 
o be t sedtoa considerable extent t! | 
it the business houses of Italy. They are 
comfortal convenient and well mad d 
Italian business and professional men ap 
preciate these qualities to the f But 
thers vy some Italian desk ma 
urers ire turning out a very good 
rodt | the Americans are 1 to be 
without some interesting competitio1 we 
believe, in the near future 

In considering the office furt b 
lem in Italy it is not well for the Ar i! 
to forget he matter ot duties ( 


tariffs on the finished article 
higher thar yn 


down condition, 


sent in a <1 cKe( 


goods 


which can be put together 
finished by Italian 
a nominal cost. The dut 
added to the cost 


after their arrival and 


workmen at 


shed goods. 


some fini 


transportation and the cost of the goods 
makes the necessary selling price her 
sometimes prohibitive, while had they beet 


sent knocked down it would have been p 


sible to set them up and sell them 
lower price that would have enabled then 
to find a ready sale. 

Office Appliances Generally. 

The Italian merchant is an up-to-date 
man. He desires to have whatever is neces 
sary and desirable in the equipment of | 
establishment He is conservativ: 
ever, and slow to replace old methods 
consideration of the new has convinced hin 
of the undoubted advantage of the new 
methods. But this characteristic is rather 
favorable than othewise to Italy as a fie 


for office appliances 
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India Awakened 
, ? By W. H. Saxon Davies, Remington Type- 
\NY and complex are the factors 


combine to determine the 
prospects of a successful year or 


to European traders in India. 


otherwis 
The 


may be, of the 


abundance, or shortage as the cas 


monsoon (as the annual 
called), the 
famine, the 


and 


rate of ex 


season 1S 


he risk of 


rainy 
change, t condition 
of the 


all have 


cotton, jute, tea coal trades, 


influence in the final result 


this 


their 
trading of vast 
of nearly 2,000,000 square miles 
teeming population of 300,000,000. 

1908 


of the year’s country 


with its 
was a year of general depression 


throughout India as indicated by formid 


able deficits in revenue returns, and heavy 
shrinkages in the receipts of all the great 
railways 

[here is every hope that the year now 
closing have marked a substantial im 


Those who are most qualified 
look forward to 1910 


proven nt 


to express an opiniol 
as likely to be a prosperous year. 

Here, as in the west, the typewriter and 
office appliance trades form an accurate in 


17 


dex of the rise and fall of trade generally 


So far as the with commercial 


turnover 


firms is concerned, the closing year has 
been a quite satisfactory one, but govern 
ment and railway sales have been curtailed 
by the shortage of funds available for pu 
chase of machines and office applianc: 
owing to the deficits of 1908. An encourag 
ing feature is the large number of the 
smaller native firms who are now adopting 
the typewriter as part their office equip 
ment Ches« represent a class of buyers 
that wer existent a few years ago 
The lot of the typewriter man in Indi: 
is one of hard work under trying climati 
conditions \n impression appears still to 
linger in the home countries that for Euro 
peans India business hours are short 
that slackness is the key-note, and evet 


that suspended at mid 


day for a 


may be 


operations 


siesta! These happy-go-lucky 
existed in the far off 
“John Company,” 


term the Honourabl 


conditions may have 
seed old 


still 
Company) but 


days of the 
(as the natives 
East India 


from being 


they are far 
present today. Business hours 


in India are as long or longer than at 


home, and the day’s work one continuous 
drive, Canvassing offices all day long unde1 
a tropical sun is an experience that daunts 


all except the stout hearted, and none but 
the best cl 


of success He 


ass of salesman has any chances 
must have American hustl: 
backed up by British dogged perseverance 
Too 

packing goods for 


great care cannot be exercised in 


India as, owing partly 
Liverpool, breakages 
although the 


make 


to transshipment at 
are apt to be and 


Marine 


heavy, 
com 


Companies 


Insurance 


writer Manager, Bombay, India. 


pensation, too frequent claims have the 
inevitable effect of raising future premium 
rates which thus reacts seriously against 


importers 
Should Scrutinize Character of Customers. 


Exporters should be on the watch against 


favorite trick of small unscrupulous 


native firms who order direct and after 


paying for one or two small consignments, 


will follow them by a large order for which, 


if supplied, payment is not forthcoming 


Owing to the laxity of the bankruptcy 


laws, the facility with which natives change 
their names, and the extreme difficulty of 
correctly ascertaining who is the actual 


owner of the business, it is often imposs! 


ble to secure a decree and enforce pay 
ment in the event of suit being attempted 
this country 
\merican houses should al take care 


to ascertain whether an Indian firm writ 


ing them.under a high-sounding European 


title is not made up of natives of no sta 


who are using the name as a decoy 


bility 
Much of this 


(ommerce are at 


] 


is done Che local Chambers 


this moment 


urging 


hat legislation should be introduced to 
deter natives trom masquerading under 
European names in business ith the ob 
iect of securing credit from abroad 

The only sate plan is to accept orders 
hrough the medium of indent houses < 
recognized standing, or otherwise a dep: 
of 25 per cent and the balance payable t 
he Bank of India on delivery of the docu 
nents. Several of ‘the prominent banking 
institutions in India have offices in New 
York with ample facilities for meeting al 


the demands of the American exporter 


\void sending goods on commission sale 
to India as you would the plague. Sooner 
or later you will meet with heavy loss 
The writer knows of several cases where 
the goods have been sold at full market 
rates, but the exporter was informed that 
they had to be sold at a great reduction 

avoid returning them, etc The ex- 
porter has to accept what they choose to 
give, and has no redress. 

The most stringent enquiries should al 
ways be made before credit terms are ar 
ranged The best source of information 
is the bank selected here to handle the 
financial transactions. There is nothing in 


India Dun or Bradstreet 


analogous to 


Typewriter Business a Problem. 


The typewriter business in India, though 


seemingly attractive, is far from easy to 
work with profit as many firms have 
learned by a painful experience. An im 





mense amount of traveling involving per- 
sonal canvassing is inevitable as the inert 
mass to be stimulated is much more con- 
servative than in the west, and although 
railfares are based on lower rates than 
those existing in America and Europe, the 
distances to be traversed from one city 
to another are so great in many cases, 
and the volume of business obtainable so 
comparatively limited, that when the rail- 
way fares, expenses of carriage hire, hotel 
bills and other incidentals have been paid, 
it requires skilful management to show a 
profit. Advertising is also an expensive 
item in India, as the rates are very high, 
taking into consideration the limited cir- 
culation of Indian newspapers. 

The writer recently observed in this jour- 
nal a contribution from India advocating 
cheap American typewriters as being the 
desideratum in India, This view is not 
shared by me, as my experience is that 
things are tending rather in the other direc- 
tion. The Indian public are discovering by 
actual experience that, for the severe usage 
in more or less unskilled hands to which 
a typewriter is subjected in this country, 
nothing but the best standard machines are 
really economical to purchase, This is ac- 
centuated by the remoteness of most of 
the upcountry stations, where it is impos- 
sible to get a machine repaired locally, and 
where heavy railway charges have to be 
incurred in sending it to Calcutta or Bom- 
bay 

There will always be something of a 
demand for cheap grade machines, but I 
am inclined to think that the tendency will 
be increasingly toward standard makes. 


Use of Vernacular Machines Growing. 


The past year has seen a considerable 
growth in the use of vernacular typewriters 
in India. This is a branch of the trade 
in which only the best equipped factories 
can even hope for success, as it is a de- 
partment full of pitfalls for the unwary, 
which many manufacturers have found out 
to their cost. Owing to the manner in 
which the written characters of nearly all 
the Indian vernaculars vary according to 
the particular district, it is no easy matter 
to produce a machine that will give satis- 
faction to all the users of any particular 
dialect. Often the Pandits differ amongst 
themselves as to the exact form a letter 
should take. Added to this is the excep- 
tionally large number of characters and 
compound letters required to write any of 
the vernaculars. They are often too num- 
erous to be all included within the limits 
of a typewriter keyboard, and an intricate 
results as to which can best be 
Without bias it may be 


problem 
dispensed with, 
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truly said that the Remington Typewriter 
Company are not alone the pioneers but 
the leaders of vernacular typewriting 
throughout the East. As years pass by, 
there is little doubt that this branch of 
the trade will assume important dimensions. 

Billing typewriters have not to the pres 
ent been largely taken up, though they 
will come in time, 

Machines for special work already com- 
mand considerable attention especially 
among the large shipping, railroad and gov 
ernment offices. 

Rebuilt machines are not 
vogue in India, Enterprising exporters in 
the United States of America occasionally 
send a deluge of circulars offering rebuilts 


greatly in 


at very attractive prices, and a few small 
native dealers now handle them, but they 
are viewed more or less askance by the 
Indian purchaser. 

Most of the prominent typewriter com 
panies are represented in India. The Rem- 
ington Typewriter Company possesses the 
most extensive organization. The head 
office of this company is at Calcutta, with 
branches at Bombay, Madras, Allahabad, 
Decca, Nagpore and Karachi, It is repre 
dealers in Rangoon, Colombo, 


Lahore. 


sented by 
Simla and 


The Stationery Trade in India. 


The most important European house in 
the stationery trade on the western side 
of India is the old established firm of 
Thacker & Co., Ld., of Bombay. It is 
under the able direction of Mr. Worrall, 
who is one of the most enterprising men 
in the stationery and minor office appli- 
ance line in India. They do not handle 
office furniture, but deal largely in station- 
ery, duplicators, fountain pens, and gen- 
eral office requirements. We have the per- 
mission of Mr. Worrall to state that his 
firm will be pleased to hear from Ameri- 
can manufacturers having any attractive 
novelties in the stationery and minor office 
appliance lines. 

The chief stationery house in Bombay 
owned by a native firm is that of Hussan- 
ally Abdoolally & Co., who are known 
throughout India, their contracts including 
many of the railways and large users. A 
native stationery house having extensive 
with native’ states, etc., 
throughout India is that of Nuzerally & 
Cumroodeen. It may be added that although 
the shop may appear unpretentious, they hold 
stocks in their “go- 
and are direct 


connections 


large and valuable 
downs” (or warehouses), 
importers from America and Europe of the 
goods they handle. Both of the above are 
Mohammedan firms, but there is 
Hindoo firm called Damodher & Co., who 
stationery and 


also a 


have a good business in 


office requirements, 
Trade in Office Furniture. 


A considerable trade has developed in 


locally manufactured typewriter desks, card 


cabinets, and general office furniture. The 


American models are copied with fair ac 
curacy by Chinese carpenters in Calcutta, 


OFFICE APPLIANCES 


who receive their orders from _ resident 
European houses handling such goods, the 
castings required being imported. In point 


of fact, so far as durability and adaptation 
to the climate is concerned, locally manu- 
factured lines are preferable to the Ameri- 
can although the finish is not as good. This 
is due to the Burma teak used in their 
construction, which possesses an essential 
oil that protects it from the ravages of 
white ants, a serious menace to woodwork 
in India. The white wood so largely em- 
ployed in the construction of the American 
furniture is easily destroyed by them. There 
is, however, a chemical solution procurable 
which, if properly applied before manufac- 
ture, secures immunity for any wood for 
many years against these Ameri- 
can exporters of wood furniture would do 
well to attend to this subject, as “white ant 
proof” would be a good selling point out 
On the Bombay side of India there 
are no Chinese carpenters and only one 
firm is manufacturing office furniture. This 
is W. H. Thorns & Co., who with native 
labor and European superintendence, are 
turning out quite excellent work in 
tional book cases, cabinets, desks, ete. 
Solid teak alone is employed. 

A universal complaint all over India re- 
garding American woodwork is that during 
the monsoon the wood and the 
drawers stick. The American manufacturer 
catering for the Eastern trade should ex- 
periment with various American woods to 
find one that will not swell in very damp 
weather. Teak fulfills this condition, and 
it is possible that a similar wood may be 
available in America, 

The writer’s opinion is that if these ini- 
tial difficulties are mastered, India offers a 
large and growing field for these goods, 
as there is a subtle something about the 
American made article which appeals to 
the Indian buyer, who is always willing to 
pay more to possess it. Most of the larger 
native offices aspire to possess American 
furniture, 

Most of the office furniture business is 
at present done by houses handling type- 
writers, though there are firms such as 
the London American & Eastern Trading 
Company, of Bombay, who make a spe- 
cialty of importing American office furni- 
ture and keep a representative stock. A 
further handicap to the proper development 
of the American desk trade is the high 
cost of freight compared with the value of 
the article. It should not be beyond the 
wit of manufacturers in the states to de- 
vise a means of sending these out in flat 
sections, which could be put together by 
local cabinet makers. This would minimize 
breakage claims, which at present are nu- 
Card indexing cabinets are now 
houses 


pests 


here. 


sec- 


swells 


merous. 
in general use amongst European 
and are gradually being introduced by na 
tive firms. 

Steel office furniture is camparatively an 
innovation in India but it is probable that 
will find a fair sale 


in course of time it 


where price is not ‘.e determining con- 
sideration 


Office Machines Generally. 


Cash registers have just put in their 
appearance in Bombay, and the show which 
is run by Mr. P. Muncherji, of Dalal street 
(he is an enterprising Parsee who has im 
bibed twentieth century ideas urope) 
is such as to set the merchants wondering 
Indian people are conservative to the very 
core, and would not willingly change the 
ways of their forefathers. Their quaint sys 
tem of keeping accounts as well as cash, 
which entails the employment of more men 
than is necessary, with probable leaks in 
their cash takings, has been handed dow! 
from father to son, and rigidly followed 
Accordingly the appearance of the cash 
register in India is looked upon as a sort 
of intruder upon vested rights and inter 
ests. The Indian character is such, how 
ever, that if a merchant sees his neighbor 
changing his mode of doing business by 
adopting a system of cash registering, he 


is bound to follow. Thus, slowly but surely, 


it may be expected that the cash register 
will force its way amongst the Indian 
traders, 

The adding machine business in India 


is as yet in its infancy and has not cast 
off its swaddling clothes. A few have 
come out as single spies, not in battalions, 
and are regarded by the native 
merchant as ingenious but superfluous. He 
is as yet unconvinced that they can ever 
take the place of his familiar baboo, who 
whatever his other failings may be, 
tainly has a head for figures that only few 
white men _ possess. Nevertheless the 
American adding machine manufacturer, as 
he surveys the virgin field out here, may 
take heart of grace for, invincible though 
native prejudice often is against modern 
innovations, it is a Jericho that sometimes 
capitulates against much blowing of horns. 
The present writer well remembers, even 
ten years ago, how often he was told that 
it would be impossible to ever sell type- 
writers in large numbers to native firms 
in India, as clerical labor was so cheap. 
However, the croakers were mistaken and 
today we are pretty busy supplying them 
in numbers that would have been thought 
incredible then. We shall not be surprised 
to see the adding machine 
through a similar phase of gradual but cer 
tain expansion. But it will not be until 
considerable outlay has been incurred by 
the pioneers and, as with typewriters, it 
will be a case of the “survival of the fittest.” 

The closing year has been a somewhat 
more trying one for the typewriter, station- 
office appliance lines in Bengal 
than the rest of India. A severe depres- 
sion in its coal interests, as well as in 
other industries, has synchronized with the 


average 


cer- 


business go 


ery and 


policy of retrenchment on.the part of the 
general government. This retrenchment 
has been particularly marked in the direc- 


tion of all of the above lines, due to the 
deficit in the revenue of the last financial 
Iment 


year, which compelled a sharp curtai 








of expenditures under all heads. It is con- 
fidently anticipated that 1910 will see a 
return to normal conditions, If this proves 
to be the case a corresponding activity in 
these lines will naturally result. 

As regards the outlook on the southern 
side of India, I am favored with the follow 
me by Mr. W. H 

Remington Type- 


sent 


ing notes kindly 
Willis, 


writer Company, Madras: 


manager of the 
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“With reference to the situation at Ma- 
dras, there is nothing much to report. The 
Remington holds the field in the typewriter 
trade. The commercial community is not, 
however, very large in Madras, and offices 
are run on rather old fashioned methods. 
There is a tendency however, to encourage 
the extended uses of the typewriter, and 
office vertical filing, 


card f 


furniture 
indexing, 


including 
better 


and methods of ob- 
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taining and retaining office records. Sta- 
tionery appears to be fully represented. 
General business in Madras is done on a 
smaller scale, and there is not the scope 
which is found in the larger Presidency 
towns of Calcutta and Bombay.” 


Note.—Mr. Saxon Davies sent a number of 
photographs, but greatly to our regret they 
have apparently gone astray, nothing having 
been heard of them since they were sent.—Ed. 
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Office Appliances in Japan 


field 


should be a 
office appliances 
Japaness 
While there has been very great 


Note good 
for the 


adopted to the 


Japan 
exploitation of 
needs of the 
peopl 
development within 
tively a years, yet the use of 
time-saving appliances would have been 
more general, no doubt, had foreign manu 
facturers studied more closely the needs of 
the Japanese market. The language does 
not readily lend itself to expression by 
means of English characters. Indeed, many 
of the methods and customs are brought 
down from the past, having been tried by 
long experience and found to be adapted to 
Japanese requirements. Whatever is mar 
keted, therefore, in Japan, should be made 
with a view to the Japanese language, cli- 
mate and commercial customs too long in 
use to be lightly discarded. 

The so-called modernization of Japan is 
not a revolutionary process, but a process 
It is a proc 
and 


commercial compara 


very few 


of adoption and assimilation. 
ess wherein the Japanese merchant 
manufacturer welcome advice and assist 
ance, but one, nevertheless, which he him 
self must accomplish. He it is who must 
insist that the adoption of other and newer 
methods shall represent a growth and not 
a graft—shall represent the fulfillment of a 
need realized rather than a superstructure 
built upon a system which is already com 
plete in itself. 

Mr. Fukui is one of the able and enter 
prising merchants of Osaka, and readers 
will find his views sensible and fraught with 
We could only wish 
more ex 


valuable suggestion. 
that Mr. Fukui had 
tended article. 


written a 


request con 
send you my 


N accordance with the 
tained in your letter I 
ideas respecting conditions in the office 


appliances trade in Japan. 


Typewriters are quite generally used, 
mostly in Kobe, Osaka, Yokohama and 
Tokyo—the largest number being used in 
Kob« But the typewriters, as they are 


By S. Fukui of S. Fukui & Co., Importers 
and Exporters of Stationery, Osaka, 
Japan. 





constructed for English and European lan- 
guages, are hardly adapted to receive the 
Japanese characters. Machines with Eng- 
lish letters are used only by exporting and 
houses. Probably the Oliver, 
Wellington and Monarch typewriters are 
most generally used in Japan. I believe, 
however, that some time a way will be dis- 
covered to make a practical machine equip 
ped with Japanese characters. When such 
been invented, I am 


importing 


a machine shall have 
sure it will meet with a very extensive sale 


in the Japanese market. 


Adding Machines. 


In place of the adding machines so gen 
erally used in America and Europe, we use 
a simple calculating machine called “soro- 
ban,” which means abacus, by means of 
which, aided by the human mind, the opera- 

of addition, division, multiplication, 
may be performed with accuracy and 

But the adoption of 
such as are used in 


tions 
ete., 
considerable speed. 
adding machines 
America and Europe is quite possible and 
no doubt would be of some advantage. But 
it is of first importance to let the Japanese 
business world know about the convenience 
and utilization of these articles. We 
not be expected to purchase machines until 
we are well informed about them and con- 
vinced that they will supply us with a bet 
ter method than our own. 


can 


Office Appliances in General. 
Other office devices quite generally used 
in Japan include loose leaf system books, 
letter files, perfora 


Hotchkiss 


numbering machines, 


tors, check protectors, paper 


fasteners, etc 

The systems of building, office equipment 
and dress in Japan are gradually changing 
to the European style, but the first change 
is with respect to the adoption of European 
These changes will be 


business customs. 
come even more general in the future. I be- 


lieve, with a corresponding enlargement of 
the market for American and European 
goods. 

The people of Japan are not informed as 
to the mechanical details of American 
office furniture lines, and it is therefore of 
prime importance to acquaint the Japanese 
public with the uses of these goods and 
their proper application in the daily routine 
of business. Manufacturers should study 
Japanese customs and habits and adapt 
their goods as far as possible to Japanese 
requirements. 

I might also point out that the fees for 
labor in Japan are far cheaper than in 
America. On this account people cannot 
afford to spend so much money for labor- 
saving devices, since the cost of labor it- 
self is so low. But even in this respect 
conditions are gradually changing, until 
some day labor cost in Japan, as in 
America, will be a very great factor in 
business. When that time comes labor-sav- 
ing machinery and appliances will be in as 
great demand here as elsewhere. 


Packing Goods for Export. 

American manufacturers too often 
neglect to pack their goods properly for 
ocean shipment, so that we find many 
goods damaged on their arrival by the long 
voyage. The Germans, however, are very 
careful regarding this point, their goods 
coming through without injury. 





George E. Bodmer, formerly of the Im- 
perial Methods Company, Chicago, is now 
in Seattle, Wash., and like nearly everyone 
else who has gone there, he has become 
hypnotized with or enamored of the coun- 
try. Anyhow, he says it is immense. His 
address is 2124 Fifth avenue, Seattle, Wash., 
and he would be glad to receive a line from 
his old friends and associates in the busi- 
ness world of Chicago. 





Take a look around the last thing at 
night for smoldering sparks or something 
you have forgotten. 











OTHING can be 
that Lourenco Marques, most favor 


more certain than 


ably situated on the shore of Dela 
goa Bay, the finest natural harbor on eithe: 


the East or the South Coast of Africa and 
almost at the 


southern extremity of tl 


e 
l 


Portuguese East African Possessions, is 
destined within the near future to becom: 
the central port of by far the larger and 
richer portion of the great African Conti 


nent south of the Equator 
Already, by 


virtue of its position within 


little more than 50 miles of the Eastern 
Transvaal Border, and the energy with 
which the Portuguese authorities have d« 


veloped and equipped the port on the most 
modern up-to-date lines, Lourenco Marques 
now deals with considerably more than on¢ 


half of the sea-borne trade destined for the 


world famed gold mines of the Rand and 
the teeming populations engaged in that 
great industry or resident in the City 

Johannesburg. More than that, it pract 


cally monopolizes the trade with the whol 


of the Eastern Transvaal, and at least 
three-fourths of that of the Central and 
Northern portions of that phenomenally 


rich col my. 


accompanying sketcl 


Whilst 


\ glance at the 


map will show the reason for this. 


Cape Town is distant about 1,000 miles 
Port Elizabeth, 713 miles; East London 
666 miles, and Durban 483 miles from 
Johannesburg, Lourenco Marques, even by 


the longer route via Pretoria, is only 396 
miles from the Gold Reef City, whilst by 


the lately constructed “short-cut” via Wit 
bank and Brakpan, the distance is reduced 
to 370 miles. And when the British section 
of the 


Swaziland is 


through route 
(the 


Marques to th 


projected new 


completed Portugues 


portion from Lourenco 
Swaziland border having already been fin 
ished) the distance will be little more than 
350 miles, which should be covered by fast 
good trains in about ten hours 

3ut this is very far from all. The 


the con 


[rans 
Government has commenced 


struction of a prolongation of the existing 


vaal 


Pietersburg north 
Mes 


the m 


line from Pretoria to 
wards to the Transvaal border at the 
shown on 
the 


from 


sina copper mines (as ip) 


also the continuation of existing 


and 
Selati 
Poort 

latter line should join the Pretoria- Pieters 


northwestwards Komati 


the 


1 
line 


shown on map) Chis 


(also 


yr about a place named 


burg extension at 


Louis Trichard (also indicated). It wi 
also be noticed that a railway runs soutl 
eastwards from Bulawayo to Gwanda. The 
that Messina, 


tt only 


continuation of line and 
which is projected, would place, n 
the rich mineral and agricultural regions ot 
the further Northern Eastern Trans 
vaal in direct touch with their natural p 


but 


and 


—Lourenco Marques would bring th: 











Portuguese East Africa 


With Special Reference to Lourenco Mar- 
ques as a Field for American 
Office Appliances. 


By A. Cockburn. 


whole of Southern and Northwest Rh 


within the trade zone of 


also the natural outlet 


country of Swaziland, which should be 


shortly opened up, and of the equally rich 
| ; 


agricultural region of Gazaland lying to the 


north ot | ourenco Marque S The Pp ions 


Transvaal now being opened up by 


ot the 





A. COCKBURN. 


railways mentioned are so rich 


the new 


minerally considered, as to bear compari 


son with the renowned Rand, whilst agri 
culturally they include by far the best lands 
of that colony. Swaziland also is extreme 


ly rich in minerals, whilst in Gazaland and 


its adjoining territories, thanks to the wise 


nitiative of the Portuguese Governor Gen 


eral, Major Freire d’ Andrade, a commences 
ment has been made in the development ot 
the phenomenally rich natural resources of 
the country Northwestern Rhodesia als: 
has quite lately been found to be ighly 
mineralized, and should, when developed 


furnish 


a large quota of the trade of Lour 


enco Marques, which with such 


ampled hinterland (containing alm 
in bulk, 


quantities, tog 


known mineral and a great many 


ether with 


in extremely large 


rricultural land unsurpassed by any ot 


ag 


quarter of the globe) should rank not meri 


ly as the first port of South Africa—which 
it now practically is—-but as one of the two 
or three leading trade centers of the South 


ern Hemisphere, its certain enormous ex 






port minerals and produce in the 
future | ig taken into account. Of course, 
no ot South African port ible 
to stand comparison with it, ‘ De 

ag Bay's commanding natu1 intages 

But if Nature has been monly 
kind the port of Loure1 larques, 
giving it the finest harbor on ttoral 
and a geographical position wh gives it 
i hundred miles advantag« \ ts best 
situated rival, none the less has man, in 
the person of the Portugues 1uthorities, 
don s utmost to utilize and develop the 
advantages given by nature \ wharf 
capable of accommodating eight steamers 
1 deep draught already exists, and an ex 
tension of it in reinforced concret ver a 
mile long is now in course of « struction 
[his wharf is adequately fitted cranes 
(electric) of such size and power that ves 
seis ing alongside can dis il direct 
into railway trucks, whilst for the 1 pier 
additional cranes, one of 60 tons pacity 
have been ordered. The warehous com 
modation also is ample, whilst 1 Idition 
there are large enclosed spaces thin the 
customs ea f the temporary storage of 
rough goods. In fact Louren rques is 
ag ead modern port wit plant nd 
gene! equipment of the most to-date 
types A new coaling installation, the most 
modern of its kind is being 1 d tor 
whils floating dock on wil ffect 
repa vessels has beet 1 ipon 
Phe ¢ trance channel also s be & lged 
at g expense to such a dey t ves 
sels deep dt iught wil be | ter 
or leave the port at practi states 
of the de It may further be ntioned 
that a igside the piers it is a ys “deep 
Walel 

Can it, therefore, be wond ( t that 
with its natural advantages an lisplay 
of such enterprise, Louret larques 
should be forging ahead to the } tion of 
ne of the premier ports of the 

Trade Opportunities. 

With the return of prosp the 
lrans\ coupled with the early union of 
the British South African Colonies as one 
large dominion, and the New 1 svaa 
Mocambique treaty, lLouren irques 
gives promise of being a large field for the 
exploitation ot 

Modern Office Appliances. 

\s the natural port of the Trans being 
only 55 miles from the bord iren 
\larques can be made a large distributing 
center, ample storage facilities being always 
ivailable with the added advantage f tl 
shortest route to the great Rand mining 
center, Johannesburg 

The office appliance business is new t 


o Marques, but modern office equip 


ment is daily becoming a necessity As fat 








concerned there is only 
for machines 
fitted with 
ortuguese language, 
‘luding the C it is hopeless to en 
deavor to introduce such machines. Mc- 
chines with all accents and full keyboard 
are what is wanted in this territory. 


are 
limited demand 
key, and 
for the P 


as 


typewriters 
a very with 
a shift 
accents 


unless special 


in 


cidilla, 
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must adapt the cabinets, etc., to local re- 
quirements 

While on the subject of filing, and the 
more general use of the upright filing sys- 
tem, the natural result will be a greater de 
mand for upright folders, made of tough 
paper for the insertion of correspondence 


both in letter sizes and slightly larger than 
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ness will be better understood, and a busi- 
ness made in consequence. 
Loose Leaf Ledgers. 

“The existence of a tax per page on all 
ledgers and journals in use here makes the 
introduction of loose leaf ledgers a most 
difficult matter. As the law stands at pres- 
ent, every merchant must present his ledger 


Filing Cabinets (Wood). foolscap. American size foolscap is about and journal for the purpose of having each 
The demand for these is on the increase, right, as in many offices, European size is page signed by the judge of the commer- 
as progressive business firms are daily see- what is used in correspondence; the sizes cial court. This is compulsory. The pres 
ing the advantages of ent tax is 100 reis per 
the upright-system of Lf 03% Moh Por Maile > Airers Bas, folio, equal to 10 cents 
letter filing, as compar- BaiLoeys erited #1 " per folio in American 
ed with the old and bout Centink Oolit hick Bounclaries tteeseeseees currency; that is pro- 
cumbersome, not to = vided the ledger pages 
say time wasting sys- So Mlah rate Drode Qrea do not exceed 30x20 
tem of copying letters Ls . i wei Delayee dary ) c/m; if over this size 
in the letter book. ! the tax per folio is 200 
The advantages of the reis, equal to 20 cents. 
unit system in cabinets The abolition of this 
and files are appreciat- \\\ fh Sorgen la tax has been tried over 
7 . se a ee 4 
ed, but in all cases re ey ” ate and over again, but 
goods of this. class Sige still it remains. And 
e . eee 
must be made of thor : = i as the matter stands 
oughly seasoned wood *% es : 23 now, it is useless to 
a 2 wi , os ee <i . ’ : 
The term in the trade : 2 ‘s . : E Ne expect the adoption of 
of golden oak seems all al ie Sg Stas? : Hat the loose leaf system 
that is desired in this oR e RR BRABELT. 0000 Om : : till this tax is done 
: oe Ww z t : f . West 4 n Mf i en . << a R . - h 
respect. Wood cabinets at wt halanys : “ “ee” :. a away with. 
 ewed ead ? a < . 
may serve for the tem- : : tee ; ya ms Adding and Calculat- 
porary filing of docu- i - .:: ing Machines. 
ents i : ee 
“ay , but owing to ; : : To the best of my 
= ou heat experi- H H a knowledge there is not 
enced here during the 4 3 a single adding ma- 
a and for those \.. 3 chine in use here, and 
rms who wish their ve on Wea . fee I find that manufactur- 
records kept in a more Po one ta eees ae ers of such give so lit- 
——— er a Se 4 tle details in the adver- 
ion is that the intro- tising matter sent out, 


duction of metal filing 
cabinets and document 
files on a more general 


scale will be a 

able investment. The 

guarantee that the cab- Up : 
inets “won’t burn” is An 
a decided advantage in 

this territory where 

fire insurance premi- 

ums are at such a high 

figure. Business houses 

are slowly but surely 

adopting this class of 

fitments, and for the 

firms manufacturing 

this class of office de- 

vice, and which is 

ready to depart from 

certain stock designs. 


which is only a slight 


of 


cabinets, 


modification 
filing 


are 


certain 
there 


great possibilities. 


[ say, possibilities re- 


servedly, it will take good salesman 


as 
ship to overcome the conservatism of many 
years duration, although, at the same time, 


I am sure the introduction of newer meth- 
ods is only a question of time, but if the 
American manufacturer of metal office 
tings 


fit- 


wants to secure this territory, he 


pre fit- dork? VWhaA- 


eoee ste ag te? 


‘ a 
> 


ee erm ar aeeeeree* 


in the English terms would be medium 
quarto for letter size and 814x13% inches 
for foolscap. 


Card Index Systems. 
This line is practically an unknown quan- 
tity here, although with the further intro- 
duction of American methods, their useful- 







i 


dodo. (666 rma ls Te fehaamtheag 
font Cbgat th (719 miley t Soke nmesbesg) 


Ad ae 


as to the working, or 
if the machines are 
adapted to Portuguese 
currency, or only suit- 
ed for American dol- 
lars, that it is difficult 
to decide on any par- 
ticular model to intro- 


duce here. The usual 
information that the 
machine adds,  sub- 


tracts and multiplies is 
all very good to a man 
who has seen the ma- 
chine in operation, but 
to send out such vague 
information is, to Say 
the least, unsatisfac- 
tory. For want of such 
detailed information 
the writer has delayed 
even ordering a sam- 
ple machine. There is 
an opening for a medi- 
um priced adding ma- 
chine, but manufacturers seem to think that 
the demand for an adding machine in this 
territory is as great as exists in an up-to- 
date American city, and consequently be- 
fore closing about a given territory, they 
impose impossible conditions as to quanti- 
ties taken per year that are prohibitive, and 


raked 
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again on a bona-fide inquiry for one ma- 
chine as a sample, the price is much above 
what would be charged, say if three were 
ordered. In this way American manufac- 
turers instead of helping or encouraging 
business, seem to hinder. For a territory 
such as this, facilities for samples ought to 
be greater than in the ordinary case. 


Fireproof Safes. 


There is a good opening for medium 
priced fire and burglar proof safes that will 
compete with British and German makes. I 
think I am safe in saying at least two-thirds 
of the safes in use here are of Continental 
manufacture. American manufacturers, if 
they are to make any headway in this line, 


must depart from their ordinary ways of 














MUNICIPAL OFFICES AT LAURENCO 
MARQUES. 


business, and do as at present is done by 
many British and Continental firms,*%i. e., 
ship a few Sales on consignment terms to 
some reliable firm in the office appliance 
line, send a good stock of illustrated mat- 
ter and as full particulars as possible of the 
many selling points of the article. This 
system would in my opinion be the most 
effective way of introducing this class of 
goods to the buying public. 


Commercial and Fancy Stationery. 


We will take first typewriter papers and 
duplicating papers. At present the general 
stocks of these are of British origin, but I 
see no reason why papers of this class of 
American manufacture should not be intro- 
duced. Personally the writer has sold to 
a limited extent two grades made by two 
of the best firms in the states. For purely 
Portuguese trade it would be necessary for 
American manufacturers to pack the paper 
in reams of 400 sheets, and for the general 
run of trade in this cosmopolitan country, 
the usual packing of 500 sheets would also 
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suit. Special attention should be given to 
printing the name of the seller on each box. 
For a starting line manufacturers should 
not expect large orders, rather should be 
content with say 10 reams each of an as- 
sortment, say, five qualities. Fancy sta- 
tionery—By this I mean boxed stationery. 
At present the goods are practically all of 
German manufacture, although for the bet- 
ter class trade British manufacture is first. 


Packing and Forwarding. 


A word about packing. This I think is 
done in a very satisfactory manner and 
where economy in measurement is a con- 
sideration to the importer from overseas 
your packing is all right, but when it comes 
to forwarding then you seem to be a little 
out. Many American firms seem to think 
that the easiest way to dispose of a con- 
signment, especially if it is a small lot, is to 
hand it over to some express agency, with 
the result that goods are sent to Durban 
and transhipped there for Delagoa Bay, in- 
stead of waiting for a direct steamer from 
New York. The service of steamers from 
New York to this port is now at least one 
every two weeks, so that there is no excuse 
for delay. 

Conclusion. 


One of the greatest drawbacks at the pres- 
ent time appears to be the system of ap- 
pointing London agencies for the handling 
of lines intended for the African market. 
American houses. seem to forget that this 
part of the world is not included in the 
term South Africa, and conditions are im- 
posed that all the goods destined for Portu- 
guese East Africa should be imported 
through the London agency, and as a nat- 
ural consequence the importer here has to 
accept the goods at London prices, instead 
of buying direct. It stands to reason, of 
course, that all additional advertising ex- 
penses incurred through the London house 
must be paid in additional cost to the im- 
porter. Again inquiries to American firms 
for the prices of certain articles are very 
often referred to their agent, say in Johan- 
nesburg, with the result instead of opening 
up business through that source, the mat- 
ter is entirely dropped, for the simple rea- 
son that if goods were brought from there, 
there would be two customs duties to pay, 
making the article prohibitive. 

The same applies to the postage on let- 
ters from America. Many manufacturers 
have got it that this is part of South Africa 
and are constantly understamping letters 





for here. As a consequence we are charged 
an additional 6 cents for every half ounce 
understamped and mail matter is delayed. 
This may seem a small matter, but I ven- 
ture to say that there is nothing annoys a 
business man more than to receive under- 
stamped correspondence. 


Catalogues. 


In this respect American firms turn out 
the best, but I find often that when receiv- 
ing such there is often no indication of dis- 
counts, and then you find in the mail a let- 
ter stating that the firm will be pleased to 
hear further from you, when prices will be 





a. 











POST AND TELEGRAPH OFFICES, 
LAURENCO MARQUES. 


forwarded. This alone means a delay of 
two months, and for urgent inquiries may 
mean the expense of a cable for fuller in- 
formation. 

Note.—Mr. Cockburn, the author of the 
foregoing article, is one of the most enter- 
prising men in Portuguese East Africa. He 
is agent for a number of leading American 
firms and has practically revolutionized the 
office appliances business in that territory. 
Lourenco Marques was once regarded as 
the “jumping off place.” Ships and pass- 
engers hated to stop there, but in the last 
ten years a wonderful change for the better 
has taken place and it is now one of the 
leading trade centers in Africa. Mr. Cock- 
burn says in a note to his article: 

“IT am always interested in catalogue lit- 
erature of office appliances and stationery 
lines, and should be pleased if manufac- 


turers would send me such without the 
necessity of writing for same. Full prices 
and discounts in all cases to P. O. Box 
386, Lourenco Marques, Portuguese East 
Africa.” 








Labor is not the Curse, but the Privilege—nay, it is the Right—of Men. 
Without Labor Man Quickly Deteriorates in Mind and Body 























r IS a pleasure to write about South 
I Africa today, for the prevalent belief 
that the country has 
through the depression she has suffered for 
so long, and is really on the up-grade. It 
was said the other day that the eyes of 
financiers concentrated on South 
Africa, for with Union looming ahead, de 
velopment is expected, and should natural 
ly ensue with the influx of capital. 


now 1S passed 


were 


It has been truly said the sales of type 
writers are a true index of the state of any 
typewriter 
panies have their fingers on the pulses of 
the c So we in South 
Africa can tell that business conditions are 


commercial center; the com 


world. 


yuntries of the 


improving steadily 


South Africa is split up into the States 
of Cape Colony, Natal, Transvaal, and 
Orange Free State (all of which will short 
ly be unified) and Rhodesia. Of the states 
Transvaal is the most prosperous, with 
Rhodesia next. Apparently Cape Colony 
and Natal still feel the depression keenly 


The reason of this is that Cape Colony, and 
Natal as well as the Orange Free State are 
agricultural districts while the 
largely on the gold 
mines being constantly opened 


Transvaal 


depends mines, and 


with new 
up, and old ones developed, of course more 
money is in circulation. In Rhodesia both 
agriculture and mining are well to the fore, 
and this ot all the South African States of- 
fers the best possibilities in the future. 

The Smith Premier, Remington and Yost 
typewriters are very actively worked in this 
country. All are agencies, no typewriter 
company working South Africa direct. The 
Remington carry the famous Roneo sup- 
plies, the Yost are agents for the National 
Cash Register, Burrough’s adding machine, 
and the Gestetner duplicatot. They make a 
great specialty of the Thermos flask. My 
own firm concentrate exclusively on the 
Smith Premier typewriter and supplies, and 
all our endeavors are directed to the one 
end—the sale of typewriters. The Under- 
wood have not been very active as yet, but 
one wonders how long this will continue. 
(Mr. Fern evidently spoke with the voice of 
prophecy, for in a later letter he says that 
an Underwood representative was recently 
in South Africa to arrange for an exclusive 
agency.) The L. C. Smith are very much 
alive in Johannesburg, and that agency has 
also the American Cash Register and the 
Wales adding machine. The Secor is rep- 
resented in most towns, but has not yet 
made much headway. The Blickensderfer 
and Empire also sell in the country, but not 
to a very large extent. 

Cape Town in Cape Colony is the oldest 
town in South Africa, and is in the writer’s 


opinion the finest place to live in. It is the 
port of entry to South Africa, the mail 
boats making their first call here. When 


By W. G. Fern, City Manager, Smith Prem- 
ier Typewriter Agency, Cape Town. 


Union is finally settled, Cape Town will be 
the seat of Parliament 


At Cape Town the Smith Premier, Rem 


ington and Yost are actively worked, and 
the Underwood, Secor and Blickensderfer 
are also represented. There is also an in 


dependent repair shop, W. Duncan Gray. 
The Cape Times, Ltd., at one time were 
agents for the Williams, but now content 


themselves in running the Revol duplica- 


tor, card index systems, and typewriter 
supplies, besides of course their ordinary 
stationery business. 

The average wage of a typewriter m<¢ 


is $62 to $75 a 


writer salesman anything up to 


month, of a type 
$150.00 


chanic 


Standard typewriters, foolscap size, sell at 


$152. Import duties and charges on type 
writers average fully 25 per cent, and ex- 
pense of distribution is quite 25 per cent 





W..G. FERN. 


more than say in America or England. Cost 
of living is from $25 to $50 a month. 

Port Elizabeth and East London are the 
next large coast towns in Cape Colony, and 
Kimberley is the center of the diamond 
field, right inland 647 miles north of Cape 
Town. All these towns are large users of 
typewriters. 

A dealer’s license of $50 
Cape Colony, and a license of $25 a district 


is required in 


for representatives of foreign firms, where 
a firm have not a dealer’s license in that 
district. It is estimated about $1,200.00 is 
required to be spent in licenses alone, be- 
fore a firm can cover the whole territory of 
the Cape Colony. A further tax 
if a firm imports over $6,000 factory value 


is levied 


per annum or a sliding scale averaging 7% 
per cent. 

Johannesburg is the largest town in the 
Transvaal and is the center of the mining 
district. It is the most prosperous town of 
South Africa. 
the fore, the Remington also, and the Yost, 
while the Underwood, L. C. Smith, Secor, 


Our machine here is well to 


Empire, and Blickensderfer and the Oliver 
are well represented. There is also a re- 
built typewriter store, W. Duncan. 

A dealer’s license is required to trade of 
$40. 


The average wage of a typewriter me- 
chanic is $100 to $125 per month, a good 
salesman anything up to $200 a month. The 
cost of living ranges from $40 to $75 a 
month. Standard typewriters’ foolscap size 
sell at $157. 

Johannesburg is 965 miles (shortest 
route) from Cape Town, so freight is a 
considerable item on a typewriter, about $3 
per goods train, $5.50 by passenger, but 
most goods from America are sent via Port 
Elizabeth or Durban. These ports being 
nearer Johannesburg, the freight is propor- 
tionately less. A deal of goods go through 
Delagoa Bay—Portugese territory—it being 
the nearest port to Johannesburg. 

Pretoria is the capital of the Transvaal, 
and will be the seat of the Executive Gov- 
ernment when Union is accomplished. Pre- 
toria being 1,000 miles from Cape Town, 
there will be that distance between the 
Parliament and the Government Offices, 
rather an unbusinesslike arrangement to say 
the least. 

The Government in Pretoria use nearly 
eight hundred typewriters of different 
makes, principally Smith Premier and Rem- 
ington. About 60 per cent are Smith Pre- 
miers. 

The cost of living is about the same as 
Johannesburg, also salaries, but of course 
there is not the same scope for business as 
in Johannesburg. 

Durban is the largest town in Natal. 
Standard cost of living is 10 per cent higher 
than Cape Town, but salaries are about the 
same average as Cape Town. 

Orange Free State is mainly an agricul- 
tural area. Bloemfontein is the capital, 
and the only large town. No typewriter is 
really represented here. 

Salisbury is the capital of Rhodesia, and 
Bulawayo is the largest town there. Salis- 
bury is the seat of the Government, but at 
Bulawayo are the offices of the commercial 
side of the British South Africa Company 
(the chartered company who has control 
of this territory under the British Govern- 
ment). Eighty per cent of the typewriters 
used by the British South Africa Company 
are Smith Premiers. Salisbury is 1,663 
miles, and Bulawayo 1,362 miles from Cape 
Town. The nearest port is Beira on the 
East Coast. The cost of living is higher 
here than anywhere in South Africa, and 
salaries are correspondingly high. A li- 
cense of $50 is required to trade, as well as 
a $150 license for a traveler representing 
an importing house. Cape Colony in this 
is treated as a foreign country. 


respect 
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Rhodesia is in the process of development, 
and a bright future is prophesized for it. 

South Africa is a magnificent field for 
the mail order business owing to the great 
distance between the large towns. My 
own firm has recently instituted this, and 
we are gradually building splendid business 
in this way. 

Traveling is slow in this country. It 
takes 47 hours to get to Johannesburg from 
Cape Town—956 miles—I believe a train in 
your country does approximately the same 
distance, i. e., Chicago to New York in 20 
hours. The railway fare is 6 cents a mile 
for accommodation equal to your Pullman 
cars. 

We have to realize in this country the 
great distance we are away from the manu- 
facturers, and we wish American firms to 
realize this, and so do everything in their 
power to despatch goods promptly. Per- 
sonally my experience is, that this is done, 
but others have told me otherwise. 

Remember we are three months away 
from America, two months from England. 
By that I mean to write either to America 
or England, and get the goods out, takes 
that time. “hy 

Some Valuable Suggestions. 

The following hints may therefore be 
appreciated by you folk doing business with 
South Africa: 

A great expense saver, is to have an elab- 
orate cable code, so that goods may be 
sent out quickly at a minimum expense. 

In regard to packing, I have nothing but 
good to say of the way goods arrive here 
within my ken. 

In shipping triplicate invoices are re- 
quired, one to go to the importer, one to 
go with the goods, and one to be posted a 
week after the goods leave, to the importer, 
in case the first is lost in transit. 

Invoices for this country should have 


dollars and cents extended to £ s. d., and 
should be sent by quickest route (via South- 
amption) to reach this country before the 
straight 


goods. Freight steamers come 
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across to Africa, and sometimes the goods 
arrive first, hence endless delay. 

All discounts should be shown and de- 
ducted, otherwise duty would be charged 
on this amount. 

The same applies to packing charges. 
should be 


Measurement of each case 
given. 
Either attached to the invoice or in a 


margin of the invoice itself should be very 


clear and definite declaration of the con- 
tents of each package. This simple pre- 
caution will save endless trouble with the 


customs people on this side. 
Declaration of net value at 
despatch should agree with manifest, and 


port of 


the invoices. 

The postage is five cents per 1% ounce 
to South Africa, and I would advise every 
firm doing business with South Africa to 
have a large printed notice to this effect, 
placed in a prominent position in their mail- 
ing department. 

American trade magazines are very popu- 
lar here, but are difficult to obtain, unless 
ordered direct, and then they only come 
intermittently. Great slackness seems to 
prevail in mailing. Personally I have to 
continually write several magazines to get 
issues they have my good money for. In 
fact only one magazine comes regularly. 

A good map of South Africa should be 
in every office in America doing business 
with South Africa. It would appear some 
Americans display a lamentable want of 
knowledge of the geography of this coun- 
try. 

In nearly every large town in Africa a 
weekly illustrated paper is issued. As a 
suggestion, if firms doing business in South 
Africa arranged to have a copy of such a 
paper sent them, they would be in a posi- 
tion of getting right at local opinions, and 
acquire an idea of trade conditions. 


Some Features of South Africa. 


South Africa is essentially a cosmopolitan 
country made up of all nationalities, and a 





number of typewriters exist fitted 
foreign keyboards for the different 
To show how the cosmopoli- 


great 
with 
languages. 
tan race of South Africa appreciate every- 
thing of the latest, the Sheldon School of 
Chicago is represented here, and an Aero 
Club is in full swing. Everyone always ap 
preciates the latest, and the public have 
been educated up to expecting nothing but 
that as they read the advertisements in the 
American South Africa is 
not a dumping ground as some folk seem 
to think 

This is a country where in the typewriter 


magazines, so 


business the man to succeed must have a 
complete knowledge of his goods. It is 
the field of the typewriter 
chanic. To get in a town one hundred miles 


from anywhere, and not know how to fix 


salesman-me 


your typewriter places you in an arkward 
Every member of the Smith Pre 
Africa is not only a 


position. 
mier organization in 
capable mechanic as well as salesman, but 
an expert operator as well, understanding 
all the requirements of a typewriter, and 
capable of giving demonstrations in bill 
ing, tabulating, stencil cutting, etc 

As it stands today, South Africa is a 
country of latent possibilities. The mineral 
wealth has but been scratched on the sur- 
face, and it is the country of the future, it 
is healthy, and teeming with undeveloped 
wealth, and with our new model ten, which 
with an 


incidentally has met enthusiastic 


reception, we shall reap a rich harvest 


Note.—In a later letter Mr. Fern again 
emphasizes the importance of proper 
stamping of mail matter. He said: “I 


noticed in the postoffice last mail day some 


200 catalogues from a New York house 
which were all understamped. You can 
well imagine the disgust of firms being 


asked to pay 3d. (6 cents) for something 
they were most likely not interested in 
What is far more amazing to me is that 
from one department of a business house 
the letters are stamped properly, while an 
other department understamps.” 


















returned a few weeks ago 
ded trip 


er Europe and South America, it 


AVING 


om ane exten business 


vccurred to me that it might be of inte: 
st t I people, especially the manufac 
turers, of this country, why our trade with 
Brazil is so smal comparison with the 
trade of that country with the United 
States 


The statistics of imports and exports will 


show that we are importing from Brazil in 


round numbers $95,000,000 per annum free 


yf duty. Our exports to that country ar 
about $20,000,000, which about 75 per 
‘ent is for southern pine lumber. I did 
10ot learn what the duty on that kind of 
umber to Brazil is, but I did find that 
the dut everything else in the line of 
manufactured goods is from 200 to 600 per 
ent. This extraordinary high duty cannot 
ve for tl purpos protection, for the 
reason that there are no manufacturers in 
iny line manufacture that could possibly 
need that much duty in order to compete 
with any country wishing to export into 
Brazil But if they did, they should be 
driven out of business until they learn how 
to manufacture, which they would much 
sooner, under a reasdnable duty, than when 


protected by such a ridiculous tariff, which 


puts the prices of everything so high that 


the people of Brazil buy only absolute ne 


cessities, except the very rich, and I pr 
dict they would be much larger consumers 
if prices were more reasonable. 

That the extreme high tariff is not alone 
a detriment to other countries that import 
largely from Brazil, but a detriment to Bra- 


zil even more than to such other countries, 
by the fact that although Brazil 
population that the 
Republic has, Buenos Aires has 
900,000, while Rio de Janiero has 
only about 750,000 population. On account 
of the tariff being lower in the 
Argentine, Buenos Aires is far more up 
to date than Rio de Janiero and more busi- 


is show 


has three times the 
Argentine 


about 


much 


ness is done in Buenos Aires in one day 


than at Rio in a week. Instead of convey- 
ing goods on two wheel trucks, pushed by 


men throughout Rio de Janeiro, the streets 


are crowded with heavy horse teams and 
trucks. Buenos Aires is a thriving up-to- 
date city, with large fine stores, which 
seem to do good business 


With a 


— 1 
On sucn 


reasonable tariff for protection 


manufactured and 
tariff on goods not manufactured in 
would give that country much more 
revenue fi and to 
make more the price of 
goods would be brought down so that the 
poor and middle class of people would be 
much and the demand 
for goods would increase and trade would 
revive find more and better 


goods as are 
a low 
3razil 
r government expenses, 
improvements 


greater consumers 


Labor would 


Why Our Trade with Brazil is Small 


Pertinent Observations by Desk Manu- 
facturer Who Knows Conditions 
in That Country. 
By Ernest Feige, President Feige Desk 
Company, Saginaw, Mich. 
and cheapet 


employment at better wages 


living. The merchants would soon find 
that they would have to replace the two 
legged horses that are now carting goods 
about the city to four legged horses, the 
same as other up to date civilized countries 
have. With the natural undeveloped r« 
sources that Brazil has the population 
should be much greater, which without 
doubt it would be if the conditions of the 
country were different But with condi- 
tions as they are there is inducement 
for emigration and but little for capital 
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On the 
Hamburg to 
Aires hundred emi- 
grants, booked for 
Brazil, all went to the Argentine Republic 
By a revival of business in Brazil, the Bra 

other 
extorting 30 


Brazil steamer on 


from 


to locate in 


which I sailed Buenos 


there were several 


none of which were 


zilian Government might find 
of obtaining revenue, than 
inilreis (about $10.00) from every foreigner 


ways 


the and many of 


people might find better employment 


upon leaving 
their 
than to bore strangers with buying govern- 


While in Rio, I 


land 


country, 


ment lottery tickets. was 
ilso told that 


whatever, 


unimproved paid no 
but 


piece of land to raise coffee, a tax had to 


tax when a man leased a 
be paid on the coffee raised before it could 
be put on the market. Then in addition 
to that the 


duty of about $1.00 on every sack of coffee. 


government puts an export 
This goes to show the advantage the land 
owner has over the laborer. 

To give an idea of the tariff in 
I herewith give the per cent on value of 


Brazil, 





articles: On hardware from 275 to 
625 per cent; paints, from 300 to 500 per 
cent; furniture and roll top desks, 200 to 
500. per cent. A merchant at Rio purchased 
at New York seven roll top desks and 
seven chairs; the invoice price of the seven 
desks and chairs was $387.17; the duty 
paid on them was $655.90. I called at sev- 
eral furniture stores and found the prices 
from 200 to 300 per cent higher than in 


few 


this country. In all the stores where ] 
have been, I found but two roll top 
desks, The price of one in our money 


was $153, but no better than what could 
be bought at any store in Saginaw for 
$35. The price of the other was $272; the 
same could be bought here for $65. It is 
plain to be seen, that at such prices the 
sale of desks would be very small, even 
in a city the size of Rio. 

I also called at several banks, neither of 
which had furniture that would compare 
with the furniture of an average country 
bank in the United States. If the duty 
on furniture was not to exceed 65 per 
cent, which would be much more than 
necessary for protection to manufacturers 
there, it would be a great field for furniture 
manufacturers of this country, and much 
more furniture would be sold in Brazil, 
and would be what the people of Brazil 
badly need and a blessing for the country 
in Many ways, 

From statistics obtained of the American 
consul at Rio, I found that we have im- 
ported for the year 1907 $85,436,070 from 
Brazil and exported to that country $21, 
002,566—imported $64,433,514 more than we 
exported to that country. This is too one- 
sided, and more so, when the statistics 
show that this country takes much more 
from Brazil than the United Kigdom, which 
imports from that country but $42,077,661 
and exports $59,073,835. From this it 
seems that England must be favored. At 
any rate there is no reason why we also 
should not put a duty on goods coming 
from Brazil so high as to shut them out 
of this market, the same as they do with 
us, and by so doing turn more of our 
imports to countries that are more favor- 
able to us. It would be doing more jus- 
tice to such countries that make it possi- 
ble for us to export to them by practically 
closing this market from Brazil, It does 
not follow that goods imported from Bra- 
zil could not be gotten from other coun- 
tries, nor that it would affect present prices 
in this country. The question of duty into 
Brazil is a matter that should be taken 
up by manufacturers of all kinds of goods 
in this country, boards of trade and con- 
gress, and especially by President Taft, 
who could apply his minimum and maxi- 
mum prerogative given him by our last 
congress, 


















ONDITIONS in New Zealand 
altered somewhat since my last com 
munication to you of January, 1909 

The little financial 
Dominion was 
previous American financial depression, has 
now practically passed away, and in every 
instance New Zealand for 
the coming year appear to be encouraging 
Doubtless before this in New York City, 
Americans 


have 


depression which the 


under, as a reflex of the 


prospects for 


have had a better opportunity 


of seeing some of our side lines of adver- 
tising in the visit of the Maori Troupe from 


the Auckland District; this allied with 
other advertising mediums will probably 
give some idea of the Dominion’s possi 
bilities. 


I propose to deal with the conditions of 
office appliances generally by dividing them 
that is, 
writer requisites and other office conveni 


ences 


into three classes, typewriters, type 


Typewriters. 
The typewriter business for the whole of 
New Zealand has undergone some astound 
ing changes in the past year. -The largest 
typewriter (the New Zealand 
Typewriter Supplies Company), 
handling the Monarch and “Blick” 
ers throughout the Dominion, to the aston- 
ishment of everybody, sold out their inter 


concern here 
who are 
typewrit 


ests to a financial man who had no previous 
knowledge of typewriters, with the result 
of course that smaller typewriter agencies 
have sprung up in the different centers and 
seem to be doing remarkably well. 

At the time of writing (November, 1909) 
the typewriter representation is practically 
as follows: 

In Auckland the principal selling machine 
is the Fox, represented by J. H. Colwill, 
closely followed by the Empire and Under- 


wood, with the Remington and Barlock 
close runners up. The Monarch is also 
represented. 


In Wellington the Barlock has succeeded 
in getting the Government contracts and 
naturally this has affected the sale of the 
machine throughout the whole Dominion. 
The Underwood, Yost Visible, Royal, Em- 
pire, Monarch and the Oliver are keenly 
fighting one another for representation in 
Wellington. 

In Christchurch the Empire, Royal, Mon 
arch, Remington and the Barlock fight for 
every deal that is going in typewriters, with 
an occasional visit from the Smith Bros.’ 
Visible. 

In Dunedin, the southernmost town, there 
is the same story to tell as far as type 
writers are with the 
that possibly the Barlock gets a little more 
business than the machines previously men 
with Christchurch. 


concerned exception 


tioned in connection 


Trade 





im New Zealand 


By F. B. Knyvett, Auckland, New Zealand. 


As far 


less some of the 


as typewriters are concerned, un 
better known American 


machine manufacturers are prepared to 


give at least a 50 per cent discount off their 


American retail selling prices I do not 
think there is much prospect of any of the 
machines getting much better business than 
New Zealand is a 


very small place, the towns are very 


at present has resulted. 
con 
representatives of the 
known and 
and 


experi- 


servative, and the 


machines are personally well 


have strong holds in their own towns, 


it seems to me after many years’ 


ence in the business that it would be im- 


FRANK B. KNYVETT. 


possible for even the best salesmen in 


America to come here and make any as- 


tounding change in the typewriter business, 
unless he had such remarkably cutting 
prices that people could not in reason. re- 
fuse them; otherwise they would not de- 


from their established friendships to 
him. 
As is doubtless the case in 


stronghold in the 


part 
assist 
America, each 
machine has a certain 
townships where it is represented by live 
For instance, in Dunedin the agent 
known 


agents. 
of the Barlock is 
men in the town 
positions and the early 
city, being Scotchmen, naturally are 


one of the best 
He holds 


pioneers of 


social 
this 
very 


many 


clannish, and when there is a typewriter 
deal going they certainly assist him to 
get it. 


The same may be said of Christchurch as 
Dunedin 


portunities 











In Wellington the agent of the rlock 
is a court reporter and a personal friend 
of the leading Government ministers at the 
present time, and naturally he gets what 
business is going. 

In Auckland the Empire agent wn 
to business men in the city, etc 

Of course whatever machines any of 
these representatives stand for get more 
than their fair proportion of the business 
that is going 

Adding Machines. 

Up to the present the adding machine 
business has not moved any from this time 
last year; still only two or three Burrough’s 
adders are in use in the whole Dominion 
Say fifty Calcumeters have been sold and 
you have the whole of the business dene in 
the minor and major adding ma Ss man: 
ufactured in America. There is 
mous field in the Dominion of New Zealand 
for high grade adding machines ling in 
pounds, shillings and pence. If there is 
such a one in America to reta n New 
Zealand, say at £35 to £45, the manufac 
turer sending it along-will be able to pat 
himself on the back for his foresight. Sure 
ly some adding machines on the American 


market can supply this want. 
Office Furniture. 


The Canadian Manufacturers’ Association 


in New Zealand are making vast strides in 
the sale of their office furniture. It seems 
to me that it would take very little on the 


part of the American manufacturers to 
handle a good deal more than the bt 
they are undoubtedly doing in the « 


Practically the whole of the Ameri 


isiness 
intry 


an desk 


people are represented more or less spas- 
modically. If any one of these manufac- 
turers were to appoint a live agent in any 
center to sell from catalogue with a good 


cable code arranged, he would get an enor- 
mous business. 


The local manufacturers of these de\ 


vices 
temporarily successful in sup- 


card 


have been 
plying the unprecedented demand 


cabinets and desks, but the business people 


of the Dominion after experience of the 
locally made article and the has tried 
American product have come to the con- 
clusion that the difference in price is well 
warranted in favor of America. I should 
be pleased personally to receive any Amer- 
ican catalogue of office furniture, and if I 
could not handle same myself I would pass 


it on to somebody who could. 


Mimeographs and All Copiers. 


The field for mimeographs and duplica- 
tors of all kinds has been fairly well ex- 
ploited in New Zealand. As a matter of 


tact 
Gestetner 


merchants here use either a 


Rotary Duplicator, the 


most 


Roneo, 





hS 





Ellam’s Cabinet Duplicator or the Edison 
Rotary or ordinary flat mimeograph; un- 
less something else comes out with a very 
big cut in price and a better article alto- 
gether, I do not think the field can be sup- 
plied from America inasmuch as the Eng- 
lish people seem to be able to supply these 
articles at a better price than can be se- 
cured from America—probably owing to 
the patent laws in your country. 
Addressographs. 

There is a good demand in New Zealand 
for Addressographs; so far practically no 
business has been returned from these 
articles. 

Card Ledgers, Loose Leaf Ledgers, Tick- 
lers and Smaller Stationery. 

Side Lines.—The wholesale stationers 
right throughout the Dominion seem to be 
handling these lines well, and any manu- 
facturer with new ideas and better prices 
has undoubtedly a very good market to 
work upon in sending catalogues for these 
things. Practically the only two card eases 
sold here American manufacture are the 
Shaw-Walker and Globe-Wernicke, and a 
couple of Canadian companies’ products. 
The Macey people certainly do business, 
but not like anything that should be done 
considering the merit of their product. 


OFFICE APPLIANCES 


This week the Dominion has been vis 
ited by the Chambers of Commerce of the 
whole British Empire from Canada and 
Great Britain and amongst them are some 
well known presidents of typewriter paper 
and office appliance companies, and the re 
sult will probably be a big impetus 
British manufacturers 

New Zealand Prosperous. 

The welcome result of the last Woo 
Sales in England has just been cabled to 
the Dominion, which means that probably 
another £5,000,000 sterling will be avail 
able for spending in luxuries and various 
business conveniences for the people of 
this Dominion 

The New Zealander is undoubtedly indi- 
divually the highest paid and the best 
spending unit in the whole world. There 
is no doubt about it that any American 
article at all with any merit will get a large 
and increasing sale. What one would re 
ceive from a population of a million souls 


proportionately there is no doubt that in 
New Zealand one-twentieth of any Ameri- 
can manufactured article that is bought in 
America could be easily sold for spot cash 
in New Zealand—I leave to the manufac- 
turers concerned to note, and to estimate 
what the value of the business will be to 


43 


them. 

Without self-advertising I am personally 
only too pleased to accept any catalogues 
or any prices or pass on any business for 
any manufacturer in America that is re- 
commended from “Office Appliances.” In 
conclusion the only thing I :an say is that 
as New Zealand is a long way off from 
America and our postal facilities with 
America since the stoppage of Spreckels’ 
mail line are infrequent and unreliable, any 
manufacturer writing for information 

should at the same time quote his net prices 
f. o. b. any American port, packing and 
cases included, and then the reply could be 
the acceptance of the agency and an order 
for goods without any further delay. 

Note.—There is no more energetic and 
enterprising man in New Zealand than 
Frank B. Knyvett. He is the sole agent 
for Empire typewriters, in which he has 
built up a flourishing business. He imports 
and deals in typewriter supplies of all kinds, 
carbon papers, ribbons and ink pads for 
ill machines. He handles Ellam’s Duplica- 
tors and A. B. Dick Company’s Mimeo- 
graphs in addition to his other activities. 
His suggestions are born of a close and 
accurate knowledge of condition in New 
Zealand. 









OUR esteemed letter of 19th Nov. 
7 sent to my Antwerp branch has been 

forwarded to me here, where I have 
just transferred my headquarters, Brussels 
being the capital of our small but indus- 
trious country. 

I have much pleasure in giving you what- 
ever information I can, and am always glad 
to do so whenever you may be in want of 
anything which concerns our line. 

Some twenty years ago, I was one of 
the very few stenographers using a type- 
writer. I remember very well what a sen- 
sation it made when our governor, Mr. 
Steinmann, one of the leading shipbrokers 
of Antwerp, coming back from a trip to 
the United States, brought with him a 
Hammond typewriter which I was to use. 
At that time there was not any one on the 
spot selling or repairing such machines, but 


with the manual for the use of the Ham-, 


mond machine, I got on all right with it. 
Two years afterwards, I entered the serv- 
ices of another leading shipbroking office, 
Messrs. Ronaldson & Co., where they had 
another curiosity—a Remington No. 2 type- 
writer. I do not think there were three 
other firms in Antwerp or even in the 
whole of Belgium using a typewriter at that 
time. 

And in regard to stenography, this was 
something totally ignored in most of the 
commercial offices. 

At the age of twenty-three I married, and 
naturally found that I had to make some 
extra money to have a substantial living. 


Office Appliances in Belgium 


By Charles Herincx, Brussels. 


Considering the work I did with my Rem- 
ington machine, I found it strange that 
typewriters were not used on a broader 
scale. So, with the kind authorization of 
my chief, I occupied myself with the sale 
of same after office hours, and sold a few 
machines. 

Many Typewriters Now Used in Belgium. 

And now, nearly every typewriter is re- 
presented in Brussels and Antwerp, and 
hardly any office is found where there is 
not one of these useful machines. 

Prices are being kept up, fortunately, be- 
cause experience has convinced manufac- 
turers that it requires a good man to sella 
typewriter, and quality counts. No use 
selling a bad machine; operators having to 
work a typewriter from noon till evening, 
appreciate the necessity of taking a first 
class typewriter. 

Duplicating Machines. 

Next to the typewriter, comes the dupli- 
ator, and I believe the last word has not 
yet been said on this subject. The rotary 
machines are now keeping the market, and 
Roneo duplicators may be seen in nearly 
every important office. The great point of 
a duplicator should be the imitation of the 
original letter, and aniline ink should be 
used having the same color as the type- 
writer ribbon. 

Copiers and Other Goods. 

The copying machine is having its time 

also, and the users of bound copy books 





will finally have to give up and come to 
modern methods. 

The cabinet files naturally come along 
with the copying machines, and steel cabin- 
ets, although rather expensive, will be 
taken. 

As to the dictaphone, this is not used 
very much, and this is probably accounted 
for by the fact that the sale is not yet prop- 
erly pushed. 

Calculating machines are much appre- 
ciated, and a big trade certainly is to be 
done in this respect. 

I hear that Seidel & Naumann, Dresden, 
the big sewing, cycle and Ideal typewriter 
manufacturers are about to launch two cal- 
culating machines, an ordinary one and 
one writing down results. I have not yet 
seen the machines, but to judge from cata- 
logues, I expect they will bring out some- 
thing very interesting indeed. 

In conclusion, I can only express one 
hope, that is that a “cordial entente” should 
exist between all of us, and that competi- 
tion although keen should always remain 
honorable. There is no need to spoil 
prices; we all work to make money, and 
those who think they can cut the throats 
of their competitors by spoiling the market, 
are simply spoiling their own chances. 

We are now approaching another new 
year, and everybody will make good wishes. 
Let all of us do our best to make business 
relations most agreeable, and strive to put 
our branches on a standard basis. 















INCE last writing to you, some of our 
office appliance folk have reshuffled 
their cards, and two of the then firms 
business, “The 
and “The Cardex Co., 


have gone out of viz., 


Southern Sales, Ltd., 


Ltd.” These firms were principally en- 
gaged in office furniture, card and loose- 
leaf ledger specialties 

Mr. Stott, of the old firm of Stott & 


Hoare, Ltd., has disposed of his interest in 
that firm, and now the Underwood 
under the style of Stott & Underwood in 
Sydney and Brisbane, while the old firm 
controls the Remington in the same cities 
and in all the other Australian states under 
the style of the Charteris Proprietary, Ltd. 


runs 


The Oliver has also changed hands once 
more. It is now run by the Rebuilt Type- 
writer Co., under the management of Mr 
Welch, who is also safes manager for the 
Writerpress; the Lingham Importing Co., 
Ltd., still controlling the Fox and the Sun. 
This company also runs the American Cash 
Register. There are no changes to report 
regarding the others machines, viz.: The 
Smith Premier is managed by MacDougal 
& Co.; Fisher & Lingham, the L. C. Smith 
Bros.’ Visible; Mr. Jones, the Royal Bar 
Lock. The Monarch and Yost are still in 
the same hands. The Burrows adding ma- 
chine is also housed with the latter ma- 
chines. The Royal is in the hands of W. E. 
Smith & Co., manufacturing stationers. 

A word or two on the subject of type- 
writers will not be out of place here. Dur- 
ing-the past few years the competition be- 
tween our local dealers has so intensified 
that it may now be described as absolutely 
suicidal. This only puts the case very 
mildly indeed; I could fully justify myself 
had I used a very much stronger adjective. 
This can be easily understood when [ tell 
you that you can now get one of the first- 
class machines fully one-third cheaper here 
than in the United States. 

It is, however, very easy to criticise, 
and, as in my opinion, there is nothing more 
contemptible than a carping, destructive 
critic, I will therefore leave criticism in the 
background, and at once suggest the rem- 
edy, which is, naturally, combination. Let 
the local dealers agree to a regular selling 
price and loyally abide by it. If they won't 
do so, then the remedy is in the hands of 
your manufacturers. Let the latter decline 
to supply any dealer who cuts the price or 
breaks through the general agreement. If 
the latter will not do this in the event of 
the combination being a failure, then as 
sure as the sun sets in the evening, the cut- 
ting will react on themselves a little later. 
Now, this is done in very many other lines 
at the present time by makers of goods 
both here and in Europe, who are far 


sighted enough to see that this would be 








Office Appliances in Australia 


By T. B. Dineen, Sydney, N. S. W. 


the inevitable result of such unwise retail 
methods. 
Mr. Pontey, the sales manager for the 


Remington, tells me that he is not getting 
the new models fast enough to supply his 
orders. Still greater things are expected 
when machines are received with the Wahl 
adding device. 

Mr. Stott, Jr., of Stott & Underwood, re- 
ports a constant increase in their sales. 

Mr. Fisher states that the L. C. Smith 
Bros.’ visible is going well. He is, how- 
ever, daily expecting to be called back to 
the States. 

The other managers were out 
called, so I am not able to send you any 
news of their progress. 

Adding Machines. 

There are about 250 to 300 Burrows’ 
adders in Australia; that is, judging ap- 
proximately. There are a few others, but 
I have not met with more than three or 
four. There is plenty of room for another 
computing machine here when such can be 
obtained for from $75 to $100, and able to 
1 sterling. Any 


when I 


accurately compute British 
other machine is of but little use just yet. 
Duplicating Machines. 

Manager Welch reports that he is doing 
well with the “Writerpress.” Stott & Un- 
derwood run the Gameter Multigraph. The 
Roneo and other machines with a per- 
forated film will have in future very keen 
competition. 

Addressing Machines. 

I cannot locate any demand for machines 
such as named. 

Stationery and Office Supplies. 

Goods coming under this heading are 
taxed so heavily at the customs that the 
trade is bound to decline, except for such 
portions as may be regarded as raw ma- 
terial. The latter may be described as un- 
cut writing papers, bookbinders’ material 
not made into any article fit for use. Ledger 
cases and file metals are taxed to the ex- 
tent of 20 per cent ad valorem. 

Regarding loose-leaf ledgers 
ditto, although the latter had some years 
of a start over the loose-leaf ledger system 
in Australia, yet the former have completely 
outdistanced them, and the loose leaf may 
now be fairly said to have possession of the 
field. 

The vertical file has also come to 
very fine cabinets of the older system being 
generally disregarded. Here again, how- 
ever, the customs tariff will surely kill the 
trade between the state; 33'4 per cent, plus 
45 per cent for freight, is much more than 
such appliances can bear. Result, a large 
amount of such are being made locally. We 


and card 


stay, 
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have not yet got as far as the making of 
rolltop desks, but that will come; it is only 
the want of mechanics, which we have not 


got in this country just yet. 
Invoicing, Shipping Routes and Packing. 


Touching the matter of invoicing, some 


of your manufacturers have such com- 


plicated system of discounts that our cus 
regard the 
that in 


toms authorities have come to 


question with so much _ suspicion 
some cases within my own ken they have 
charged duty on the gross total of the in- 
voice. Now, you American folk are used 
to your own monetary system. It is excel- 
lent for you no doubt, and many of us in 
Australia would like a decimal system also, 
and doubtless we shall have one in the next 
decade. Now, every one of your manufac- 
turers must know what his absolute net ex- 
port price is; he is thoroughly accustomed 
to figuring his dollars and cents; all his 
goods must surely be marked with his fac- 
tory and other costs, as well as his export 
price. Apply for his net export list and 
you will get a domestic list, from which he 
will coolly tell you to deduct a criptogram 
as follows: 25, 10, 2% and 1 per cent, or 
there may be, as I have seen, six different 
discounts. 

Now, Mr. Editor, is it good business pol 
icy to throw all this irritation and calcula 
tion and worry at your foreign customer’s 
head? He is doubtless quite unfamiliar with 
your monies, for given the same data, I 
have seen no two persons here who will 
work out the landed cost at the same figures 
of an American article arriving in Aus 
tralia. 

The customs clerks, also, sometimes have 
livers, which may and occasionally are out 


of order; then woe betide the unfortunate 


who comes along with one of those cryptic 
The strange thing to me is that 
your exporter’s ears are not constantly 


tingling at the quality and quantity of the 


invoices. 


curses that are being constantly heaped on 
their heads. Well, the remedy again is to 
give only absolutely net prices in your in 
voices. This, after all, is only simple com- 


mon sense, for it saves time to both ex- 
porter and the importer and lessens fric 
tion all round. Also we have the rem- 
edy for this, which is not to. deal 
with those houses who persist send 
ing such invoices. This is my nstant 
advice and practice. I will only accept net 


prices, and quotations furnished in the 
cryptic fashion I do not notice. Life is too 
short for that kind of thing. It looks as if 


you had not enough work for your corre- 
sponding or invoice clerks, or that. your 
exporters take a huge delight in keeping 


them in practice, and in working his foreign 
clients, who being unable to kick him, can 











only heap the most deadly of objurgations 


on his head. This, I must once more ob 


serve, is bad policy. I have seen some of 
your folks’ invoices about 18 inches across, 
with as many as seven or eight columns for 
as many discounts “Blanket Invoices” 
they are called by some of your houses 
The name is more appropriate than some 


of them think, for blankets are sometimes 


used to smother a fire, and such must surely 
tend to smother the fire of trade sooner or 
later 

It is no exaggeration for me to say that 
I know some of our local business men, 


who positively dread the ordeal of marking 
off their American indents. To one and all 
I say, “Do no deal with houses that will 
send you such invoices.” 

No mention whatever should be made 
of discounts in export invoices, for the very 
good reason that the profits of the trade 
get exposed by being handled by others 
than those having an interest in keeping the 
matter to themselves, and most people look 
at the addition of say 50 per cent as an 
addition of 100 per cent, not being capable 
of judging, and knowing nothing of the exi 
gencies of trade. The following figures 
will, for instance, show what I mean, viz.: 
I purchase goods for $50; I add a gross 
profit of $50, and sell the same for $100; 
to effect this sale my expenses run to $25; 
what is the percentage of my net profit? 
Is it 25, 331%4, 50 per cent, or what is it? 
It looks simple, doesn’t it? Ask your read- 
ers to figure it out, and then note diver 
gvencies 

It was pointed out in my last letter the 
importance of numbering the cases and 
plainly referring the same in invoice. Paper 
is cheap, and very much the best way would 
be to give a sheet to each case, with a cap- 
tion after the following style, viz.: “Sold 
to Mr. A. B. goods contained in case num- 
bered (456), as per the following invoice.” 
Then by giving the net price only a lot of 
valuable time will be saved, an immense 
amount of unnecessary friction, and useless 
profanity will have been avoided. 


Shipping Routes. 


As to shipping routes, the best now are 
via Vancouver, for quickness. This refers 
particularly to your city of Chicago, being 
by mail steamer. It is also the dearest, but 
if you hit the mail steamer at Vancouver 
you can land the goods in Australia in one- 
half the time taken by the cheaper cargo 
steamer from New York, which is the only 
alternative route at the present time. 

While on the subject of shipping it will 
be not amiss for me to refer to the subject 
of packing. This, in the first place, should 
be in tin-lined cases; tarred paper and felt 
should be left for the ironmonger. Each 
article or parcel should be neatly labeled 
with the name and quantity of the contents 
together with the catalogue number for ease 
of identification and quickness of reference 
The paper should be clean and of good 
quality, so as te stand occasional undoing; 
the twine, also, must be better than mere 
harvester twine. Where boxes are used to 
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hold small articles they should be clean 
strong and neat. I fancy that I already 
hear your surprised query, “Do you mean 


to say that the wrappings placed on your 
American indents are actually dirty?” Yes, 
Mr. Editor, that is actually what I mean! 
And such is a fact. I have not yet seen an 
American stationery indent with its parcels 
clean enough to be placed on the shelves of 
any decent stationer’s store 

Your firms who are exporters should have 
their own agencies at the final shipping 
port—New York, Frisco, Vancouver, etc 
Should one firm find it too expensive, let 
two or more combine to maintain an 
agency. These you will be in a position to 
control. We who live at the other side of 
the globe would find it too expensive, so 
the consequence that we in Australia are 
withdrawing our orders from houses who 
do not have such agencies. Then you can 
quote your goods f. o. b. at whichever port 
you may be able to ship. This will then 
mean that your foreign customer will know 
exactly what he will have to pay for your 
goods. This will also enable him to quote 
for custom in advance with more con- 
fidence than he can at present, for with your 
middlemen and forwarding agents’ charges 
the indentor does not know from one indent 
to the other what his prices will be. 

Credit Terms. 

The usual credits are 30, 60 and 90 days 
after sight, but a large amount of goods are 
now imported cash against documents at 
local bank or agent. Sending through the 
bank is by far the safest business, as it is 
also the cheapest to the importer. The bulk 
of the goods from Great Britain are, how- 
ever, received subject to 60, 90 or 120 days 
after sight; also a very large amount arrive 
on consignment to their local agents. 

I have a good deal more to write about, 
but I find that I am probably beyond the 
limits of your space already. To save time, 
therefore, I will refer your readers to the 
fourth part of my letter in your July num- 
ber, which may be taken as part of the por- 
tion just preceding this. 


TYPEWRITER MAN HELD UP. 

G. A. W. Bell, manager of the Baltimore 
office Smith Premier Typewriter Company, 
was held up in broad daylight during the 
busy hours of the morning before Christ- 





mas. His assailants were two salesmen 
who were carrying out a carefully planned 
plot to hold the gentleman until the 
eleventh hour. No violence was done—on 
the contrary, he was escorted to his office 
at the hour arranged, where he met with 
the surprise of surprises. 

Arranged directly over his desk hung a 
costly electric dining room dome—a gift 
of the Baltimore force. At a given signal 
the lights were flashed and the dome was 
presented by W. W. Hendrix, city sales 
man, in an appropriate speech. 

It was a cheery crowd that exchanged 
Christmas and New Year’s greetings—an 
event that will long be remembered by al! 
those participating. 
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NEW NOISELESS PNEUMATIC TYPE- 
WRITER PLATEN. 





The day of the noiseless typewriter is 
not far off. Mechanics have advanced so 
far in the production of visible writing 
typewriters and automatic typewriters, that 
the next step in the forward direction 
seems to lie clearly in an attempt to abate 
the noise of the operation of typewriters. 
That there would be a distinct advantage 
in having a noiseless typewriter goes with- 
out saying. 

Several attempts have been made to 
mitigate the noise of the type striking the 
platen, and the latest is that of the Pneu- 
matic Typewriter Platen Company of 25 
Broad Street, New York. The new platen 
is the invention of Andrew E. Blight of 
New York, and has been perfected by J. 
Z. Glenzing also of New York. Patents 
have been granted for this country, and 
the Canadian patents are now pending. The 
new platen does not differ in appearance 
from any other platen, except that there is 
a small nozzle at one end. It is made to 
fit all machines, and can be inserted with- 
out any change whatever in the machine. 
The platen is made of reinforced rubber, 
and instead of having a wooden core, it is 
kept distended by air under pressure. 

The claims made for this platen are, that 
it reduces the noise at least 50 per cent; it 
will also stop the trouble now existing in 
the ordinary machines with the paper feed, 
from the fact that the pneumatic platen 
having a resilient surface and a hollow cyl- 
inder, regulates itself to the different widths 
and thicknesses of the paper. Along this 
line they also claim that the lightness of 
the platen will admit of reducing the car- 
riage tension, which will mean less wear 
on the escapement device, and this reduc- 
tion means also less jar and consequently 
less noise. Another claim made is that it 
will effect a saving of ribbons from the 
fact that the type are striking continually 
against a resilient surface, instead of a 
hard resisting platen. The platen, it is al- 
leged, will control and hold the alignment 
of the typewriter at all times, because the 
diameter of the roll is not dependent on 
the interior construction of the platen, as 
the two heads of the platen are held in 
line independently of the rubber which 
secures a perfect diameter to the rubber at 
all times. The question of the life of the 
platen is very important. It is claimed for 
the new platen that it will exceed the wear 
of the ordinary platen, because the rubber 
used is utilized in its natural formation. 

Mr. Glenzing, who has done much to 
perfect the platen, has had 31 years’ ex- 
perience in the typewriter business, and 
fully realizes the actual requirements of a 
satisfactory pneumatic platen. He has test- 
ed this platen in every conceivable way, it 
is said, and believes that as now perfected, 
the platen will prove a highly satisfactory 
adjunct to the modern typewriter. By the 
time this article appears the company will 
be in a position to make deliveries of the 
platen for all machines. 








The Trade in Iceland 


E CAN safely say that there is a 

W very little market in Iceland for 

office appliances, on account of 
there being not very many offices in the 
whole country. There are not many large 
business concerns in Iceland, but of course 
there are a good many shopkeepers and 
co-operative stores all over the island. The 
greater part of these, however, use single 
entry bookkeeping, and the profit they 
make, does not enable them to buy expens- 
ive office equipment. There are, however, 
already numerous typewriters and Ameri- 
can office desks in use in Iceland. We are 
unable to say how many of each. 

The typewriters mostly in use are Rem- 
ingtons and Smith-Premier, although there 
are a few others, such as Yost, Oliver, 
Europa, etc. 

American office desks are very much ap- 
preciated by everyone who is fortunate 
enough to possess one of these articles of 
furniture. 

Adding and addressing machines are no 
where in use in this country, and there is 
no market whatever for them. 

With regard to the loose leaf system, this 
is up to the present entirely unknown in 
this country, and we doubt if it could be 
adopted here, because of the laws which 
are in force regarding books of account, 
viz.: that all business books have to be 


registered by the sheriffs of the respective 
district in which the books are used, and 
ribboned through, that is to say, a piece of 
string is drawn through every page of the 
book, and the end of the same sealed by 
the sheriff on the cover of the book. 





Note.—The following is an excerpt from 
a paper read by George E. Dougherty of 
Topeka, Kans., before the National Fed- 
eration of Commercial Teachers at Louis- 
ville, Ky., December 30, 1909: 

In my judgment, there are several im- 
provements which the typewriter manu- 
facturers might ‘give us to help in getting 
even better results. 

On a single keyboard machine with shift 
keys at the sides, it would be a decided 
improvement to put the shift keys beside 
and on a level with “a” and the “semi- 
colon;” in this way the hand would not 
need to move so iar from the normal! posi- 


tion. 
Better still, arrange for the shifting to 


Some Facts Regarding Office Appliances in 
A Little Known Part of the World. 


By Johnson & Kaaber, Reykjavik, Iceland. 


Good Market for General Merchandise. 

But there are other articles we dare say, 
that American exporters could import to 
Iceland with success, such as flour, Indian 
meal, rolled oats, galvanized iron flat and 
corrugated iron, barbed wire, hardware, etc. 

Most of the business in Iceland is done 
with Denmark, and there is a regular con- 


nection between the two countries, espe- 
cially during the summer months. The 
steamers go from Copenhagen, call at 


Hamburg in Germany four times during the 
year, and at Leith in Scotland every trip. 
A reasonable through freight from America 
via Copenhagen can be arranged with the 
American Express Company. 

There are also varied Icelandic products 
which have a market on your side, such as 
wool, fish and the famous Iceland eider- 
downen. As far as wool is concerned, we 
have already had some experience, as we 
have this year exported direct to America 
some 65,000 kilos of Icelandic springwool, 
washed and unwashed. We have also made 
a trial with fish, but do not know the re- 
sult as yet. The majority of fish caught in 
Iceland is exported to Spain and Italy, and 
a good deal to Norway, Great Britain and 
Denmark. As far as we know, there has 
as yet not been exported any fish from Ice- 
land direct to America—exclusive of the 
experiment made by us—but we feel cer- 
tain that there must be a good market for 


same on your side. As far as eiderdownen 


is concerned, there are only about 3500 
kilos that are produced in this country, but 
this is more than one half of the world’s 
production of this article. 

According to the Icelandic statistics for 
the year 1907, and these are the ones last 
published, we give you below the quanti- 
articles imported intc¢ 


ties of the leading 


Iceland: 

ON Ee ae oe 
Overhead 168,000 
3arley 147,000 
Eee 212,000 
a re 175,000 
Corn, wheat, etc........... 225,000 
Coffee 450,000 
Barbed wire 25,000 
ea ree 260,000 

Exported from Iceland: 
Fish, dried, salted........ Kr. 6,192,000 
Foxskins 30,000 
Salted mutton.. 918,000 
Wool 1,213,575 
Pee 511,903 
84.000 


Eiderdownen 
All in Danish kroners. 
to about Kr. 334. These are of c 
only the principal articles imported and ex- 


One dollar is equal 
yurse 


ported. 

Our firm does a wholesole business only 
We represent numerous first houses 
in Great Britain, Germany, Holland, Bel- 
gium, Norway, Sweden and Denmark, and 
we should only be too pleased to represent 
competitive American firms as well. Any 
information that may lead to business be 
tween Iceland and America, will be given 
by us with great satisfaction. 


. 
Ciass 





Changes in Keyboards. 


be done with the thumb which is not in 
use on the space bar. 

But why not do the shifting and print- 
ing of the letter by one operation of one 
finger? Surely this would not involve an 
insurmountable difficulty in mechanical 
construction—not so great a difficulty as 
the flying machin2 has presented. 

I have found the double keyboard as 
easily learned as the single and prefer it 
myself in actual work. But with either 
keyboard I would have all the keys on a 
level and as close together as the fingers 
could easily work on them. This would 
give a very compact keyboard, and would 
make less travel for the fingers. 

The ideal machine will have all the op- 
erations performed by keys which will not 








take the hands off the keyboard at all 
This will include a key for the return of 
the carriage, in addition to the devices for 


tabulating, paragraphing, margin release, 
back spacing, etc. 

I believe we shall yet see very radical 
improvements in typewriters, which will 


bring about a greatly increased speed in 
typewriting; and while that is not on the 
subject of this paper I predict that the 
typewriter will in the future play a very 
important part in the actual work of print- 


ing. 





It is folly to strike while the iron is hot 
unless you first know what you are going 
to make of it. 















. WAS hardly more than half a 
dozen years ago that many office 
appliances now in common use in 
this territory were regarded as luxuries. 
The few stationery stores which catered to 
this class of trade looked upon it in much 
the same light as the general public of 
these islands, despite the fact that new and 
useful devices and systems were constantly 
being advertised and described in the lead- 
ing trade journals of the world. When I 
refer to office equipment I mean filing cab- 
inets in their various styles, typewriters, 
loose leaf and card index systems. Stand- 
ing and roll-top desks are, of course, ex- 
cepted, as they were in general use. 

Not until lately have office equipment 
lines been taken up by the older stationery 
firms, even on a very small basis. 

In this age of progress specialization 
should be the aim of business houses, espe- 
cially so in communities such as the Ter- 
ritory of Hawaii where the field is practi- 
cally uncultivated except in the large cen- 
ters and where industry and general pros- 
perity are at so high a tide. 

The stationery firms which assisted to 
bring about a desire for modern office ac- 
cessories are the Hawaiian News Company, 
the Wall-Nichols Company, Hackfeld & Co. 
and others. The last named firm may be 
credited with having done the largest share 
in the modernization of the Hawaiian 
office on account of its various interests in 
the many plantations which abound in this 
territory. In this connection it is interest- 
ing to note that they sold, it is said, prac- 
tically ninety per cent of the typewriters 
disposed of in Hawaii during their agency 
for the Remington typewriter in 1898. 

The future of this territory looks bright 
—a fact which is due largely to the recent 
work of Uncle Sam in establishing large 
military posts and fortifications, and I look 
upon the office appliances business as being 
the very best business one could choose 
in this territory for a mercantile pursuit. 
Our concern, while only a year old, is do- 
ing an excellent business and is impressing 
the community with the necessity for the 
use .of modern office equipment. We are 
the successors to a firm which did a great 
deal in pushing office appliances lines 
throughout the territory, not only in office 
equipment, but in card indexes, loose leaf 


Situation in Hawai 


By Charles N. Marquez. 


systems, and in typewriters and adding ma 
chines. 
Filing Cabinets and Other Goods. 
The filing cabinets in use here are the 


Globe-Wernicke, Macey, Yawman & Erbe 


and the Gunn, and I might also add the 





Cc. N. MARQUES. 


Shaw-Walker lines which are a newcomer. 
The predominating line, however, is that of 
the Globe-Wernicke Company. Steel cabi- 
nets are in use here, but these have been 
especially made to order. We contemplate 
adding a steel line to our department dur- 
ing the coming year, as we have received 
several inquiries about steel cabinets from 
our Island customers 

Within the past two years or so labor- 
such as are described by 
its interesting pages 


saving devices 
Office Appliances in 
have been taken up with interest by sta- 
tionery firms here, but instead of pushing 
the goods, they have been content, appar- 
ently, with displaying them in their win- 
dows. The only plausible reason by which 
to account for this apparent apathy is that 





—Si_AS, 


>>| 
NPY, 


stationers carry so many lines of old and 
staple goods that their attention is too 
much absorbed to give the proper atten- 
tion to new lines outside the regular routine 
of the stationery business proper. The sta- 
tioner, in trying to handle a few office ap- 
pliance lines forgets that it requires special 
energy and effort to make these lines prof- 
itable, and while he could employ the 
proper means to move the goods, he 
neglects too often to do so, with the result 
that the goods stay too long on his hands. 

Among the typewriters in use in this ter- 
tory, the Remington occupies a leading 
position. The National Cash Register and 
the Burroughs’ adding machine predomin- 
ate in their respective fields. 





Such machines as typewriters, cash reg- 
isters, adding machines, etc., are proper 
subjects for exclusive attention. Local sta- 
tionery houses in attempting to handle such 
goods, make the mistake too often of treat- 
ing them as side lines, without the proper 
accessories and without repairers even. I 
am not saying this in criticism of my com- 
petitors, but merely as a suggestion to 
some who are missing opportunities they 
well might cultivate. We believe that any 
experienced person who reads this article 
will agree that my point is well taken. We 
ourselves are extensive dealers in typewrit- 
ers; our typewriter department is fully 
equipped for its purpose, and a competent 
repairer is on hand at all times. In no 
other way could we do justice to the lines 
we handle and to our customers. 

Note.—Mr. Marquez, the writer of the 
above, is president and general manager of 
Office Supply Company, Ltd., of Honolulu, 
T. H. This company handles a very exten- 
sive line of goods, including Remington type- 
writers, adding machines, cash registers, 
numbering machines, Globe-Wernicke filing 
cabinets and book cases, Edison business 
phonographs, mineographs and_ supplies, 
loose leaf ledgers, card indexes, office 
desks and chairs. They state especially that 
their repair department is equipped to han- 
dle all makes of typewriters, adding ma- 
chines and cash registers—a point whose 
value will be understood when one reflects 
on the many miles of ocean which sepa- 
rate Honolulu from the typewriter and add- 
ing machine factories. 
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944,181 942,148. 941,403. 
No. 941,889. Paper feed for typewriters, patented Noy. 30, 1909, by Eston S. Mansfield of Atlanta, Ga No. 942,049. Typewriting ma 


chine clam ,, parented Dec. 7, 1909, by Edwin E. Barney of Syracuse, N. Y., assignor to Monarch Typewriter Company of Syracuse, N. Y.— 
No. 943,210. Numbering machine, patented Dec. 14, 1909, by Frank Wosinski of Brooklyn, N. Y.——No. 943,156. Loose leaf binder, patente: 
Dec. 14, 1909, by John L. McMillan and Charles H. Joslyn of Syracuse, N. Y., assignors to McMillan Book Company of Syracuse, N. Y.— 
No. 943,844. Loose sheet binder, patented Dec. 21, 1909, by William P. Pitt of Kansas City, Mo., assignor to Irving-Pitt Manufacturing Com 


pany of Kansas City, Mo.——No. 944,181. Ink or mucilage stand, patented Dec. 21, 1909, by David H. Edwards of Chicago, Ill—No. 942,148 
Portable writing and drawing desk, patented Dec. 7, 1909, by Truman E. Stark of Naperville, IIl—No. 942,414. Filing cabinet, patented De 
7, 1909, by James R. Ryan of Sault Ste. Marie, Mich No. 941,403. Composite pen, patented Nov. 30, 1909, by Joseph F. Betzler of Akron, O 















931.111—Book-Holder. Edwin S. Antis 
dale, Chicago, III 
931,170—Stamping-Machine. Edwin B 


Wilhelm, Cedar Rapids, Ia. 
931,246—Negotiable Instrument 
A Anderson, Gransburg, Wis 
931,303—Type-Writing Machine. William 
F. Helmond, Conn., assignor to 
Underwood Company, New 
York, N. Y., a Corporation of New Jersey 
931,305—Writing-Machine. Edward B 
Hess, New York, N. Y., assignor to Royal 
Typewriter Hoboken, N. J., a 
Corporation of New Jersey. 
931.311—Desk. Richard T. Jackson, Jr 
Washington, D. C., assignor of one-half 
to William E. Bowie, Washington, D. C 
931,405—Eraser-Holder Charles Fred 
erick, Columbianna, Ohio 
931.410—Adding-Machine. Clairborne W 
Lynchburg, Va., assignor to Bur- 
Adding Machine Company, Detroit, 


Hjalmar 


Hartford, 


Typew riter 


Company, 


Gooch, 


roughs 


Mich., a Corporation of Michigan. 
931.530—Fountain Attachment for Pen 
holders. Dennis O. Vaughan, McPherson 
Kansas 
931,560—Ink-Supplying Apparatus. Mary 
M. Buckler, Springfield, Mass. 
931.679—Loose-Back Book. Cedric Chi 
ers, Brooklyn, N. Y. 
931,680—Type-Writing Machine. John J 


Cooper, London, England, assignor to Un 
derwood Typewriter Company, New York, 
N. Y., a Corporation of New Jersey. 
931,688—Type-Writing Machine. John C 
Doane. Hartford, Conn., assignor to Under 
wood Typewriter Company, New York, N 
Y., a Corporation of New Jersey. 
931,689—Type-Writer. George W. Don 
ning, East Orange, N. J., assignor to Harry 
T. Ambrose, Orange, N. J. 
938,455—Check Stamping Mechanism for 
Computing Machines. George A. Arm- 
strong, Youngstown, Ohio. 
938,464—T ype-Writer Desk or Table Top 
George M. Crider, Marion, Ky. 
938,480—Type-Writing Machine. John A 
Hagerstrom, Brooklyn, N. Y., assignor to 
Victor Typewriter Company, New York 
N. Y., a Corporation of New York. 
938,500—Type-Writing Machine. Lewis C 
Myers, New York, N. Y., assignor to Royal 
Typewriter Company, New York, N. Y., a 
Corporation of New Jersey. 
38,501—Adding Machine. Frank R. Mc 
Berty, Evanston, Ill., assignor to Bur 
roughs Adding Machine Company, Detroit 
Mich., a Corporation of Michigan. 
938,507—Type-Writing Machine. Emil L 
Hartford, Conn., assignor to Un- 
derwood Typewriter Company, New York, 
N. Y., a Corporation of New York. 
938,519—File Holder. William C. Shank 


Pfunder, 


Mont Alto, Pa. 
938,530—Loose Leaf Binder. Edgar P 
Webster, Bridgeport, Conn., assignor to 


Patents 


Copies of any one of these paterits can 
be obtained by sending fifteen cents in 
stamps to E. G. Siggers, patent lawyer, 
Suite 33, N. U. Building, Washington, D. C.., 
by mentioning Office Appliances. 


The National Blank Book Co., Holyoke 

Mass., a Corporation of Massachusetts. 
938,532—Actuating Mechanism for Add- 

ing Machines. Charles P. Wetmore, Chi- 


cago, Ill., assignor to Comptograph Com- 
a Corporation of Illinois 
Calculating Machine John 


Ill, assignor by mesne 


pany, 
938,550 — 
Bricken, Chicago, 


and direct assignments to Harry Marks, 
Chicago, Ill, and one-third Reuben 
Marks, Des Moines, [owa 
938,562—Type-Writer Machine Jacob 


Felbel, New York, N. Y., assignor to Union 
Typewriter Company, Jersey City, N. J., a 
Corporation of New Jersey 

938,654—-Writing Instrument 
Tex 


Eraser 


John W 


Dyches, Forney, 
938.667—Ink 
r, Oxford, La. 
938,690—Type-Writing Machine 

H. O’Brien, Ilion, N. Y., assignor by mesne 

Com- 


yrporation of 
I 


Franklin M. He 
James 


assignments to Union Typewriter 
pany, Jersey City, N. J., a C 
New Jersey. 
938,741—Machine for Clipping Envelopes 
Detroit, Mich 


William B 


Charles E. Campbell, 
938,760—Penholder 
Philadelphia, Pa, 
938,764—Pocket Pencil Holder 
Heinley, Hutchinson, Kansas 
938,790—Calculating Machine 
Rein, Berlin, Germany 
938,791—Calculating 
Rein, Berlin, Germany. 
938,801—Carriage Return and Line Spac- 
Guillermo 


Grover 
Jacob ) 
Robert 


Robert 


Machine 


ing Mechanism for Typewriters 
Trejo, Mexico, Mexico. 

938,835—Pencil Point Sharpener 
W. Elsner, St. Louis, Mo 


Adolph 


938,885 — Paper-Roll Attachment for 
Typewriters. Arthur F. McCulley, Frisco 
Utah 


938,908—Foldinig Check Book. Clifton S 
Sultzer, Red Wing, Minn., assignor to Red 
Wing Advertising Company, Red Wing, 
Minn., a Corporation of Minnesota. 
938,909—Pocket Check Book. Clifton S 


Sultzer, Red Wing, Minn., assignor to Red 
Wing Advertising Company, Red Wing 
Minn., a Corporation of Minnesota, 


Pen Morris W 
assignor to Samuel 


a Corpora 


939,057—Fountain 
Moore, Everett, Mass., 
Ward Company, Boston, Mass., 
tion of Massachusetts 
939,125—Desk. Nellie E 
ington, D. C 
939.133—Pencil Edwin H 
Humphrey, North Clymer, N. Y., 
yf one-half to N. S. Covey, Corry, Pa 
939,148—Manifolding Pad. Bert C 


Wash 


Fealy, 


Sharpener 


assignor 


Max 








Ohio, 


assignor 
Whiting, Jr., trustee, Canton, Ohio. 
939,149—Manifolding Book. Bert C. Max- 


well, Canton, to Julius 


well, Canton, Ohio, assignor to 
Whiting, Jr., trustee, Canton, Ohio. 

939,150—Manifolding Book or Pad. Bert 
C. Maxwell, Canton, Ohio, assignor to 
Julius Whiting, Jr., trustee, Canton, Ohio. 

939,151—Manifolding Book or Pad. Bert 
C. Maxwell, Canton, Ohio, assignor to 
Julius Whiting, Jr., trustee, Canton, Ohio. 

939,965—Type-Writer. Saul Anderson, 
New York, N. Y., assignor of one-third to 
Lee Ehrlich, New York, N. Y. 

940,003—Copy Holder. Fred M. Gid- 
dings, Galesburg, IIL, assignor to George 
W. Palmer, and one-fourth to Charles A 
Westring, Galesburg, III. 

940,037—Writing and Adding Machine. 
Marquis H. Lockwood, New York, N. Y., 
assignor to Union Typewriter Company, 
Jersey City, N. J., a Corporation of New 
Jersey. 

940,118—Flexible Ruler for Drawing 
Curves. Carl Bartels and Otto Bartels, 
Schwaan, Germany. 

940,146—Mailing Tube. 
Montreal, Quebec, Canada. 

940,186—Hand Stamp. John C. Otterson, 
Plainfield, N. J. 

940,247—Polypoint Pencil. John C. Har- 
ing, Jersey City, N. J., assignor to Edward 
Todd & Co., New York, N. Y. 

940,322—Type-Writing Machine. Oscar 
L. Ingham, Walla Walla, Wash., assignor 
to Union Typewriter Company, Jersey 
City, N. J., a Corporation of New Jersey. 

940,332—Type-Writing Machine. Charles 
S. Labofish, Washington, D. C., assignor 
to Union Typewriter Company, Jersey 
City, N. J., a Corporation of New Jersey. 

940,336—Attachment for Type-Writers. 
Edward Z. Lewis, Chicago, II. 

940,345—Tempory Binder. 
Moore, Boston, Mass. 

940,363—Type-Writing Machine. Chris- 
topher C. Robbins, Portland, Ore., assignor 
to Wyckoff, Seamans & Benedict, Ilion, N 
Y., a Corporation of New York. 

940,395—Tabulating Device for Type- 
Writers. .Charles S. Labofish, Washington, 
D. C., assignor to Union Typewriter Co., 
Jersey City, N. J., a Corporation of New 
Jersey. 

940,508—Temporary Binder or Loose 
Sheet Holder. Harry F, Bushong, Kala- 
mazoo, Mich., assignor to The Kalamazoo 
Loose Leaf Binder Company, Kalamazoo, 
Mich, 

940,509—Fountain Pen Nib. Duncan Cam- 
eron, Edinburgh, Scotland. 

940,560—Self Indexing Loose Leaf Ledg- 
er. Peter W. Schwander, Houston, Tex., 
assignor of one-third to Joseph J. Pastoiza, 
Houston, Texas. 


Julius 


Victor Guertin, 


George H 
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Epitrsp sy Evan Jomnson 
Hosart W. Martin, Associate Editor 
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ITH the passing of the holidays there is much encouraging evidence of 

y \ the growing spirit of good will and kindliness among business men the 
country over. This year more than ever before it was the rule to send 

some kindly sentiment or small token of regard and personal esteem—some pleasant 
thought or sustaining wish—and coming, as these messages sometimes did come, 
MESSAGES from absent friends from whose minds we feared other and later 

OF interests had all but crowded us, were a welcome oasis in a 
GOOD CHEER desert of busy and serious days. It is a pleasant thought to 
reflect that during holiday week Uncle Sam’s messengers were hurrying from 
Canada, from the Sunny South, from New York and from the shores of the Pacific 
with expressions of good will, and all because the spirit of the time brought forth 
the resolution to put into concrete form some expression of an enduring regard. 

Orrice APPLIANCES sends its thanks to these many well-wishers. It has 
a benediction for each and every one of them and for all its friends whose support 
and appreciation have been as a lamp unto our feet in 1909. We are starting out 
the New Year with a determination to make this magazine more than ever worthy 
of the confidence and commendation of the trade, and we offer this present issue 
as an earnest of our good resolutions. 

We believe that there are men in the business world who have noted and 
appreciated the growth of the spirit of good will throughout the land, and that 
in giving expression to our own appreciation we are voicing the sentiment of 
others likewise. Let the good work go on! 

ELDOM—probably never—has the country started out with better commercial 
~ and industrial prospects than in 1910. We find nearly all avenues of trade 
active and hopeful, with a growing and healthy demand for merchandise. 
Prices are advanaing among general commodities, a fact which usually indicates 
a condition of general prosperity unless the relation between wages and prices 


becomes too greatly strained. 
Judging from the reported demand from all sections of 


OUTLOOK tion: 
INDICATES the country for typewriters, adding machines and, in fact, 
GOOD YEAR nearly every other office machine or appliance made; from the 
factories which are being increased and the additional men added, the present 


year of grace, 1910, stands high in the confidence of manufacturers and business 


men generally. 

The concluding paragraph of a recent National City Bank Letter sums up 
the situation in the following words: 

‘“‘Business conditions are certainly satisfactory and the railroads are con- 
tinuing to operate under very profitable circumstances * * * * * The excess of 
loans over deposits at New York is still sufficient to suggest that the banks of the 
United States are entitled to receive a fair rate for money whether for long or 
short periods.”’ 

The people of the great West seem to have money and to be willing to 
invest it in whatever will bring them adequate returns or necessary service—a 
healthy condition which indicates that spirit of faith and confidence without 
which business would be crippled and enterprise fail. 


stationers’ associations get together for their annual feasts of love and victuals. 
This, therefore, is a good time to remind indifferent members and non- 
members that to eat, drink and be merry is but a very small part of a stationers’ 
duty to his association. If any considerable majority of the stationers of the 
United States would pull off their coats and make the old associa- 


| stationers’ is the month of association banquets, when members of the various 


GOOD , ; : “e 
TIME TO tion hum with good ideas, vim and go-aheaditiveness, they could 
JOIN revolutionize the trade in six weeks and put it upon a basis where 


every stationer with any claim at all to business ability would be making a com- 
fortable income according to his investment and environments. 

There can be no better New Year’s resolution than a determination to 
join the association and to become a WORKING active member for the good of all. 


No man grows unless he gives a helping hand to others. 
. 











Made for Time, But Not for Eternity. 

Goods rightly made are made to last a 
long time, but even the best of goods are 
not guaranteed against the ravages of all 
time. When a piece of mechanism comes 
back to the factory to be replaced after 
eight or a dozen years of faithful and effi- 
cient service, it is fair to assume that it 
has earned what it cost and has outlasted 


the makers’ guarantee. The hand of the 
Almighty has stamped the three score 
years and ten upon the human machine, 


but manufacturers of this mundane sphere 
to back their goods 


are usually content 
fdr a somewhat shorter period. Here is a 
letter which speaks for itself. It shows 


how long the goods of a well known Chi- 
cago manufacturer have stood the wear and 
tear of daily use, and furthermore, it is 
interesting stuff and good reading. 


May 15, 1909 
Mr. A. M. Burns, Providence, R. I. 

Dear Sir: Our receiving clerk has just 
turned in a “Sensible Post Binder,” sheet 
size 84x11 ins., you have returned 
for repair. 

Under separate cover you will receive a 
new binder, invoiced “No Charge,” and this 
device you will find described as style “C.” 


which 


in catalog No. 22, forwarded you by this 
mail. 
The use of the name “Sensible Post 


Binder” was discontinued some eight years 
ago, about the time we moved our factory 
to the West Side, so you evidently have re- 
ceived fairly good service from the binder 
you returned. 

You should hardly expect any manufac- 
turer to give an indefinite guaranty on ar- 
ticles of this nature. While we make de- 
pendable and durable devices, there are 
two influences against which all human 
efforts are of no avail: we do not guaran- 
tee our product to withstand the Wrath of 
God or the Hand of Time. 

Yours very truly, 
C. 5. & BR. BB. Ge. Eee. 
per Ralph L. Winans, 
Sales Manager. 





Ames’ Pajama Suit. 
“They’re always up to little games, 
I'll be wary as a stork,” 
Thus spoke Friend Ames all to himself 
When bound for old New York. 
” said he, 
I was on the train, 


“It weren’t so long ago, 
“When 


me 


SALMAGUND |! 


They swiped a night shirt off o’ me, 
They shan’t do that again.” 


“T had my doubts of Filstead then, 
For he was right along, 

But Bill is sick, and don’t know when 
He will be well and strong. 

[’ll have to sleep upon the cars, 
By Gosh! ’twill suit me fine, 

[’ll buy a suit of pajamas— 
Thos are the things for mine.” 


So Ames invested in a suit, 
The color none could tell, 

When clothed in them he looked quite cute 
And he thought “very swell.” 

He wore them on the train of course, 
And passed a pleasant night, 

He kept a watchful eye for thieves, 
But reached New York all right 


He left the train quite in a rush— 
Poor Bill was very sick. 
The pajamas fitted nicely, but 
He somehow feared a trick. 
So all the time he stayed in town, 
Bill says, none can dispute 
Both night and day, ‘till he went away, 
Ame§ wore that precious suit! 





Full of Joy—Just Full of Joy. 


He comes bustling in the office, with a 
rush and with a vim, 

He is really very dapper, not a fly can 

rest on him, 

O’er his eyes his glistening glasses, seem 
to glint with joyous glee, 

And his firm and hearty handshake, throbs 

with bounding ecstasy. 

him how he feels this morning, he 

will answer like a boy, 

With a voice that rings with fervor—‘Full 


of joy—just full of joy.” 


Ask 


’Mid the noise, and ’mid the hustle of the 
mammoth city’s hum, 

Naught can dampen Tupper’s ardor naught 
can make him sad and glum 

Hear him 
you will surely realize 

That terrestial things gigantic, 
the distant skies. 
‘twill fill with gladness 
make your day without alloy, 

When you hear his 
“Full of joy—just full of joy.’ 


say—“This is a great world,” 


almost reach 


But your heart 1 


gladsome war cry— 





That’s the spirit that should make us start 
afresh the bran New Year, 

Full of grit, and well determined naught 
on earth shall interfere 

With the fact that, let what happen, we 
will never be downcast, 

But with light hearts face the music, and 
aside our troubles cast. 

Then like Tupper we’ll be happy, heed not 
things that oft annoy, 

Cheerful, smiling, glady answer—“Full of 
joy—just full of joy.” 5 

—Frank Rutherford. 





Painful Misapprehension, 


At the Newman Hotel, Providence, R. L, 
recently an old gentleman came in and no- 
ticed the Underwood Typewriter company’s 
sign calling attention to their automatic 
pay station machines. He stepped over to 
the machine, gazed at it quietly for a few 
minutes, and then dived into his pocket 
for his purse. He took out a dime and 
dropped it carefully into the slot of the 
machine, stepped back and watched for 
about fifteen minutes. Nothing happened. 
At length an attendant asked what the trou- 
ble was. The old man replied with some 
heat: 

“Why, I dropped a dime in that there slot 
just as it says to do, and I’m waiting to see 
the darned thing write.” 





Jimmy Holland tells a good story on a 
young fellow who recently called on a girl 
out in Avondale. After they were left 
alone together, the young man began a 
delightful speech, telling the girl she was 
as lovely as the soft glow of the June 
peach, the March rose, etc., etc. Then, in 
Shakespearean eloquence, he told her that 
he loved her, ending the recital with a 
delicate kiss upon her brow. Then he 
stopped. In wonder the girl explained, 
“Why do you break off so abruptly?” 

“I’m taking a course in love making at 
a correspondence school,” replied the 
young man serenely, “and I’ve reached the 
end of today’s lesson.” 





The only way one may tell whether he is 
a round peg in a square hole is by getting 
into the hole. Plenty of “impossible” 


things have been done by men who just 
kept trying. 
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ROM the time when as boys at “prep” 


we write home, “Oh, mother how 

Tempus does Fugit,” up to tottering 
old age, do we speak of the “flight of time,” 
and yet it is but a figure of speech, a me- 
tonomy, a change of names between things 
that are closely related, for as Austin Dob 


son says, 


“Ours is the eyes’ deceit, 
Of men whose flying feet, 

Lead o’er some landscape low; 
We look and think 


The earth’s fixed 
Alas! Time 
Man has learned his He 
has come to see and to know that the cur- 
rent of time is soon lost in the sea of eter- 
nity and he tries to make the best of his 
existence by seizing upon nature’s resources 
and bringing them under his control. 


we see, 


surface flee. 


stays, we go.” 


lesson well, 


To state a safe limit, perhaps the work- 
ing years of a man’s life rarely exceed fifty. 
Other half centuries rolled by before he 
was born and others still will continue to 
roll by after he is dead, just as the waves 
of ocean beat upon the same old shore that 
they did when Columbus first sighted San 
Salvador. 

Necessity is ever “the mother of inven- 
tion.” Man has learned that he, not time, 
is passing and that whatever he can do to 
keep pace with the current of events will 
prolong his usefulness and, in_ effect, 
lengthen his life. He sees that “We count 
time by heart throbs not by figures on a 
dial,” and that our so-called “time-saving” 
devices are really “life-extending” devices; 
he sees that years can be compressed into 
months, that months can be shortened into 
weeks, and he puts forth his efforts accord- 
ingly. 

Necessity has mothered most of the little 
inventions that are used in modern business 
affairs; inventions that are the result of our 
efforts to crowd the greatest amount of 
energy into the smallest period of time 
These are statements of fact and, we must 
look upon office appliances, as we know 
them today, as being, the outcome of en 
forced effort and the logical result of de- 


velopment 
Let us illustrate: a card index can be 
continued ad infinitum; that is a good 


point; it also “saves” time; that is another 
has become a 
With a 
can 


good point; therefore it 
necessity and is universally used. 
good duplicating machine a person 
produce, in a few hours, hundreds of well- 
printed letters, the production of which, a 
few years ago, would have cost him weeks 
of patient labor; therefore the duplicating 
machine is also a necessity and is likewise 
universally used. 

There was a time when we rode in street 
cars pulled by horses, and the only heat 
therein was furnished by some straw strewn 








Tempus Fugit 


Some Suggestions Regarding the Teaching 
of Uses of Office Accessories in the 
Business Schools. 


By Dr. Howard E. Randall, Philadelphia. 


over the floor. Cable cars have since made 


their appearance; trolley cars have super- 


seded these, and we now have elevated 


roads and subways, and who can say that 
the flying machine is a myth? 
time, not when 


There long ago, 


telephones were used only in the offices of 


was a 


large corporations, banks or similar insti- 
tutions and then, generally, for private pur- 
poses; so that an applicant for a position in 
such an office would not have found his op- 
portunities for success enhanced very much 





DR. HOWARD E. RANDALL. 


by his ability to use, properly, the kind of 
telephone that was then installed. Today, 
no clerk, bookkeeper or stenographer would 
be of much service in an office if he could 
“over 


business satisfactorily 


In that earlier period, business 


not transact 
the phone.” 

schools were not required to pay any atten- 
tion to that instrument at all, but now, since 
it has necessity, it is 
as important that a young person should be 
able to conduct with tact and with satis- 
faction a telephone conversation, as it is 
that he should be able to write shorthand 
correctly or use a typewriting machine with 


become a universal 


speed and skill. 

Our object in referring to the telephone is 
to show that it did not at once become uni- 
versal in its use, but that it gradually be- 





came so. Many other devices now in us¢ 
are in what we might call a “stage of tran 
sition.” They are used more or less widely, 
but not universally, and yet one is reason 
ably safe in predicting that in some form 
or other, such appliances as the adding ma 
chine, the duplicating machine, th¢ ard 
index and the vertical file will be nuch 
of a necessity in a few years time, in any 
office aiming to do business in a dern 
way, as the older instruments have become 
within the last twelve or fifteen years 

If these statements are true and if the 
prediction is true our business schools shall 
either have to raise their rates for tuition 
and increase the length of their course of 
study in order to turn out pupils fully 
equipped for service in modern business 


offices, or schools of a special and technical 


character will have to be established (some- 
what after the manner of manual training 
schools) to teach persons to use the many 
and, in some cases expensive, dev! that 
are now found necessary to the conduct of 


a business of any importance. 
Practical Suggestions for Commercial 
Schools. 
Regarding some of the simpler 
the following 


more 
widely used office appliances, 
suggestions may be of service: have three 
card indices prepared,—one with a simple 
alphabetical division, another with a chrono 
logical (as, for by 
months), and a third with a geographical 


division example, 


Have accurate lists 
then “shuffle 


division (as by states) 


made of these three indices, 


the cards” and have the pupil right them 
After this is done, he can prepare a list 
which when compared with the list in your 
possession will show what errors he has 


some verbal instruction 
Practically the 


vertical 


made. Of course, 
should precede this work. 


same thing can be done in teaching 


filing, or any other kind of filing for that 
matter. It is an easy matter to save two 
or three hundred circular letters; mix them 
up as to alphabetical order, then let the 
pupil file them according to instructions 
and finally have him compare his work with 


a previously prepared list. The simpler 
methods of duplicating may be taught by 
having several pupils participate, for ex 
ample, in the cutting and running of the 
stencil, so that each one may become fa 
miliar with the practical features the 
work, The use of many other equally valu 
able office appliances may be taught the 
same way. 

What now makes an expensive outfit for 


teaching purposes, were all of these devices 
to be placed in one school, will eventually 


prove to be a good investment, because the 
necessity for learning how to use them 
will justify the teacher in making such 
charges for tuition as are commensurate 
with the time spent and the money in- 
vested 
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q Is going to be the hardest year Typewriter 
Manufacturers ever experienced. 


@ From present indications the manufacturers 
are not going to be able to supply the 
already great demand for writing machines, 
not even with increased facilities all have 
prepared. 


€@ The tremendous demands for Rebuilts 
prove that 1910 is to be the banner year in 
all typewriter history. 


@ Have you fortified yourself with an ex- 
clusive agency contract for \dy-Rebuilt 
for your territory? You know that Grady 

‘sare like new. You know you can 
make great profits selling Grady-Rebuilts. 
Are you ready? Do you appreciate the loss 
you suffer by not having in stock “what the 


customer wants—when he wants it ?”’ 





€ Get busy, quick. Take advantage of the 
large amount of advertising the manufac- 
turers are doing. Sell Grady-Rebuilts and 


make big profits. 


@ The demand for Grady-Rebuilts— all 
makes—from the Eastern Hemisphere be- 
came so great during 1909 that Mr. Grady 
made an extended trip through Europe and 
is much pleased to announce the establish- 
ment of European headquarters, where a 
large stock of the world-famous Grady- 
Rebuilt machines will be carried at all times. 


(| The company congratulates itself on hav- 
ing secured as managing director so promi- 
nent a person in the Typewriter field as 
Mr. W. F. Harding, late General Manager 
of the Oliver Typewriter Co. in Europe. 
This fact alone insures expert typewriter 
knowledge and the best of attention to the 
smallest detail. 
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COMPANY 


New No. 312-328 North May Street, CHICAGO, ILL. 


European Headquarters “ Grady-Rebuilt” Typewriter Co., 12 Crane Court, Fleet Street, London, E. C. 
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THE GRADY REBUILT BUSINESS SPREADS ALL OVER THE WORLD 
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THE INCOMPARABLE 


THE DALTON 
DID IT 
Time 7 Seconds 
0 
7 65 
5 50 "af 
4 50 
13 50 
1 50 
15 
185 75 
4 50 
5 50 
150 00 
250 00 
55 00 
550 00 
L009 55 
Try this on your Machine 


is the only practica/ 


THE DALTON aachine for 


MULTIPLICATION 
Example No. 1 





THIS LIST WITH 


Adding Machine °°; 


76 50 
54 50 
150 OO 
65 00 


24 50 
125 60 
225 75 

7 50 
152 50 
9 75 


Try this on your Machine 


We challenge the world to produce AN 
LB that is equivalent to the 
»n any sum 


3ST TA 
Ny for finding the interest 
of money for a given time. 


Example No. 2. Figure the interest on 
$123.45 for four months and three days at 4%. 


Multiply 314563 by 1324 123 45 
0 125 45 
3145 63 125 45 
3145 63 1234 50 
3145 63 1234 50 
3145 63 12345 00 
31456 30 ‘ , 
31456 30 7 DALTON is more firmly intrench- 
314563 00 ing itself every day in the hearts of 
314563 00 the financial and commercial world. Our 151 84 
314563 00 most enthusiastic endorsers are our first 1518 40 
3145630 00 purchasers and we have sold the largest eee os 


4164814 12 


Above product on THE DALTON in five purchaser. 
seconds 


TRY THIS ON YOUR MACHINE 


Section of tax-book showing crossfooting 


corporations and most discriminating buy- 
ers in the world. We haven't a dissatisfied 


-) 


TRY THIS ON YOUR MACHINE 


on the DALTON. 


STATE TAX COUNTY TAX ROAD TAX SCHOOL TAX TOTAL TAX 
12 47 13 41 21 30 7 66 
Bankers’ daily balance showing sheet crossfooting and subtraction. 
OLD BAL. DEPOSITS CHECKS NEW BAL. 
John H. Smith 2344 14 766 356 E 897 60 


THE DALTON is without doubt the simplest, fastest, most perfect 
practical and versatile adding and calculating 
machine ever invented It is in a class by itself. It performs all the work of any 
of the old style eighty-one key machines with greater speed aad ease and in addi- 
tion thereto does many things that they cannot do. 
THE DALTON is a modern mechanical marvel that ates, 
multiplies, tabulates, figures interest and performs 
many other mathematical calculations with such facility, speed ond accuracy as to 
make it indispensable in any office where figures are dealt with. 


subtracts, 


ADDING TYPEWRITER COMPANY 





THE DALTON has but ten keys and no attention whatever has to 
be paid to the numerical order, the machine per- 


ved upon the 


forming automatically this function which has heretofore dev« 
operator. 

The inst: intaneous success of the DALTON is due in part to its s ible 
printing, small key board, simplicity, ease of operation, etc., etc. A DAL TON il 
your office is capal ble of demonstrating its superiority over old style eigh* y-one key 
machines, and winning for itself a perms nent home. 

Write for further information. 


FACTORY AND MAIN OFFICE 


POPLAR BLUFF, MISSOURI 
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One has little patience with those persons 
who adopt things simply because they are 


new; persons who are so tiresomely “up-to- 


date” that they fall over themselves trying 
to keep line; nor does one have much 
sympathy for the man who refuses to rec- 
ognize advancement, who hates an innova- 


7 


tion just because it is one. Pope’s advice 


“Be not the first by whom the new is tried, 


And not the last to lay the old aside.” 
Somehow or other we cannot rid out 
selves of the idea that most of us are by 
nature inclined to leisure; that we do not 
want t hurry, nor do we desire to hurry, 
but that we are forced to do so. If there 
is any sensible reason for this condition, it 
is our awakening to the fact that we are 


constantly passing on, and so are missing 
the opportunity to get out of the Ocean of 
Time that little portion which may do us, 
individually, some good. As every evil is 
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xaggerated good, perhaps 


to be « 
strenuous endeavor of ours to make twe 
lifetimes out of one, may, by and by, result 

1 revulsion of feeling and of action, but 
at present there is little indication of it 

It seems today that the doctor has 
time to train students, nor the business 
man to drill bookkeepers; neither can the 
busy lawyer devote many of his working 
hours to preparing his “understudy” for ad 
mission to the bar. The result is that there 
re medical schools, law schools, business 
schools, and they have, in many respects, 
their advantages. The boy who studies un- 
der one lawyer, no matter how successful 
he may be, is undoubtedly placing himself 
under limitations. A good law school is an 
association of persons; its books and its 
teachers form an aggregation of knowledge 
which widens the horizon of the student 
considerably; and what is true of the law 


school is equally true of the business 
school 
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Neither a machine nor a book is, in its 
completeness, a one-man product. The 
book has an author; it has one or more re- 
visers, or several persons have partici- 
pated in the making of it; the machine has 
an inventor, and upon the original invention 
many improvements will be based, so that 
the necessity for a course of instruction in 
the use of either a book or a machine is 
apparent. A person must be free from sub- 
servience to one man’s ideas, and that 
makes the school, with all the improvements 
it can muster, an imperative necessity. 

Our friends who are conducting this ma- 
chine, are not only serving their own pur- 
poses, as business men engage in a special 
field of labor, but they are doing a good 
work in so far as they are educating the 
business public to take advantage of all 
the inventions, devices and improvements 
that have for their purpose the so-called 
“saving of time” and promotion of busi- 


ness. 








[The office of the Emerson W. Price 
Company in Lima is the home of the Un 
derwood in western Ohio. The typewriter 
department of this aggressive concern is 
one of the largest in the West and no ex 


pense and effort are 
spared to boom the 
sale of this popular ma- 
chine 


During the summer 
a publicity campaign 
was instituted through 
the columns of “The 
Hornet,” the organ of 
the house, featuring the 


arrival of Miss Rose L. 


Fritz for an exhibition 
of the speed possibili- 
ties of the Underwood. 
This event was made 
the pivotal point of all 
their advertising and 


was finally fixed for the 
3rd and 4th of Novem- 
ber. Special invitations 
were issued to all man 
ufacturit ig concerms, 
professional offices and 
to all schools teaching 
shorthand and_ type- 
writing. The large dis 
play rooms of the 
Lima company were 
beautifully decorated 


and adorned with a 


profusion of palms and GROUP SHOWING MISS FRITZ, MR. PRICE 


chrysanthemums and 

during the two days nearly five thousand 
people came to see the marvelous work of 
Miss Fritz. The whole exhibition was so 
perfectly planned, the arrival of delegations 


from outside towns so well timed, that at 












Underwood in Western Ohio 


no time was there a crowd that could not 


ve comfortably handled. The culmination 
of the affair occurred in a series of five 
official tests presided over by a committee 


of ten selected from Lima’s bankers, busi 













































ness and professional men, Each of these 
tests Miss Fritz carried off with her usual 
All told it was a delightful 
and enthusiastic event and everybody went 


dash and vigor 


away impressed with the’ Underwood type- 


AND MEMBERS OF PRICE CO. FORCE. 


ZA 


NPY 


writer and charmed by the engaging per- 
sonality and remarkable skill of Miss Fritz. 
The picture accompanying this sketch 
shows Miss Fritz, the machine and the sell- 
ing force of the Emerson W. Price Com- 
pany, whose marked 
and distinguished suc- 
cess in the office ap- 
pliances field has set 
them among the lead- 
ers in the trade of the 
Buckeye state. 

The picture on this 
page is an interesting 
one—showing that the 
Emerson W. B. Price 
Company is letting no 
chance get by to im- 
press the public with 
the valuable features 
of the Underwood ma- 
chines. Here as else- 
where the remarkable 
speed work of Miss 
Fritz, proved a splen- 
did drawing card and 
aroused marked public 
interest. There is no 
one in Lima over the 
age of ten years, now 
probably who doesn’t 
know that the Price 
Company sells Under- 
woods. This is one of 
the kinds of publicity 
that brings results. 











Some advice is no good until it is 
tested, and some is no good afterward. 





Many a man’s honesty has kept him from 
biting on a get-rich-quick scheme. 








Around New York 





HO was the first man to discover 

the North Pole seems to have 

been the subject of much discus- 
sion, soreness of heart and bad feelings. 
The honor of being the first to reach the 
“Icy Stick” is at last almost beyond dis- 
pute, and we can all sit back and with 
admiration gaze on the man who got there 
first! To be first in whatever walk of 
life we choose is the ambition of nearly 
every man. Peary took with him to the 
North Pole a Remington typewriter, at 
least the machine got as close to the North 
Pole, as it is possible for a machine to go 
It was the first practical typewriter, and 
the first to reach the highest point north. 
We have not learned who sold this ma- 
chine to him but we do know that the 
man who enjoys the honor of having sold 
the first Remington typewriter is William 
F. Miller of New York. To do anything 


first requires patience, perseverance and 
courage. Mr. Miller has all these require- 
ments. 


ee ee 


It was in 1877, and the Remington type- 
writer was at that time made by E. Rem- 
ington & Sons for Locke, Yost & Bates 
The first machine was sold by Mr. Miller 
to a mercantile agency that had just started 
in opposition to R. G. Dun & Co. For 
some years Mr. Miller enjoyed the distinc- 
tion of being the only typewriter salesman 
in New York City, and as a territory he 
had New York, Brooklyn, New Jersey and 
newark. Just think of it! Of course they 
had troubles with the mechanism of the 
machines even in those early days, and 
oft needed the services of a mechanic as 
much as they did a salesman. Among other 
places Mr. Miller visited as a side 
was Hartford, Conn. In this city he sold 
31 machines in 30 days. One machine he 
sold to Mark Twain, and others to insur- 
ance companies. They were all No. 1 mod- 
els and the price was $125 each. It required 
some good arguments, and vast amount of 
perseverance to convince a man that he 
was wise to pay $125 for a writing instru- 
ment, when the highest price he had hith- 


issue 


erto paid could never have exceeded $1 
But Miller did it! 
> ba 
When the No. 2 Remington typewriter 


came out in 1880, it was sold at $150. Mr 
Miller sold the first of these to Mr. Rufus 
Hatch, a well known New Yorker, and 
scores of others to the most important 
Not only did he 


act as salesman, and sometimes repairman, 


stenographers in the city 
but he was instructor, and showed all pur 


chasers how to machine At 


this time there were probably only 50 sten 


operate the 


city outside the 
The first law 


ographers in the whole 


professional stenographers 


firm to use a typewriter was Sherman & 
Sterling of 20 Nassau street. Of 
Mr. Mililer sold this firm a machine, as well 
as one to Mr. W. C. Whitney who was the 
first New York official to use a typewriter. 
At that time Mr. Whitney was corporation 
counsel. In selling machines in these early 
days the great point was to encourage the 
There was no competition until 


course 


operator. 
later. 
* *” * 

Ever since those pioneer typewriter days 
right up to the present time Mr. Miller has 
remained a salesman. He has had offers 
galore from his old employers, the Rem- 
Typwewriter Company, who have 
recognized his worth labors. In 
spite of all he has preferred to remain as a 
salesman, and can look back with pleasure 
to all he has done to spread the good work 
of typewriting and the use of typewriters. 
A quiet, unassuming, modest man is Wil- 
liam Miller. His one time auburn mustache 
is today tinged with gray, but his powers 
of persuasion are as great as ever, and his 
faith in the Remington and all its works is 
as strong as of yore. He has probably sold 
in his career more machines than any other 
man. On the average he has sold between 
500 and 600 machines per year, and that 
surely spread over all the past years of 
typewriter history is “going some.” He 
has seen the typewriter grow from its 
delicate infancy to its days of flourishing 
prosperity. During all these years, day in 
and day out, he has sold the Remington to 
hundreds and thousands. Such an example 
of patience, perseverance, courage and fair 
it would be hard to Long 


ington 
and his 


dealing excel 


may Miller sell! 
a 

Another man closely allied with the con- 
temporaneous days of early typewriter his- 
tory is Mr. Felix F. Daus, and 
manufacturer of the well known Daus Tip- 
Top Duplicators. We found Mr. Daus at 
the Daus factory and office at 111 John 
street, New York. A short, active, ener- 
getic and very much alive man is Mr 
On the subject of duplicators, he is 
lutely au fait. What Mr. Daus doesn’t 
know about duplicators isn’t worth remem- 
bering anyhow. He is full to the brim of 
his subject, and neither time nor 
does he ever spare to assure any and every 
Du- 
do and what they will not do 


inventor 


Daus 
abso 


trouble 
possible customer just what the Daus 
will 
speaks English with a distinctly 
German reels it off 
and vim that betoken vast 
He is 


plicators 
While he 
accent, he with a flu- 
ency enthusiasm 
regarding his subject justly proud 
of his invention 


* 


would take Mr. Daus 


t} +h 


la le IS al 


Though at first one 


to be assures wus 


German, he 


American by birth, and a New Yorker at 


that. We were not so inquisitive as to ask 
his age, but we learned that in 1860 his 
father took him from New York to Berlin 
Germany, where he was educated, and ob 
tained that accent, which sticks closer to 
him than a brother. He returned to New 
York in 1880, and started the duplicator 


business. At that time he made the Hekto 
graph, a gelatine duplicator and had offices 
at 305 Broadway. He was very successful 
being the New York to 
duplicators with the gelatine process In 
1883 he brought out the “Dausacme’’—a 
clay process duplicator. This proved 
successful than the other duplicator 


first man in make 


even 


more 
and by 1885 he had built up a fine busi 
ness. After some years, certain former em 
ployes went into the business of making 
clay duplicators and soon began to cut 
prices 

7 * 

Once again Mr. Daus’ inventive genius 
got to work, and dropping the clay process 
he invented and produced the now famous 
Daus Tip-Top Duplicator, which was pat 
ented by him in 1893. This was the first 
composition duplicator ever produced on 
rolls It proved to be exceedingly success 
ful since that time he has sold over 80,000 
of these machines, and they have been sent 
throughout the civilized world. Mr. Daus is 
one of the most persistent and enterprising 


of advertisers, and his advertisements can 
found in magazine that 
great mass of readérs He 


usually be every 


reaches the 


sells his machines as a rule direct to con 
sumers without the intervention of the 
dealer 

’ + * 

By a strange coincidence, during the 
past two months, Mr. Daus while experi 
menting in his laboratory with certain 
chemicals just received from Germany, 
tried an experiment with the Dausacme Du 
plicator clay process, which he has aban 


doned many years ago. To his surprise he 
found he had succeeded in overcoming the 
were so especially 
those 


two weak features that 
noticeable in the old 
were that they dried up and cracked. He 
subjected the new mixture to the most se 
tests, found the 


would not freeze He at 


models ind 


and 
dry, crack, 


vere composition 


nor 


once proceeded to make the composition in 
quantities, placed it on trial with some of 
the largest firms in New York, and every 
one who used it was highly grat 1 with 
the results achieved. His energy and en- 
thusiasm are now again being devoted t 
the promulgation of his old love—the Daus 
acme Clay Process in its new dress 
* « * 
When Daus says a thing is so the du 


plicator line—there is no disputi1 





—it is so. He says: For 30 or 40 copies of a 
typewritten letter the new duplicator is 
first class. It can be cleaned off like a 
slate, and is ready for business again the 
next minute. It contains no glue, no gela- 
tine, and will stand heat or cold and will 
not crack or dry up. Mr. Daus declares 
it is going to be one of the most successful 
processes he ever invented, and Daus 
knows! Though Mr. Daus works hard, and 
can usually be found at his place of busi- 
ness, he takes a trip to Europe almost every 
summer. He owns considerable real estate 
at Rockaway Beach on Long Island, where 
he has a number of tenants who are as well 
satisfied with their landlord as are the thou- 
sands of his customers with the Tip-Top 
and Dausacme Duplicators. 


a ae 


Closely associated too with the early 


days of typewriter history in New York, is | 
Mr. Charles O. Gardner, city manager of | 


the Hammond Typewriter Company, at 171 


Broadway. His slight, active, wiry, youth- | 


ful figure shows not a trace of the 25 years’ 
service spent in promulgating the virtues of 
the Hammond typewriter. It was as an 


office boy in 1884 that Mr. Gardner first | 


joined the Hammond ranks. At that time 
the office and factory were located at 148 
Centre street. In due season Mr. Gardner 
was appointed supply clerk, and then sales- 


man. His rise was rapid, for he was made | 
manager of the New York branch in Octo- | 


ber, 1885, which position he still retains with 
credit to himself, and profit to the com- 
pany. 

x * * 

Mr. Gardner has watched the typewriter 
industry grow from almost nothing to the 
gigantic proportion it occupies’ today. 
When he began the Remington and the 
Caligraph were the only competitors of the 
Hammond, and wherever he went to dem- 
onstrate his machine, it was looked upon 
as a rare curiosity, and excited much com- 


ment. A very pleasant, sociable man is | 


Mr. Gardner. He knows his machine and 
every feature of it from A to Z, and in his 


quiet, undemonstrative but effective manner | 


sells machines where many another man 
would fail. Although the Hammond has 


not been pushed with the activity of ma- | 


chines of more recent manufacture, it is 
fully up to date in all modern requirements 
and in some especial features has distinc- 
tive advantages. That Mr. Gardner has 
faith in these, goes without saying, and his 
25 years of loyal devotion to the interests 
of the Hammond prove its worth. 





A contract made with one under age—a 
minor—is voidable by him except where it 
is for payment for necessities sold to him. 
What the law may regard as necessities for 
One minor may not be necessary for an- 
other. Reasonable considerations govern, 
and judgment is given according to habits 
and station in life. Absolute necessities in- 
clude proper food, clothing, shelter, and 
medical attendance, and probably educa- 
tion. 
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THERE IS MUCH 
EASE AND SAT- 
ISFACTION IN 
SELLING A 
STAN DARD 
HIGH-GRADE 
LINE, ALSO BEING 
QUICKER SOLD, 


MORE PROFIT- 
ABLE. 


OUR 


PROPOSITION 


TODAY IS THE BEST 
BEFORE THE DEALER 











WE WANT TO REACH EVERY LIVE STATIONER AND 
SUPPLY DEALER. HE APPRECIATES OUR LIVE UP-TO. 
DATE METHODS AND KNOWS HE MUST AVAIL HIMSELF 
OF OUR MANY ADVANTAGES. 





OUR GOODS ARE 
BEST KNOWN, OUR 
QUALITY THE HIGH- 
EST. WE HELP YOU 
TO SELL THEM IN 
4 THE’ REAL WAY BY 
= A FINE LINE OF AD. 
MATTER AND SAM- 
PLES PUT UP MOST 
ATTRACTIVELY TO 
REACH THE CONSU- 
MER, AND AS AL- 
WAYS PROTECT 
YOU AS MANUFAC- 
TURERS FOR THE 
TRADE ONLY. 





SEND FOR OUR NEW TRADE 1910 CATALOG AND AD. MATTER 


MITTAG & VOLGER, Inc. *?omtietiae” 


PRINCIPAL OFFICE AND FACTORY: PARK RIDGE, N. J., U. S. A. 
BRANCHES: NEW YORK, N. Y., 280 BROADWAY 
CHICAGO, ILL., 200 MONROE ST. 
LONDON, 7 AND 8 DYERS BLDG., HOLBORN, BE. C. 
AGENCIES: ALL OVER THE WORLD. 


















HERE are few successful “old type- 
writer dealers.” In fact there are 
establishments handling typewriters 
which are entitled to the term “old” as I 
use it, for the simple reason that just a few 
years back we were all “one machine men,” 
which at this time spells failure to one who 
Of course, branch offices 
and a great 


buys and sells. 
handling one make may be, 
many are successful, but to the man who 
engages in the typewriter business on his 
capital, I say by all means handle 
Of course, if you can obtain a 
it helps, but by 


own 
“rebuilts.” 
good new machine agency, 
no means let it detract from your rebuilt 
lines. 

The success of a rebuilt typewriter dealer 
depends upon many things, but as the first 
and foremost in beginning and handling 
successfully a business of this kind, the fol- 
lowing three very important details should 
be carefully considered: 

How to Get Started. 


number of wholesale 


First, there are a 
dealers from whom to obtain your supply 
Their prices vary considerably and their 
advertising is so closely alike that the un- 
initiated buyer is apt to be led into the be 
lief that the cheapest line will be the most 
acceptable to his business. This is the first 
mistake, and a grievous one, as a stock of 
inferior machines not only absorbs a great 
deal of your working capital, but an un- 
satisfactory machine sold to a good cus- 
tomer loses his business and a repeat order 
never comes. The very best lines on the 
market should be taken. There are several 
real rebuilders and all of them are anxious 
to sell their product. 

Having decided upon the line, the next 
question of importance is a location, and 
here is where many typewriter men make 
the mistake which causes their failure. The 
writer has visited personally many rebuilt 
stores, and in nearly every instance found 
them on either a side street or upstairs, 
where the rents are low. They do this un- 
doubtedly with a view to economy, never 
taking into consideration the fact that 
ninety per cent of the successful merchants 
of their town are located on the most prom- 
inent thoroughfares. My idea along these 
lines is that you should be located, regard- 
less of the rent, in the very best portion of 
the city in which you intend to do business. 
Of course, I do not mean by this to pay an 
exorbitant amount, but a space large enough 
for a sales room can be obtained anywhere 
at a nominal figure, and if only two or 
three typewriters are sold each month on 
account of your location, this alone will 
more than pay for your excess expenditure 
Again, a good location will give a dealer a 
prestige that he could never gain in an out 
of the way place. 

Having decided on your line and selected 
next important feature 


your location, the 








Handling Rebuilt Typewriters 


Drawn From the Crucible of Experience by 
Kenon Taylor, of the Taylor Rebuilt 
Typewriter Co., Memphis, Tenn. 
presents itself; that of advertising The 
name of your firm cannot be brought too 
prominently before the public, but a use- 
less amount of money may be spent in ac 
complishing this end. Do not jump at 
every advertising proposition presented for 
your consideration, but never turn an ad- 
vertising man away without a hearing. Do 
not expect something in an advertising way 
for nothing, for remember, publicity makes 
your Decide on the 


advertising you care to use, but do not over 


business. method of 


tax yourself on the start. In a town of 
two hundred and fifty thousand the 
tion of about five billboards 
placed at $2.50 per month each is a 
A daily offer in the classified col 
and daily 


selec 

judiciously 
good 
starter. 


umns of your leading second 





KENON TAYLOR. 
papers is the second step, and the third—a 
very important one—is to use reading mat 
ter in the different 
not let this ad appear as an advertisement, 


papers at intervals. Do 


but as some interesting fact about your 
business, appearing as news. These three 
suggestions, together with various little 
methods that will present themselves to 
you, should give sufficient publicity to a 
small business 
Having decided on these three most im- 
questions, the next to be consid 


portant 
ered is the selection of an adequate force: 
to handle your business. It is not an easy 
to get expert typewriter salesmen, 


matter ge 
for the new companies are after such men 
at all times and can pay such high salaries 
that they will take your men from you, but 
there is an abundance of undeveloped ma 
good 


train 


good appearance, 


Take these 


terial—men_ . of 
bright and 


mixers and 











them, and while teaching them yout 


still enough loyalty to retain them if they 
develop, and to retain their good will, even 
if you let them out. In training these men 
it should be made to their interest to boost 
the business at all times and under all cir 
cumstances, and to do this you must have 
their absolute confidence and bs y as 
interested their weifare as you n the 
welfare of your business. 
Pitfalls to Avoid. 

In selling a line of rebuilt typewriters one 
of the most essential accomplishments is 
eliminate your preference f ti 
ular machine, but this must be d fo 
you are selling any make that a me! 
may prefer, and taking into consideratio1 
the fact that if you have what a man wants 
half the sale is already made, 1 be 
the height of folly to try to convi1 him 
that something else would suit him equally 
as well 

Be absolutely on the squars [any type 


+ ncwmy? te 


writer men are so anxious t¢ 


sale that they often exaggerat { 
such an extent that a prospective buyer is 
led to believe that possibly they have mis 
represented. Make only such promises as 


you can keep, and regardless ense 
time or worry, keep every promise jy 
make. I am sorry to say that this has beet 
overlooked in so many cases that the gen 
eral public has become very skeptical of 
the average typewriter dealer, but if you 
will adhere strictly to this advice, you will 
place your business on a foundati that is 
invulnerable. 

Watch your expense account lo not 
mean by this to be “measley,” but see that 
every nickel spent goes in the proper man 
ner, and in order to do this, the head of the 
business must be thoroughly sant 
with its every detail. Do not try make 
your proposition a one-man affair, but in 
stead have lots of confidence in your as 
sistant, and to increase this confidence fol 
low them closely, and in such 
that if a mistake is made you w find it 
at ones This gives you something d 
and keeps the employes on the 

In order to keep before the public, after 
you are once established, it is sary 
that all calls must be answered promptly 
and regardless of the number, “Smile Che 
customer thinks he has a kick i 
call, and I have known in a numbet! 
stances where repairmen, in an 
convince a customer that there is nothing 
the matter with his machine and 
trip was useless, have not only lost 1 bus 
ness of such customers, but have n 
an enemy of their establishment \ great 
many repairmen, after the first or s nd 
call on the same _ proposition, begin 
grumble They do not take int le 
tion the fact that you pay them the 
time ind consider it a pers ff1 
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A single sheet of thin tissue, a dox- 
en or more heavy carbons, or both 
—the new L. C. Smith & Bros. 
Automatic Paper Feed holds the 
paper always in place, writes per- 
fectly at extreme edges all around. 
No time wasted finding position 
—insert the paper and revolve 
the platen—then full speed ahead. 


One typewriter that 
does the work of two 
—and does it Better. 


That’s the NEW MODEL 


am Smith & Bros. Typewriter 


ALL THE WRITING ALWAYS IN SIGHT 


A writing machine—a complete condensed billing machine and _tabulator 


all in one. 
Typewriter. 


double the life of ordinary pinion bearings. 
precision and ease of operation 


That’s what you get in the New Model L. C. Smith & Bros. 
Ball-bearings at all important wearing points, with more than 


They increase speed, insure 
that’s why they are used in motor cars— 


that’s why they are part of L. C. Smith & Bros. Typewriter construction. 


Biller, Tabulator, card writing device, and other features, employed elsewhere as attachments, 
are all Jnbuilt vital, integral parts of the L. C. Smith & Bros. Typewriter, and, with the free, 
easy, but absolutely precise operation of ball-bearings throughout, are big points of superiority— 
making one machine do the work of two, and do it better—at a one-machine cost. Write for the book. It’s free. 


L. ;: SMITH & BROS. TYPEWRITER CO., (Branches in all Large Cities) 


Head Office for Europe, Asia and Africa: 


SYRACUSE, N. Y., U. S. A. 


° ° 19 Queen Victoria Street, London, E. C. 











Are You After 
British Trade ? 


If so, advertise in the ‘‘ Stationer 
& Printer’’—the paper read 
by the good class Re- 
tailer and Whole- 
saler. 


Specimen Copy and Rates on Receipt 
of Post Card. 


STATIONER & PRINTER 


160a Fleet Street 
LONDON, ENG. 











1-10 OF YOUR GIRL’S TIME IS WASTED AND 
YOU PAY THE BILL, MR. BUSINESSMAN 


Wasted when she stops typewriting to haul the typewriter carriage to}position 
for a new line. Paid for skilled service, she wastes the time in common, labor. 
With 10 operators, time wasted equals one girl's full time; with 100, 10 girls’ 
fulltime. Pretty expensive when you pay reasonable wages. 

We make a simple, inexpensive device that instantly returns the oti 
writer carriage, and also moves the big book and billing machines on the 

in any direction, by merely touching a key. Large corporations are adopting it. 


Write us, naming make of machin We'll either have your manufacturer get 


busy or you'll hear from us direct 


The Main Return Company 


8913 Lorain Avenue Cleveland, Ohio, U. S. A. 
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when they are called twice on the same job. pick up business which you have over shows from the large amount of data at 
If you have a man of this kind in yourem- looked by the mere fact that you thought his command that this class of crime is 
ploy, fire him quick, because he can do ‘that place does not need a typewriter.” steadily increasing. From these statements 
more damage and lose more trade in ten Do not buy business. Let the “new of the great detective G. W. Todd & C 
minutes than your best salesman can get dealers do this Keep in touch with every ‘deduce some very excellent arguments for 
back in an equal number of days new dealer in vour territory and endeavor the use of the Protectograph, not only by 
A spirit of good fellowship must prevail to obtain and keep his eood will. for often. large frms but by men having small ba 
and this must extend to all with whom you = when fighting each other, it is to their in ances as wé 
do business, for, unfortunately, the office terest to throw business to a rebuilder. and While for a forgery the bank 
help, and as a general thing, the cheapest jt js yery much to your interest to be the Sponsible and must stand the loss, it has 
man in your customer’s establishment, does ne : ’ been held that where a check is everly 
all the buying in your line, especially sup ae oF raised, the bank is not responsible r the 
plies and office accessories. loss, but that the depositor must stan 
In canvassing the business make such a GIVES STARTLING FACTS. it. The depositor should have adopted 
canvass thorough. The writer has_ sold G. W. Todd & Co., of Rochester, N. Y., measures which would have made it im 
typewriters to almost every class of busi manufacturers of the Protectograph, one possible for his check to have beet n 
ness, and in working a territory begin wit! f the best known check protectors on the pered with 
the bank, then the law offices, mercantile market, have issued a booklet giving ex Business men should take heed to these 
houses, court house, and even the barber’ tracts from speeches and reports by Wil legal distinctions and assure themselves of 
shops, for in this manner a competitor, liam A. Pinkerton on the subject of forgery some means which will protect their vn 


when he hits the same territory, will not and the raising of checks. Mr. Pinkerton paper 


a 
me wer. 








MONARCH FOREMEN AT SYRACUSE. 


Top row, from left to right—Wm. M. Goering, Wm. O’Connor, O. B. Ford, C. M. Babcock, R. L. Williams, W Cc. Hay, E. G. Adsit, P, Van Der 


l, . P. Pratt, W. C. Manning, F. Cary, T. A. Sullivan, C. A. Peck, 2 
ae row, from left to rigqht—A. Reed, S. W. Fay, W. Underdonk, C. Frazer, H. N. Josleyn, G. F. Jones, C. H. Q’urereau, A. W. Watts, E. R. 
tier, J. E. Straub, F. L. Perkins, H. Ostrander, J. W. Henderson, ; 
_ Third row, from left to right—M. C. Nellienbeck, A. Miller, Wm. Waer, W. M. Wiard, N. P. Pawley, J. Herman, I. S. Berry, L. Norgren, Wm. 
, BD. L. ivens, F. B. Mathews. ; : ; 5 
aa ~ A, left te right—J. Koerner, C. Bond, W. W. Coddington, R. F. Crudginton, G. B. Brand, Superintendent; J. E. Mitchell, Gen 


eral Manager; E. E. Barney, former Superintendent, now Superintendent of Smith-Premier Works; A. Doyon, ©. H. Schrader, A. W. Reynolds, A. 


F. Norgren. 

















a Addin 
Visi ble ieee 


Ghe Modern 






The adding machine of ten years 
ago would add, and that was 
about all that could be said for it. 
Today the adding machine buyer 
has a right to expect an improved 
machine — a machine that will not 





Over Thirty 
Different Models 
For Special 





Requirements 1 
only work, but work with more convenience, 
speed and ease than the old’machines. 
The Wales compares to other adding machines as the 
automobile of today does to 'that‘of tenjyears ago. 
WALES Advantages: 
Visible Printing, with Visible Totals displayed Non-Add Key and Non-Print Key eliminating 
close to the printing point so that both can be items from either listing or totaling, as de- 
taken in at a glance. sired. 
Self-Correcting Keyboard, doing away with the | Light Handle Pull—requiring only half the 
time lost in operating a bank of correction keys. effort necessary on other machines. 





ss o . 
Bulletin of Openings for Salesmen 
Can use three first class salesmen for stations in New York State, operated under the 
direction of New York City Office. 


Also positions for three first class men for Philadelphia and adjacent territory operated 
from Philadelphia office. Apply to Mr. W. H. Boyd, 278 Drexel Building, Philadelphia. 
Ric 











THE ADDER MACHINE CO., Wilkes-Barre, Pa. 









the address of Mr 


-W hile 


too long to quote in full with but 


Dyer is 


a limited 


Note 


space at our disposal, readers of Office Ap 


find the following excerpts 
both 


editor has 


pliances will 


speech interesting and in 
structive. The 
portions which seem to him to embrace the 


' 
leading distinguished 


from the 
selected those 
points made by the 
speaker 

T IS probably only in the last fifty 
become the _ well 
United States 
young men 


business school 


years that it has 


custom in the 


to employ as office 
educated in a 
only by the em 


adopted 
assistants 
and women 
instead of trained 
ployer in his office. But 
this economical plan took hold in this coun 
seen by employ 


those 
own when once 
try its value was quickly 
ers, and we have the long list of wonder 
fully highly proficient 
schools of business existing in the 
United States which command the admira 
tion of every country on the globe. 
Those countries bordering on our 
domains claim our first attention as we are 
with them and 


successful and 


now 


own 


more closely associated 
many times graduates of our schools find 
positions there and are very successful 
We may, for all practical purposes, include 
the schools of Canada in a class with those 
of the United States because they do not 
vary to any great degree in their methods 

When I was in Cuba in 1905, one of the 
things which impressed me most were the 
clubs of Havana. There are two large ones 

the Centro Asturiano, having a member 
ship of upward of 19,000, and the Associa 
Dependientes del Commercio, in 
other words, the Association of Clerks, 
having a membership of 23,000. These 
clubs, while social, are also beneficiary and 
maintain magnificent establishments. The 
membership fees are $1.50 Spanish money 
per month; and for those dues one may ob- 
tain instruction in nearly everything—read- 
ing, writing, grammar, dancing, music, 
sculpture, drawing, bookkeeping, typewrit 
ing and stenography. I believe these clubs 
to be the places where typewriting and 
stenography and bookkeeping are taught to 
young and women most largely in 
Cuba, and to the best of my 
the American college idea has little or no 
position elsewhere there, certainly not out 
side of Havana. 

It will be interesting to you, perhaps, for 
me to describe briefly these clubs in pass 
ing. The Centro Asturiano has a beautiful 
ballroom where they have assemblies, and 
this room was fitted up at the expense, | 
am told, of $35,000. It has also one of the 


chess world 


tion de 


men 
knowledge 


most famous rooms of the 
Each club has a gymnasium and maintains 
a hospital in the country for the benefit of 
If a member is sick, his doc 


If obliged to leave the 


its members 
ter’s bills are paid 








By William Allen Dyer, Vice President and 
General Manager, Smith Premier Type- 
writer Company, Syracuse, N. Y. De- 
livered before the National Commercial 
Teachers’ Federation at its Convention 
in Louisville, Ky., in December last. 


country to recuperate in another country 
his traveling expenses are paid and he is 
allowed $50 per month for six months; 
free medicines are furnished to the mem 
bers. In the reading rooms are found all 


the daily papers and magazines 

The Clerks’ Association in 1905 furnished 
a beautiful marble 
upward of $100,000 on one of the 


+ 


building at the cost of 
fashion 


able streets of the city, the Prado These 





WILLIAM ALLEN DYER. 


clubs are, without exception, the most re 
markable organizations of their kind I have 
ever heard of. It is only within the last 
half dozen years that they have taken up 
and stenog- 


least 50 


the teaching of typewriting 
raphy, but in one of them now, at 
to 75 machines are used and the course in 
bookkeeping is said to be very complete 

The thes¢ 
principally given at 
business employes, who, not 
study in the daytime on account 


their 


instruction in academies, is 
night. and largely to 
being able to 
their 
work, spend evenings in educating 
and preparing themselves for better posi- 
lines. The period of 


not regulated. by 


tions in commercial 


the course is length of 
time but by the ability of the student ac- 
cording to the judgment of the directors, 
for unless a student, in their opinion, is fit 
to satisfactorily hold a position in a com- 
mercial house, the school directors will not 
give him a graduating diploma 

There are other commercial academies in 
Cuba, such as Howard’s business 
courses on the American system are taught, 


where 






ae y 





Business College Product in Many Countries —"— 


Ln \rcos which require rs 
tuition tor the full commercia irse 
There is also a school called tl dal 
Typewriting Academy, devoted t hing 
typewriting by Mr. Vidal’s systen Some 
of the most important professional men of 
Cuba have taken a course at this place 

idea of learning typewrit 


merely with an 


ing, though they do not make their living 
by such work The Havana Institute or 
High School, maintained by the Cuban 
Government, also has a commercial urse, 
including typewriting and stenogray ind 


some very accurate students have me 


out of this school and are holding posi 
tions. There probably exist of all kinds 
about a dozen or fifteen commercial scl Is 
in Havana. These schools do n issue 
catalogs as we do but the principal schools 
have men and women 


devoting their time 


exclusively to visiting the families and busi 


ness employes and inducing them take 
up the commercial course. 

In Porto Rico there are probably 1 om 
mercial schools along our lines, but the 
Normal School, located at R Piedras 


about eight miles from San Juan, has been 


affected by the American 
idea without a doubt for they have insti 


Business Schoo 


tuted a two years’ business course, teach- 


ing stenography, typewriting and kindred 
subjects. At the 


commercial! present time 


this course compares very favorably with 
similar urses in our high schools and 
colleges here and improvement appears to 
be constantly made Aside from this 
school, there is little opportunity for in 
struction along business school lines and 
one desiring practice in office appliances 
must secure that ‘practice in the office of 
the concerns selling those appliances. Fol 
lowing the assumption of control of Porto 
Rico by the United States, much progress 


has been made in an educational way, and 


since the introduction of instruation in 
shorthand, typewriting and business pro 
cedure in the last four years, a mpara 
tively large number of stenographers has 
been graduated, and the popularity f the 
course is marked. Before the United State 
took charge there were about 50 hools 
and probably less than 8,000 pupils and in 
struction was more or less meagr‘ Now 
there are said to be 1,800 schools ani 110, 


000 students. Most of the stores now de 


employ stenographers where they 


sire to 
never before thought of it. It would look 
as though Porto Rico might be a good field 


for some enterprising American Business 


School man who js also interested to teach 
Spanish 

As to the pay of stenographers both 
Cuba and Porto Rico it varies according to 
the stenographer’s ability and the concern 
employing. Those who understand Eng 
lish and Spanish get anywhere from $75 











to $150 a month gold. If English only, 
$75 to $100 gold. Spanish is not so valua 


ble and the pay of stenographers who 
speak or write Spanish only is not so good, 
for, too, the native girls can live more 


cheaply at home than English speaking 
people will, and understanding but the one 
language they are willing to work for from 
$25 to $60 a month 


Commercial Schools in England. 


The country which has more closely fol 
lowed the American Commercial School 
idea than any other, is undoubtedly Eng 
land. The proverbial conservatism of the 
Englishman made the introduction of type 
writers, and therefore modern business 
methods, much slower than in the United 
States, and it was not until the year 1889 
that the typewriter was taken seriously by 
the’ British. At that time there were al 
most no business schools in that country,- 
that is schools established with the avowed 
intention of fitting young people for mer 
cantile positions. There were a few insti 
tutions, it is true, perhaps worthy of the 
name of school, where shorthand was 
taught At that time the old apprentice- 
ship system, now fast dying out in England 
as elsewhere, was the established method 
of introducing boys and practically no one 
was fitted for a business career in any 
other way. The idea of a woman going in 
for business was a thing unheard of. 

Now, while the proportion of business 
colleges to population is far less than in 
the United States, Great Britain has a num- 
ber of excellent schools in which book- 
keeping, shorthand and typewriting are the 
leading features. These schools, especially 
the most successful ones, are modeled 
somewhat on the American plan, Mr. de 
Bear, the able principal of Pitman’s School 
in London, having made two or three ex- 
tended trips to America during the last fif 
teen years to study American methods. 
The English commercial schools have al- 
ways made a strong specialty of bookkeep 
ing and penmanship and they have, in my 
judgment, been able to persuade their pu- 
pils to a longer course in this branch and 
others than we have on this side of the 
water, and perhaps this is so because an 
Englishman not being in quite the haste 
that we are—let us attribute this to our 
nervous climate—is willing to spend mor‘ 
time in grounding himself properly for a 
business career than is the American man 
or woman. I would venture as an opinion, 
though I cannot speak from absolute 
knowledge, that Mr. de Bear or any other 
English business ‘college man (and prob 
ably many of the leading ones have visited 
us) would say that they learned less from 
us in accounting and certain other business 
methods than in methods of teaching short 
hand and typewriting 


(To be continued.) 


One does not need a perfect knowledge 
of grammar to speak good and true words 
all the time. 
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There is a reason for it, when 7,500 
No. 2 Victor Typewriters 


are ordered by one concern, after a careful investigation of all 
the various machines in the market. 

The International Correspondence Schools of Scranton, 
Pa., didn’t make this selection hurriedly—they were months 
doing it—tests of all machines were made. 

The Victor won the order by its superior construction; its 
durability under heavy work; its adaptability to all classes of 
work; its improved devices and its ease of operation. 

The combination of all these excelling, practical features 
is what did it. 

Catalogue and booklet free. 
Some good territory stall open. 


Victor Typewriter Company 
812-814 Greenwich St., New York. 


The Lineograph 
DUPLICATOR 


Simple in construction. Simple to 
operate. Results always satisfac- 
tory whether type or hand-written 


circular. Neat, clean, compact. 


IMPORTANT. | Lineograph machines are 
sold without restricting the user to purchase or 
use oursupplies. Send for Price Lists and de- 
scriptive booklet. 


TheLineograph Company 
Makers of Duplicates and Supplies @ 
112 Fulton St., New York, U.S. A. 
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laboratory psychology has 

leaked into the business world to 

reveal some startling facts That 
most business methods will not stand the 
test of reason is proven by the many er- 
roneous theories that have been accepted 
by generations of business men as truth 
little test of reason would 
their fallacy. It that 
prone to accept repetition 


NOUGH 


have 
the 


when a 
shown 
human 
in lieu of proof. 

Once in a while a thinker is turned loose 
business world who disregarding 
precedent revolutionizes methods. The 
reasoning of such men is remarkable for 
its simplicity. Lincoln attributes his suc- 
cess as a lawyer to the very simple sys- 
tem of devoting two hours thought to his 
opponent’s side of the case to every hour 
devoted to his own side. 

What a wonderful change 
effected in selling methods if even an equal 


seems 
mind is 


in the 


would be 


time were devoted to the customers’ side 
of the case. 
Commercial agency statistics attribute 


the 95 per cent of failures to such causes 
as: lack of capital, bad credit judgment, 
etc. A careful analysis would show that 
back of these reasons is the lack of a plan 
The 


much envied 








Getting Results from Retail Business 


Some Sound Advice to Dealers Regarding 
Successful Conduct of Retail Business. 


By H. M. Ballard, 


Manager 


Chicago 


Branch Fox Typewriter Company. 


and a few test questions that might be 
plicable to the business of an Office 





H. M. BALLARD. 


ap- 


Ap- 


pliance Dealer are suggested here 











Will your business existence stand the 
test of “Why?” 

Mentally lock the door of your store 
and answer these questions: 

“Will the people with whom I[ am doing 
business sustain any real loss through my 
withdrawal?” 

“Can they buy my line of goods else- 
where?” 


“Will they have to pay more for them?’ 

“Will they miss my personal service?” 

“In short is my business a real benefit to 
the community?” 

Make a list of the losses your customers 
sustain and you have your selling 
reasons. You have tested your foundation. 

The selling plan comprehends “What to 


would 


sell” and “How to sell.” 
The office appliance dealer sells merchan- 
dise and service. All merchandise coming 
under the head of office appliances or sup- 
plies should be listed and the articles now 
handled checked off. The remainder of 
the list should be carefully checked for the 
purpose of adding to the present line. Com- 
plete lists of office appliances and supplies 
can be obtained by addressing the publish- 
ers of this magazine 
article is 


admitted to your 


stock it should be 


Before an 





gift of foresight of 
our captains of in- 
dustry is often found fy 
not to be a gift at 
all, but a simple cal- 


future 


The 
culation of 
results from present 
facts. In other 
words, planning for 
pre-determined suc- ~~ ae 
cess and testing the 
by reason in Ser 
guard 


What there 


plan 
order to 
against miscalcula- 
tion. It is advisable 
to reduce the facts 
to writing and dia- 
gram. An attempt 
to build a house 
without a plan 
would likely result 
in failure. One 
might succeed in 
making an auto trip 
Chicago to How to 
New York by sim- sell 

ply going east but 
a route mapped out 
in advance would be 


from 


the saner method 
A little time could 
be spent more 
than by 
test- 


not 
profitably 
preparing and 


ing a business plan. 





» goods 


vice 


Salesmen 


Advertising 


mediums 


Classification 


Reasons for handling 


service 


Business 


Personal service 


Duties 


Instruction 


Value 


Appropriation 


Copy 


List present 


List 
Profits 
Service, 


Promptness 
Accessibility 
Range of 
Courtesy 


Knowledge of office system 


Ways and 
Making it 
tive buyer 


fore buying. 


Number of people 
to rent, 
Proximity to trade. 


proportion 


Attention to 
Creating new 


possible 


accommodation. 


possible for prospec- 


tested from the buy- 


er’s standpoint. It 
should pass such an 
ROS... Test examina tion as: 
iit woot “Will it effect an 


economy or a con- 
venience?” “Will its 


of delivery quality measure up 


atock to standard?” “Will 
it give satisfaction?” 
“Will it help the 
means of saving sale of other mer- 


to experiment be- chandise?” “Is there 
a demand for it?” 

that pass i “on 
hat pass in Can a demand be 


created, and if so, is 
the margin of profit 


eguiar trad: ~ 
trade. ; sufficient to cover 


Relation of buyer, salesman and the expense of main- 
dealer . ° e 
taining after the 
Selling points. . 299 ‘OUT 
— sale? What are 
Point of view the o b jections?” 
Competition. “What are the pos- 
Relation to gross profit ethiliesee 2” “ . 
Relation bo net paont sibilities! Is it 
Maximum result for time consistent with the 
Relation to volume present and balance of my line?” 
anticipated. . 
Relation to profits, expenses and Service. 
capital. The office appli- 
Newspapers, letters, booklets, ance dealer renders 
signs, catalogs, mailing cards, = x ° : 
novelties, human two kinds of serv- 
ice, one, the distri- 
Its objects. . ° ree 
Tests bution of goods, the 
5 ( cc 7 alive 
Estimate value and utilize man- promptn¢ f deliv 
ufacturers’ advertising ery, the mplete- 


ness of stock, etc., 


and the other per- 








diagram 


A simple 








sonal _ service \dding machines, typ 
writers, loose leaf ledgers, filing cabinets, 
duplicators, etc., are merely mechanical de 
vices for the carrying out of a system 
It is the system that makes the sale possi 
ble. The office appliance dealer has th 
opportunity of investigating and working 
out the concrete application of each new 
system, and demonstrating the saving or 
convenience to his customers, in that way 
rendering a tangible service. The fee for 
his work is included in the price of th: 
devices sold 

It is much more profitable and satisfac 
tory to approach your trade from the view 
point of being able to show them a way to 
save money than from the mere selling 
standpoint 

How to Sell. 

Generally there are three factors in the 
office appliance dealer’s selling plan: the 
store, the salesmen, the advertising, Thx 
function of each should be clearly defined 
and understood and the relation of each t 
the other specified 

The store is the place to display th 
goods, carry the stock, take the orders and 
keep the records. Both the window and 
interior are used for display purposes, Thi 
window to tempt people inside and the in 
terior to turn the interest into desire and 
the desire into an order. The window dis 
play may be more or less pretentious but 
should always stand the test “Why” i. e 
is there anything in the window that offers 
a satisfactory reason why the people should 
come in 

The undivided attention idea should pre 
vail in the inside arrangement. To illus 
trate a prospective typewriter buyer 
should have an opportunity to examine th¢ 
typewriter without diversion to some othe: 
device or contrivance until the typewriter 
sale is completed. The prompt transac 
tion of business should be taken into con 
sideration in the arrangement. 


Salesmen. 

The salesman’s place in the selling plan 
is the closing of deals. His value should 
be carefully computed and his time planned 
to yield the maximum profit. It is poor 
business for a salesman to devote his time 
to any part of the work that can be ac 
complished by cheaper means. The sell- 
ing talk should be carefully prepared and 
tested, the most efficient test being that 
of placing yourself in the buyer’s position 
and judging the effect from his standpoint 
“Would you order the goods, if you were 
in his place?” Every statement should be 
carefully analysed and retained or discarded 
according to its logical effect on the buyer 
The salesman should be thoroughly con- 
vinced that he is rendering service to every 
man with whom he does business. To 
illustrate this point: one of the typewriter 
companies has recently equipped a machine 
with pin point type which driven through 
the fibre of the paper using an indelibly 
inked ribbon gives perfect check protec 
tion. The demonstration of the typewrite: 


OFFICE APPLIANCES 65 











Monarch 
Wide 


Carriages 







= © 7 <8 ee we ce oe te OTe i 


Made in Seven bevy «=‘laking Paper Up 
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Monarch Adaptability ‘° 


Monarch Typewriters do more than merely write letters. They write anything from 
index cards to the widest forms you wish to use—all with the same ease and satis- 
faction. The widest Monarch carriage runs as easily as the narrowest. Furtherimore, 
the touch of the keys and the shift for capitals is equally light on all Monarch models. 

Let us demonstrate to you the mechanical reasons for the "Monarch Light Touch." 

Write for Illustrated Descriptive Literature 


THE MONARCH TYPEWRITER COMPANY 
Executive Offices: Monarch Typewriter Building, 300 Broadway, New York 


Chicago Boston Pittsburgh Cleveland New Orleans 
Philadelphia St. Louis Baltimore Washington Omaha 

















and all other leading cities 


PULL OUT 


Vertical File Transfer Cases 


Wood Frame, Walnut Finish, 3-16-inch 
Trunk Board Panels, Cannot Warp 
or Split. 

Each Drawer is strongly braced with 
Steel Braces and has a Brass Handle 
bolted on and Brass Label Holder. 

Capacity—The entire contents of a full 
sized vertical file drawer or ten flat 
sheet letter files. 

Prices talk. Write and get them. 


EDWARD KIMPTON CO., Makers, &°.49"5 38% 
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is not the important feature but the demon- 

stration of saving through check protec- 

tion and the saving of this particular de- 

vice over less effective methods. 
Advertising. 

There are three divisions of this sub 
ject, appropriation, mediums and copy. In 
estimating the appropriation it is well to 
keep in mind that advertising is‘ the ma- 
chinery end of your selling plan and should 
be treated. in the same manner as you 
would treat any other machinery that re- 
duces the payroll or increases the volume. 
Advertising is the means of acquainting 
your possible buyers with your selling facts 
at the lowest cost. In selecting mediums 
for your advertising, it is first necessary 
to locate and define your possible field 
To list by classes all possible buyers of 
your goods and utilize those mediums that 
will carry your copy with the least waste 
circulation, Generally office appliance deal 
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catalogues, booklets, mailing cards, letters 
and novelties. 

Primarily copy is intended to sell goods. 
Any diversion from this intent is waste. 
The b st test for advertising copy is to 
put the words in the mouths of your sales- 
men and ask them if they would be willing 
to repeat them verbatim to their customers 
The silliness of some advertising copy can 
be avoided in this manner. You would 
find it difficult to hire self respecting sales- 
men to go out and tell the stories to cus- 
tomers that you sometimes find in print. 
The copy should be natural, sincere, spe- 
cific and logical. There should be some- 
thing in each copy that identifies it with 
all other copy so as to insure the accumu- 
lative benefit. If you expect a prospective 
customer to answer advertisements you 
must put yourself in his place and answer 
the question “Why should |?” 

The manufacturer’s advertising should be 





depending upon the manufacturer’s maga 
zine advertising you should test the prob- 
abilities by estimating what proportion of 
the total expenditure effects your territory 
A little simple figuring may develop some 
f the 


surprising facts. As an illustration 
manufacturer of an office appliance device 
is spending $30,000 to cover the country 


with national magazine advertising, he is 
spending $30,000 to talk to 100,000,000 peo 
ple. If the population of your territory 


is 100,000, then you are benefiting to the 
extent of just 1-1000 part of the $30,000 or 


$30 annually, or 10 cents a day. This sug 
gestion is for the purpose of impressing 
the necessity of testing every part of your 


business 
The office appliance dealer working from 


a well prepared and tested plan, writing 
down service as his chief asset, has nm 
competition from the man who works from 
day to day with the single idea of the re 





ers can successfully use newspapers, signs, utilized, especially the printed matter. If turns of that day. 
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At the monthly meeting of the National 
Association of Isaac Pitman Shorthand 
Teachers on Saturday, December 18, at the 
Packard School, New York, a lecture il- 
lustrated by lantern slides, was delivered 
by G. H. Seward of the Remington Type- 
writer Company on “The Typewriter of 
Yesterday and Today.” 

The method of presenting the paper was 
pleasing to the audience, who watched, in 
pictures thrown upon the screen, the evo- 
lution of our modern writing machine from 
thg early crude models to the present 10 
and 11 models of the Remington type- 
writer. 

The story describing the various steps in 
typewriter evolution was told by Mr. 
Seward under the following headings: 

l. History of typewriter development 

2. Structural intensification. 

3. Application of writing machine to 
business needs. 

4. Devices depending on typewriters. 

5. Power typewriters. 

6. Typewriters in accounting. 

7. Adding typewriters. 

It may be interesting here to note some 
of the facts brought out by Mr. Seward in 
his discussion of the first topic 

Burt’s “typographer” of 1829 was the first 
device illustrated, and this was described 
as the first record of an American inven- 
tion of a typewriter. This machine was 
patented by William Austin Burt of De- 
troit, Mich., and was a very crude box, 
open at the top, and mounted upon legs. 
The next step illustrated in the develop- 
ment of the typewriter was the invention 
of Charles Thurber of Worcester, Mass., 
in 1843, the essential feature of which was 
a flat, horizontal wheel, carrying on its 
periphery a number of vertical rods having 
a type at the lower end, with finger keys at 
the top. This was similar in appearance 


Typewriters of Yesterday and Today 


to the “toy” wheel typewriters of today. 
The next picture thrown upon the screen 
was an illustration of Beach’s writing ma- 
chine, invented in 1856. This showed type- 
carrying levers arranged in the new familiar 
form of a circular basket, all the keys point- 
ing at a common center. The work of 
Cooper (1856), Francis (1857), House 
(1865), and Pratt (1867), was passed over 
to bring the subject down to the first prac- 
tical writing machine, which was the joint 
invention of three men, all of them resi- 
dents of Milwaukee—G. Latham Sholes, a 
printer; Samuel W. Soule, a printer and 
farmer; and Charles Glidden, a gentleman 
of leisure. The first crude model was 
largely the work of Soule, who suggested 
the pivoted types set in a circle. Sholes 
contributed the letter-spacing devices. This 
was in 1867. Pictures of Messrs G. W. 
Yost and John Densmore were then thrown 
upon the screen, and Mr. Seward told of 
how they managed to interest the owners 
of the great gun works of E. Remington 
& Sons in the manufacture of the type- 
writer. Pictures of the members of the 
Remington firm who took up the type- 
writer manufacture were also shown. 

It was pointed out that the ample re- 
sources and skilled workmanship obtain- 
able at the great Remington factory were 
responsible for the general improvement of 
the machine finally designated as the “Rem- 
ington Typewriter” from the first “The 
Typewriter” to the 10 and 11 models of the 
Remington. Illustrations of the models 
1, 2, 6, 8, 10 and 11 showed this steady and 
marked advance in the art of typewriter 
building from the first crude single case 
machine of 1873 to the present finished 
product equipped with built-in tabulator, 
back-spacing key, and column selector. 

The expansion of the machinery from 
the time when the firm of Wyckoff, Sea- 





Sy 


mans & Benedict assumed charge of the 
Commercial Department of E. Remington 
& Sons in 1882 until the present day was 
shown by pictures illustrating- the world- 
wide use of typewriters and the many lan- 





guages which are now written. 

Under the head of “Structural Intensi- 
fication,” Mr. Seward discussed the modi 
fication of the original lines of the type- 
writer and the addition of such features 
as the two-color ribbon device, billing 
scales, tabulator, and wide carriage. He 
urged instruction of commercial pupils in 
the appliances for billing and tabulating. 

The next pointed out that there was a 
varied demand made upon the writing ma 
chine with its increasing use. Lantern 
views showed interiors of American busi- 
ness offices, foreign establishments, and 
samples of letters, telegrams, index cards, 
etc., and it was shown that the recent de- 
velopments in typewriter mechanics as il- 
lustrated in the 10 and 11 models of. the 
Remington Typewriter were called for by 
the needs of the business world. 

Perhaps the most surprising feature of 
the application of the writing machine to 
modern business needs was the description 
by the lecturer of the important part that 
typewriters play in accounting work. II- 
lustrations of order systems, billing in 
various forms, check and cash writing, etc.. 
were thrown upon the screen. The climax 
in typewriter construction, however, was 
reached when Mr. Seward began to tell of 
the independent evolution of the adding 
typewriter and traced it through the com- 
bination stages to the simple Wah! Adding 
and Subtracting Attachment that performs 
both addition and subtraction through the 
operation of the regular typewriter keys 
Tables showing the classes of work in com- 
mercial and banking houses to which the 
adding typewriter is applicable, were 





CC 








shown, as well as samples of the intricate 
work performed 

Some of those present recalled similar 
lectures given by Mr. Seward as far back 
as 1903, when he spoke before the Eastern 


Commercial Teachers’ Association. His 
systematic method of presentation and the 
high quality of the illustrations were much 
appreciated 


ENTERPRISING CANADIAN 
DEALERS. 

The Royal typewriter is represented in 
3ritish Columbia by Messrs. Howell & 
Selfe, office supply dealers with offices at 
Vancouver and Victoria. They are han- 





dling the Royal on a large scale and main- 
tain a separate establishment for the type- 
writer department The accompanying 
views show their store front and window 
display. It will be noted that the price 
of the Royal typewriter as indicated by 
the signs in the window is $85. This is 













the price throughout Canada, where ma- 


chines which are listed at $100 in the | 


United States are priced at figures ranging 


from $125 to $150. Messrs. Howell & Selfe | 


are doing a splendid business and are very 
enthuiastic over the Royal. 


OFFICE APPLIANCES 














The various filing devices are arranged 
in units of standard dimensions, made 
interchangeable so that any desired com- 
bination can be produced. 

The outside cabinets are made in four 
widths — 15 inch, 18 inch, 21 inch and 
28 inch; and four heights—full size, with 
four openings, 52 inches; three-quarter 
size with three openings, 40 inches; one- 
half size with two openings, 27 inches 
and one-quarter size with one opening, 
134 inches. High and Low Leg Bases are 
provided for all sizes. 

This construction enables you to 
select and arrange a cabinet to suit your 
own requirements—with all others your 
requirements must be modified or changed 
to suit the cabinet. 

The beautiful wood, fine finish, supe- 
rior trimmings and uniformity of appear- 
ance makethe Macey Inter-Inter cabinets 
the most attractive as well as the most 
practical office equipment ever devised. 

Catalogue No. X-4209 on request. 
Trade discounts to reliable dealers. 


MieNidacey Co 


GRAND RAPIDS, MICHIGAN 


Inter Inien Jung Cabnels 
A System of Interchangeable Interior Units comprising 


every modern filing device—A Series of Outside Cabinets 
having open spaces to receive the units. 
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MR. HADLEY OF DENVER. 

| The above caption, unlike “Mr. Barnes 
| of New York,” is not the title of a book 
| Mr. Hadley of Denver is a man and a very 
live man at that. He has recently started 
in the office appliances business on his own 





TYPEWRITER DEALERS 


Everywhere are interested—in low PRICES and STOCK. We Lead in Both. 
WE CARRY AN IMMENSE STOCK OF 





account, and the sign, “Jess. W. Hadley,” 
at room 614, Continental building, Denver, 






tells the whole story to the initiated. For 
sa anepamgmge the benefit of those who don’t know Had- 


REBUILT 





ley, this is written. 
Mr. Hadley spent ten years as manager 





“VISIBLE” 







for the Baker-Vawter Company of Chicagi 
| in the Denver territory, and three years in 
WRITERS or | loose leaf manufacturing in Los Angeles 
| A few months ago, however, he decided 
| that the time was ripe to cut loose and 


‘In the Rough’ 





or otherwise. 












We will mail promptly TO ANY DEALER 


OUR SPECIAL WHOLESALE LIST 


Including L. C. Smiths, Olivers, Underwoods, Remingtons, Smith Premiers, etc. 


Our large Stock enables us to make PROMPT SHIPMENT. 
Get in Touch With Us. PRICES and SERVICE right. 


TYPEWRITER EMPORIUM 


(Largest Independent Dealers in the World) 


Established 1892 92-94 LAKE STREET, CHICAGO. 
RC 


ROTEX-COPIERS | 
CARBON PAPER} "=" 




















get out for himself. He accordingly re- 
WENTY-FIVE years ago the commercial signed his former position and secured a 
world was sorely troubled: the advent of the 


typewriter had made the old-fashioned | number of fine accounts which he now rep- 





screw copying press more obsolete than ever. | . as . —. » ! . 

A new method of obtaining copies of documents hensrs ri his old tarrttory. Among thase 

was sorely wanted. are the Elliott-Fisher book-recording, bill- 

Two new methods were provided—the dirty : erket ¢ ine "he 
smudgy carbon, and the rotary copying ss ing and w riting-adding machines, the Teng- 
Neither was satisfactory. wall Company of Chicago, manufacturers 
Following the line of least resistance manufacturers started ir mt * carbon pape til really d ¢ . “ 10.99 : 

ollowing € started in to improve carbon paper, until really decent of loose leaf devices: Burlin vertical 


carbon paper was produced at a price which would give fair copies 
The Rotary Copier was left entirely undeveloped filing cabinets, and other lines. 
The carbon process has been developed beyond itself and is still found wanting Mr. Hadley has adopted the system idea 
The “Rotex”’ Copier has therefore been produced, and w im for i ; the only perfe rj . _ : me 
ontainean pi a erefo produc nd we claim for it that it is the only perfect copying —that is, he designs and installs c: mplete 





systems for any line of business, and in 


THE ROTEX PRODUCES PERFECT COPIES FROM | THE ROTEX COPIES ARE ABSOLUTELY IN- | add ols — be order 
ORDINARY RIBBONS. DELIBLE. addition ta Kes care of supply orae ra, etc. 
THE ROTEX PRODUCES PERFECT COPIES FROM = THE ROTEX IS FOOL-PROOF. Hadley, in the vernacular, is “the real 
ORDINARY INK. THE ROTEX WILL PRODUCE TWELVE COP- | goods,” and is making such a success of 
ea ae COPIES ON IES FROM ORDINARY RIBBONS | his little venture in the west that his 
THE ROTEX USES ONLY ORDINARY PURE ON ANY PAPER, AT ANY TIME; friends feel justified in predicting greater 
IN ANY PLACE, success and prosperity for him in the fu 


PLAIN WATER. 





THE ROTEX PRODUCES PERFECT RESULTS IN | THE ROTEX PAPER CAN BE STORED FOREVER ture. 
ANY CLIMATE. AND STILL BE GOOD. 
| 
Using the Rotex with Rapid Roller Ribbons is a tiresome process. You get so many copies that repetition \ substantial reduction in power st will 
becomes monotonous le if b hut the » &£ n tl 
Everyone needs a Rotex. We want dealers to help us handle our trade. Territories are now being allotted. resu! = you sae ae moro! a - 
Art Catalogue and full particulars postfree on application to | minute you are through 


THE ROTEX MANUFACTURING CO., 309 Broadway, New York UR ie OR Pp oe 
or THE ROTEX MANUFACTURING CO.., Ltd., Albert Works, Stratford, London E. J | when machinery is running and find the 


caus¢ 
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MANY SMITH PREMIERS IN 
QUEENSLAND. 





A. B. Mackenzie 
Supplies 


of the Australian Type- 
writer Company, Brisbane, 
Queensland, Australia, agents for the 
Smith Premier typewriter, says in a recent 
letter to Office Appliances: 

“It may be news to you when we say 
that between 65 and 75 per cent of all the 
typewriters in use in Queensland are Smith 
Premiers. To say we are enthusiastic over 
our No. 10 model does not express our 
feelings. We are having phenomenal suc- 
cess with it. In one concern alone we have 


had no less than twelve repeat orders for | 


No. 10 models, and 
about 350 machines. We estimate that 
there are about 3,500 Smith Premier type- 
writers in use in Queensland. We have 
the finest and largest building entirely oc- 
cupied for the sale of typewriters in 
Queensland, and we operate in conjunction 
with our business a fine college, known 
as The Smith Premier and Kerr’s Business 
College.” 

Mr. Mackenzie says that his company 
each month extracts the advertisement of 
the Smith Premier Typewriter Company 
from the pages of Office Appliances and 
puts it in a polished photographic printing 
frame. Two of these frames are constant- 
ly in use and serve to show the Smith 
Premier advertisements in the Australian 
company’s show windows. 


SWANSON COMPANY BANQUET. 








The organization of the B. F. Swanson 
Company held their annual banquet at the 
Lincoln 
New Year’s day. 


have already placed | 


Hotel, in Lincoln, Nebraska, on | 
The entire sales force | 


was represented, and from the enthusiasm | 
displayed by the gentlemen in attendance, | 


there will be great things doing in the sale 
of the L. C. Smith & Bros. writing-in- 
sight typewriter as well as the excellent 
line of rebuilt machines handled by this 
company 

Different members of the company were 
heard from, and while everyone seemed 
overflowing with good words for the com- 


pany, the talk by Mr. Swanson certainly | 


put a climax on all. 

The past year has been a record break- 
ing year in every respect, but 
went away with the firm conviction that 
the totals for the year 1909 will be small 
in comparison when the totals for the year 
1910 are footed up. 

The following were in attendance: B. 


everyone | 


F. Swanson, general manager; H. E. Rus- 


sell, manager Des Moines, Iowa, office; 


E. P. Stuart, manager Omaha Nebraska, | 
office; E. E. Hunter, manager Lincoln, 
Nebraska office; J. B. Meyerly, of Des 
Moines, Iowa, office; V. 


Gleeson, J. D. Orris, R. R. Jay and H. C. 
Hardesty, of Omaha, Neb., office; L. L. 
Riske and J. L. Witmer, of Lincoln, Neb., 
Office 


P. Dety; j.. C. 
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ENSDERFER 
Typewriters 


LIC 





Visible 
Writing 


Light 
Action 


Interchange- 
able Type 


Back- 
Spacer 





NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 





SEND FOR CATALOG THIRTY-TWO 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 






























Natural Method Stamp Affixer 


The first practical stamp machine ever made at any price using ordinary postage 
stamps, and applying them far more rapidly than by hand, to any kind of mail. 


Ordinary strips of stamps can be used, but rolls of 500 or 1000 (either le or 2c) will 
now be supplied by your Postmaster, and , 

this makes the Matursi Method Shien ner Ay: 
Affixer still more effective per minute 

This handy little nickel time and labor 
saver holds the roll of stamps firmly, moist- 
ens each just as it is used, and presents the 
stamp the natural way, for affixing. 

No matter whether you use $1 or $100 
worth of stamps a day, this ingenious sim- 
ple little device will soon save many times 
its cost. There is no mechanism — no 
moving parts. Pa 

The “‘N. M.”’ Stamp Affixer 1 — 

(Does the work of a $100.00 machine) Your Postmaster Will New Supply St e 

The Expert Stamp Check in Rolls—500 or 1000—lIc or 2c 


A system for stopping losses : 
The N. M. Stamp Affixer alone sells for $1.00. The Expert Stamp Checking 
system is well worth twice that, for you can keep a positive check on ag 4 stamp 
used, with very little trouble, saving waste, loss or theft of stamps. Both 
sent for a $1 bill and we will return your money if, after ten days’ trial, 


you are not perfectly satisfied. 


The Natural Method Stamp Affixer Co. 
78 State Street, Detroit Mich. 
AGENTS and SALESMEN write quick for novel selling 


plan on this new fast seller. Every business house buys 
one to six or more. Sample, wholesale terms and out- 
fit prepaid for $1. 


DEALERS— Wholesale prices 


on application 



















postpaid 












A noteworthy event in the relations be- 
tween Japan and the United States 
the recent visit to America of the Japanese 
Honorary Commercial Commission. This 
commission consisted of a_ distinguished 
party of Japanese merchants, bankers, edu- 
cators, journalists, and and technical 
experts. Among them three mem- 
bers of the House of Peers of Japan and 
nine members of the House of Representa- 
tives. The president of the commission 
was the famous Baron Eichi Shibusawa, 
who has been noted during the many years 
of his active life for his patriotic and un- 
tiring devotion to the best interests of his 


was 


trade 
were 


people. 

This commission came to America as 
the special representatives of the Japanese 
Chambers of Commerce of the leading 
cities of the Island Empire. These institu- 
tions, although modeled after their Ameri- 


can prototypes, enjoy semi-official relations 
of some dignity and power with the Japan- 
ese government. Thus the visit of the 
commission, although commercial in its 
purpose, was at the semi-offi- 
cial in its character the 


same time 
The purpose of 








Japanese Like New Jap. Remington 


Prominent Citizens of Nippon View Kata- 
kana Remington. 


trip declared to be the cultivation of 
more friendly relations and increased com- 


two na- 


was 


mercial opportunities between the 
tions Incidentally, the 
all of its members during the extended tour 
of over 11,000 miles alert to see and 
note everything they could which would be 
at home 


commission and 


were 
of service to them 


At some point of their journey the n 
bers of the commission learned something 


‘m- 


about* the new Japanese Remington type- 
writer. On the arrival of the commission 
in New York, a very complete demonstra- 
tion of the Japanese Remington, or the 
Katakana Remington as it is technically 
known, was arranged for their benefit at 
the Hotel Astor, and the interest exhibited 
was so keen and so general that it resulted 
in one of these machines being installed 
in the headquarters of the commission. 


This gave every member of the commission 
an opportunity to examine and to test the 
machine to any desired extent, and during 


the period of their stay in New York the 











— 
machine was constantly surrounded by 
members of the commission They were 
interested in the machine eee the in- 
genuity with which the typewriter | been 
adapted to the writing of the Japanese 
syllabic system; and above all they were 


such an earnest and 
been made in the 


that 
had 


gratified to know 


successful attempt 


United States to conquer the problem of 
typewritten Japanese. As a result of all 
this interest the machine in quest was 
presented to the commission a! itably 
acknowledged in a letter from Baron Shi- 
busawa himself who stated that he would 
spare no effort to popularize the use of 
the Katakana Remington in his native 
country. Subsequently an additional Kata- 
kana Remington was purchased by another 
member of the commissior 

The Remington representative who ex- 
plained in detail to the members of the 


commission both the Japanese Remington 


and the Remington with adding attachment 


states that he never had occasion to ex- 
plain a new typewriter development to a 
body of men who showed a quicker, a 
greater, or a most appreciative interest, 











~~ 


te  yenvenve_ wvntnye & 


ro 


a 








HONORARY COMMERCIAL COMMISSION OF JAPAN. 
1909 
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set a standard in construction 
and design which has never 
been surpassed. 


They possess every quality of 
material and finish which make 
elegance. 


DEALERS: 


You are absolutely pro- 
tected on this line of office 
desks. We sell to you ex- 
clusively. 





Write to-day for Catalogue and Prices 








GRAND RAPIDS DESK COMPANY, Muskegon, Mich., U. S. A. 














MR. DEALER, A WORD PLEASE 


Is there a new bank building in your town? Ask the president if you cannot figure on the special vault fittings that he will use; 
the roller book shelves for his ledgers, the check files, deposit ticket files, letter files, etc. Get the sizeof his vault, and what he wants 
to put in it, and we will submit a complete layout. 








ee If there is a wholesale house, a factory or mercantile 
. BteZ house, building or remodeling in your town, interest them 
a . in steel equipment for their offices and vaults—it will last 
longer, give better service and save room. 


am ey Waza 
as = a 





—- 


H a = Se : Did you ever ask your “regular customer”’ if stee, 
ae - anne ; shelving in his vault wouldn’t be preferable to that old, 
| 7 a | musty, dusty wood shelving. Maybe he hadn't thought 


ananuseninees ' aig 
Lal | wd = se of it, or didn't know there was anything better. Tell him 
ae 


ToT Le 


THM Thi hee We offer to you, the facilities of our $2,000,000 plant, 
Ba ' ) ’ : 


Be iniak a about Allsteel 
ME) El 
"if lj iy Wh ; ; . “= . e 
iimivevecd a ee LL which represents the highest efficiency in machinery, tools 
ett eeee aaae ee Red Feat 2 SS J soe : 
aa eee ee and mechanical brains. 
lafal 


‘OUR ii Dy ( (Wu ; 
tee — ee ii 5 he = : * : 
“*(eeay mtd fifhj! |! | Send us the data and we will submit a layout and 


price for any class of,work. This is a new field that don’t 
require an investment, but will increase your sales and 
profit 


THE GENERAL FIREPROOFING CO. 


THE YW&MEE PEOPLE 


YOUNGSTOWN, . . ° OHIO 


Section of Secretary of State’s Office, Capitol Building, Frankfort, Ky. 























O STORY of the growth of the 
typewriter industry in the south 
would. be complete without the 

names of H. M. Ashe and the H. M. Ashe 

Company, for these two stand high in mat 

ters of large success and steady, perman 

ent achievement. The has 
well deserved, for it is built on the square 

deal plan, and the H. M 


today has an enviable 


success been 


Ashe Company 


reputation for fair- 
ness in dealing with 
the public in a line 
which offers rather 
more than average 
opportunity for con- 


sidering only the dol- 
lar of the present. 
Born in Canada, H. 
M. Ashe moved to 
Montgomery, Ala- 
bama, about eighteen 
years ago, and short- 
ly afterward became 
interested in the type- 
writer industry. Mr. 
Ashe’s start asa type- 
writer salesman is 
worthy of note. He 
saw, one day, a Smith 


Premier typewriter; 


Atlanta Company Makes Good Record EN 


How Energy, Grit and Foresight Built Up 
a Business in the South. 


tomers 


thoroughly 








ATER 











and the policy of always han 





reliable goods continues 


= ae high regard of the public, and the bus 
ever-increasing success At the end of this ness grew It has been growing ever 
time he removed to Atlanta as a full since, and more and more room added to 
fledged dealer. Here again the start was the original space, until today the offices 
small, for the policy of this business has and salesrooms of the H. M. Ashe Com 
always been the solid rather than the pany occupy the whole ground floor of 
spectacular. Mr. Ashe rented a_ small the Y. M. C. A. building, with a tal 








frontage of 7/8 teet 
more than any similar 


America 





concern in 
the 


business 1S 


and 
in a most flourishing 
condition 

The H. M Ashe 
Company has always 
operated a thorough 
depart 


going repair 


ment in connection 


with the s-¢« ing 
agency, rebuilding the 
second-hand machines 
taken in exchange for 
new ones, and this 
department of the 
business has kept 


pace with the growth 
of the selling end 
and has increased to 
such an extent that 


new quarters and new 


he investigated the 

machine, found it equipment have be- 
would work and come necessary, and 
would do what it was an addition of 4.600 
intended to do, and square feet has been 
saw that it would be made to take care of 
the means of saving the requirements of 
a tremendous cost in MAES: ck REE EA eS this branch of the 
time in nearly every STORE OF H. M. ASHE CO., ATLANTA, GA. business. This addi 
office. He also got tion is located in the 
the “hunch” that comes to the real salesman space on the ground floor of the Y. M. C Murphy building, just across the street 
at one time or another that that was the \. building, at the intersection of North from the main office and salesrooms, and 
thing that he could sell. He at once made Pryor street and Auburn avenue, where the includes in its very complete equipment 
arrangements with the dealer handling that main office of the business is located today machine shop, enameling rooms and ovens, 
territory at that time to try his hand as a After making a splendid success of the  nickel-plating department, cleaning and ad 
salesman. Success was immediate, and it Smith Premier, the H. M. Ashe Company, justing department, and shipping depart 
was not long before the company insisted when the L. C. Smith typewriter came ment The equipment of this shop is 
that he take an agency himself. He had out, took up this machine, and careful strictly up-to-date, and the results accom 
spent seven years in Montgomery, with attention to detail, accommodation of cus plished are second to none in America 
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VIEWS IN ESTABLISHMENT OF H. 
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PY T+7 1 UN be 


ENVELOPE 


NS OAYS RETURN TO 


FRENCH MILLERGCO. 
HAMILTON ONT. 


Bradner Mig. Co. 
Toronto, Ont. 


THE TRANSO ONE-PIECE WINDOW ENVELOPE 





q The only envelope made transparent by means of a chemical treatment of the paper, instead of a tissue pasted in. It will not become 
torn or mutilated in transit and enclosures may be inserted with as much ease as in an old style envelope. 
G If you are not acquainted with the Transo, let us send you samples and prices. Your customers will be quick to appreciate the super- 
On iority of the Transo over any other envelope of this type and you can make a better profit 
FT, nourseods. TRANSO PAPER COMPANY hitheo 
OCG: EALD. 729-741 West Division Street Cc H I Cc A G oO ' i L ‘j . ecosRac 











DIETZ DESKS—Sold to Dealers Only 


ne = = The qualities that.make the Dietz line 
of Desks distinctive are 


Variety of Styles 


Thoroughness of Construction 
Modern Interior Arrangement 
Strong Materials--Durability 


Handsome Finish and 
Appearance. 





The Dietz line includes roll 


desks, typewriter desks made 
in hundreds of designs of 
different materials at attract- 
ive prices. 


Write for Catalogue today—Get the benefit of our thirty years of experience. 


J. F. DIETZ & €0., 309-319 W. Third Street, CINCINNATI, Of10, U.S.A. 


tops, flat tops, book-keepers’ . 
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An Ashe rebulit literally means “With the 


new put back in.” 


This addition also contains a stockroom 
that is a complete depot for all parts for 


all typewriters, and it is possible for on: 
to secure practically any part wanted in 
short order from the large and _ varied 
stock. The company does a large and 


increasing wholesale business in parts, and 
in addition to those carried in stock, is 
in position to make parts that may not 
be had otherwise. Work of this kind is 


of the highest possible class, 
of any to be had anywhere. In the enam 
eling department the equipment is of such 


size and character that the enameling work 


is not confined to typewriters alone, but 
the department can handle almost anything 
that 


that 


may 


be presented, and in a manner 
This 


applies to the nickeling department 


leaves no room for criticism 


also 





and the equal 
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Another department of the business that 


is rapidly growing and proving profitable 


is the re 


covering of platens for type 

writers. The H. M. Ashe Company is doing 
this work for dealers over the south, and 
the concensus of opinion, to judge from 
the letters that are being received, is that 
the Ashe platens stand in the front rank 
The business of the company with the 
L. C. Smith machines is growing by leaps 
and bounds, and the popularity of the ma- 
chine is becoming greater every day. And 


the men of the H. M. Ashe Company are 
men who know a good thing when they 
see it, and who go in where there is appat 
ently overwhelming competition with the 
look of men who know they “have got 
the goods.” Several deals that have been 
made by the company recently are indica- 
tive of the energy and ability the Ashe 








\t a 
of thi 
held on Tuesday, December 21, on resolu 
tion presented by Mr. McClain, vice presi 
dent, F. E. Van Buskirk 


meeting of the Board of Directors 


Remington Typewriter Company 


was elected get 


eral manager of the company. Mr. McClain, 
who hitherto has held the offices both of 
vice-president and general man 


relieved of 
the 


general managership, and thus will 


will hereafter be 


detail 


ager,, 
the work involved in 
and 
the 


vice preside nt’s office 


have greater time opportun 


ity te devote to 


executive 
duties of the 


This division of duties among 


the officials of the Remington 
Company has been rendered nec 
essary by the enormous growth in 


the Remington business 


Mr. Van Buskirk’s 


as general manager of 


appointment 
the Rem 


ington Typewriter Company comes 


as the latest event in a long and 
distinguished career in the Rem 
ington service. Mr. Van Buskirk 
entered the employ of the com 


pany on December 15, 1892, as a 


salesman in their Chicago office, 
subsequently serving in the same 
capacity at the Remington sub 
office at Peoria under their Chi- 
cago ofhce In October, 1893, he 
was transferred as district man . 
ager to Omaha, under Chicago, 
and it was during his incumbency 
that Omaha became a _ direct 
branch of the company. On the 
Ist of January, 1897, Mr. Van 
Buskirk went to the Pacific coast, 


where he opened the branch office 


of the Remington at San Fran 
cisco. He remained on the coast 
for six years, and they were 





Company puts behind a good macinne 
among them being one hundred machines 
to a large company in Florida, with offices 
throughout the United States Another 
sale of twenty-five machines to an Atlanta 
company is among the “straws Many 
other sales could be cited, and the com 

pany is requiring L. C. Smith machines 
in increasing numbers to supply the dé 


mand of the public. 


[To give a man the value of his money 
—and a littie more, perhaps; to gi him 
what he wants when he wants it; and t 
care somewhat more for the man than 
his money These make for success in any 
business, and these have made treme! 
dous success for the H. M. Ashe Company 
of Atlanta 

lf p pl only iid what they hought 
ther: dn’t be so much talking 











achievement, the field of 


San Fr 


years ot great 


the Remington office in 


cluding at that time the’ entir Pacific 


Mr. 


was to 


Van Buskirk’s next 
the 
the Remington typewriter office in Chicago, 


Mr 


coast territory 


appointment managership of 


succeeding Crandall, where he re 





F. E. VAN BUSKIRK. 


mained for three years from 


to July, 1906, after which he cam 

York as assistant superintendent of don 

tic sales. On July 16, 1907, he was ted 

secretary to succeed the late Howard B 

Wilson, and in October of the same vs 

was. elected a director of the company 
Mr. Van Buskirk’s career during 
his seventeen years of Remington 
service may be summed up in the 
words of Mr. McClain, that “in 
every case he has filled | b to 
verflowing, thus mn tating 


greater opportunities.” 
It will be seen from the above 
review that the new general man 
ger of the Remington typewriter 
served the company in every 
pacity from that of salesman up, 
ind like his predecessor 1S 
familiar with all the conditions un 


der which a 


can view all of the salesman’s ef 


rts with a sympathy based on 


knowledge. All Remington men 
therefore, will rejoice in the qual 
ifications of the new general man 
ager 

J. Das has joined the ranks of 
the Remington organization in 
Holland, working in Amsterdam 
territory Mr. Das was rmerly 
with the National cash _ register 
people, and for some years was 
connected with the bicycle trade 

x * * 

Jos. Suurbeek, of Amsterdam, re- 


ports that the new Remington with 
Wahl adding attachment is aston- 
ishing everybody there. 
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ANNUAL MEETING ADCRAFT CLUB 
OF DETROIT. 
The Adcraft 


Club of Detroit held its an 


nual meeting on December 14th, 1909, in 
the Club rooms at Detroit, Mich. The re 
port of the officers showed that the club 
had passed through the most prosperous 
and pr season of its history, the 
membership having increased from 132 to 
185, good standing, with the as 
surance that the constitutional limit of 200 
would be reached before January Ist. 

There has been keen competition 
in the membership impaign. Thomas 
O’Leary, Advertising Manager of the Wol 
verine Manufacturing Company, Detroit, 
however, led the field of rivals, in making 
a re | obtaining seventeen new mem 
bers luring the year the club has changed 
its policy relative to its position towards 
others advertising managers Com 
mencing th September Ist of this year, 
sales gers id lvertisers were ad 
mitted to membership, the prestige and ex 
cellent history of the ub creating an im 
po members. Some of 
the most promune nt ertisers of the city 
and sales manag of some of the most 
success firms in Detroit, are now mem 
bers club 

E. St. Eln Lewis, advertising manager 
of t ghs Adding Machine Com 
pany, president the club in 1908, 
consented to act as chairman of the enter 
tainment Committee 1910. Mr. Lewis’ 
report meeting presented a most 
comprehensive program of meetings, for 
the first months he year. 

The monthly dinners will take place on 
the second Tuesday each month. Each 
dinner be given up to some particular 
idverti subject The January meeting 
W b ted subject of “How 
( petit by Advertising and 
Salesmanship.” The February meeting, 
“How t Reach the Consumer Through 
the R by National Advertising.” The 
Marcl eting, How to Reach _ the 
Farmet rom the standpoint of the na 
tion: city advertisers. And, the 
tl mi ngs of t first six months wil 
be of equal interest 

Among the speakers at these meetings 
will be: S. C. Dobbs, advertising manager 
of the Coca-Cola Company, Atlanta, Geor 
gia, and president of the Associated Adver 
tising Clubs America; Charles W 
Brooke, lvertising engineer, Pittsburg, 
Pennsylvania; L. F. Hamilton, advertising 
manager of the National Tube Company, 
Pittsburg, Pennsylvania; Humphrey O’Sul 
livan, O’Sullivan Rubber Heel Company 
Low Massachusetts; W. J. McDonough, 
Root Newspaper Association, New York 
City; William Gallaway, Waterloo, Iowa; 
E V Kendrick, Matthews-Northrup 
Works, Buffalo, New York; Truman 
DeWeese, director of publicity, Shredded 
Wheat Company, Niagara Falls, N. Y.; In 
galls Kimball, Cheltenham Press, New 


York city; J. H. Sawyer, advertising mana 
ger, Brown Shoe Company, St. Louis, Mis- 





} 
| 
| 


75 

















Dae ety Ne se 


Seige 


oe 











small office or a big one, 
whether you do all the dictating 
yourself or have a staff of corres- 
pondents under you, the EDISON 
BUSINESS PHONOGRAPH will 
not only greatly increase your own 
efficiency, and that of every one of 
your correspondence staff, 
but will actually double the 
efficiency of your stenographic force 

















@ The Edison Business Phonograph not only saves 50 per cent of 


vour actual dictating time, 


important work, nearly 50 pet 


reserving that time for other equally 
cent of the typist’s actual transcrib- 


ing time, but it saves all the time in which she is ordinarily occupied 


in taking your dictation 
tion in the cost of youl 


ter to from two-and-a-half to four cents a letter. 


@ Prominent business houses, in every 
branch of industry, from one end of the 
country to the other, are using the Edison 
Business Phonograph successfully today. 
Write to us for a list of these prominent 
users and what they say of the Edison Busi- 
ness Phonograph. And ask the Edison 


the 


Phonograph to you on your own work in 


dealer in your vicinity to demonstrate 


your own office. Or if there isn’t an Edison 
dealer near, write to 


EDISON BUSINESSIPHONOGRAPH COMPANY, 
205 Lakeside Avenue, Orange, N. J. 


This economy of time results in a reduc- 
correspondence, from about eight cents a let- 





a 
TRADE MARK 


Q Eden. 


| THE EDISON UNIVERSAL MOTOR RUNS ON ANY ELECTRIC LIGHT CURRENT 
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A RARE OPPORTUNITY FOR TYPEWRITER DEALERS 








To move these machines which 


have been thoroughly over- 
hauled and put in first-class 
condition— 


READY TO USE 


and which we guarantee. 





We have Specially Priced Them. 





Don’t let the Opportunity Slip 
ORDER TODAY 


being in 





No. 6 Remingtons 


$32.50 


No. 2 Smith Premiers 


$25.00 


No. 6 Fay Sholes 


$18.50 


to be sure of time. 


Send for full particulars on 
other makes at equally 
prices. Typewriter Supplies 
of all kinds. Send for 
trade prices. 


ROCKWELL-BARNES CoO. 


802 Baldwin Bldg. CHICAGO, ILL. 


low 




























The man who wants the best 
will find it in the Moon. ,; 


When you sell a 


MOON DESK 


to a particular man, 
emphasis just where 





you are merely placing the sales 
he wants it—following the chan- 
nel of least resistance. 
He may be particular about the style, the 
finish, the stock, or a hundred other de- 


tails, but the 


MOON DESKS 


are made for just such par- 
ticular people, — and 
they will meet his 
expectations to 
the utmost 
detail. 










Dealers 


are as exclusively 
high-class as the 
desks which they sell. 









They are all making money. 


They find Moon typewriter 
desks especially good sellers 
Moon Typewriter Desks 
Bive the customer com- 
plete satisfaction, and pay 
the dealer a big profit. 

Write at once for our Catalog and proposition. 
SEE OUR GRAND RAPIDS EXHIBIT 
3rd Floor Manufacturers a 

GRAND RAPIDS, MIC 


R. E. Moon in charge. 
F. M. Barton. 


MOON DESK CO. 


MUSKEGON, - - MICHIGAN. 

















souri; Professor Hugo Munsterberg, the 
famous psychologist and philosopher, of 
Harvard University, and James H. Collins, 
the well-known writer and speaker on ad- 
vertising subjects. 

In addition to the program tor the 
monthly meetings, there will be a series of 
“Work-Bench” topics nights held alternate 


Wednesdays until June Ist. These “Work 


Bench” nights, mean the meeting of the 
members at 6:30 p. m. at the Alt Heidel 
berg, one of Detroit’s well-known ifes 
The meeting lasts for one hour half 


only At these meetings the subject is 
discussed entirely by the members, and it 
is some particular phase of a larger sub 
ject. For instance; at a recent meeting the 
questions of “Booklet Displays’ was dis 
cussed, at another meeting the question 
of “Margins,” “Paper Stocks,” and “Orna 
mentation” were considered; at other 
meeting, “Catalogs,” at another “The Im 


portance of the Salesmen’s Daily Reports 
Another “Follow-Up Letters,” another 
“Making the Retail Clerks Live up to the 


Advertising.” 


was 


This report of the Entertainment Com 
mittee was most enthusiastically received. 
The officers elected to direct affairs 
of the Club for 1910 were as lows 
President, Wm. R. Orr; first vice-president, 


E. S. Lewis; second vice-president, H. W 
Ford; corresponding secretary, W. |] 
Cowan; secretary and treasurer, G. M 


Slocum; member of committe: [ Ww. os 


Knox 


EMERSON CO. APPOINTS AGENTS 
FOR EASTERN HEMISPHERE. 


The management of the Emers Type 
writer Company, manufacturers of the Em 
erson typewriter, announce that the firm 
of A. Mueller & Co., Zurich, Switzerland, 
of which Mr. A. Mueller Schaertlen is gen 
eral manager, will act as the s dealers 
for the sale of the Emerson machine in the 
eastern hemisphere 

The Emerson Typewriter Company have 
arranged for larger and more spacious 
executive quarters in the magnif new 
McCormick building, now. in process of 
construction in Chicago. They ipate 
that the offices will be ready { pancy 


about April first . 
The c 


and now 


ympany is making rapid prog 


have nearly completed their new 


factory, which will double their present out 
put within a very short time 

The Emerson has made rapid strides in 
the past year. Already there has been de 
veloped an active demand for the hine 
even in foreign countries. The app tment 
of the firm of A. Mueller & Co. as agents at 
Zurich, Switzerland, no doubt portends an 
enterprising campaign for increase in the 
business abroad. The limited output of the 
Momence factory prevented the npany 
from keeping pace with its orders, but with 
the new plant in- operation delays ship 


ment will no longer be necessary. 








“ARITHSTYLE” RESETTING 
COUNTER. 


[his practical and durable device of very 


attractive outlines, measuring about one 
inch in length, one inch in height and 
one half-inch in width, is intended for all 
purposes which require the automatic 
counting of rotating, oscillating or recipro 
cating movements, with the additional ad 
vantage ot instantaneous resetting to zero. 
The counters generally used up to the 
present time had no resetting mechanism, 
necessitating the jotting down of the num 
bers registered at the beginning and close 
of each operation, and in addition perform 
a subtraction, in order to arrive at the 
desired result This is all changed and 
simplified when Goldman’s Arithstyle Re- 
setting Counter is employed. By a single 
turn of the resetting knob to the right the 
counter is brought back to zero, and any 
new operation may be _ registered, the 


counter indicating every moment the num- | 


ber of rotations, oscillations, movements, 
etc., which may represent a certain number 
of copies drawn off, addresses _ printed, 
items added, etc., according to the char 
acter of the machine itself to which the 


counter is applied Indeed, its uses are 
as varied as the work in connection with 
which it is being utilized. The internal 


construction is very ingenious, and every | 


part perfectly adapted to the labor per- 


formed by it. The materials are the very 
best obtainable, hardened steel, German 
silver, hard brass, etc. The exterior finish 


is a fine nickel-plate, and the fastening ar- 
rangements are such as to permit its imme- 
diate attachment to any device. 

This counter can be immediately applied 
to all kinds of duplicating machinery, viz., 





| 


Cyclostyle, Mimeograph, Roneo, Revol, etc. | 


also to the frame-duplicating machines, to 


the type-printing machines, Multigraph, | 
Planograph, Millotype, Writerpress, Prog- | 


ressograph, etc. as well as to all kinds of 
copying, addressing and adding machines, 
and suitable means of attachment and con 
nection can be furnished for any other 
special machinery at short notice. It is 
particularly desired to enter into communi- 
cation with the manufacturers of such ap- 
pliances, in order to place these counters 
in quantities at special rates, giving the 
consumer the benefit of their use without 
additional cost. But also the dealers and 
distributors of the above-named devices can 
profitably supply their customers with this 


improvement on machines already placed, 
thereby securing an increased revenue for 
themselves \ll these points are strongly 
covered by patent claims. Exclusive ar- 
rangements can be made for. certain 
territory r certain classes of machinery 
for a_ specified time, in consideration of 


a minimum quantity purchased, and ap- 
plications and inquiries should be di- 
rected to The Arithstyle Co., 42 Broadway, 
New York City or Arithstyle Kommandit- 
Gesellschaft, Henry Goldman & Co., Berlin 
W. 8, Leipzigerstr. 112. 
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With your first order == 


for a stack of St. Johns Office 
Tables we furnish, free, a set 
of extra legs, stubs,—to help 
you save display space. It 
takes but a moment to loosen 
bolts in each corner and 
deliver any size the customer orders, with full height legs. 


St. Johns “Workative Tables” are your field. 


They are sturdy, business-like patterns, made 
under most advantageous conditions, in the 
largest table factory in America, of the best 
Michigan timber, mostly sawn within gunshot 
of the factory, in Cadillac's gigantic lumber 
mills. 
These tables are just naturally better values ~ ieteaeibieiocieiemen ‘ 
than are possible in smaller plants — or ‘Saeees 
better than St. Johns could make if their 
popularity warranted only small quantities 
at each cutting. 

The catalog is valuable to an office supply com p any 

whether stock is carried or each order is ay ht as 


chosen by a customer. We shall be glad to inform 
you fully about tables 


ST. JOHNS TABLE CO., Cadillac, Mich. 
St. Johns Free Space 


. —_ 8 Saving Display 
; Z SAD Arrangement 





No. 46, Quartered Oak 
Price $22.00 












0’ x 72” 





eee oer 











No. 20, Golden Oak 
$2.25 to $3.25 












It Is To Your 


Interest to Learn 
all you can about the line of 
typewriter and office chairs, 
with patented adjustable 
features and improvements, 
which we make and sell un- 
der a strong guarantee against 
defects of any kind. Our 
1] + " * 
Quality’ Chairs 
are the standard of spring back chairs 
and are bought by people who are satis- 
fied only with the best made. 
They are built in an immense, modernly 
equiped factory from the most carefully 
selected woods obtainable by expert 
workmen. And besides, every chair 


sent out is first inspected for defects of 
any kind. 





If Mou Can Sell Office Chairs That Meet a Demand for BEST; Write Us 
OUR TERMS ARE RIGHT AND WE TREAT OUR DEALERS RIGHT 


Cc. A. COOK CO., Manufacturers, 16-28 Osborne St., Cambridge, Mass. 
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Honorable achievement justly wins the 


commendation of every one, but when such 
that 
the 


supplemented with 


which 


achievement is 
quality of modesty 
trumpet and the cymbals, it excites the ad 
To do the thing to do 
the 


deplores 


miration it well 


and to find in accomplishment itself 


ample compensation for the effort is an 
attribute of the really “big” man 
The portrait which adorns the frontis 


piece of this month’s number of the maga 


zine is of a man who has achieved some 


thing in the field of office appliances, one 
his 
way wearing no badge of his prowess othe: 
than that of this thing well done,—John B 
Hall of the Addressograph Co. 

title of “se 


who has gone along the even tenor of 


Masking under the modest 
retary,’ Mr. Hall 


real duties of treasurer and general mana 


goes quietly about his 


ger of the company whieh he did much to 


create and which under his direction has 


attained a degree of success that makes it 
one of the great enterprises in the Imperia 
Othce 


\ddressograph 


Industry ot \ppliances 
the 


the 


For has revolution 
addressing 


the 


machine 


ized system of 


Following close in the wake of type 


writer it has found its way to the commer 


cial centers of the entire world. 


Fifteen years or thereabouts, Mr 


Hall 


servance 


ago 


was a successful merchant. By per 


coupled with a policy of fair 


had 


was his 


dealing, he built up a big business 


which it intention to continue 


About that time his attention was drawn to 
the Addressograph invented by J. S. Dun 
can. (Mr. Duncan, now president of the 


company, devotes practically all of his tims 


to the mechanical development of the ma 
chine.) Inspired by the enthusiasm of th 
inventor, Mr. Hall had a vision of the fu 
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John B. Hall. 


A Quiet, But Effective Man, Who Has 
Accomplished Great Things. 


ture of the machine. Looking ahead he 


saw a time not far distant when machine 
addressing would extend beyond the com 
limitations of wrappers 
into the 
correspondence. The 


would come to be co-worker with the type 


paratively narrow 
for periodicals, realm of business 


addressing machine 


writer, silent partner of the duplicating 
machine 

He set out to place it on the market 
Che trying conditions of the first two years 
while the machine was in the process of 
evolution only served to increase his faith 


At the end of that period the 


\ddressograph began to find its place. It 


ature 


its future 


grew in favor and has now become a f« 
of modern office equipment. 
The success of the company ts the vind 


cation of Mr. Hall’s judgment. 


Even an amateur physiognomist could 
discern in Mr. Hall’s portrait some of his 
characteristics. Rotund of face 


personal 


and figure, with a gleam of kindliness in 


his eye, he carries with him an air of 


good 


which denotes a fine degree of ami 
ability Not that amiability 
but another term for irresolution, however, 


and quiet of 


humor 
W hich is otten 


though mild of manner 
Mr. Hall 
adopts the principle of Sherman’s famous, 
“The the 


conduct of 


ror 


speech, is a positive man. He 


way to resume is to resume,” to 


the business which he directs 


To get the thing done is to do it. And to 
do it quietly This is net efficiency—"strip 
ping to the gears.” 

This method of procedure marks Mr 


Hall as one of those quietly aggressive men 
the the 


whose steam power is directed in 


who achieve without trumpet and 


cymbal, 

















to the driving mechanism with no allow 
ances of exhaust for whistle 

\ friend speaking of Mr. Hall recently 
said he had no inclination to detract the 
least from J. B.’s accomplishment, but 
much should not be said about it since it 
was predestined through J. B. having been 
born in Indiana. Be that as it may, there 
is nothing of which J. B. is so pt s his 
birthplace. To be a Hoosier and to have 
fed on the paw paw, “the frosty paw 
paw,’ would seem glory enoug!l t 
have been born in Evansville is ive 
communion with the immortals 

Of course Mr. Hall is an active membe: 
of the Indiana Society of Chicago, the an 
nual banquets of which have beco1 the 
great event in the city annals. H S\ 
a member of the Chicago Athleti nd 
South Shore Country Clubs 


Coming from the co 


untry, it is 


ural that Mr. Hall should acquire a farm 
He has considerable acreage and fine 
home at Fox Lake, where he gs the 
summer months. In the early days down 
in Indiana, he owned a long, lan ind 
and an old army rifle bored out for a shot 
gun With these weapons he established a 
reputation as the County Nimrod The old 
spirit still moves within him and in spring 
and fall he hikes to the tall timbers with 
a better gun than he used to rry and 
gets more game in the north ls than 
he ever got along the Ohio rin 
Next to his pride in his birthpla 


the pride in his son, D. W. Ha ho is 
ictively connected with the Addressograph 
Co. The junior holds the honor f lead 
ing the sales force in volum«e f business in 
addition his other duties t any, 
thus showing himself a chip « t old 
block 


Let The Buffum Automatic 
Press Do Your Work. 


Thi ; won 


Hasa re 


post car | 


able. 
adapts 
structi« 


ous torn u 





lerful machine is now ready for the market 


impressions per hour, 
paper attachm 
notices, tickets, debit and credit slips, bread labels, slot machine tickets, and announcements of 
Prints in One or More colors, and widths up to 5} inches. Built specially strong; makes specially 
leviec enables very rapid delivery 


equipped with fountain impression counter 
to cards of different thickness and width, from 2 to 10 ply. All parte easily accessible,‘ etrictly interchange- 
Complete equipment to operate press (except type) 


High nickel and Japan finish. 
fonts of type if desired 


without extra charge. We can furnish flat top type cabinet with doors and 12 
d for short runs of cards ; 
Quaranteed for one year against defect in manufacture. 
You can learn to operate it in one day. 
DEALERS CAN MAKE GOOD MONEY by selling THE BUFFUM AUTOMATIC PRESS and printing and s 
DON’T MISS THIS OPPORTUNITY 


ns with each press 


WRITE AT 








strong impression. Has removable chase and tympan. Special rapidimpression regulating 
of work. Patent impression shaft allows change of impression in } minute without changing tympan. Shafts 
Operative by hand, motor power, or both 


also for long runs, because automatic 


by business houses You make money while you 


Feeds automatically. 
Not a toy but a printing press specially adapted for stationers, printers and busi 


snt with which it prints direct from type, labels, inserts, envelope slips, 


demonstrate 


ONCE FOR DEALERS’ TERMS AND FULL PARTICULARS 


memofar 


od 





Adjustmentsfew and rapid. Ad 


Card 


Motor set tor maximum speed 8,000 


iness houses 


all kinds up to size of U. § 


of cast steel. Press 


istable 


Press particularly 


We ship to all parts of the country. Full in- 


1 selling vari- 


THE BUFFUM TOOL CO., FrouRTH AND GEORGIA sTs., LOUISIANA, MO., U.S.A 











BURROUGHS MANAGER ENTER- 


TAINS. 

Hebert ( Peters, New York sales 
manage! f the Burroughs Adding Ma 
chine Company, some weeks ago entet 
tained thirty-five members of his office 
force, selling staff and inspectors at the 
Nappeckar k Club, Van Cortlandt Park 
avenue al ‘elton street, New York city 

\ large silver bowling pin, with  pedes 
ta s \ 1 ribed, Vas presented by 
Mr. Peters as the emblem of the Burroughs 

I hip I f 12 men, re 


presenting he sales nd nspection depat 
ments nd ptaine | by ( P. Staubacl 
ind H. K. Scott, respectively, bowled two 
games t Ss I count ind the salesmen 
it both games, winning 
16 1 
S 1 cuff links—presented, as wert 


during the eve 


Peters re won by 4 
lesmen’s score 
al Scott best inspectors’ 
while 1 v-score prizes were won by R 
D. Kur ( I ps, respectively 
\ ft ig, the company repaired 
t] lub room, where all were 
g vered with good 
things 1 t and drink, and souvenirs for | 
each gu it was decorated with flowers 
he pt vere awarded, and then all par 
ticipat | a secret ballot for the “the 
handsomes salesman,” “the best in 
spector, the best salesman,” “the lady 
killer, the best dressed inspector,” “thi 
quickest traveler,” and a variety of other 


designations and distinctions. The ballots 
having been eounted, Mr. Peters announced 
the names of those who had been elected, 
awarding the prizes, which included ash-re 


ceivers, framed pictures, and a variety of 
other articles, each suited, in its features, 
to the « ity which was by ballot ascribed 
Spe s were made by the host and | 
many the guests, and high tributes 
pa emory of William Seward 
Burroughs, one of the inventive geniuses 
f t the officers of the Company, th« 
hea 1 ments of the factory at 
Detroit nd not a few boquets were laid 
by the speakers at the feet of others pre: 
ent wl won distinction in- their sey 
nt territories. 
Piat ections by E. C. Thayer and H 
Wallace Peters, and solos by George $ 
Andersor né f the tenors of Trinity 
Chur ir, gave variety to the program 
Perhaps the most popular remark of the 
evening was the suggestion made by on 
of tl ers th » good a time was 
wi ition Nothing daunted, Mr 
Pe ed e challenge, and all look 
for nother “good and useful” con 
vention in hospitable Yonkers. 


Under the splendid management of R. H 
Carrad, former manager of the Bristol 
Dutch Remington organization 
is doing fine work 


office, the 
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A.B. Dick Company <2: 


Originators, makers and. undisputed leaders in the world of 
stencil process duplicating machines—who have made the word 
MIMEOGRAPH a “household”’ name in business offices the 
recognized standard wherever duplicating machines are sold and 
used—whose reputation encircles the globe for making the best 
that brains and hands can produce and using the best materials 
that money can buy—who do all experimenting at their own 
expense and not at the expense of the public—who protect 
dealers and users from spurious supplies for MIMEOGRAPHS 
—whose over 20 years experience enables them to render un- 
challenged service to all customers—whose name is a guarantee 
that orders of all sizes receive equal attention and all promises 
fulfilled at any expense—who with the MIMEOGRAPH 
have revolutionized circular letter advertising, which method 
has greatly increased general business, and hence as pioneers 
and promulgators have taken no small part in the uplift of com- 
mercialism and the country s prosperity. 


A. B. Dick Company 


are business builders for business houses and for the country. 
Anything that can be sold can be advertised. Anything that 
can be advertised will bring direct orders with the right use 
of a MIMEOGRAPH. Its use means increased sales efficiency 
—it means sales economy. Let us show you, at our expense, 
how to increase your sales and your profits—simply ask for our 
‘Direct Route Booklet.’’ 


Chicago and 
New York 
















Here is illustrated our very 
latest product with improve- 
ments that place it in a 
class by itself. It has an 
Automatic Self-inker — the 
greatest advancement ever 
made since duplicating ma- 
chines were first invented. 


The New 
Number 76 
Rotary Mimeograph 
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DEARBORN 


OFFICE FURNITURE 


All Kinds 
of Good 


No. 33 DESKS 






















This desk is far from being high-priced. It is 
also far from being a cheap desk. It is built 
well and looks well. Its buyers are pleased 


We Try To Give 
SATISFACTION 


We Believe It Pays 
DEALERS! We want a part of your 
© business. May we have it? 

We believe we have in this typewriter 


Catalog ‘‘E”’ mailed on request. desk one unsurpassed for appearance, 
convenience, good quality and construc- 


Dearborn Desk Mfg. Co. tion. It is the largest desk for its size we 


know of, that is, it is largest in value 
Marion, Indiana, U. S. A. Shipped K. D. very compact 














NARROW For Adding Machines 


Time Recorders 
ROLL Police Registers 
Stock Tickers, etc. 
PAPER iis 
Galley Proof Rolls 
—— Ribbon Paper 
postal Sives Mais to J vder Keyboard paper for the Monotype 


Colonial Company, Mechanic Falls, Me. 




















The Latest Thought in 
ADDING MACHINES 


The adding machine that 
combines the minimum of 


cost with the maximum 
of efficiency. Capacity 999,999,999 


A broad statement! But we want the opportunity to prove it to you. If given the opportunity, we 
will prove to you that the Mercantile Adding Machine embodies all the good features of the high-priced 
adding machines combined with exclusive features of its own that make it to stand alone in efficiency 


despite the fact that it costs LESS THAN HALF THE PRICE. 
If you are a progressive dealer—this is your opportunity to do a bigger business in Adding machines 
than you have ever done before. 
THE ONLY LOW-PRICED MACHINE THAT adds, subtracts, multiplies, divides, figures di count 
and chain discounts, with absolutely no mental figuring or guessing. 


The Mercantile Adding Machine is—in brief—the latest thought in adding and 
calculating machines, consummated as a result of 20 years of thought and experience. 


MERCANTILE ADDING MACHINE COMPANY 


NORWALK, CONN 


Let us show you that the Mercantile Adding Machine lives up to the claims we make for it. Com- 
We send the M. for 3 days’ trial to any business house in the 





municate with us 








ZELLERS TAKES CHARGE OF SMITH 
PREMIER OFFICE IN NEW YORK. 


It seems that the West is a great field 
for typewriter managers, and from a cur- 
sory glance at the managers in charge of 
the offices in New York one cannot help 
coming to the conclusion that the West is 
the real practical training ground of man 
agers suitable to fill positions in the East 
The latest recruit that the demands of the 
East have summoned to New York is J 
A. Zellers, the new manager of the Smith 
Premier office. He succeeds R. R. King, 


who has resigned to seek pastures new in 
another line of endeavor. 

Mr. Zellers has had 11 years’ experience 
in the typewriter business, and so comes 
well prepared to make a highly creditable 
showing. His personality is charming, and 
he creates a most favorable impression on 
all with whom he comes in contact He 
entered the typewriter business in Joplin 





J. A. ZELLERS. 


Mo., with the Smith Premier Typewriter 
Company as salesman, and worked in that 
territory for two years. From there he 
went to Oklahoma, where he remained for 
three and a half years pushing the inter 


ests of the same company. He showed the 
metal of which he is made so well that dur- 
ing the past two years the office was made 
a sub-office, and he was appointed man 
ager. From here he was transferred to 


Kansas City as manager of that branch 
At the expiration of one year he was again 
promoted, taking the management of the 
St. Louis office, arid at the end sec 
ond year was made superintendent of the 


Southern offices of the Smith Premier 
Typewriter Company. In September, 1909, 
he was transferred to Syracuse, and when 


n 


Mr. King resigned he was appointed man 
ager of the New York office. 

When in St. Louis Mr. Zellers formed 
a Typewriter Managers’ Association and it 


proved very successful, so long as he re 
mained in that city and held the presi 
dency. He was also successful in winning 








the grand prize and cup of the Interna- 
tional Selling Contest, inaugurated by the 
Smith Premier Typewriter Company 

It is a gratifying fact for Mr. Zellers 
to know that all the salesmen who worked 
under him in the St. Louis office are now 
managers of offices in the Smith Premier 
organization A man with such a record 
as Mr. Zellers possesses is bound to make 
good wherever he is located. That he will 
make a great success of the Smith Premier 
New York office is an assured fact, and he 
has all the good wishes of his many friends 


to back him up. 


A “CORKING” GOOD WINDOW. 


The United Typewriter Company ot 
Manitoba, Limited, representatives of the 
Underwood Typewriter Company, recently 
showed a window display in their store at 
Winnipeg that people are talking about 
yet. The idea of the display was original 
and required considerable labor and inge 
nuity to work it out. 

The window was entitled “The Stenog- 
rapher’s Dream.” A wax figure was shown 
lying in bed as if asleep. An Underwood 
machine hung above her head, showing 
that it was the Underwood which was up- 
permost in her mind. The window was 
fitted up as a comfortable bed-room, and 
all the details and accessories were worked 
out in the proper manner. The window at 
tracted a great deal of attention and com- 
ment among the people who passed the 
store 

The Winnipeg branch of the United 
Typewriter Company, Limited, has good 
reason to be proud of the fine showing 


made this year. The branch opened a 
year ago in a small office with a staff of 
about eight people. But as Edward W 
Pyke says: “We started in to do or die, 


and in less than one year we were com- 
pelled to remove to larger quarters, wher« 
we now have a staff of sixteen people and 
one of the finest and largest typewriter of 
fices in the Dominion of Canada.” 

James H. Jenkins, the genial manager of 
the Winnipeg office of the Underwood is 
visiting relatives and friends in Toronto, 
and before his return will pay a visit to 
the head offices of the company in Canada, 
also in Toronto. The great success of the 
Winnipeg office is due in a large measure 
to Mr. Jenkins’ superior ability in han- 
dling men and his ability to make friends 
for himself and his machine wherever he 
goes 


ROWLANDS GOES TO ARIZONA. 

The Burroughs Adding Machine Com 
pany announces that J. E. Rowlands, for 
some time past sales manager for Nebraska, 
has been transferred to Arizona, and that 
H. W. Spalding, who has been representing 
the company at Birmingham, Ala., has been 
made sales manager for Nebraska with 
headquarters at 309 South Thirteenth street, 
Omaha 
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The Millionaire Calculating Machine 


Once Used in the Modern Business Office 
IS FOUND INDISPENSABLE 








calculation that can be 
plication or Division. 


OUR LIST OF USERS 
Here 
Standard Oil Co...... 
Big Four R. R_...... 
i. ential Insurance Co 
. S. Government.......... 


Rooms 4096-4097 








paren ot rapidly and always accurately 


Used by Governments and Big Business Institutions the World Over. 


Saves much time and money when used for 
Actuarial Work in Life Insurance Companies. 
Pro Rating in Railroad and Express Companies. 
Cost Systems in Manufacturing Corporations. 


Percentages, foreign exchange and interest accounts 
in Banks and Financial Institutions. 


Bill Extensions, and all kinds of Simple and 
Compound calculations. 





IS OUR BEST ADVERTISEMENT 
are a few of them: 

..-15 Metropolitan Life Ins. Co.............. nani 14 

— Southern Pacific R. R.... et) 

...04 Mutual Life Ins. Co..................--.- aaa 
37 American Smelting & Refining Co........ 5 


a machine sold in this country during the past ten years is still im active service 
You never find a ‘Millionaire’ offered in exchange for another make. 
Get our booklet (free on request) and learn more about the “Millionaire.” 


W. A. Morschhauser, sole Agent, 
1 Madison Ave., New York City 








Figures out every possible 
made in Addition, Subtraction, Multi- 
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A. C. ALBRIGHT, Prop. 
ST. LOUIS T. W. EXCHANGE 
ALBRIGHT BROS. REBUILT T.W. CO. 
801 Holland Bidg., St Louis 





PLATENS RECOVERED—50c 


Your choice of Goodrich or Manhattan Rubber. 





Bargains for Typewane Dealers 


No. 4. Underwoods 

No, 2. L. C. Smiths 

No. 6. Remingtons (push button) 

No. 2. Smith Premiers ccie-° teal saab quae * aca 
No. 5. Olivers ous etm eles eda abe pdas ane 
No. 3. Olivers ith ep sme ee ee ae ae 


Rep: 1ired ready for use and more 


reliable than 


partly repaired machines sometimes sold by other 
dealers as ‘“‘Rebuilts.’ 
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SOME ADDING MACHINE RECORDS. 


) 


Everyone took a crack at the 250 check 
record last month. Denver brok« 
don left not a vestigate of the 
record and the St. Paul boys met tests 


of mentality and speed with th [inne 


a apolis bank clerks, who tore a 


Stand from the old time 
eeeteree & rh ~S 


The occasion was the annua iting 
es contest between the St. Paul and Minne 
apolis chapters of the A. I. B S 
they were to flay each othe: 
was considered a fit occasion t 
scores, therefore seve ral contests I al 
ranged in which St. Paul mad irful 
cleaning 
C. G. Sutherland of the Capitol National 
Bank was the winner of thi a- 
chine contest, listing and adding s 250 
checks in 3.45 minutes. The fort rd 
was 4.16. Second was A. Turnquist the 
First National Bank of St. Paul 4. 00-3-5 
and S. H. Harley finished third in 4.02-1-5 
| Every contestant finished und t old 
world’s record 
[he prizes donated by the Bu ghs 


\dding Machine Company were to Suther 
land, a gold watch; to Turn 
pearl cuff buttons and a stick pi 
ley, a pair of hair brushes. 
Turnquist holds the world’s 


200 checks 


Bank Clerks Show Speed. 





Emil Trefzger at London Business Show operating against time shortly after having made his 








record and winning the English contest. Mr. Trefzger’s work was done on an \ speed contest o1 Burroueg re 
<e Underwood under Office Appliances rules. Machines was conducted recent! , 
ville It was held in the off tl 


MORE AGENTS WANTED Burroughs Adding peacnene | 


} iret ’ yn: Rat suildil 
to handle exclusive local territories for the sale of the ““SPIRO’’ Pocket Pencil Sharpener. the | National Bank Building 


A business necessity rhe only pocket sharpener ever invented that Is really practical. Built on new wer entered y ' banl cler the 
principle. Lasts a lifetime. Does the work of an expensive machine and retails at only 50¢ Sells in ws. 4 ightec " —— . 
every office on sight. Write immediately for sample and particulars \merican, First and Fourth 
We also want to hear from Manufacturers’ Agents covering all territories east of Denver who are RB will = FInine RB anil ional 

looking for a quick selling, easily carried side ling »ATIKS GQ UntOr PANN ANU ! 

: pany mpeting The result 
SPIRO MFG. CO., Sales Dept., 105 E. 131ist St., New York City - a ler] é, 

showed t ¢ clerks to pe 








but also smashed the record 





H. G. Williams, of the First 


listine 200 checks in the fast 
minut eighteen and a I 


This is ly nine and four 

METALFURNITURE| = 
\1] hg contests were ( l 

basis listing 200 checks 








ane prize went to E. H. Harris 
HAS THE REPUTATION can National Bank, who 


of being built of the heaviest materials rane iain an: hs 


dS 


and of the best construction possible. M. | parr, of the sam 


'T’] c Fy - —_ - ~- n nt n three 
The result of fifteen vears experience. 
J i r arte 
Our specialty is building high grade ns. . - | 
i¢ t ManK erk 


equipments for Banks, Public Buildings, “ee Fe oe a 
Etc. Everything for the Office in Steel. futu 

Brisk Contest in Springfield. 
RESPONSIBLE REPRESENTATIVES Fg Ms Hg Re 
FOUR DRAWER VERTICAL WANTED cler] ent fter the 150 


LETTER FILE UNIT { 1 1 ] | 
or nd incident thie 

















rec ntally 

in Springfield. Mass. Nove >, 
we VAN DORN IRON WORKS COMPANY| = 

Bank w the winner, making 


Metallic Furniture Department record He finished in 227 


CLEVELAND, OHIO, U.S.A. record is 2.25 

















was A. A. Mathison as he had taken the 
cup twice running and was expected to 
make his final win on this occasion, thus 
having the cup awarded to him perma 
nently, but Wolf was too fast for him and 
he will have to make another trial. 

A. H. Hastings the Springfield Safe 
Deposit and Trust Company, was the sec- 
ond man taking the prize of a year’s mem 
bership in the A. I. B. by his time of 2 
Mathison, Chicopee National, was third in 
243 1-5 and R. A. Jacobs of the Third 
National, fourth, time 2.46 1-5. The last 
two received pipes for their prizes. 

E. E. Fowler, the Soston 3urroughs 


— 
Jd 


man, was present at the contest and 
awarded the Burroughs prizes. 
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Speed Records. 

In view of the fact that the Burroughs 
Adding Machine speed records have been 
broken during the last few weeks we giv 
below the best records to January Ist, 1910 

On 100 checks, 1.30 3-5, held by G. H 
Greenwood, the Old National Bank, ‘Spo 
kane, Wash 

On 150 checks, 2.27, held by George Wolf, 
Springfield National Bank Springfiel 
Mass. 

On 200 checks, 3.07 2-5, held by A. I 
Turnquist, First National Bank, St. Paul 
Minnesota. 

On 250 checks, American Record, 3.45, 
held by C. G. Sutherland, Capitol National 
Bank, St. Paul, Minn. 
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On 250 checks, World’s Record, 3.37, 
held by H. G. Fennings of Glyn, Mills, 
Curry & Co. Bank, London. 

On 500 checks, 6.18, held by L. E. Spald- 


Phe following Royal Typewriter salesmen 
joined the Machine-a-Day Club during No- 
vember: M. E. Klopfenstein and A. F. 
Sparks, Philadelphia; C. G. Morrell and J. 
W. Ely, New York; W. S. Orvis, Chicago: 
New members have been coming in at 
the rate of four or five per month for the 
past several months, and the Machine-a- 
Day Club is getting to be a populous or- 
ganization. 











It Costs You More 





are responsible for. 


than the profit in a small safe if you lose a customer on 
account of dissatisfaction which many of the cheap safes 


It Costs You Less 





he dealer. 


to handle the VICTOR fire-proof boxes and small safes 
because the margin of profit is greater, dependence can be 
placed in every safe and they win trade and§prestige for 
t 


It Costs You Nothing 





to investigate our proposition. 
JUST WRITE AND ASK FOR “SPECIAL 215” 


The Victor Safe & Lock Co. 


CINCINNATI, OHIO 
Highest Award Grand Prize and Gold Medal, World’s Fair, St. Louis, 1904 














PRINTING MACHINE 


Prints with Ribbon and Type over 


1,000 Originals 


per hour, which experts cannot distinguish 
from typewritten letters. 


100 OPERATORS and 


TYPEWRITERS 


cannot accomplish more than 


OPERATOR and 
MILLOTYPE! 


Easily operated without practice. Permits re- 
printing Set-Up matter. 


Particulars on application. 


BENNO KNECHT, BERLIN, S. W. Il Dessauer Str. 1 


AMERICAN REPRESENTATION DESIRED. 


LARGE DEALERS’ DISCOUNT 








The Sun 
Typewriter 


has always been GOOD. It is now 
BETTER THAN EVER. 


Our factory and sales have been 


more than doubled during the 
past year 
The TENT H SUCCESSFUL 


YEAR for this model 





~~ 





This should be convincing evi 
dence, MR. DEALER, that the No 
2SUN TYPEWRITER offers by 


far the greatest value that can be 


obtained in the typewriter market 
today, and that it will be to your 


to allow us to quote you 


interest 
attractive terms and profitable dis 
counts in unoccupied territory 
The sale of the No, 2SUN can be 
money 


made an important and 


making portion of your business, 
with practically noinvestment and 


with very little effort 


SUN TYPEWRITER 
COMPANY 


317 Broadway, New York, N. Y. 














CARBON PAPER AND RIBBON 


MACHINERY 


Hard Finish Carbon Machinery 


15 years’ experience 





JOHN WALDRON COMPANY 


NEW BRUNSWICK, NEW JERSEY 
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APTER PKYINS ALL OTHERS 
THE NABH’: 


MERICAN BOUGHT THESE ! 


INDERWOOD <Y PENRITERS TODAY 


They Now Use the U 


lepwood Exalus!* 











THE UNDERWOOD AT NASHVILLE. 


NEW UNDERWOOD BRANCH AT 
NASHVILLE. 


rhe establishment of the newest branch 
office of the Typewriter Coe.. 
at Nashville, added _ consider- 


ably to the zest of competition and the in 


Underwood 


Tenn., has 


terest in typewriter conditions in that lo 
cality 

\ recent visitor at Nashville found sev 
eral familiar faces at the new Underwood 


office \ reception of a typical southern 


kind was had at the hands of the manager, 


Joe Phelan, who is well know: the 
business 

Fred Kane and B. D. Morrison, who left 
a strong impress upon the typewriter situa 
tion at Pittsburg by their well known op 
posing endeavors over a period years 
have buried the hatchet and ar ging 
their efforts to make the new hville 
branch the pride of the Underwo: Com 
pany 

Othce Appliances is in receipt of rt 
graph of a recent Underwood “Scoop” at 
Nashville, which is herewith sh 
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REMINGTON ROLL OF HONOR. 

In accordance with their custom at the 
first of the year the Remington Typewriter 
Company have just made public the names 
of the holders of honorary service badges 
in their sales organization, revised and cor 
rected to January 1, 1910 

This latest published edition of the Roll 
of Honor contains no less than 557 names, 
divided according to groups as follows: 

Thirty-Year group—3; Twenty-five- 
Year group—9; Twenty-Year group—37; 
Fifteen-Year group—53; Ten-Year group 
131; Five-Year group—324. 

This latest published list of the Reming- 
ton Roll of Honor contains 82 more names 


than the list published a year ago—showing | 


that a steady growth of the Remington 
organization is resulting from the growth 
of the Remington business. 

The names of the different cities repre- 
sented in the list make an even more re 
markable showing than the list itself, and 
afford a most impressive evidence of the 
fact that the great Remington organiza 


tion extends to every corner of the earth 
IMPERIAL. 

Imperial is the title of the Imperial Meth 
od Company's new catalogue, which is 
fresh from the press. The forty pages. 
exclusive of the cover, are brim full of 


interesting information, with illustrations 
of the company’s lines of filing cabinets, in 
sections, desk card trays and outfits, card 
index trays, stationery racks and cases, desk 
trays and other features of the line which 


is being handled by leading dealers through 
out the country. 

There is also shown a fine line of stock 
ruled record cards, many of which show 


various forms adaptable to use in all 
branches of business 

Several pages devoted to the vertical fil 
ing systems constitutes a text book on that 
interesting subject. 

Dealers who have not received a copy of 
the catalogue should write to the Imperial 
Methods Co., 256 East Madison street, 
Chicago 

1910 starts the company’s sixth year 
From a very modest beginning it has grown 
to a large business, numbering among its 


customers the leading houses in the trade 


SOUTHERN DEALER VISITS 
CHICAGO. 

P. B. Arrington of the firm of Arrington 
& Teal, well known dealers of Dallas, Tex., 
visited in Chicago in December. Messrs. 
Arrington & Teal represent the L. C 
Smith & Bros. Typewriter Company in 
Dallas and are doing a large and pros 
perous business 

Mr. Arrington while here made a brief 


call upon Office Appliances 


A man who hurries so fast that he hasn't 
time to be careful, will always be behind 
with his work. 

A five-cent pocketbook may be the means 
of making a business man out of your boy 
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Multigraph Economies 


are worthy of the careful consideration of every 
man who desires to increase his NET profits. 


THE GAMMETER MULTIGRAPH is a device 


with a four-fold value. 











|. It typewrites letters that are in every particular the same 
in appearance as though they were written one character at 
a time on an ordinary typewriter. 

2. It prints internal forms for store, office and factory by 
means of a felt roll and aniline ink, that are suitable for the 
purpose intended. 

3. It may be used for the production of effective and unique 
forms of Mailing Cards, Folders, Booklets, Calendars and 
other things to induce orders. 


4. It is a means of printing all kinds of fine office station- 
ery, business forms, and literature by the use of the new 


Printer’s Ink Attachment 


of which the “Inland Printer” says editorially, referring to 
our house organ, “The Layman Printer:” 

‘The booklet is printed on a Multigraph. . . . . . The 
presswork is well done; oodles on oodles (which being in- 
terpreted means a great many) of printers do worse, we are 
constrained to confess. 


PRAISE FROM SUCH A SOURCE IS PRAISE INDEED 














Send us your name on your business letterhead and 
say what particular use you are interested in and 
we will send samples and other interesting data 
to show you how to increase your net profits. 


THE AMERICAN MULTIGRAPH SALES CO. 


aa ae 1804 CASE AVENUE Eu “Fr 4 
hime, the CLEVELAND, OHIO nie he 


Toronto, Ont. 
SIXTY BRANCHES IN THE UNITED STATES 














Vertical Letter Finished 
Filing Cabinets 


em is such that a few cabinets give you 
a complete assortment. 
CABINET with closed ends. CABINET with 


PROFIT for you—handling them 


We can suit you with our 
D E Ss K line in Price, Quality and 
Perfection. 
Write for Catalog and Prices 


Cable Address : FEIGE, Saginaw 


FEIGE DESK CO. yetticat Latter 


825 Genesee St., Saginaw, Mich., U.S.A. No. 115 





No. 601 Sanitary Desk 















HERE was a regular gath: 
the clans last month th I 
é the Olive Comp 
the O l ypewrit Q Cl 
whe h s ‘ 
Su l a, S 
tl i gia () () 
principles not 
meet 
d ‘ i 
t | 
Ti . 
' ‘) 
triump! 
Ch ‘ r t 
\ th 
lred sales S 
1 Canad \I { 
ti \\ t 
1 3) | 
be Ss 
pany Pres 
lal \ t t (x \] i IX 
(ys! tl \/ 
mie 5 ted 
p Phe I re cl he ] 
; 
cle | 
wt thusia typ 
Ol; é everywl | id 
} meet | ab r 
rogral ; terta I \ oive 
cluding a t t th tory 
jue it ti (uTfa Pa H We 
nes ‘ ing Dec 22 
\n ne tl itt led ti 
I Ss 4 ntior were the oll In¢ 
4.3 \tk », H. W. Albery. |] B 
b h, J 4 Boa 1 W.B v, I 
Be ) A. Buel ( H ) 
ry G. P. ( oh | 74 
= Cra } \W Courtt 
Dibbie, W | ) Walk 


Trott, E. H. Light H. B. | 
Ww. O. M J. H. M Victor M 


Cotton, W | Palmer, | ( Robert 
i Ramag is Richards ( 
Standifer, C. H. Smith, N , oe ! 
I I Wheeler, Wm. 7 Keillor, | 


Brown 
Branch and Sub-Office Managers. 
The begat 
Tuesday morning, 
for 


cluded a 


convention 
Dec. 28, 
Tuesday’s 
the 


managers’ 


and continues 


three days program in 


( r neral 


reception at 


Office 








Salesmen and Managers Meet During the 
Last Days of December for Their 
Annual Conference at the Head 
Offices of the Company. 
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Managers in Attendance. 


Those who attended the 
vention included the following gentlemer 
Branch Office Managers | rl Gen 
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Washington; J. E. Geissinger, St. Louis, 
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Will it Save Money? Will it Increase My Business? 


These are your questions, and the questions of every other shrewd buyer considering the purchase of an office appliance. 


Every device, or machine, to be profitable, must accomplish one of 
these two results. 


THE 


Alddress ogfaph 


Cc PRINTS FROM TYPE 


accomplishes both— 
\ MONEY-SAVER IS A BUSINESS-GETTER 


IS . 














With it an office boy can do the work of ten or twelve typists ; _ a F ” 
e ee ab gra “YI It simplifies and facilitates systematic follow-up direct 
or penmen ~ address 1,000 envelopes, cards, statements--any- 


; - advertising. 
thing--in less than half an hour. 8 


It keeps “dead addresses” out of a list, and prevents the It enables the Manager to spend more time developing 
errors and omissions to which the most careful hand work is “ ideas.” 

liable. 

It does not call your high salaried clerks from their important It prints addresses that look exactly like typewriting, thus 


work to “rush out” special announcements and circulars. insuring respect and attention for all mail matter so addressed. 


In addition to being a money-saver and a business-getter, the ADDRESSOGRAPH is a convenience. It’s value lies not alone in the quality of the 
addresses and the speed with which they are printed, but also in the convenient manner in which the address plates are filed Card Index Fashion in steel 


drawers, thus making it possible to classify and subdivide the list and making it accessable for reference purposes. 


There are many uses for this machine. Envelopes, cards, statements, bills, quotations or any mail matter, shipping tags, time cards, vouchers, 
checks, pay sheets, salesmen’s routes, laundry lists ——-everything—all handled and addressed on this machine. 


So simple and complete is the ADDRESSOGRAPH in its every phase that important lists of any size or nature can be placed in the hands of any 
boy or girl of average intelligence with the assurance that the list will be perfectly maintained, and the addressing executed quickly and accurately. 


There are many concerns in your town who need such a system. Can you find them and reap large profits, as 
other dealers are who now handle the ADDRESSOGRAPH? The ADDRESSOG PH 


is worth your study—we can show you why. Ask us. 


ADDRESSOGRAPH CoO. 903 Van Buren St., CHICAGO, ILL. 
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Making Carbon Paper is highly 











Technical Work 








q It requires long practice; the longer you have been 
at it the better you can make it. Users are learning 
this by experience. 


@ This is an undisputed fact. We made the first 
carbon paper forty years ago. That gives us up to 
forty years more experience than anyone else making 
carbons and inked ribbons. It means a lot to the 
dealer who sells the goods we make. 








@ In the last five years or so there have been many 
beginners with goods Made by New Processes,’’” Last- 
ing as the Big Stone Piles.” “Has all the Qualities of 
a Wild Cat” (some of it is “fierce,” all right), or other 
such qualities according to the claims made. During 
the past year some half-dozen of these firms have 
quit; the “firm” going back to his old job of grinding 
ink, or perhaps selling office supplies, and the “share- 
holders’’ deciding to stick to selling groceries or 
making button-holes in the future. 


@ Probably other factories will be started. All the 
suckers did not bite yet. Certain it is that some more 
who lately started will soon quit. 


@ Are you going to take the bait of 
“lowest prices” and have a lot of 
unsaleable goods on your hands 
when your supply house goes out 
of business? Does it pay you to 
save a few cents on each box and 
then have to sell cheap to get rid 
of the stock? Do you like to hear 
complaints from your customers? 
Do you know that most of your 
customers will never complain? 
That they will simply give the other 
fellow the next order, including 
other lines? 











q Do you know that the day of imprint (private brand) 
goods is passing ? 


q You can now prepare for the future by getting the 
agency for a line that carries the name of the manufac- 
turer with much the longest experience, as well as 
your own name on the box. The double guarantee 
gives your customers confidence in the goods. If you 
get our agency, the more you sell the stronger your 
chance to keep the agency as long as you like. We 
have not got the habit of opening a branch office as 
soon as an agent has worked up enough trade to make 
it pay. We do not compete with you in any way for 
the retail trade. 


q We make all styles and varieties of carbon paper 
and inked ribbons; our prices vary according to the 
quality of the materials used, but our prices are never 
too high, and even the lowest grade goods we make 
have the advantage of our long experience in the 
making. All the varities we make ARE RIGHT, they 
LOOK RIGHT. and, in the packages with our name 
on the box, backed by our long experience, it LOOKS 
RIGHT to your customer. You don’t have to make 

any excuses for anything we sell 


you. 
@ Everything we turn out is uy 
to-date— Made by the oldest firm, 


in the newest factory. The adver- 
tising matter we supply to dealers 
is also up-to-the-minute—the kind 
that makes sales for you. 


@ Some good territory is open now, 
both in America and Europe. In 
several European countries the 
right party can get a contract as a 
jobber (general dealer). 


) 


President 


ROGERS MANIFOLD & CARBON PAPER CO. NEW YORK. 


FIRST MAKER OF CARBON PAPER, 


ESTABLISHED, 1869. 
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A big typewriter business is assured to you, Mr. Dealer, 
if you handle “American” Rebuilts—you can’t get 
away trom it—it’s the line—‘Success” 1s built into 
every machine we turn out of our factory. 





You'll find in every ‘Ameri- 
can’”’ machine the concrete ex- 
pression of that much abused 
work “Quality.” 


“American quality’? means 
skilled workmanship, brand 
new materials used in the re- 
building. 


‘American Quality’? means 
that extra time spent in cor- 
recting the minor defects which 
the ordinary “‘typewriter repair- 
man’”’ would neglect. 


When you solicit business for 
“é ra 99 2 

American”’ Rebuilts you have 
behind you the product of a 
high-grade factory—not a repair 





We furnish 
them 


Kelurilt 


Ready to 
uae 


Iu the rowh 

















shop—and you can be as con- 
fident of the worth and quality 
of the goods as if you were 
selling a new machine. 


It makes no difference to you 
whether your customer is pre- 
judiced in favor of any one 
particular make, whether his 
stenographer won’t use any- 
thing but ‘“‘so-and-so’s ma- 
chine” you can sell him any- 
thing he wants. 


How many hours of useless 
talk and waste of energy this 
saves you—how many more 
sales it enables you to squeeze 
into a day! 








“American” Rebuilts are re-made by that standard of construction— 
quality of materials—perfection of finish—and nicety of ornamentation, 


which distinguishes new machines. 


WHOLESALE AND RETAIL 


AMERICAN WRITING MACHINE COMPANY 


345 Broadway, New York, N. Y., U. S. A. 
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DEMAND 


for the 


INTERSTATE STANDARD DUPLICATOR 


Has greatly exceeded our original manufacturing capacity and has caused us tO jncrease our plant to 


meet the immediate requirements of the up-to-date business man. 
This demand verifies the appreciation of the fact that there js a perfect duplicator on the market 
which gives universal satisfaction, and also demonstrates the heretofore general dissatisfaction @™Mong 


the users of otherduplicators. 


ISN'T THIS THE MOST CONVINCING PROOF OF OUR CLAIMS? 


INVESTIGATE AND BE coNVINCED OF THE 


Speed, Simplicity, Accuracy and Perfection 





















OF THIS MACHINE AND ITS PRODUCT x x 
eee 

Ys, 

Model No. 2 Bi 

= G OM 


DEALERS ma 


Do business with & 
Us and the Our representatives Re? 
Interstate are now on the % Sih 
Standard road locating 
Duplicator territorial agencies. 


If you have not 
been called upon 
drop usa line, 


will increase and 
facilitate business 
for you. 














NO LICENSE RESTRICTION 


Allinfingements L©t4E UNDUPLICATED DUPLICATOR 
will be vigorously INTERSTATE COMMERCIAL CO. 


prosecuted. Executive Offices: 1265 Broadway, New York 
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OLIMER 
CONVENTION 



































1. Messrs. Williams, Gradwell and Whitworth Watch the Line of March. 2. Wright and Pennington Interested Spectators. 3. A Branch 
Manager Rides the Factory Goat. 4-6-7-8. Branch Managers. 5. “Come Seven, Come Eleven.” 9. Oliver Station, Woodstock, Ill. 10. Hutchins 
Street—named after George C. Hutchins, Branch Manager at Philadelphia. 11. The Parade. 12. The Rendezvous. 13. “Oh, Listen to the Band.” 
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O Years 


of constant prosperous advancement 
can mean only Right Goods and Right 
Methods. 


THE POPULAR 


U. S.. 
BRAND 


TYPEWRITER 
RIBBONS, 
CARBON PAPERS, 
ETC. 


always represent 
TOP NOTCH QUALITY. 


























Our Sales are Increasing. Are Yours? 
Let us help you by furnishing 


Your Own Special Lithographed Boxes 
(No Extra Charge) 
Write for our proposition. 





Typewriter Ribbons on Regulation Spools 


UNDERWOOD SOLID HUB 
OLIVER (Regulation) 
SMITH-PREMIER VISIBLE (Regulation) 
REMINGTON VISIBLE (Regulation) 


Automatic Reverse Attachments. 


Bi-Chromes and Tri-Chromes 
In all Combinations for 


Adding Machines, Time Clock, Metal 
Dater, Multigraph, Writerpress, Printo- 
graph, Multi-Copy and all machines 
requiring inked hens. 


RAKKK KKK KK KK 
New Process Carbon Papers 


of class 
in all weights and grades put up under 


Our Brand or Your Brand 


Dealers and Agents Wanted Everywhere 
WRITE TODAY 








U.S. Typewriter 
Ribbon Mfg. Co. 


Sansom & 8th St., Philadelphia, Pa., U.S. A. 
Cable Address, MUSTR. 
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(By Special Correspondence.) 
Albany, N. Y. 
Gurney, sub-office manager at Utica 
for the Remington Typewriter Company, Al- 
bany, has just returned from Watertown, Og- 
densburg and vicinity, where he closed up a 
large volume of business. Last month Mr. 
Gurney’s prosperity evidenced itself in the form 
of a new automobile which he uses in conjunc- 
tion with his business about Utica. 

Atlanta, Ga. 

W. H. Lounsbury, manager of the Atlanta 
branch office of the Blickensderfer Typewriter 
Company, says that December showed a larger 
volume of sales than any month in years. Dur- 
ing the week of the automobile show in Atlanta 
recently Mr. Lounsbury did some clever and 
forceful Blickensderfer advertising in the daily 
papers which helped materially to stimulate 
public interest in the , Blick” machine. 

. 


A. H. 


James L. Mock, who came here four months 
ago from Newark, N. , as sales agent of the 
Elliott-Fisher Company, with offices at 411 and 
412 Empire building, shot himself in the right 
temple with a revolver last month at his home, 
345 Myrtle street. He was rushed to the Grady 
Hospital in an ambulance, where he died about 
1 o’clock in the afternoon. Mr. Mock had been 
connected with the Elliott-Fisher Company for 
the past three years, holding a responsible posi- 
tion in Newark. Four months ago he was trans- 
ferred to the Atlanta office as sales agent. He 
made many friends in Newark and Atlanta and 
was a very successful business getter for his 
company and his death came as a great shock 
to his family, his associates, the Elliott-Fisher 
Company and immediate personal friends. He 
left a wife and two children, 


O. K. Slifer, senior salesman in this territory, 
was promoted to the management of the Dlliott- 
Fisher Company's southern sales office here, 
succeeding J. L. Mock, whose tragic death is 
reported in these columns. 

Augusta, Ga. 


V. E. Fourcher, of the Augusta Typewriter 
Exchange, Augusta, Ga., reports that his busi- 


ness for November was double that of any 
previous month since he secured the Royal 
dealership. 
Baltimore, Md. 
The window decorations of the Remington 


Typewriter Company for the Christmas season 
attracted a great deal of attention and were 
commented on in a complimentary way by the 
daily press, 

Bangor, Me. 

The business of the Bangor sub-office of the 
Remington Typewriter Company is increasing 
so rapidly and to such an extent that an addi- 
tional salesman has been placed under the di- 
rection of A. J. Fletcher, the Bangor sub-man- 
ager. H. M. Jellison will take up the work in 
the Bangor field, and as he is a native of Ban- 
gor and fully familiar with the vicinity, he will 
undoubtedly contribute valuable assistance in 
securing business for the Remington typewriter 
in the eastern section of Maine. 


Birmingham, Ala. 

Carl Appleton of the Birmingham office of the 
Remington Typewriter Company has _ been 
spending the holidays in Chicago and Buffalo. 

« 7 © 


Ether Pedigo, the salesman in charge of the 
South Alabama section of the Birmingham of- 
fice of the Remington Typewriter Company, has 
been at Nashville for the holidays. 

> ” « 


The South is certainly coming into her own, 
at least that is what M. K. Deale, special trav- 
eling representative of the Remington Type- 
writer Company, noticed while he was making 
a trip through the southern states. Since 1900 
iron and steel have doubled in the amount pro- 
duced, and Birmingham, being the center of 
this industry, has prospered. 


Boston, Mass. 

The office of the Remington Typewriter Com- 
pany in Boston report that during the month of 
November they broke all previous high records 
for that month by 47 per cent. 

> 


The Old Colony Trust Company, one of Bos- 
ton’s most notable banking institutions, have 
just moved into their new bank building, which 
is acknowledged to be one of the most complete 
banking buildings in the United States. Upon 
their removal to their new quarters they pur- 
chased nine of the new model No. 10 Reming- 
ton typewriters, making their typewriter equip- 
ment at the present time eleven of the new 


model Remingtons. 
* 


Ayres, sub-manager of the Boston of- 
temington Typewriter Company sta- 
Worcester, Mass., recently visited 


B. W. 
fice of the 
tioned at 





headquarters. Mr. Ayres announces that he 
has started the building of a home of his own 
in Worcester, which will be completed before 


spring. 
Brooklyn, N. Y. 

On November 24th Manager J. S. Stewart, of 
the New York office of the Royal Typewriter 
Company, carried into effect one of his char- 
acteristic business-getting ideas by concen- 
trating his entire sales force on the Brooklyn 
territory. For that one day every Royal man 
was given a slice of Brooklyn and told to work 
it hard for prospects. Unmindful of the driz- 
zling rain, the boys gave Brooklyn a fine-comb- 
ing that it isn’t likely to soon forget, and the 
results netted a number of orders and many 
good prospects for the regular Brooklyn sales- 
men to close at later dates. 


Buffalo, N. Y. 


The local office of the Remington Typewriter 
Company enjoyed a visit last month from Ralph 
C. Stevens, the Wahl adding machine expert. 
Mr. Stevens reports that he was much pleased 
when he heard what a fine business the Rem- 
ington boys in Buffalo are doing on the Wahl 
adding attachment. A number of them, in- 
cluding Manager Davis and Messrs. Bacon and 
Spencer of the selling force, are making a 
splendid showing on the sale of the Remington 
with the Wahl attachment. 

oa * = 

C. H. Hunter, advertising manager of the EI- 
liott-Fisher Company, was here for a day last 
month on his way to Canada. 


Chicago, lil. 

S. H. Farnham, specialist on the Remington 
billing and adding machine, recently spent sev- 
eral days in Chicago and was delighted to note 
the vigor with which the local office of the 
Remington Typewriter Company is pushing the 
sale of the Remington billing machine and the 
Wahl adding attachment. 

* * « 

The Chicago office of the Remington Type- 
writer Company last month smashed all records 
in typewriter sales, and when it comes to the 
smashing of individual records just ask Norden, 


Bremer, Brown, Bushnell, Babcock and a few 
of the other Remington champions. 
. - . 
John A. Guest, formerly cashier at the St. 
Louis branch of the Hammond Typewriter 


Company, has been transferred to the manage- 
ment of the company’s Chicago branch Mr. 
Guest is a young man of exceptional ability in 
the typewriter business, and having displayed 


that ability at St. Louis, has well earned his 
promotion, 
* ¢ @ 
G. F. Watt, general manager of the Elliott- 
Fisher Company, spent a week here the early 


part of December and reports business as great 


all over the country and says the company took 
more single orders in November than any other 
month in the history of the company, as well as 
recording some very large sales. 

. . . 


The Chicago office of the Smith Premier Type- 
writer Company gave a dinner recently 
brate the increase of business, which amounted 
to 133 per cent as compared with a year ago, 
and was certainly a remarkable record Gen- 
eral Manager Dyer of the home office was mak- 


to cele- 


ing a western trip and attended the dinner at 
the Great Northern hotel with the Chicago 
sales force. More than twenty were present. 
Mr, Dyer complimented the force on the splen- 
did work done 
> * + 

T. S. Martin, manager of the Chicago office 

of the Blickensderfer Typewriter Company, was 


recently called away to attend the sick bed of 
his mother in Pennsylvania. She has been ill 
for some time, but a change for the worse ne- 
cessitated his attendance. 

> * * 

B. D. Underwood, one of the largest 
in typewriters in the west, was recently in New 
York. He spent a day at the Underwood fac- 
tory at Hartford and then came on to New 
York He expected to pay Boston a visit before 
returning to Chicago. 

> 


dealers 


* * 
Myers, for the past five years salesman 
Smith Premier Typewriter Company’s 
Chicago, recently returned to work 
after an illness of several months. The rest. 
necessary during his convalescence has done 
him much good, as he looks better than he has 
for a number of years. Since his recovery he 
has already turned in splendid business to the 
Chicago office 


A. A. 
for the 
office at 


* * 7 
Miss Alice M. Owen, one of the special touch 
typewriting demonstrators for the Smith Pres 
mier Typewriter Company, spent about three 
weeks in the territory of the Chicago office giv- 
ing demonstrations to schools. Her efficiency 
as an operator was of great interest not only 
to school proprietors, but also to students nd 
the Chicago office is much pleased by her work 
* * . 
The Monarch Typewriter Company in Chi- 


cago have moved their offices from 25 Ma 
street to much larger quarters at 5 
dolph street The new office occupies 














click-click-clickety- 
click-click-clickety- 
click-click-click- 

click-click-clickety- 
clickety-click-click- 
click-click-clickety- 


STOP IT! 


Have a quiet office. Your typewriters 
make most of the noise. The hammer- 
ing of type against platen is the cause of 
it. Exchange your old-style platens for 


The Miller 
“Noisless” 


Typewriter Cylinder 
(Patented) 

The Miller is so made that it is semi- 
elastic—has not the hard unyielding 
wood core of the ordinary platen. The 
type blow is distributed, so reducing the 
sound that you can’t hear the machine 
ten feet away. 

And then, in addition toa quiet office, 
this easier running means better work 
lived ribbons, type and 


and longer 


platens. 


The Miller ‘‘Noisless’’ Cylinder does not 
become hard and slippery. The paper 
always feeds perfectly. Just enough and 
not more ink than necessary is taken 
from the ribbon. The type 
battered against an unyielding surface. 
The platen itself wears twice as long. 


is not 


This extra service makes the Miller far 
cheaper than the ordinary kind. And 
considering also the extra value of its 
numerous advantages you can’t afford 
to be without it. 


Made for all leading machines. 
Write for descriptive circular, dealer’s 
name and prices. 


The H. G. Miller Company 


121 Opera Place CINCINNATI, OHIO 


WANTED—Live dealers, repair men and Al typewriter 
salesmen everywhere to sell Miller ‘‘Noisless’”’ Cylinders. 
We are advertising to the business men throughout the 
country—are ae tg § aye the advantages and economy 
of Miller Cylinders. e turn over local inquiries to you 
and help you in every way. Here is the chance for a wide-~ 
awake man in each section and town to turn this pub- 
licity into dollars. The chance to get into a great propo- 
sition at the start and make ever-increasing profits in an 
unlimited field. Write for our offer today. 
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TYPEWRITER NEWS—Continued. 
four times as much space as the old one. The 
Repair Department and General! Offices are now 
all on one floor, making it very convenient. 
The old office contained two balconies on two 
separate floors—a very unhandy arrangement; 
in the new location the repair shop and office 
are on the same floor They have the largest 
and the best ventilated and lighted repair shop 
in the city of Chicago. The business office is 
larger than both the repair shop and office of 
the old location. The shipping facilities of the 
new office are far superior to those in the old 
location. 

= = > 

L. B. Wychoff, manager of the Chicago office 
of the Monarch Typewriter Company, made a 
flying trip to the Home Office in New York city 
recently. Much concern was felt in the Chi 
cago office on account of the receipt of a tele- 
gram from the home office stating that Mr 
Wyckoff was in the Twentieth Century Lim- 
ited wreck and inquiring if the Chicago office 
had heard from him. Mr. Wyckoff turned up 
safe about four hours late, having been de- 
tained on account of the wreck. 

” * 


Otto J. Carow, a former member of the 
School Inspection at the Monarch Typewriter 
Works, and later a salesman in the Chicago 
office, has been placed in charge of the Bur- 
lington, Iowa, office, succeeding W. E. Levins. 

. *~ ~ 


E. W. Paterson, formerly a salesman for one 
of the leading typewriter companies, has joined 
the Monarch force in Chicago. 

~ a _ 


Messrs. L. L. Larson and Robert Reeb, re- 
cently with one of the leading typewriter com- 
panies, are now members of the Chicago sales 
force of the Monarch Typewriter Company. 

= > » 


H. M. McKenzie of the Chicago office was the 
high man in the entire Monarch organization 
for the month of November. When one stops 
to think of the number of men in the Monarch 
organization, he will realize what being the 
highest man means. 

* ~ * 

The Chicago office of the Monarch Typewriter 
Company broke all records for the month of 
November. They sold more machines than 
were ever before sold by the Chicago office 
in a month. They collected more money than 
was ever before collected during the same 
period of time. 

Cincinnati, O. 

R. D. MagGuffin, manager of the local Royal 
Typewriter Company’s office is this month 
wearing the president’s prize pin for the No- 
vember basiness, which surpassed all other of- 
fices. 

* * = 

Manager Edwards of the American Writing 
Machine Company's office put in a vacation dur- 
ing the Christmas holidays at his old home in 
Kansas City. 

+ * > 

Manager Harton of the Underwood Company 

is wearing a satisfied smile at the way orders 


PLTROIMU, . 





ROYAL’S CHRISTMAS WINDOW IN 
DETROIT. 


keep pouring in. The last half of December he 
Says exceeded expectations 
* 7 

The local managers were very generally out 


of the city during the Christmas holidays 
Cleveland, O. 

The Cleveland office of the Remington Type- 
writer Company have engaged the services of 
Cc. K. Hendricks to travel for them in their 
Zanesville territory. Mr. Hendricks will make 
his home in Zanesville, and has already made a 
good start in his new field. 

Columbus, O. 

W. E. DeRango, the Remington representa- 
tive in this city, closed up a tremendous busi- 
ness last month—the greatest ever in the his- 
tory of this territory. Naturally Mr. DeRango 
is pleased, and so is Mr. Hightower, the man- 
ager of the Cincinnati office of the Remington, 
of which office Columbus is a sub-branch. 

Dallas, Tex. 

H. M. Cammack assumed charge of the local 
Elliott-Fisher office here on December 15th, H 
S. Brooks, the former manager, having resigned. 























in the World 
Making a Specialty of 





Typewriter 
Ribbon 


and 


Spools 





Our Specia.ties 


“*Solid-hub’’ Under- 
wood Spools (Pat.) 

Decorated or Plain 
Boxes—square, flat, 
round or oblong styles. 


Decorated or Plain 
Spools—all sizes. 
Special Ribbon Spools 
for all machines. 


WE CARRY IN 
STOCK FOR 
, IMMEDIATE 


Underwood s 


—various styles. 


Lithographed Boxes— 
stock designs. 


Lacquered Boxes and 
Spools—all sizes. 


If you are interested in 
either spools or boxes, it 
will pay you to write us 
for samples and prices. 


i “+ i —_— 
oat BERD le ie ABP AP AEA AAP AP AE OP 


me DECORATED METAL M aif 

: HA ONLY EXCLUSIVE RIBBON SI MAK 9 } 

“S 196-198 Degraw St., BROCKLYN*, 
: NEW YORK, U. S. A. 



































Reduces Overhead 
Expense 


by increasing your business at no 
additional cost. 

@ This machine will turn out from 8,000 
to 10,000 actual typewritten letters a 
day—the cheapest and most productive 
means of securing new and increasing 
old business 

July «‘Advertising and Selling’’ tells of 
a ten million dollar business built up 
without a traveling salesman—simply 
sending out circular matter. Read it 
and see where The Writerpress will 
help you. 


JOB PRINTING 


G@ THE WRITERPRESS does actual 
printing from all kinds of type, cuts, 
electros, etc Will do most of your 
office printing at one-half cost 

Write for full information and samples 


of tts work 


The Writerpress Co. 
181 Writerpress Bldg., Buffalo, \. Y. 


New York Office, 302 Broadway 
Chicago Office, 215 Dearborn St. 






















A GOOD SELLER 


Because every busi- 
ness man needs to 
keep track of every 
minute. 
rhis clock on his desk will 
enable him to doit. It can 
also be used at home or car- 
ried about when he travels 
Corr ct Time-Keeper, in 
a three inch square crystal 
glass case, retailing at $1.50 
In a cut glass case and porcelain dial at 
$2.50. Trade prices allow generous profit. 


H. D. PHELPS 
37 Beaver St., Ansonia, Conn 
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TYPEWRITER NEWS—Continued. 


Davenport, fa. 

J. D. Bayless, an Underwood salesman at Ce- 
dar Rapids, Ia., has been transferred to Daven- 
port, where he has become city manager. 

Denver, Colo. 

The local office of the Remington Typewriter 
Company report the employment of a new sales- 
man, W. A. Norris. He has been assigned to 
the city of Pueblo. Pueblo and the surrounding 
country is a strong Remington territory and 
everyone feels sure that Mr. Norris will enjoy 
a splendid success in his new field. 

* 7 > 


Manager Anderson of the Denver office of the 
Remington Typewriter Company made a trip 
last month over that portion of the Denver ter- 
ritory which includes the important mining dis- 
tricts A number of highly important deals were 
closed on this trip. Business conditions were 
found to be exceptionally favorable, and while 
the business of the Denver office for 1909 is the 
biggest in its history, the outlook for 1910 is 
even more encouraging. 

Des Moines, Ia. 

E. E. Voigt, who has been looking after the 
interests of the Remington Typewriter Company 
in the southeastern part of the state of Iowa, 
has been transferred to northern Iowa and will 
hereafter make his headquarters in Fort Dodge 
Mr. Voigt has been doing a very satisfactory 
business. 

* * > 

Henry Tripp, formerly a repairman for the 
B. F. Swanson Company, has taken a selling 
position with the Royal Typewriter Company 

. + . 


W. S. Richards, for many years a salesman 
and repairman for the Oliver in St. Louis, has 
been traveling out of Des Moines recently as an 
independent repairman. He is accompanied by 
his family and states that he is going north, 
where he intends to homestead and try the sim- 
ple life. 

* > . 

Charles W. Fisher, formerly connected with 
the Barr-Widen Mercantile Agency at St. Louis. 
Mo., has entered the employ of the Remington 
Typewriter Company at Des Moines, Ia., taking 
up the work on the Burlington (la.) territory 

. . > 


B. F. Swanson, president of the B. F. Swan- 
son Company, stopped at Des Moines recently 
on his way to Omaha after a trip to Syracuse 
and other eastern points. While in Syracuse he 
visited the factory of the L. C. Smith & Bros 
Typewriter Company, for which his firm are dis- 
tributors for lowa, Nebraska and part of South 
Dakota 

Detroit, Mich. 

A new salesman of the Remington typewriter 
office in Detroit is Raymond A. Pyle, who has 
been assigned to the east city territory in De- 


troit Mr, Pyle has a record as a typewriter 
salesman which affords a good promise of what 
he will do with the old reliable. 

* * 


Howard Hammitt, manager of the Remington 
typewriter office in this city, recently returned 
from a short visit to the home office in New 
York. He was enthusiastic when he left, and 
has been even more enthusiastic since his re- 
turn, having heard at the New York office of 
the splendid achievements of his brother Rem- 
ingtonians in all parts of the world. 

& * 7 


During the past month the Detroit office of 
the Remington Typewriter Company have closed 
up a number of important transactions involv- 
ing the sale of Remington typewriters equipped 
with the Wahl adding and subtracting attach- 
ment 

* « * 

Manager ‘‘Billy’’ Mills of the Detroit branch of 

the Hammond Typewriter Company is a busy 


man these days, and, from reports received, 
nights, too. ‘Billy says that a brand new 
young lady who recently arrived at his resi- 
dence wakes him up in the ‘‘wee sma’ hours’’ 
practicing for the grand opera stage 
ear er 
Manager Mills of the Detroit brancl the 
Hammond Typewriter Company, states that the 
typewriter business in Michigan is excellent 
and prospects bright. The Michigan offices show 
in increase of fifty per cent over last yeat 
* « . 
H. H. Piper has recently joined the se ng 
force of the Detroit branch, the Hammond 
Typewriter Company He was assigned to 


Northern Michigan territory. 
* « 7 


Ww. J. Mulligan has also recently joined the 
selling force of the Detroit branc! the Ham- 
mond Typewriter Company. He has a promis- 
ing future in Northern Ohio. 

* 7 > 
G. F. Watt, General Manager of the Elliott 


Fisher Company, visited A. S. Champion, loca 
manager here, the early part of December 
ee ee 


R. E. Ashley, for Northeastern Indiana ter 
rv of Detroit branch, the Hammond Type 


writer Company reports an excellent month's 
business 
> > * 
During November a chapter of the Joval 
League of the Royal Typewriter Company was 


organized at Detroit, Mich with the following 
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Typewriter Demon- Comptograph Adding Machine 
strating Stand. on our Stand. 


IDEAL 
Tubular Stands 


complete the usefulness and convenience 
of such office appliances as adding ma- 
chines, typewriters, envelope seal- 
ers, stampers, letter duplicators, 
coin counting, changing and as- 
sorting machines, laundry mark- 
ers, phonographs, dictation and 
transcribing machines, letter cop- 
lers and other office appliance 
machinery. They are compact, sanitary, 
stronger, lighter, more rigid, and in every 
way superior to any other kind of stand 
for business office use. 

49 They are made of cold-drawn, seam- 
less, steel tubing, highly finished; trim- 
mings nickel plated and feet are equipped 
with easy revolving casters, that will not 
mar the floor, or with nickel plated ball 
feet, or rubber tips 

q The typewriting demonstrating stand, 
shown, has a revolving table top, which 
can be locked in position so as not to re- 
volve, permits demonstrator to show all 
sides of machine without moving from 
one position. Every retailer of these de- 
vices should have them on his floor. 

q If you are interested in a stand that 
will increase the value of your product, 
send us your specifications and we shal] 
be pleased to submit sample with quota- 
tions. 

The cuts herewith show but 3 

of a great variety of Styles. 

4 Our stands are used by most of the 
principal adding machine manufacturers 
and manufacturers of other business office 
machinery. 

For further information and 
catalogue write the 


Fowler - Manson - Sherman 
Cycle Mig. Co. 


Lake and Peoria Sts., Chicago, Ill. 





Typewriter mounted on our Stand. 
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officers: L. M. Norton, Royal Chief; C. S. Bur 
rows, Royal Brave; F. J. Silsby, Royal Scribe 
B | Dr Stevens, Royal Sixty-five. . W. Pet 
and R. Drennan were lected members of the 
Executive Committe Weekly meetings will 
be held regularly, as is the custom of all t 
Roval League Chapters, and much benefit 
expected from the new organization 


Enid, Oklahoma. 


L. W. Ziph, who epresents the Remington 
Typewriter Company in Enid and the surround 
ing territory, is doing very satisfactory bus 
ness 

* + * 

George Ker W ) is made Enid his home 
for several yea iveling out of here for t 
Oliver! Typewriter Company, reports 1 good 
business Mr. i<er W as prosperity wit 
him as sult of ontinual work and plea 
ing personality 

* * 


Typewriter Company) 


The S$ ith-Premie 
a new man in the Enid field in the person of 
Al. Munsey, who knows nothing but Smith 
Premiers in the typewriter line. Mr. Munsey 
was with J A. Zel s, Kansas City manager, 
when that office won tl International Trop 
Cup several years agt 

* * x 

Horney & Sons Enid, are agents fo1 l 
Fox ichine in this locality, succeeding M1 
Stewart who helped to make the Fox wel 
know! n Oklahoma 

— 

R. W Seamans, manager of the L. C. Smitl 
& Bre Typewriter Company's Kansas Cit 
offic paid a visit to Enid some weeks ago 
checking in C. S. Hubbard, who has returned 
to Northern Oklahoma for this company The 
L. C. Smith & Bros. machine is very strong 
in Oklahoma, being one of the machines whi 
occupies 1 foremost place in the regard 


Oklahomans 


Fort Wayne, Ind. 





We egret to report that for the past six 
weeks J. L. Brown, Hammond agent at Fort 
Wayne, Ind., for Detroit branch, the Hammond 
Typewriter Company, has been under the doc 
tor’s car However, Mr. Brown expects to b« 
able to get after business soon. 

Fort Worth, Tex. 

The Lyerly & Smith Company reports that 
Oliver sales were never better than at _ the 
present time, and that the new year promises 
to ex ed past record 

+ * om 

The Underwood which is handled by the 
Typewriter Supply Company, is very popular 
among Fort Worth business men. 

. 2 

N. L. Dibbig, tra‘ ng representative of the 
Oliver Typewriter Company in Western Texas 
reports an excellent Oliver business in his té 
ritory 

Grand Rapids, Mich. 

TI United Stat Typewriter Exchangs 
Grand Rapids, Mik dealers for the Royal 
typewriter, have recently issued a neat littk 
catalogu of typewriter supplies. It is vest 
pocket size and a mighty handy little booklet 
for a usiness man to ave about his desk 

Harrisburg, Pa. 

Elliott-Fisher Companys plant continues 
be swamped witl 1 and is running nig! 
in ord to eep vi the demands. tT} 
asse! g and s ) gz rooms became so cor 
gested th orders that it was found necessa! 
to | ld an emergence frame addition to the 
main | ding r new addition of about 4,00/ 
sq. ft | be used entirely as a shipping room 
and semblir artment will take in t 
old forme ed by the shipping 
partment A great m members of the I 
ott-F sale ganization visited the ger 
era flies ind it Harrisburg befo 
um ng th ho P. V. Gilfillan of Phila 
delp E.G \V Bush of Buffalo, R B 
Busw f Cley Cc. H. Reed of Bostor 
G. H I “Ss I. N. Stephenson and 
w. J. < ev of ¢ ». C, E. Davis of Texa 
G | nm of §S ton, ete.. and F. I 
T istern tative of Office Art 
pli Company 

Hartford, Conn. 

I ( Gormle T of the aligners who ’ 
beer t tl R i ) since May 190 
died N¢é be t in illness of only tw 
da 1 to ast 1d pneumonia 

c Cool ’ t t manager, has been s¢ 
lected - ne of ft ecturers in the Techr 
De t of Hartford Evening Hig 
Si His sul Shop System and <A¢ 
counting 

i. ith a 

I H ford Yo Men’s Christian Associa 
tior xtended the « seies of the building to 
the male employees the Royal on Thursd 
ever! November 18t About 300 of them 
att l and had ery enjoyable time using 
the ! isium bowling alleys, pool roo 
bat! wimming pool. ete 

Ilion, N. Y¥ 

The Remington typewriter works in Ilion now 
hay i ranch track from the West Shore Rail 
road running directly into the factory grounds 
This private track is a part of the system 
of be ments now under way at the factory 
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“A Leader tor Years and 


known the world over, Whe 
LITTLE’S “SATIN FINISH” 
Always uniform, 
A “LITTLE” 


Distributing Offices: 

For London and the Continent: 

/ For Australia: Stott & Hoare, 

New York Office is a spacious ground floor at 28 

ost € quipped office n the world devoted 
Purchasing Agents always welcome 





= 





Cccccccansaammatessssh) 
LIT Tl.e’sSsSs CARBON PAPERS 


as a synonym for quality are represented in the well-anown brands 


é6 ‘ 
COBWEB’’——“*SATIN FINISH” —=<="“GOLD SEAL” 

rever ‘Typewriters are used, always the same 

and 

ifford the ~ ge degree of satisfactory service under all conditions. 

; AGENCY IS A BIG BUSINESS ASSE 

A. P. LITTLE, Main Office and Factory, ROCH 

Branch Offices: New York, Philadelphia, Pittsburgh 
For Chicago and the West: 
Wm. Hoare & Co., 28 


soiely to Typewriter Supplies. 


~th 


A Leader To-day as Well” 


“GOLD SEAL” RIBBONS 


ET 

ESTER, N. Y., U. Ss. A. 
Cleveland, Washington, D. C. 
Rockwell-Barnes Co., Chicago. 

) Basinghall St., London, E, C. 
426 Collins St., Melbourne. 

Broadway, Cor. Reade St., the largest, finest and 
Deaiers, Typewriter Men, 
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CARBON PAPER FACTS 


THE QUEEN OF HEARTS 
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Say oti we 





We have no hesitation in claiming that this 
is the most attractive line of “‘high finished’”’ 


typewriter carbon paper ever offered. 


Write for samples and particulars. 


MANIFOLD SUPPLIES CO. 


Brooklyn, New York 
O. G. DITMARS, Vice-Pres. 


188-190 Third Ave. 
A. L. FOSTER, President 
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in Ilion, the purpose of which is to increase 
greatly the capacity of the Remington plant 
Joplin, Mo. 
The Joplin Typewriter Company, H. M. Wil- 


liams, manager, have recently taken on the 
Royal agency and are meeting with consid- 
erable success in this locality. Their territory 


reaches as far east as Springfield, Mo 
. . * 


John L Williams, who has been connected 
with the L. C. Smith & Bros. Company here, 
has gone to Springfield, Mo., and is now de 
voting his sole attention to the Royal 

* * * 


Cc. B. Whitney, manager Smith-Premier Type- 
writer Company, reports a fine December busi 
ness, especially from his Southeastern Kansas 
territory 

. * . 

O. J. Thacker, who came here three months 
ago to take charge of the Remington interests 
in this district, reports the best business he 
has ever enjoyed. Since his arrival there have 
been more Remington machines sold here than 
during the six months prior, and that’s “going 
some.”’ 

* + © 

H. C. Hoover of the Underwood is keeping 
the trail hot this cold weather and he certainly 
knows how to keep all his competitors busy on 
the quarter stretch. 

+ = * 

Typewriter conditions are better in Joplin 
and vicinity at this time than for many months 
Evervone is doing a good business and the best 
possible spirit seems to exist between all sales 
men, 

Kansas City, Mo. 

It was a pleasure to the Kansas City office 
of the Smith Premier Typewriter Company to 
have with them for several days the genial 
Frank E’vans from Syracuse, assistant secretary 
of the Smith Premier Company. His presence 
always serves to cheer up and enthuse everyone 
connected with the office. Mr. Evans spent 
the greater part of one week in visiting the 
commercial schools in and near Kansas City, 
having Miss Alice M. Owen give demonstra 
tions of typewriting which were very interest- 
ing and instructive to the many students and 
greatly appreciated by them. They exhibited 
great interest and enthusiasm over the inter- 
esting and especially accurate demonstrations 
made. = 2 

W. J. Pickering, for seven years with the 
Smith Premier Typewriter Company, has re- 
signed his position to take up the organization 
of an insurance company in the state of lowa 
Mr. Pickering was always an unusually success 
ful salesman of the Smith Premier and may his 
success be equally good in his new undertaking 

* * > 


On the 26th and 27th of November, the Mis- 
souri Valley Teachers’ Association had its con- 
vention at St. Joseph. Mo., which convention 
was largely attended. Much interest was shown 
in the Smith Premier exhibit of Model 10's 
with special checkwriting type and Smith Pre- 
mier billing machines Miss Alice Owen also 
gave interesting demonstrations of touch type- 
writing on the Smith Premier which was a 
revelation to many in point of accurate and 
beautiful work 


> o z 
S. H. Farnham, one of the Wahl Adding Ma 
chine experts of the Remington lypewriter 
Company, included this city in his recent itin 
erary and received a great welcome from the 
Remington boys in Kansas City who re al 


of them enthusiastic over the Remington-Wahl 
machine 


* a + 
All of the Remington typewriter boys in the 
Kansas City territory did big things last month 
but the king pin of them all was probably T. §S 
Handley The ‘‘machine a day” class is the 


it 


aspiration of most typewriter salesmen, but this 
class does not satisfy Mr. Handley—it is the 
“two machine a day” class for him He is 
in it now and he expects to stay in it 

* * 

Nat I. Brown, who recently joined the sales 
force of the Hammond Typewriter Company's 
Kansas City branch, turned in several orders 
in the first three days Mr Browr s big 
physically and otherwise, and is always up and 
doing 3 

The Hammond Typewriter Company's Kansas 
City branch makes the claim that the head of 
their shipping and adjusting department, Harry 
E. Hammel, is the most popular man in his 
line, none barred. 

* * 





Ex-Governor John P. St. John of Kansas will 
have nothing but a Hammond typewriter He 
informs the Kansas City branch of the Ham- 
mond Typewriter Company that he has not 
spent one cent during the past six years for 
repairs or adjustments. The Ex-Governor likes 
his old machine so well that he will not part 
with it even in exchange for one of the latest 
models 

. * > 

Judge N. H. Woodson of Liberty, Mo., re 
cently traded in Hammond typewriter No. 2081 
for one of the late model No. 12 Hammonds. 
The Judge used this machine twenty-four years 
and informs the Kansas City branch that dur- 
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ing that period of nearly a quarter-century 


slight repairs and adjustments were made only 
twice and that oil was applied approximately 
once every two years Long ago natives came 


from miles around to see the Judge's ‘‘writin 
machine.” 
. > > 

E. C. Rochetts, traveling in Northern Kansas 
for the Hammond, is a new one in the business 
but is making good His idea of selling is a 
signed order before every sunset. 

> . . 

E. E. Purcell is a new salesman with the 
Kansas City office of the Royal Typewriter 
Company 

Knoxville, Tenn. 

The Myers Manufacturing Company, of Knox 
ville, Tennessee, have recently signed a con 
tract for the local representation of the Royal 
typewriter. L. W. Snell, the manager, is mak- 
ing extensive plans and arrangements for an 
active campaign throughout his territory. He 
has recently removed to a new location, which 
is said to be the best typewriter location in 
Knoxville, and has put up some elegant new 
signs 

Los Angeles, Cal. 

The accompanying cut shows the office and 

selling force of the Los Angeles’. branch 


of the Royal Typewriter Company. The 
names of those whose likenesses appear 
in the picture are as_ follows: Reading 











THE ROYAL AT LOS ANGELES. 


from left to right: James D. Hoey, manager; 

C. F. Boswell, F. F. Baker, E. E. Thornton, 

Miss Adam, Miss McGeary and D. J. Lynch, 

manager of the Royal Typewriter Company's 

San Francisco office. 
* + 

S. H. Farnham, Remington specialist on the 
billing and Wahl adding machine, recently made 
a trip across the continent and return, Los 
Angeles being his last port of call. Mr. Farn 
ham reports that there is a fine field for the 
Model 11 Remington with Wahl Adding At 
tachment in the Los Angeles territory, and that 
the Remington boys in Los Angeles are hust- 
ling with splendid results 

. > * 

Cc. M. Turton, the original typewriter man of 
Southern California, will, if all reports aré 
true,. join the Millionaires’ Club, in the neat 
future Mr. Turton is extensively interested in 
mining properties about Nevada and California 
which are producing excellent results. 

7 > > 


R. E. McGinty, of 135 South Broadway, Los 
Angeles, is doing a general repair business and 
reports business good. 

* * > 

D. J. Lynch, manager San Francisco office 
of the Royal Typewriter Company, paid Los 
Angeles office a visit of several days, during 
December Mr. Lynch reports business excel- 
lent in San Francisco and vicinity. 

. . > 


H. ©. Baker, president Baker Hoey Type- 
writer Company, has added an inspection de- 
partment to his business, and engaged six ad- 
ditionai repairmen. 

. . 

Ralph Brown, manager Typewriter Empor- 

ium, 140 South Broadway, is going to move 
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“A BETTER ARTICLE” 
QUEEN OF HEARTS 









TYPEWRITER RIBBON 


We have worked for two years to pro- 
cure a cloth and an ink with which to 
produce an inked Ribbon for Typewriter 
work, different entirely from the ordinary 
Typewriter Ribbon, worthy of a big selling 
effort and sure to please, not twenty-five or 
fifty per cent of your prospects, but 


EVERY ONE. 
A QUALITY RIBBON AT A QUALITY PRICE 


Tell us the machine and color and we will 
send you a sample Ribbon. 


MANIFOLD SUPPLIES CO. 


A. L. FOSTER, President 0. G. DITMARS, Vice-Pres. 
188-190 THIRD AVENUE, BROOKLYN, N. Y. 





























08 OFFICE APPLIANCES 





TYPEWRITER NEWS—Continued. 








~~ a es ead aa January Ist, to a new location, furthe south 
Expressing thanks to our cus- | t+ ‘ | 
. ° eee te Mercantile’ Ph tg 1 aa eee 
tomers for their orders In the reports “Ro ul a. flouris — al d s il 
|} ranging to move to roadway, ire 
past year, we pledge ourselves | g. Haley, of Mext . 2 ge mas folned the ¢ 
: sales force of L. & M. Alexander Co os 
to the same high standard and | igsiet See for the LC Smith & Bros. 
prompt service in 1910. De- FF. Baker, salesman for rebuilt typewriters 
spite a substantial advance in Bae hg mgt ty pg 
| typewriters in Southern Californi 
the cost of rubber we shall NE agg 
. . '* Wellmat Bros. Company, dealé type 
continue the same prices this = hondline o V pe ge I ead - Ip] é re 
° . | Louisville nd surrounding territo! M W « 
WE WORK FOR THE TRADE being made possible by the man has been in the typewrit f 
} something Iike fourteen years u 


EXCLUSIVELY ; ; something like fourteen’ years 
and ship on the day o! receipt of order. increasing volume of our busi- : ‘aia veg a ; 
ur thr ictories ena is to handle | A. #. © mberlain, former is fo 
a a ee ness. Our recovered platens | the Remington at New Orleans, has been trans 
Remington office in the latter cit H has 


Write for ‘The Heart of the Typewriter’’ Book are the same grade as the | taken hold of things with an energ whicl 
| and incre ng hem 


augurs well for continues 
Mi 


AMES & FILSTEAD | new factory product. Deal- | the @1@. Yost saber nt twenty. years igo and hee 
: : been in thi typewriter yusiness evé ince 

108-110 Duane Strect: NEW YORK ers or branch managers, who ES - ™ C- 

1649 Champa Street, DENVER he : | Chamberlain’s own record is an assurance that 
are not familiar with our | Co iecsen be Reaumeeee GM & arent seamteiion 
quality and service, will find | which ‘ihe has done in New Orleans during’ th 


past year 
* * * 





it to their advantage to get | E. L. Cummins, who has acted as manage! 
. ‘ for the Louisville and Kentucky territo for 
| the Smith Premier Typewriter Company has 
acquainted with uS. | resigned his position since he has s ured a 
| very good position with the Packard Mo yr Cal 
| |} Company Mr. Cummins has repre sented the 
—e Smith Premier interests in Louisville for seven 
years 





Macon, Ga. 
w. Ww Heckle, salesman, has resigned his 
position with the Atlanta office of the Royal 
| Typewriter Company and accepted th at of man- 
| ager of the Stanley Business Colleg Macon 
Georgia He retains, however, the anes local 
| agency for the Roval, as he says he cannot give 


We make the best | Ge tele frat love eatirets 
carbon papers and type- ; McAlester, Okla 

The lester Typewriter X¢ cos MecAl 
writer ribbons that can jeter. Oklahoma, tae been | aumeneted Tovai 
dealer for the Royal typewriter un de r the Kan 


— be made, and we sell onlyto sas City. office of the Royal Com rth 
+= dealers. We are the only com- | Sue tien gee oat Bg genet f this exc enced 
y pany in the world that does not [ee eee 

sell either to consumers or to cat- ltted Williams, Jr. the newly a 


alog houses. Think this over and - Re — gt : _ Tynes Jagd 'Soonpan na yg A a 








Memphis, Tenn. 


nat <ing 
decide if this isn’t the sort eens you cific coast. He had charge of two sub-uffices 
one a Sacramento ane he other a ‘resno 
prefer to deal with. of California M1 =. —_ has made pe _ 
} stue or b ingg : ( adt zg acnine work ant 
tinge Ab a a oe one te so marked that 
he was sent to Philadelphia about a year ago 
C b P to look out for this branch of the work Mr. 
illiams is bee ‘ strong producer from ne 
ar on aper and oe ind s honed a aan 7 — ¢ hn 
in his ew territory for the Remingt lype 
e . } write Company 
Typewriter Ribbon Mexico, Mex. 
yp eee Mex 
“The Pink ress aes ein’ Mexico iy “me “ Ameri 
of Perfection’”’ success in these countries wit ee] 
“Blick 


Selling these goods means satisfaction for the a | er mane = r | 
- ' : Andreas Bothe f ilwau isconsin, and 


dealer as well as the consumer. We advise buying Diab. ‘ Upper Michigan manager of the Monarch Typ¢ 
Carnation” but we also make and sell Aurora, Maple oe eens, el ane turn ng me ng 
Leaf, Clover, Diamond and Thin-O Carbon Papers. 3 Upper Michigan and astern, Wisconsin, 
Our typewriter ribbons are made from the best grade of nain- recite or ; all ‘the Monarch branches and 
sook, in all colors, to fit any machine. They are indelible, while on e trip closed some fine deals i 
non-filling and give sharp, clear letters always. the Monarch line — 
Give us the chance to co-operate with you in making CH. Smith. formerly located wit! e M 
waukee offices of the Monarch, has opened the 


your business more profitable. 
C. H. Smith Typewriter Exchange at Gree! 


Miller - Bryant- Pierce Company L ME | Sav. Wis. where he is meeting with great 
Main Office and Factory: AURORA, ILL. Se wi | cess in the sale of the Monarch. 
é HE E | * * * 
“3a ; | J. B. Lanigan, Wisconsin and Upper Michigan 


manager of the L. C. Smith & Bros Typ writer 
| ( company, with headquarters at Milwaukee 
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will soon have a new assistant manager in ths 
person of a young son born a short time ag 
e 


Manager Andreas Bothe of the Milwaukee of- 
fices of the Monarch, attended the annual meet 
ing of the Monarch managers held at Syracuse, 
N. Y., December 27-30 

© * of 

The recently organized Molle Typewriter 
Company with present headquarters at Antigo 
Wis., is now selling stock in various cities of 
Wisconsin More than $8,000 has already been 
disposed of at 25 cents on the dollar. Resi 
dents of Antigo aré endeavoring to secure 
enough of the company’s stock in order that 
the proposed new plant may be erected in that 
city Anton Molle, the inventor of the new 
machine which will be manufactured, is presi 
dent of the company, and S. J. McMahon of 
Manitowoc, Wis., is secretary 

* * * 

The Oliver Typewriter Company has brought 
suit at La Crosse, Wis for the recovery of a 
machine alleged to have been rented to the 
now defunct Sparta Daily Advertiser at Sparta 
Wis. While the adimnistrator of the defunct 
estate claims that the machine was sold out- 
right to the publication, the typewriter com 
pany claims that the machine was not sold 
until the last payment had been made and that 
the rental contract was really a lease by which 
the company still retained ownership. 

* . * 


Milwaukee typewriter men are much in 
terested in the decision of the bankers’ council 
of the Wisconsin Bankers’ Association to con- 
tinue the purchasing department of the as 
sociation started by Secretary George D. Bart 
lett Through this department the association 
combines its orders and members can obtain 
wholesale prices on typewriters, adding ma 
chines and other office equipment. Since its 
establishment by Secretary Bartlett, the de 
partment has been entirely successful. 

* * * 


On the charge of selling a typewriter that 
he had rented, Otto Schueneman, a young man 
at Janesville, Wis., is under arrest. Unable to 
furnish the $500 bonds required, Schueneman 
is confined in the county jail awaiting trial. 
He claims that he simply turned the machine 
over to a party as security for a loan. 


The school commissioners at Eau Clairé 
Wis., have placed an order for a large numbe1 
of Oliver typewriters to be installed in the com 
mercial department of the high school, A new 
mimeograph will also be installed, 

7 > * 

Business so far has been very satisfactory 
in Milwaukee The Monarch has made rapid 
strides in that city and surrounding territory 
December is expected to be the banner month 
of the whole vear, and 1910, in the estimation 
of Manager Bothe, is going to be the ‘‘Mon 
arch” year 

Minneapolis, Minn. 

J. C. Watson, formerly salesman for the Rem 
ington Typewriter Company, is seriously ill 
at his home in St. Paul, on account of the 
serious accident he met with some six months 
ago 

> > > 

Floyd St. John, the manager, and B. F. Bar 
ber, the assistant manager of the Oliver Type- 
writer Company, at Minneapolis, were in Chi 
cago attending the annual conference of the 
company officials in December. 

The Minneapolis branch office of the Oliver 
are very happy over the installation of thirteen 
Olivers in the public schools at Eau Claire, 
Wis Traveler J. E. Moore was the success 
ful salesman 

* * * 

M1 W I. Leary, the Oliver representative 
in North Dakota, who has made such a phe- 
nomenal showing and who was formerly local 


agent it Aurora, § LD stopped just long 
enough to eat his Christmas dinner at Aurora 
* 


Mr. W. M. Fraley, formerly local agent for 
the Oliver at Mizpah, Minn., is now an Oliver 
salesman, and is doing fine, too. 

> os 


J. W. Kennedy has been appointed manager 
of the Remington branch office in this city 
Mr. Kennedy has a splendid record in the Rem 
ington service, having served in various ca 
pacities At the time of his appointment to 
the management of the Remington office in 
Minneapolis he was the assistant manager of 
the Remington branch in Chicago. The Rem 
ington boys in Minneapolis are as glad to get 
Mr. Kennedy as the Remington boys in Chi 
cago are sorry to lose him 

* * + 


The Minneapolis branch of the Smith Premier 
Typewriter Company reports business in that 
territory good and if the number of repeat or- 
ders received can be taken as a _ barometer 
for the Smith Premier No. 10, it will be a 
world-beater 


. * + 
E. H. Schuneman, manager of the Minneap 
Olis office of the Monarch Typewriter Com 
pany, spent Christmas with relatives in Iowu 
Montreal, Canada. 
Cc. H Hunter, advertising manager of the 
Elliott-Fisher Company, was in Montreal the 
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bETTER 
FYONES copier 


Letters, invoices, statements, telegrams, 
etc., automatically copied. 


No Water Required 
No Carbon Used 





New 1910 Model now ready. 





If you are a specialty man, looking for agencies of the 
RIGHT KIND, write us at once as we are placing 
territory daily. If you are a 4ustler, wide awake, alive, 
we can probably do business. 


We also have openings for several Al salesmen 


FRONES COMFANY 


3?1 Broadway, -  - New York 
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THE PIONEERS IN THE BUSINESS 
OF REBUILDING TYPEWRITERS 


Mechanic’s Tools and 


Typewriter Parts 
Supplied to the Trade 


Cylinders Recovered 
All Makes 





‘TYPEWRITER INSPECTION CO. 


317 BROADWAY, NEW YORK. 


ESTABLSHED: ---1892. 











Check the Articles that You Use 


and drop in the mail, but be sure to check 
the articles that you use even if they are 
only leased or on trial 












Adding Machine 
Typewriter 
Phonograph 


Autographic 
Register 

Bill-Lading 
Machine 


Card Cabinet (size) 
Telephone 


Dun or Brad- 
streets Book 


Special Machines 


“As Convenient as Your Favorite Pen’’ 


My business is to locate your Adding 
Machines and Typewriters, your Tele- 
phones, Bill of Lading Machines, Auto- 

aphic Register Machines and Small Card 
ndex Cabinets, your Dun and Bradstreets 
Book, etc, where they will do the most 
good. Will you cut out this “ad” and send 
it tome? That's all I want, but I want 
you to de it now. HENDRICKS. 


Adjustable Table Co. f.0n"s... 








Williamsport, Pa. 


If you don’t know, why not find out 


that the 


DUBELLE 


electric equipment 
for typewriting machines is 
“The greatest time and labor-saving 


device applied to typewriters since 
their invention.” 


Stenographers could, 
Operators should, 
Employers would have 

the attachment if they realized 
what it would do. 

It has no equal—a 
for agents and dealers. 

Write to-day for descriptive 
circular to the sole manufac- 
turers. 


live wire 








DuBelle Company 
U.S.A. 











HANDIEST. FASTEST oe MAA TAIILIT 


ist tans? 
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early part of December, at which t W M 


Marsh, manager of the Montreal aiiies esigned 
and J. §S Fraser, senior Canadian salesman 
was placed in charge Mr. Fraser has id long 
experience with the Elliott-Fisher product and 
a large imount of business has been done for 
the company as a result of his effort He is 
known as a conscientious, hard w hy ind 
his many friends wish him every ess i 
his new position 

Messrs. William M. Hall & Compar repre 
sentatives for the Smith Premie: writer 


advise that the 
r billing 


has cer 


Company at Montreal, Canada, 
fall of 1909 has been a great one 
machine business and the new No 
tainly fulfilled the highest expectatior f every 
one of their salesmen; the billing machine busi 
ness has been the biggest on record Not only 
the billing machine business has been excep 


tionally good, but the regular correspondence 
machine business has also been ahead of any 
previous yea! 

Nashville, Tenn. 


Morrison, formerly Smith Premier man 
Wheeling, W. Va., has been placed in 


B. D 
ager at 


charge of the work of the new Underwood office 
at Knoxville, Tenn., opened by the Nashville 
branch 

> . * 

The Remington Typewriter Compar s pre 
paring to leave the quarters they have occupied 
a long time in the Arcade and wi take a 
prominent space on Church street, one of the 
main thoroughfares. 

* *¢ «@ 
F. D. Simmons, for a number of rs vice 


president of the Draughton Business College 
System, has taken up the management of the 
Nashville branch of the Smith Premier Type 
writer Company Mr. Simmons is not inex 
perienced”’ in the typewriter business and his 
well-known geniality and wide acquaintance 


will no doubt make him a strong factor in the 
business 
. > 7 
The truth of the oft-repeated statement to 
the effect that “the press reflects public 
ovinion is firmly vouched for by Fred Kane, 


Underwood city salesman at Nashville In the 
past mopth Mr. Kane has sold exclusive equip 
ments of Underwoods to the several Nashville 
newspapers 
. * 7 
It is reported that the Myers Manufacturing 
Company, of this city, has closed a deal for 
the agency of the Royal typewriter in Eastern 
Tennessee 
. > . 
most complete repair departments 
in the South is operated by the Underwood 
Company on the second floor of its building 
here Power tools and lathes are used and the 
entire room is roofed with glass, which gives 
it plenty of daylight. Mr. Alfred was sent from 


One of the 


the factory at Hartford to take charge of this 
work 
Newburgh, N. Y. 
Cc. E. Seipel, the local representative yf the 


Typewriter Company ! 
Academy of Music Building, and 
flourishing. Mr. Seipel has 
made a large number of warm friends in the 
short time he has been in Newburgh and has 
demonstrated every day that he is on to his 
job by turning in orders, 
Newark, N. J. 
Jack Kennedy, manager of the Newark office 
of the L. C. Smith & Bros. Typewriter Com 


Remington 
an office in the 
reports business 


pany, paid the New York office of Office Ap 
pliances a visit to wish us a merry Christmas 
and a Happy New Year. He reported business 


as exceptionally good 
New Haven, Conn. 
formerly of the New Yy k offic 
of the Blickensderfer Typewriter Company, has 
recently taken charge of the Connecticut terri- 
tory for the same Company He is having great 
success in his work. 
* 


J A Maher 


> * 

executive offices of the 
Remington Typewriter Company, spent a few 
days recently at the Remington office in New 
raven and in Hartford, during which time he 
put in some effective work in the Remington 
typewriter interests Mr. Rose found that un 
der the hustling management of Mr. Fitch the 
Remington is making splendid progress in the 
Nutmeg State. 


A. T. Rose, of the 


. > > 

office of the Remington 
Typewriter Company is doing some effective 
work in the line of window displays \ irgé 
placard attention to the fact that bot 
Commander Peary on his trip to the North 
Pole and Lieutenant Shackleton who reached a 


The New Haven 


calls 


point within one hundred miles of the South 
Pole, took Remington typewriters with them 
The window is arranged to represent a Polar 
scene, with Commander Peary nailing the stars 
and stripes to the North Pole and Lieutenant 
Shackleton with the British ensign within a 
short distance of the South Pole Both have 


them. Another display to 


placard in reference to the 
use of the Remington by aviators is that of a 
miniature air l 


Remingtons with 
accompany a large 


ship containing Santa Claus and 
a Remington typewriter. 
New Orleans, La. 


A new addition to the Monarch salesforce at 





' 
k 
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New Orleans is J. de Villeneuve, a resident of 
New Orleans Mr. de Villeneuve’s familiarity 
with the French language and the methods of 
the people ought to stand him in good stead 
Mr. de Villeneuve starts out under most favor 
able auspices, and we predict a big success 
for him — ar” 
The Monarch Typewriter Company is offer- 
ing a gold watch to the salesman who produces 
the largest volume of business during Decem- 
ber. It is needless to say that all the boys in 
New Orleans are working hard to capture it. 
* 


New York City, N. Y. 

W. W. Ramer, president of the Wholesale 
Typewriter Company, has again played the part 
of the generous Father Christmas. He has sent 
to all his customers, as well as a large num 
ber of other friends a very handsome wallet or 
bill book in which is an accident insurance 
policy in the North American Accident Insur- 
ance Company for $2,500. All who have re- 
ceived this timely and welcome gift have much 
appreciated it. With the wallet came a finely 
worded letter, the sentiment conveyed in whic! 
was certainly expressive of the kindly feeling 
which animated the donor. 

> * > 


The conditions of the typewriter trade in | 


New York, and from what we can gather all 
over the country are certainly in a most flour- 
ishing state. In several of the offices the sales- 
men are waiting for machines to fill orders, and 


cannot get them, try as they will. All the | 


factories are working full time, some in fact 
overtime, and yet they cannot keep up wit! 


the orders which come piling in. The sales | 


during the month of December have been ex 
traordinarily good, in fact far more than the 
average. Another healthy feature is that one 
does not hear so much about slaughtering 
prices. All the companies seem to be getting a 
better price for their machines, as the allow 
ances are not so large as formerly These re- 
marks apply not only to the domestic trade, but 


to the foreign market, so far as good business is | 


concerned. Export orders are very plentiful. Alto- 
gether it looks as if the ‘“‘bounding times’ of 
a few years ago are with us once again. Let 
us hope so, and that they will long continue. 

. . * 


J. E. Neahr, sales manager of the Underwood 
Typewriter Company, has just returned from 
a fiying trip to Chicago and the Middle West 
He has a splendid story to tell of the prosperous 
outlook for the new year. The demand for 
Underwoods he says exceeds the output, and 
all the offices are on the watch for more ma 
chines. 

- - * 

The results of the three months prize con- 
tests amongst the various offices of the Under- 
wood Typewriter Company’s organization has 
just been announced It began September Ist. 


and ended December Ist The Cleveland office | 


was the winner of the first prize of $400, and 
A. L. Claflin, the manager, will have the pleas- 
ure of dividing this amount among his loyal 
and enthusiastic employees The Providence 
office came second, and Manager H. W. Knopp 
secures for his co-workers the sum of $300 
which will be distributed pro rata among all 
employees in this office. The grand total ol 
machines sold during this contest far exceede 

the most sanguine expectations of Sales Man- 
ager J. E. Neahr. \ great rivalry arose among 
all the offices, and all worked as they had never 


worked before. The following are the per- 
centages Per cent 
Cleveland office. A. L, Claflin, mgr.......... 632 
Providence office, H. W. Knopp, mgr........ 5 


Des Moines office, E. E. Kirkpatrick, mgr.. .567 





Birmingham office, Harris Hurst, mgr..... 64 | 


Baltimore office, F. A. Roseberry, megr..... ) 
Louisville office, M. E. Roberts, mgr.... 42 
Minneapolis office, W. C. Hubbard, mgr......516 
Indianapolis office, W. A. Denver, mer.......515 
Los Angeles office, M. Campbell, mgr........ 506 

M. FE. Roberts of Louisville won the Novem 
ber contest 

* > . 

Cc. V. Oden of the Underwood Typewriter 
Company has assumed the editorship of the 
house organ of the company. the ‘‘Underwood 


News."" Nelson Miller, who has acted in that | 


capacity for many years, has been compelled by 
pressure of other duties to relinquish this office. 
The new editor has every one’s good wishes 
* . > 

Frank Sholes, sales manager of the Monarch 
Typewriter Company's New York office, at- 
tended the Manager's Convention, which was 
held at Syracuse on the 28th, 29th and 30th of 
December The month of December has been 


a good one for the Monarch, Mr. Sholes reports | 


the sales as phenomenal for that month. 

The Columbia Barlock Typewriter Company 
has been enjoying a remarkable period of pros- 
perity during the past few months. The ma- 
jority of these machines go abroad, and the 
demand for them, through Mr. Richardson, the 
European agent, has kept the factory working 
at its highest capacity So far as Mr. Spiro 
can judge there is no likelihood of a let-up in 
the demand for some months at least. 

> > > 


The Elliott-Fisher Typewriter Company are 
now located at 366 Broadway (the Royal Build- 
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KEYSTONE 
RIBBONS ax» CARBONS 


Enable the operator to produce results which 
attain the ideal of the machine manufacturer. 
Something above the ordinary standard of filled 
letters and smutted sheets. 


Our big modernly equipped plant with its com- 
plete facilities for economical manufacture per- 
mits us to put these high standard goods 


IN THE STOCKS 
OF THE DEALERS 


at prices which carry a satisfactory margin of 
profit. . The quality insures the dealer the reorder. 


Write for samples and prices, and you will under- 
stand why many of the livest houses in the world 
are handling Keystone brands. 













KEYSTONE CARBON PAPER MANUFACTURING CO. 


Franklin, Penna. 
26 Broadway 





Home Office and Factory: 
New York Office: $3 








102 


DEALERS — We have 
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a larger assortment 


of all makes of machines than ever. 


Going to give special prices this month. 22+! 
:, Select your stock now, orders filled promptly. 7). 


B. D. UNDERWOOD TYPEWRITER EXCHANGE 


22 tLe Gaelic Street 


Chicego, tlt.,U. B.A. 








The Only Genuine 


PEN CARBON 





paper is made on 7 |b. paper and carried 


black, blue and 


I in stock in size 20 x 30 

purple. 

N This is the only really satisfactory and 
successful Pen Carbon for making per- 
fectly clear copies of pen and ink writing 

(j ——using any pen, any ink, any paper. 
Made in three grades of sensitiveness: 

Sensitive, for light 

F using soft pen, or one to size copies 

p with Manifold Pen 


Medium Sensitive, for general 
one or four copies. 


1. Extra writing, 


i) 


use, 


3. Hard Sensitive, for use with Manifold 


Pen, one or two copies. 


DEALER 


-when once used _ its 


You will have a ready 
sale for this pen carbon 
paper superiority 
over all other brands is too self-evident to 
be set aside. 


Be known as the man who handles “‘The 
finest pen carbon paper I ever saw.” It 


will pay you a good profit. 





Samples and prices on request 


PEN CARBON MANIFOLD CO. 
New Brunswick, N. J., U. S. A. 














“RIGHT IN SIGHT 
TO WRITE” 





With a DUDLEY No. 6 COPY 
HOLDER attached to your type- 
writer, copy is “right-in-sight-to 


write’. This makes following and 
comparison easy—error uncom 
mon Light weight but rigid. 
The name Dudley covers a lot of 


office helps that you need. Sup- 
for desc riptive 


Now is the 


pose you write 
circular and prices. 


time 


DUDLEY MFG. CO. 
MARION, OHIO 


best 











Our new book 
to avoid the snaris 


of this excellent book. 
FINDIT THE“ 
EVER MADE. 


»ound for desk use. 
THIS BOOK BY 
FOR ONE YEAR. 








Collect Your Old Accounts 


And still retain the friendship of your customers. 
to get them to pay up and keep on giving you their business 


Collection Letters 


and losses that too often result from letters which look right and sound right to their 
writer, but which turn out to be highly offensive to their recipient and cause him not 
only to refuse to pay but to take his patronage elsewhere. You can increase your own 
personal pulling pose as a collection writer by 1,000 per cent. by taking advantage 
READ THIS BOOK BEFORE YOU WRITE ANOTHER 

DUNNING LETTER AND WE ASSURE 
UICKEST ACTION" MOST PROFITABLE INVESTMENT YOU 
The autbor of this book is himself a master in the art of writing 
letters that produce the desired result and for years has made a study of the princi- 
— of successful writing of dunning letters. 
A REMITTANCE OF $1.00 WILL BRING YOU A COPY OF 

RETURN MAIL, 
Modern Methods is a monthly magazine for business managers, 
office, factory and sales managers, department heads, buyers, head bookkeepers, and 
men on the way to such positions. Six years old, nearly 50,000 such men have become 
subscribers and more are coming every day. If you are already a subscriber you may 
have your subscription extended one year. Ms 
for a year’s subscription to Modern Methods and a copy of your book COLLECTION 
LETTERS, by Markel, by return mail and prepaid. 


MODERN METHODS MAGAZINE, Ii! Woodward Av., Detroit, Mich. 


Learn how 


tells you how 
andentanglements 


YOU THAT YOU WILL QUICKLY 


The book is standard size and well 


AND MODERN METHODS MAGAZINE 


e your order read, ‘‘Herewith $1.00 


Address 
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ing) where they occupy a whole floor 4 fine 
room overlooking Broadway is devoted to the 
purpose of a demonstration. Adjoining are the 
various offices of the officials, the carbon and 
ribbon department, school of instructior ind 
positions, repair and shipping department, and 
offices of the Bennett typewriter. The mont! 
of December has been a very prosperous one 
for the Elliott-Fisher Company and the ttl 
Bennett typewriter is making a host of friends 
all over the world, 

. > ia 

Cc. V. Oden, who has charge of the school 
department of the Underwood Typewriter Com 
pany, attended the convention of the Nat i 
Federation of Commercial Teachers, whik was 
held Christmas week at Louisville K He 
took with him to the convention the der 
wood demonstrators, Blaisdell Coomes Miss 
Wilson ind Miss Hoffman 

* 7 7 

J. A. Zellers, who has recently taken irge 
of the New York office of the Smith Premier 
Typewriter Company, seems much pleased w 
the largs imount of business that he has 
ceeded in transacting during Decembe! E 
thing is working very smoothly, and the pros 
pects for the new year are of the brightest 

* * * * 

The cit salesman of the Royal Typé 
Company cently presented the city sale n 
ager, J. S. Stewart, with a handsome ship’s 
clock M1 Stewart is fond of the s« ind 
possesses a launch in which he take great 
pride On the morning of the presentation 
every salesman as he approached Manage! 
Stewart seemed to take a delight in grasping 
himself around the hips with both ind ind 
taking a reef in his trousers. The rea was 
soon apparent, when they produced this beau 
tiful brass clock It will go in any position 
strikes the regular ship’s bells every half hou 
and has ma other advantages, whi ynly 
a full-fledged mariner can appreciate As soon 
as the weather permits the clock will adorn 
the launcl meanwhile the Royal salesmen are 
timed in their matutinal attendance not 
the commonplace hours and minutes but by 
the regular sea-going nautical ship’s b 

. a 

The R 1 Typewriter Company's New Y 
office have sed up the largest mont I 
ness in t story of the company Every 
salesman, encouraged by Sales Manager Stew 
art, has done his level best, and the fir ! 
sults have more than justified expectat 

. 7 * 

J. H. McDowell, manager of the Oliver Type- 
writer Company's New York office attended 
the annual convention of Oliver managers in 
Chicago during the last week of the \ 

* . 2 

F. W. Groby, manager of the Wal Adding 
and Billing Department of the office the 
Remington Typewriter Company in New Y<« 
made a flying trip to Philadelphia a few 
ago in tl interest of a very large transa< I 
Since Mr. Groby has had charge of ‘ Z 
department r the New York City offi 
sales of billing machines have increased I 
month to mont} until today there a vice 
as many Remingtons being sold for pecial 
purposes in New York as any time pre US 
Mr. Groby states that over half of the ma 
chines sold for billing and statistical purposes 
are equipped. with the adding attachment 

> * > 

The holiday window display of the Reming- 
ton Typewriter Company at 325-327 Broadway 
has attracted much attention and favorable 
comment It consists of a large wreat n 
each window, in the center of whit is a pic- 
ture of the new Model 10 Remington typewriter 
Surrounding this machine inside the wreath 
are the words “An <Appropriate ( stmas 
Gift.”’ 

* * a. 

The New York office of the Remington Type- 

of 


writer Company had the pleasure recently 
a visit from L. N. Caswell, the manage! 
New Orleans office of the company. 

> t * 


E. K. Stephenson, general manager ’ 2 
Hammond Typewriter Company, during the 
month made a visit to all the western branches 
of the company He reports that the business 
of his company in the middle and far West is 
in a most flourishing condition 

+ . 

G. H. Seward, representing the billing de 
partment of the Remington Typewriter Con 
pany, New York, addressed _ the pupils of 
Eagan’s Business College of Hoboken on De 
cember 2nd on the subject of commercial bill 
ing and the advisability of making a special 
course of it in business colleges. Mr. Seward’s 
address was listened to with great interest by 
both the faculty and the students 

* o * . 

The monthly salesmen’s prize in the New 
York office of the Royal Typewriter Company) 
was won for December by John F. Nubel, wit! 
a percentage of 155. Mr. Nubel is one of the 
oldest salesmen, in regard to term of employ 
ment, connected with the New York office He 
has a down-town territory, including a portion 
of Nassau, the busiest and most crowded thor 
oughfare in New York city Mr. Nubel is an 
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ex-Royal Chief of the Royal League, and al 
ways ranks among the leaders in respect to 
business getting 

> * * 


Che Hammond Typewriter Company = ar‘ 
about to se their prett and popular young 
typist Miss Anna Fisk Her engagement to 
Edward Herzberg has been announced and Mr 
Herzberg to be congratulated Miss Fis! 


has been private stenographer to the presi 
dent Jas. B. Hammond 
=. 2 

Raymond P. Kelley the new head of the 
school department of the Remington Typewriter 
Company recently returned from a visit to 


several of the bran offices of the company 
Mr. Kell reports that in every territory thé 
schools ted by him report a larger enroll 
ment 1 ear thar t—another conclusive 
evident f the good times which have re 
turned 

* ¢ ¢ 

The N York office of the Royal Typewrite 

Compar employed several new salesmen 
recent Z Messrs. C. B. King, C. H. For 
sytl L.. Troutfield, E. E. Ford. C. J. Foran 
i: ee Ff nd A. A. Cromier 

* * oo 

Severa the city managers of the different 

typew er companies attended a meeting of 
the Nationa Association of Sales Managers 
held t the Aldine Association Building on 
Wednesd December nd An address was 
delivered b Mr. Hewlett of the General Elec 
tric Company is to the objects of the associa 
tion They all partook of a supper, after whik 
the by-laws were passed upon From all ap 
pearance the prospects of this association are 
very bright, there was a good attendance, and 
a number of members were enrolled. It is 
open to sales managers of all firms. 

:* * @ 


Sales Manager Stewart of the Royal Typs 


write Company gave a handsome four-bladed 
pocket knife as a prize to the salesman who 
sold the most machines on the shortest day of 
the vea The successful man was A. B. Root 
¢ *¢ ¢ 

The brat manage of the Hammond 
Typew é Company or Christmas morning 
presented to E. K. Stephenson, general sales 


manager of the Hammond Typewriter Com- 
pany, through Mr. Ruffin, the first vice presi- 


dent f the company i most beautiful gold 
watcl suitably engraved The presentation 
was mads it Mr Stephenson's house. Mr 
Ruffin made some appropriate remarks, to 
whi Mr Stephenson replied as well as his 
feelings would allow He was overwhelmed 
with the kindness shown to him, as the gift 
was entirely unexpected 
* * * 

Tl enco igement of the salesmen is a great 
point wit Sales Manager Stewart of the Roval 
Typewriter Company Last month he gave 
three handsome safet razor sets to the first 
three salesmer who attained the highest pe 
centages on their quota for the month. Messrs 
Ely Morell and Grahat were the successful 
men ind since they received the razor sets 
they ive me clean shaven to the office every 
morning 

e¢ @ 

Sales Manager Charles O. Gardner of the 
Hammond Typewriter Company has just re- 
turned from a trip down Sout! It was a com- 


bined business and pleasure trip, and was emi- 





nently successful, as he speaks in the highest 
terms of Virginia and it people Mr. Gardner 
reports that his New York business during the 
month of December has been exceedingly good. 
Their Christmas trade has been exceptionally 
lucrative They have sold quite a number of 
machine s Christmas and New Year’s pres 
ents An interesting feature of these gifts is 
that the machines are put up in especially at 
tractive and appropriate cases 
* © ¢ 

The Alcolm for December contains a feature 

very nteresting to typewriter men—namely 


pictures of the entire New York metropolitan 
sales force of the Remington Typewriter Com- 


pany fortv-seven in number This group. 
made up entirely of individual photographs, 
constitutes a most impressive array and gives 


an idea of the splendid character as well as 
the size of the Remington sales force in New 
York 

t * * 

Thomas J, Maher, who has been in charge 
of the New York office of the Blickensderfer 
Typewriter Company for the past two years 
reports business for the past year as excep- 
tionally good, and the prospects for the new 
year as most encouraging The tabulating de- 
vice on the “Blick”’’ is proving to be a most 
attractive feature. 

SJ * 

When the Italian warship the “Etruria” paid 
a visit to New York waters quite recently some 
of the officers paid a visit to the Blickensderfer 
office with the result that they bought six of 
these handy little machines for use on the ship. 
The admiral, and the chief officers of the ship, 
have nowW all become ‘‘Blick’’ operators, 

7 o * 

The New York office of the Remington Type- 
writer Company announce that they have pro- 
moted G. C. McGibney to an important down- 






WE INVITE INVESTIGATION 


by the hard to please dealer with the exacting 
customers. There is no ribbon and carbon condition 
which is not met in the most satisfactory manner by 


UNION LINE 
RIBBONS and CARBONS 


Tested sheet for sheet, grade for grade with any line 
of goods on the market they show their quality value 










in the hardest service. 


SUMMIT, APEX and CYCLO 


brands will surprise you. Dealers who are not ac- 
quainted with the price of these grades should write 
for information at once. We also put up imprint 
lines that mean more business to dealers through the 
satisfaction they offer the user. 









UNION RIBBON & CARBON CO. 


9th and Thompson Streets PHILADELPHIA, PA. 
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Gee 


[ANY WAY 
YOU SIT 
The McCloud Chair 


supports 










your back 





just where 





you need it. 





Office Appliance Dealers 
If you want a line that will ny bo in a 
sample stock of the McCloud Adjustable 
Spring Back Office and Typewriter Chairs. 
Just let the customer try them and the deal is closed. 
We make 60 styles, every one of them Back Resters. 

WRITE FOR CATALOG 6 
The Davis Chair Company 
MARYSVILLE, OHIO 











THE RUBY TIME RECORDER 


PRICE $5.00 





FULLY GUARANTEED. 


The most efficient and serviceable Time Stamp 
made, It ts simpie and compact. There are no 
complicated parts to get out of order. Weight 8 oz. 


Discount to Dealers 


The Perry Time Recorders Co. 
New Era Building, CHICAGO 
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town territory, where he will hereafter be 
found dispensing the “‘Remtico” line of sup- 
plies. Mr. McGibney is one of the younger 
Remington men who are making good in a 


splendid fashion, and it gives us pleasure to 


announce his continued success. 
* . 7 


William Foley, formerly in the hotel business, 
has taken up the sale of the Blickensderfer 
typewriter with a New York territory. He is 
making some good sales. : 

7 * 


_ G. Cc. Blickensderfer of the Blickensderfer 
Typewriter Company has just returned from 
a trip through to the Pacific Coast. He took 


in all the cities from Los Angeles to Vancouver 
on the Coast, as well as several cities in the 


Middle West. He reports business as excep- 
tionally good, and his trip was in every way 
most successful, 
> * > 
Arthur Macey, formerly in charge of the 


repair department of the Blickensderfer Type- 
writer Company in New York, has made good 
as a salesman, and is now assigned to a New 
York territory. 

* > > 

G. F. Watt, general manager of the Elliott- 
Fisher Company, spent the greater part of the 
holidays here, 

. ” * 

Henry Hudson, who has been with the Blick- 
ensderfer Typewriter Company for fourteen 
years, has had unusual success in placing the 
“Blick” with traveling men. He has recently 
equipped some large houses with machines. 
One firm took sixty-nine machines, and they 
then handed a machine to each of their sales- 
men to make out their reports on. The ma- 
chines were the aluminum models, which weigh 
only five pounds. 

. * . 

J. L. Costello, a new comer in the typewriter 
world, is making good with the Blickensderfer 
typewriter in and around Albany, traveling out 
of the New York office 

> . 


W. J. Evert, purchasing agent of the Elliott- 
Fisher Company, Harrisburg, Pa., spent the 
Christmas holidays with his relatives here. 

Norfolk, Va. 

While recently traveling through the south- 
ern states, Mr. M. K. Deale of New York, who 
is a special representative of the Remington 
Typewriter Company, was greatly surprised 


to see what great strides the new South is 
making along commercial lines. The demand 
for the new models, Nos. 10 and 11, is not 
greater in any other part of the country than 
in the South. 

Oklahoma City, Okla. 

This new and very wide-awake state was 
recently visited by M. K. Deale of the Rem- 
ington Typewriter Company. He reports that 
new towns are springing up every month and 
the City of Oklahoma itself was never more 
prosperous. The sales of the new models of 
the Remington typewriter are especially good 
and increasing every day. 

> * 

Ben Ash has returned to the Remington 
Typewriter Company sale forces in Oklahoma 
City, after selling life insurance for several 
months 

Omaha, Neb. 

S. H. Farnham recently came to Omaha to 

spend a few days with the Remington type- 


writer boys in this city, the special object of 
his visit being the billing machine and the 
Wahl adding attachment. Mr. Farnham found 


that the Remington force in Omaha is doing 
splendidly, and before leaving he gave them 
some practical suggestions which will unques- 


tionably them in their future business- 


getting. 


help 


Philadelphia, Pa. 
Charles R. Palmer, proprietor of 
Typewriter Exchange, one of the oldest type- 
writer establishments in Philadelphia, in one 
location since September 1, 1893, has removed 
from 806 Walnut street to the handsome offices 
and salesrooms at 124 South Bighth street. 
At the new location Mr. Palmer will be glad 

to welcome his old customers and friends 

* > . 


Palmer's 


That veteran Remington war horse, Lau- 
rence 8S. Smith, is doing doughty deeds 
these days in the sale of the Remington in 
Philadelphia Brother Smith always was a 


business getter, and the longer he works the 


better he gets. 
o > . 
Dillmore, Mr. Beatty, Mr. 
Smith are among the Rem- 
ington typewriter salesmen in Philadelphia who 
are receiving congratulations on the splendid 
business which they turned in last month 

o * > 


Mr. Olney, Mr. 
Schreiner and Mr. 


Peter F. Foley has just taken charge of the 
Philadelphia office of the Blickensderfer Type- 
writer Company. He was formerly salesman in 
the New York office, but was recently pro- 
moted to be manager of this office. It is antici- 
pated that he will make a brilliant success. 

. . > 


The Philadelphia sales office of the Blliott- 
Fisher Company, in charge of D. E. Ruggles, 
had a very attractive exhibit at the Business 











& Right-In-Sight 
Copy Holder 


A Practical 








QSolidity insures against vibration and 


consequent eye strain. 4 Adjustability 
brings the copy to just the right = 
@ The Line Indicator avoids confusion 
in transcribing. @The Principle pro- 
vides healthful poise of operator. 
BIG PROFITS FOR DEALERS. 
Price, including Line Indicator, $2.50. 
WRITE FOR DISCOUNTS. 
Sole Manufacturing and Distributing Agents: 


MOSSBERG WRENCH CO. 


CENTRAL FALLS, RHODE ISLAND 











Typewriter Table No. 115 


is of modern design and substantial con- 
struction, easily set up and very strong and 
rigid. Its large draw capacity and spaces 
provided for letter and note paper, envel- 
opes and carbon make it a favorite with 
the user. The table is made of refully 
selected material 
and will stand 
hard and con 
stant us¢ 


Brilliant Golden 
Oak Gloss finish. 
Style harmonizes 
with modern 
furniture 

Packed 4 tables 
in a crate, very 





compact for ship- 
ment at second 
class rates. Weight 120 pounds per crate. 
Try a sample order of 4 tables at $8.00 or $7.75 
cash with order, and see how quickly they sell. 
Special low prices on lots of 100 or more 
Special finish if desired. 


HUDSON CABINET COMPANY 


ELLISBURG, N. Y. 
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Show in Reading, Pa., during the week of 
November 15th Salesman J. L. Mellon of the 
Philadelphia staff had charge of the exhibit, 
where he greeted his many customers in and 
about Reading, and aroused much interest with 
his ‘‘Make Toil Easier’ standard writing-add- 
ing machines 


> > 7. 
The office of the Remington Typewriter Com 
pany in this city had visits from several dis- 


tinguished typewriter men last month, among 
them A. T. Rose of the general sales depart- 
ment of the Remington, S. H. Farnham, Wahl 
adding machine expert, Mr. Groby, another ex- 
pert on the. Wahl attachment, and Mr. Cone 
of the executive offices. All of these gentle- 
men were favorably impressed by the Phila- 
delphia Remington organization. 
* 7. * 


Joseph A. Randall, for several years manager 
of the department of accounts of Gimbel Bros., 
Philadelphia, has accepted a position as sales- 
man with the Elliott-Fisher Company, at Phil- 
adelphia. His many friends wish him success 
in his new field, 

* 

Chris. Donch, assistant manager of the Phil- 
adelphia office of the Royal Tyvewriter Com- 
pany. has purchased a home, situated at No 
314 West Erie Avenue, Philadelphia. Thus do 
the gods prosper the hustlers! 

. . ¢ 


Charley Makinson walked into Philadelphia 
branch office of the Hammond Typewriter 
Company the other day and handed in five 
orders from ladies for typewriters intended for 
Christmas presents for hubby. 

> > 7 


The Philadelphia office of the Remington 
Typewriter Company report that they have as- 
signed Robert M. Nelson, who has been doing 
special work for the Remington office in Phila- 
delphia, to an outside territory. They further 
state that he has started out with the step 
that wins 

* 7 * 

P. V. Gilfillan, Elliott-Fisher Company's 
special railroad representative, was laid up 
for a couple of weeks the first part of the 
month with his third and most severe attack 
of appendicitis, although he is now out again, 
having escaped that one-time fashionable 
surgical operation. 

Pittsburg, Pa. 

The local office of the Remington Typewriter 
Company was visited last month by R. C. 
Stevens, one of the Remington specialists on 
the new Wahl adding and subtracting attach- 
ment. Mr. Stevens found in the new Pittsburg 
manager, John F. Soby, an enthusiast on the 
subject of the Wahl attachment, an enthusiasm 
which has taken hold of all the Remington 
salesmen in the Pittsburg territory. 

* * o 


The Remington office in Pittsburg has just 
engaged three new salesmen for its country 
territory. We can’t give the names this month, 
because they are secrets When one of them 
is announced there will be an additional rum- 
ble to those made by the mills of the neigh- 
borhood It is promised that this particular 
name will not be withheld longer than 30 days. 
Don’t look for the name of an old typewriter 
man. 

>. . J 

The Pittsburg office of the Remington type- 
writer are displaying a very handsome paint- 
ing showing a picture of an office of the 
Russian War Department This is splendidly 
executed in oils, and pictures a number of 
Remington typewriters as part of the _ office 
equipment It makes a good window display 
and carries with it an object lesson. It is at- 
tracting considerable attention. 

* * * 


The Pittsburg office of the Smith Premier 
Typewriter Company reports a larger business 
for November than for any previous month 
during the year 1909. A number of large school 
deals were made and billing machine business 
was especially good. A good number of repeat 
orders for No. 10 machines were also received 
which is one of the best demonstrations of the 
satisfaction which users find in this model. 

. * * 


Norman A. Schuck, for five years salesman 
under the Toledo office of the Smith Premier 
Typewriter Company, has accepted a city terri- 
tory in Pittsburg, where he began work Dec. 1. 
Mr. Schuck started in the typewriter business 
selling Smith Premiers and has stuck to one 
territory, doing a very satisfactory business at 
Toledo, and there is every reason to believe 
that he will also make good in the ‘‘ Smoky 
City.”’ 

> = o 

John A. Slough, for several years head book 
keeper and cashier of the Pittsburg office of the 
Smith Premier Typewriter Company, has ac- 
cepted a selling position under the same office 
and assumed his duties Dec. 1 in the city of 
Pittsburg Mr. Slough has demonstrated his 
selling ability on the floor in making office sales 
and there is every reason to congratulate the 
company and Mr. Slough on this change. 

Portland, Me. 

Arthur M. Pergain, formerly connected with 
the Royal Typewriter Company, New York 
City, has accepted a position as resident man- 
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PERFECT CARBON 
d 


an 


PERFECT SERVICE 


Judging from our sales, the country is demand- 
ing more Carbon Papers and Typewriter Ribbons 
every month than ever before. 

Or possibly it is because dealers and consumers 
are demanding better goods and are learning where 
to get them. 

We briefly state below some special features of our 
line which help determine our leadership. 








i a 


The Blackest Typewriter Carbon in the world.—Quality No. 316. 


The Greatest Manifolding Typewriter Carbon in the world.—Qual- 
ity No. 105. 


The Cleanest Typewriter Carbon in the world, showing no trace 
of smut under careless erasure.—Quality No. 329. 


The Most Durable Sheet without exception.—Quality No. 359. 


The Cheapest Typewriter Sheet in the world worth having.— 
Quality No. 308. 


The Most Durable, Cleanest, and Highest Polished Pencil Sheet 
made.—Quality No. 803. 


The Only Brilliant Transparent Pencil Sheet which is not 
sticky.—Quality No. 789. 


The Most Sensitive Pen Carbon in the world.—Quality No. 727. 


The Only Bichrome Ribbons in which the colors do not run 
together. 


The Sharpest Writing Typewriter Ribbons in the world. 


Our Pencil Carbons, both Semi and Full, have been the 
standard of the United States Government for years. 

Our shipments, despite the immense variety of our goods, 
are almost immediate. 

Don’t you think it would pay you to break away from the 
commonplace goods and indifferent service you are getting and 
forever to eliminate carbon paper and ribbon troubles from 


your list of cares? 


Neidich Process Company 














Burlington New Jersey J 
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from catalogs we furnish. 
conservative 
correct. The 
Grand 


strong, 
and 
Quality 
Rapids best. 


May we send new 


is 


catalog at once 
Stow & Davis Furniture 
Company 
Dept. 0. Grand Rapids, Mich. 





You Can Outfit Banks, Directors’ Rooms 


and all grades of offices entirely with tables from the Stow & Davis 
line and be sure your deliveries will do you credit. Stow & Davis 
Tables range from the finest mahogany carried in stock in America to the 
every day work tables of the average office—much of this stock may be sold 
The line is the largest made. 


The designs are 











THE HOLIDAYS 


“CAPITOL” 


ALL 
GLASS 


Inkstand Sets 


Also Single Glass Sets, Pressed and Cut. 


SET No. 30 
Pressed Glass 


$2.50 


SET No. 31— 
Crystal Cut 


“The Capitol is the Highest Achievement in the Making of An Inkstand” 


CUSHMAN & DENISON MPG. CO., 240-242 West 23rd Street, New York 


MORTON’S 
ODORLESS 
TYPEWRITER OIL 


The world’s best lubricant for Typewriters, 
Adding Machines and all delicate machinery, 
Chemically pure, gumless and colorless. 


Write to-day for free sample and prices. 


MORTON MFG. CO. 


Louisville, Ky., 
U.S.A. 


Export orders giv- 
en careful atten- 
tion. 











NOISELESS AUTOMATICS 


Give the typewriter, 

Better Sound, 

Better Touch, 

Better Action, 

Better Appearance, 

Better Wear, 

Better Control, 
And they never wear out. Every typewriter 
cabinet should be fitted with this excellent 
system of attaching and detaching the ma- 
chine. Thoroughly automatic. Cushions are 
invisible, sanitary, permanent The only 
scientific setting for the typewriter in cab- 
inet use 

Send for illustrated bookle 


Typewriter Economy Co. 
Tribune Building. - NEW YORK 














Engraved Cards 


Shaded French Script 


lish or Block 1.55, 





CASH WITH ORDER to the trade only We 
engrave a one line plate and furnish 100 en- 


graved cards best stock, postpaid, Sx ript 80c 


Block or Gothic 1.05, Solid Roman, Old English or French Script 1.15, Shaded Old Eng- 


or Romen 1.65. Plate and 50 cards 20c less 


than above prices. Wedding Stationery, Business Cards, Embossed Stationery. 


THE AMERICAN EMBOSSING CO., 192-96 Seneca St., Buffalo, N. Y. 
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ager with the Monarch Typewriter Company 
in the state of Maine, with offices at Port 
land Mr. Pergain is to be congratulated 
for the responsibility he has assumed is he 
is one of the few exceptionally young salesmen 
promoted to the rank of manager with sucl 
a large concern 
Providence, Rhode Island. 

David Rees. who has made a fine record since 
joining the Underwood selling force, captured 
several fine orders in December, among them 
being one for $1,000 for billing machines from 
the American Screw Company of this 

* * * 

Murray Sellick, the well-known Sn Pre 
mier city salesman, says December yw i very 
good month for him 

> * 

The Underwood office employees wet ill feel 
ing quite hilarious at Christmas This office 
won second prize in the contest among the 
Underwood branches, winning $300, a w hi 
Manager Knopp distributed among n 
ployees a few days before Christmas 

+ * 

Louis Schneider, the popular ty ilesmal! 
at the Underwood office, has dons » mucl 
business this fall that he felt the need of a 
vacation and spent Christmas holidays t his 
old home in New York state 

> 7 e 

Mr. Platt, the well-known count: sman 
for the Remington Company, has had a fine 
business for the short time he has been here 

+ 

The Underwood office reports a very eavy 
increase in 1909 over any previous y 

> * = 

J. J. Dorgan, foreman of the Underwood ré 
pair department, spent Christmas at H tford 

> 7 . 
Norman Crum, the Underwood repairer, spent 


Christmas at his old home at Baltimor: 
> > . 


The local office of the Remington Typewriter 
Company enjoyed the pleasure this nth of 
a visit of several days from A. T. Rose of the 
Remington executive department in Ne York 
Mr. Rose found a hustling aggregation of 
salesmen at the Remington office in Providence 
and was very much pleased by the wa in 
which they are getting the business 

Richmond, Va. 

A special representative of the Remington 
Typewriter Company visited Richmond re 
cently and reports an exceedingly prosperous 
condition all through the South Not since 1873 
has the cotton crop commanded su high 
prices, and in order to keep up with tl vave 
of prosperity the southerners are buying ’ 
great number of the new models Nos and 
11 of the Remington typewriter 

Salt Lake City, Utah. 

The local office of the Remington Typ r 
Company recently had the pleasure hree 
weeks’ visit from S. H. Farnham, specialist on 
the Remington billing and Wahl adding ma- 
chine During the time of his stay Mr. Farn 
ham was instrumental in closing up ! big 
deals on the Remington-Wahl mac} 

. * * 

B. H. Hodge, one of the leading salesmen of 
the Remington Typewriter Company t the 
Salt Lake City office, has become the nage! 
succeeding W. A. Powell, who has een 
appointed Remington manager it Spokane 
Wash. 

San Francisco, Cal. 

Leo. BE. and Michael S. Alexander, of L. & M 
Alexander & Co... have just returned from a 
trip east. where they made a visit to i © 
Smith & Bros. factory They say the vere 
royally entertained by the Smit} brothers 
M. S. Alexander says: “This being the vliday 
season, it is surprising how business keeps up 
We have reports from our Seattle Portland 
and Los Angeles stores that they are taking on 
a number of new salesmen, and that new 
model L. C. Smith & Bros. typewriter is finding 
its way in the very largest institutions every 
where.’”’ 

* > > 

Leo. E. Alexander was among the guests at 
the opening banquet of the new Pala Hotel 
in this city December 15 He left last Satur 
day for a visit to the Los Angeles brancl 

> . * 

F. F. Wright & Co., California agents fo 
the Elliott-Fisher listing machin¢ rep in 
other excellent month Their selling organiza- 


tion is now running smoothly, and no 


have been made in the personnel for sor time 
* J 
George C. Blickensderfer, president of the 
Blickensderfer Typewriter Company spent 
few days last week visiting the Geo. C. Borne 
mann Company, his Pacific Coast gents n 
this city He brought with him the sam - 
ple of tl new No. 5 aluminum Blickensderfer 
seen on the Coast 
. al > 
The Geo. C. Bornemann Company reports a 
constant increase in the Blickensderfer busi- 
ness They recently sold ten No. 8 n nes 
to one of the largest mercantile firms in this 
city. and have just closed the sale of six No. 7 
machines to a large wholesale jewelr suse 
They report a fine trade for the Christmas 
season, with many sales for Christmas pres- 
ents. Geo. L. Higgins, their representative at 


ee 


<a, 








TYPEWRITER NEWS—Continued. 
Fresno, Cal is sending in some large orders, 
and N. M. Hayter Company, their Portland 
agent, reports a fine business in the North. 
The company reports a lot of inquiry for the 


new aluminum “Blick.’ About a dozen have 
been sold to arrive. and they are anxiously 
awaiting stock to fill orders. 

o a +. 

Mr. Browne Coast manager for the Under 
wood Typewriter Company, has been on a visit 
to the factory for the last month. but is ex 
pected back on the Coast in a few days. 

> . * 

Untham the armless wonder,” is giving 
exhibitions of typewriter skill at the California 
Theater in San Francisco He uses an Oliver 
typewriter, and the local office of the Oliver is 
making quite a display of his picture in op 


eration ot id ag 


Wolf & Isenbruck, agents for the Monarch 
report a steady and quite satisfactory business, 
and emphasize the fact that they are abso 
lutely refusing to cut prices directly or indi- 
rectly, or to make any other concessions. 

. o o 


The Royal Typewriter Company is making 
an attractive Christmas display in its San 


Francisco office. .It will be compelled to vacate 
p 


its present quarters after the first of the vear, 
as the temporary building is to be torn down. 


Mr. Lynch has not vet made arrangements for 
other quarters, as he believes he will find a 
place without difficulty As the removal will 
be only temporary. he will take an office on 
an upper floor. The present building is to be 
replaced by a fine five-story structure, to be 
com ple ted next sum 1m er ind the Royal Type 
write Company w then occupy the same 


space as at present. on the ground floor facing 
Market street, one of the best typewriter lo- 


cations in the city. Arrangements have been 
made to remair there for several years. Mr 
Lynch h as just eturned from a visit to the 
Los Angeles branc ch . where he found everything 
in good condition Mr. Wayne, at the Sacra- 
mento « ‘fice, co been almost in the machine- 
a-day class for the past month, falling only a 
little short of that rec re. 

. > * 


 & Mc David, formerly with the local 
branch of he Ro val, is now on the road in 
California Pn the Oliver, with headquarters in 


this city W. N Be ch, formerly traveling 


from the Oliver br anc h in San Francisco in 
Arizona, has been promoted and now holds the 
office of manager of. ‘the branch at Portland 
Ore 


> 7 * 
J. Gunzendor fet r of the Typewritorium, In 
agents for the arns, is making a handsome 


holiday d splay. “the principal features of which 
are a lot of other makes taken in exchange for 
Stearns. and an enlarged fac-simile of an orde1 
for 25 Stearns machines recently sent in by the 
Pacific Hardware & Steel Company, one of the 
largest firms on the Coast 


Mr Cowles formerly I the repair depart 
ment of the Typewritorium, is now in the ré 
building department of the Wholesale Typs 
writer Company This ympany is constantls 
adding t s rebuilding department, and wil 
gradually put in more equipment for the next 
vear The mpany reports a fine business in 
this « nd is spreading out to cover otl 
territorv t the Coast 

in ° . 

Ww. E. Chamberlair prominent San bie 
cisco typewriter mat ss iding a few we 
in Seattle Wash. 


Harr; FE. Wilde, California manager for thé 


Remington Typewriter Company, says business 
is keeping up without anv lull, and is closing 
the vear with a house full of orders. He has 
just received the new Remington calendars 
whicl re proving very popular among the 
Remingtor ustomers Mr. Wilde states that 
the sales of the Wahl attachment are increas 
ing all the time. a large number of them being 
shipped recentl to the Hawaiian Islands. for 
use in the ofhess of the sugar plantations 
Mr. Wuillemin. who ha for some time beer 
handling the _W ahl here for the Remington 
office has g into another line of business 
for himself 
. > > 

Walter Warren, manager, and L. A. Roselle 
assistant manager for the Oliver Typewrit¢ 
Company on the Pacific Coast. with headquar 
ters in San Francisco, have just left for tl 
convention of Oliver managers 


Scranton, Pa. 

George Rrattan has just taken charge of 
the Scranton office of the Elliott-Fisher Con 
pany at 209 Roard of Trade Building. D. E 
Ruggles. the Philadelphia manager, came over 
to inform Mr. Brattan and get him started. 

Seattle, Wash. ' 

J. J. Stehle. manager for the Smith Premier 
Typewriter Company at Seattle, reports every 
month this vear a record-breaker: some months 
as hich as 100 per cent increase over last year 
The prospects for continued business are good 

. . * 


~ 


The Smith Premier Typewriter Company at 
Seattle, Wash., just sold the Aberdeen High 
School eight new No. 10 models. 
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MY NEW PLAN 


IS SIMPLE—DIRECT 


No one else sells to Dealers this way 
I have revolutionized the methods of Selling Typewriter Ribbons and 


Carbon Paper—-and my method means an increase in your profits. 


I'll tell you briefly. 


I know the ribbon and carbon game. 
much to market the goods as to make them. 

The way to put the goods in the hands of the dealers so they could 
increase their profits was to reduce the selling cost. 
I have done is to change the selling system. 
as it costs any other manufacturer to make my goods. 
$2,000, $4,000, $6,000, $8,000 or $10,000 traveling men with expenses 
plus. I have no staff of salaried officials to fatten up the pay roll. 
myself at a modest salary and some capable assistants. 
to pay. I have no interest to pay on borrowed money. 


I make all kinds of 


TYPEWRITER RIBBONS 


including Bi-chrome, Tri-chrome; also ribbons for the Multigraph and 
Writerpress. The samples I offer to send you without charge are regular 
stock ribbons, and all ribbons | sell you will be just as I claim, as good as 
any ribbons made. The one great difference is in the price. That will 
surprise you, and yet I will fully guarantee every ribbon I turn out to be the 
equal of any typewriter ribbon on the market today, no matter what you or 
the consumer may be willing to pay for ribbons. 
up to that claim, send them back and I'll refund the money and my guar- 
antee stands for something. See Dun or Bradstreet about my reliability. 


I manufacture 


CARBON PAPER 


for all known uses, in all standard colors, all weights and in all sizes. 
factory is one. of the largest, equipped with all the latest up-to-date 
machinery. Send samples of the Carbon Paper you are now using, stating 
quantity you order in and size, and we will submit our qualities that will 
match yours up exactly, at a considerable saving in price. 

| want you to send me an order, a trial order. 
you to test my goods and test them hard. 
claim, if they don’t give absolute satisfaction in every respect, send them 
back to me at my expense. | don't expect a single dealer to buy my goods 
just because I want him to, nor for the reason alone that they are lower 
in price, but because they are both lower in price and as good as any 
at any price. In short, | want to make good with you both for quality 


and price. 


Think this over and 


WRITE TO ROTHSCHILD 


not tomorrow or next week, but NOW. 


M. M. ROTHSCHILD 


CHICAGO, ILL. U. S. A. 


Correspondence in English, German, 


Fifth Ave. and Washington St. 


JOHN B. MUDGE, Manager Export Dept., 


French and Spanish. 


I know that it costs others as 


That's plain. 
It costs me as much 
But, | have no 


I have no big rents 


If the ribbons don’t prove 


Then | want to ask 
If you find they are not what I 
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ANOTHER “DAUS” INVENTION 


Make Your Own Duplicators, With Your Own Imprint 


THE “ DAUSACME” COMPOSITION—1910 Brand 


The only Clay Duplicator Composition, which is GUARANTEED not to 
dry up or crack. No Glue; no Gelatine ; not affected by Heat or Cold. 
Will make from 40 to 50 copies from Pen or Typewritten original. 

Net price to the Trade in quantities of not less than 50 lIbs., 10 cents 
per Ib., F. O. B. New York. 


SoLeE MANUFACTURERS; 


The Felix F. Daus Duplicator Co., 


Daus Building, 111 John St., New York 
ESTABLISHED 1880 











“Devices for Hanging Up 


HOW MUCH y) 
| Everything—Little and Big” 


DO YOU PAY FOR 
ADDING MACHINE ROLLS? 


Is quality of paper satisfactory? 
Are the rolls full length? 

Are they made in one piece? 
Do they break? 


Does their dust fill your type? Moore Push-Pins 


Moore Push-less Hangers 


O« increased advertising reaches over 
10,000,000 people per month who 


™.. Unless you 
have tested 


this Brand 

















> you aren’t are asking dealers everywhere for the 
getting the Moore Push Products. 
best value in THINK WHAT THIS MEANS 
ADDING TO THE RETAILER 
“he M Gl. Push-Pi o —we've had t 
MACHINE pit 4 our plan to iodo.” Moore, Push-les 
LLS d lendid —wi ort 20 Ib. pict 
RO : oe poe oa hold pry care tah ) aan 
walls without dishguring. 
P o as i ’ M Push Displays and Easel-Cards sell the 
There’s 40 years ‘‘Know How aouine them — ir 8 a “Gatch Sales. 
Ask us for Samples and Prices . Pat 
CHARLES BECK COMPANY for samples, circulars, etc. 
MOORE PUSH-PIN CO. 
609 Chestnut Street Philadelphia 125 S. 11th St., Philadelphia, Pa. 




















ELLIS <j TIME STAMP 


SAVES | 
Time, Money, Trouble and Disputes 


3 ; j Only Moderate Priced Automatic Time Stamp on the Market 









GUARANTEED FOR ONE YEAR 


READ THIS: 
WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 
171 LaSalle Street, Chicago 
Chicago, I11., July 28, 1909 
Ellis Time Stamp Company, 87 Fifth Ave., Chicago: 

Gentlemer*—lIn response to yours of the 27th, the Ellis Time Stamp we 
have had in use at our Chicago office for the past six months is giving entire 
satisfaction. This fact is emphasized by the additional orders you have 
received from our other district offices. Yours very truly, 

WestTIncHouse Exec. Mec. Co., W. P. Gaylord, Manager 


DEALERS “ °*"ca5en Yoav” "°° 


[ ELLIS TIME STAMP CO, #25" 875th Av, Chicago J 











TYPEWRITER NEWS—Continued. 


Spokane, Wash. 

Ira Riggs, who has for the last ten years 
been general agent for the Remington Type 
writer Company in Spokane, has gone into the 
real estate business, giving up his position wit} 
the company. 

: St. Joseph, Mo. 

Raymond P. Kelley, the new head of the 
school department of the Remington Typewriter 
Company, was a prominent figure at the con 
vention of the Missouri Valley Commercia 
Teachers’ Association held at St Joseph on 
November 27 and 28 At the banquet which 
concluded the convention, Mr. Kelley responded 
to the toast “The Teacher” and paid a fitting 
tribute to the work accomplished by the com 
mercial educator. This is a subject on whic} 
every typewriter man knows whereof he speaks 

St. Louls, Mo. 

C. B. Heater, manager of the Chicago branch 
of the Hammond Typewriter Company, re 
signed his position at that office to accept the 
position as manager of the St. Louis brancl 
of the same company, The change became ef 
fective December ist. Mr. Heater has been for 
many years connected with the Hammond Com 
pany and has occupied positions of responsi 
bility and trust. 

7 * > 

J. A. McCormack, the dean of the salesme1 
in the St. Louis office of the Remington Typs 
writer Company, had a banner month in No 
vember. 

> > . 

T. O. Curnick, who has been traveling for 
some time past for the New Orleans office of 
the Remington Typewriter Company, has just 
been transferred to the St. Louis office of the 
Remington, and will cover the Central Illinois 
territory 


> . > 
H. E. K’Burg, manager of the Elliott-Fisher 
Company’s St. Louis office, was in Chicago 
December Ist 
oe «2 


+ 


The St. Louis office of the Remington Type 
writer Company announce that they have em 
ployed H. Dillon Short, an experienced types 
writer man, to travel for them in Southwestern 
Missouri Mr. Short will make his headquar 
ters in Springfield, Mo., and as Springfield 
the center of a strong Remington territory wi 
undoubtedly secure good returns from the very 
beginning 


is 


> 7. > 
The Remington Typewriter bowling team 
the Cabanne League won the second series, and 
is now tied for first place with a record of six 
teen games won and five lost At the rate the} 
are traveling, they surely ought to end at the 
top. 





* ~ + 
A. H. Cooke, Monarch salesman, wh ent 
arrived from one of the eastern offices of this 
company is doing some very substant work 
in his territory, which is going to s w some 
big results the first of the year 
. > * 
J. Goode Cabanne, the Monarch salesn 
the wholesale district of St Louis, on the 
rival of one of our special billing mac} 
took same out and secured several very ! 
orders on the strength of this machine, in one 


instance trading out the entire equipment and 
replacing it with Monarch billers 
* - = 


The Employment Department of the St. Louis 
office of the Monarch Typewriter Company, ur 
der the capable management of Miss Barratt 
is growing very rapidly 

Syracuse, N. Y. 

Miss Nellie Harrington, the speed operator 
for the Monarch Typewriter Company 10 won 
the second prize in the Championship of Amer 
ica contest held in Chicago in 1908, and who 
took second prize against Miss Rose Fritz ir 
907, attended the Monarch Managers’ Conven 
tion in Syracuse, where she demonstrated the 
speed of the Monarch typewriter and the 
adaptability of this machine to tl modertr 
touch system 


Tacoma, Wash. 

Messrs. Darrow & Baker, the hustling man 
agers for the Smith Premier at Tacoma, Was! 
report business never was better. 

Toronto, Ont. 

The new Remington Business College at To 
ronto has proved to be a splendid success and is 
turning out a large number of pupils of splendid 
ability The demand for the graduates of the 
school is very strong, and prospects for an 
unusually large enrollment at the beginning of 
the new year are excellent. taymond P. Kel- 
ley, the new head of the school department of 
the Remington Typewriter Company recently 
visited Toronto and on his return was enthu- 


siastic in his description of the school and its 
work 

> > 

Ralph C. Stevens of the Remington Type- 

writer Company visited the Toronto office of 
the company last month and reports that there 
is a splendid business for the Wahl «a ‘tachment 
in the Toronto territory 

> . > 


W. Smith has joined the Ottawa branch of 
The Monarch Typewriter Company, Limited. 
Mr. Smith was formerly connected with ar 
other typewriter company. 














Detroit, Mich. 

Edward S. Babcox, assistant advertising 
manager of the Yawman & Erbe Mfg. 
Company, has resigned to become assistant 
advertising manager of the Burroughs Add- 


ing Machine Company, Detroit. 
Milwaukee, Wis. 

Full page advertisements are being car- 
ried in many of the daily state papers of 
Wisconsin by the Burroughs Adding Ma 
chine Company telling of the merits of the 
3urroughs. A strong point is made of the 
fact that when the customer buys a Bur 
roughs he is guaranteed uninterrupted 
service 

* « 

E. D. Haven, Milwaukee, Wisconsin sales 
manager of the Burroughs Adding Ma- 
chine Company, reports some good sales 
among the banks of the state during the 
past month, among them a sale made under 
severe competition to the Suring State 
bank at Suring, Wis 

x * *x 

C. E. W. Gardner of the Burroughs Add- 
ing Machine Company has been spending 
a few days at the Milwaukee offices of the 
company where he has been displaying a 
line of the Pike machines, the sale of which 
is now controlled by the Burroughs com- 
pany. Mr. Gardner has been demonstrat- 
ing the machine at Chicago and other 
points where it has been attracting consid- 
erable interest 

* ¢ « 

“December is proving to be the biggest 
month that we have experienced this year,” 
said E. D. Haven, Wisconsin manager of 
the Burroughs company. “We do not an 
ticipate any troub!e in making our required 
quota of sales this month. The Burroughs 
company has planned on selling 2,500 ma- 
chines this month and I am confident that 
this figure will be reached. I look for 
some big things next year in the Wiscon- 
sin territory and judging from present in 
dications an unusual business will be s« 
cured.” 

Norwalk, Conn. 

It is reported that the Mercantile Add- 
ing Machine Company is about to get out 
a new style of adding machine. 


New York, N. Y. 

W. B. Manny, who has been connected 
with the adding machine industry for many 
years, has now made his headquarters at 
the offices of the Burroughs Adding Ma- 
chine Company at 20 Vesey street. 

: * * 

The new Pike Visible adding machine 
will soon be put on the market. We re 
cently had the pleasure of seeing one of 
them, and it is a remarkably fine machine. 
It is very compact and neat in appearance. 
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For Dupucarina Worx 
Quatiry Guenay TEED 


The House of Quality Carbons 


@ We have specialized carbon 
paper requirements and produced 
a different paper for every use. 


@ Each paper, however, contains 
only I. C. P. quality and means 
no difference in grade—simply a 
wider range of adaptability. 


@ Dealers, write today for sam- 
ples and prices. 


The International Carbon Paper Co. 
241 Center Street, New York, U.S.A. 


THE BOCK COMPANY, Western Agents, First National Bank Building, Chicago 
C. D. JOCELYN & COMPANY, 41 South 15th Street, Philadelphia, Distributing Agents for Pennsylvania 
CENTRAL TYPEWRITER SUPPLY COMPANY, Kansas City, Mo. 






The Taft-Peirce 
Manufacturing 


Company 


Woonsocket, 
R. I. 


yy 





@ We develop and manufacture 
high grade mechanical specialties 
on the contract basis. 












@ We have the largest establish- 
ment in the world in our line, con- 
ducted solely on the contract basis. 










A 
Contract 
Figure Means 


An Assured Profit 












g We can handle any sized contract. 
@ Our proposition is particularly 
attractive to new enterprises. 

@Send for our literature before 
building a plant of your own. 
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Start the New Year Right 


Be your own Boss 








TYPEWRITER 


RIBBONS 


Wé 


Own}. 








resentativ 
can do the same. 
All we ask is that you are honest and willing to work. 
Write us to-day, and we will send you full particulars. 


THE DODGE COMPANY 


es 


have a plan that will enable 
you to start a business of your 
If you have ambition to forge 
ahead, to make the best of your op- 
portunities, and are willing to work, 
we can help you. 








CARBON 
PAPER 











We can place you in a position where you will not have to 
worry about losing your job next pay day, and where your income 
will be sure, and will increase with the passing of the years. 
can help you to build up a business that will be permanent, 
that will insure you a steady income as long as you live. 
you an opportunity to become independent. 
have built up an ever increasing business, and you 


We 
one 
We offer 
Hundreds of our rep- 


MAKERS OF 


TYPEWRITER RIBBONS AND CARBON PAPER. 


SYRACUSE, N. Y. 








Canadian 
Cuba, 


Write us 


Agents: 






for Catak 


MANUFACTURED 


Hawkins-Wilson Co.,Inc., 712 Sansom St., Phila., Pa. 


The J. L 


Eastern Agent 


H 


PROGRESSIVE 


LITTLE GIANT 


POWER PRESS 


any size sheet‘to be fed with ease. 
accurately, 
able. 
the press within reach of the operator at 
all 


FIRMS INSTALL THE 


because it will print and emboss at one 
operation accurately from dies 
or plates faster and with more economy 
than any other machine of this 


steel 


character. 


allowing 
Registers 
giving the finest results obtain- 
Has all the adjustments in front of 


Has plenty of open feed room, 


times. Enables you to make prices 


which will land the order at better profits. 


g. Price, et« Bri 


Morrison Co.., 
Mexico and Porto Rico Agents: 


Hinze, Tribune 


It will earn its cost in 


ng or ser 


a”short time. 
id us your dies for demonstration. 


AND FOR SALE BY 


Toronto, Can 
rsons Trading Co... New York 
Building, New York. 


445-447 King St. W., 
Pa 





THRE 





E 
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THE MAGAZINE OF OFFICE EQUIPMENT 
MONTHS’ TRIAL SUBS 





SCRIPTION 25 CENTS 











ADDING MACHINE NEWS.—Continued. 


The writing line is brought near the 
operator, and the figures are in sight as 
soon as printed. Both the star and the 
elimination mark are printed in red ink 
There is a special sign for the latter. The 
machine has an item counter on the left 
hand side. This can be locked and the 
key detached, so that an absolute record is 
kept of the number of items recorded in 
the machine during the day her 
words, it is a check on the amount of work 
done by an operator. There is also a non- 
print key, by which items may be umu 
lated, but not printec 
«kok * 

Mr. Peters of the Burroughs Adding Ma 
chine Company reports that every sales 
man on his staff more than exceeded his 
quota of sales for the month of December 


which is certainly a healthy sign of con 


tinued prosperity 


x * * 

E me Gantz, who was formerly manager 
of the Standard Adding Machine Company 
in this city, and more recently manager of 
the New York office of the Writerpress 
Company, is leaving the latter company at 
the end of the year to take the manage- 
ment of the Connecticut Computing Ma 
chine Company for New York rritory 
The new office of the company be at 
350 Broadway, room 918 

x x x 

It is reported that Robert B. Kempton 
of reat nefield, Mass., has been assigned 
to the New York City territory in the in 
terests the Adder Machine Company, 
manufacturers of the Wales adding ma 
chine 

San Francisco, Cal. 

The Comptograph Company’s agency in 
this city reports plenty of busine ind 
more trouble getting enough machines than 
in selling them. All but one machine have 
been shipped on orders to outside ns 

* ~ ~ 

The First National Bank of San Fran 
cisco has placed an order for three Bu 
roughs transit machines with W. W 
Cooley, San Francisco, sales manage 

* * * 

F. F. Wright & Co., agents for the Comp 
tometer, report a constant demand for that 
machine. They have just received the new 
Comptometer stand, which adds consider 
ably the attractiveness of the machine 

St. Louis, Mo. 

The St. Louis office of the Dalt Add 
ing Machine Company reports an ever in 
creasing business. Included in the sales 
for the past month are the following well 
known concerns: B. & O. R. R. Company, 
American Car & Foundry Company, Sim 
mons Hardware Company, etc. The out 
look for 1910 is most promising 

* *x * 

Prosser Ray has left the factory of the 
Dalton Adding Machine Company to ac 
cept a position as salesman and inspector 
in the St. Louis office of the company 











HAMMOND BRANCH MANAGERS RE- 
MEMBER THEIR CHIEF. 

Edgar K, Stephenson, general manager 
of the Hammond Typewriter Company, 
was greatly surprised on the day before 
Christmas when he was summoned by Vice 
President John A. Ruffin to appear before 
him in the directors’ room at the general 
offices of the Hammond Company and 
there, in the presence of the heads of the 
various departments, was presented with a 
handsome open-face Elgin gold watch as a 
tribute of the respect and esteem of the 
various branch office managers. Mr. Ruf- 
fin in a most pleasing manner made the 
presentation, dwelling on the good will and 
pleasant feeling which the branch manag- 
ers of the company entertain for General 
Manager Stephenson, The engraving upon 
the watch was as follows: 

‘To Edgar K. Stephenson from Ham 
mond Branch Managers, Dec. 25th, 1909.” 

Mr. Stephenson is a big man—big phys 
ically and big in business. He is one of the 
bright lights among the typewriter frater- 
nity, in whose midst he has fought the 
battles of the Hammond for the past six 
teen years. And, while he has fought and 
won his battles, he has succeeded in en- 
dearing himself to all with whom he has 
come in contact, for “Steve,” as he is 
known to all the “boys,” is as big-hearted 
a man as there is in the business, This, 
perhaps, is his chief characteristic, and it is 
this that makes all love him even when he 
unsparingly applies the rod to his erring 
managers and subordinates. He is still 
“Steve” to them all and that spells good 
nature, good humor and an endless flow of 
wit. “Steve’s” smile and the kindly light 
in his eyes, when asked to display his hand- 
some timepiece, show his appreciation of 
the sentiment expressed by this gift from 


his friends 


FOREIGN DEALER VISITS STAND- 
ARD IN GROTON. 

\. Muller-Schaertlin, general manager of 
A. Muller & Co., of Zurich, Switzerland, 
and his associate Frederick Forbes, repre- 
sentatives of the Standard Typewriter Com- 
pany in Europe and Asiatic Russia, paid a 
visit to America several weeks ago. They 
were entertained bv President Conger and 
General Manager C. F. Brown of the Stand 
ard Typewriter Company, manufacturers of 
the Standard Folding Typewriter, and were 
shown the large and well equipped plant of 
that company. 

TWO NEW INSPECTION DEPART- 
MENTS. 

The Burroughs Adding Machine Com 
pany has established in Duluth, a branch 
inspection department under A. E. Fuehrer 
It is located at 22814 West First street. 


* * * 


A branch inspection department has been 
established in Wilmington, Del., 111 Du- 
pont Building. This inspection office is 
under W. R. Phillips, formerly of New 
York City. 
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YOUR CUSTOMERS WOULD 
APPRECIATE THE CON- 
VENIENCE OF B-M 


“CABINETTES” 


With B-M “Cabinettes"’ your customers may add as much or 
as little as they desire to their filing systems; at any time, 
with least possible installation expense and trouble, and all 
their Office Furniture may be kept uniform throughout. 


B-M ‘‘Cabinettes’’ fit with any standard sections and build 
up or down or laterally 








NO. 22-6 DRAWER 


Could your customers fall to appreciate suchTconvenience 
—or your thoughtfulness in supplying it? 
WE NEED MORE 

EXCLUSIVE AGENTS 

We give our line to but one dealer in a 

locality 

Whoever gets an Agency for B-M Quality 

“Cabinettes"’ controle trade no competition 

can touch because B-M Quality ‘‘Cabi- Capinet? 

nettes’’ are the only little sections that fit 

in with any and all standard makes of big sections. 

















Inquiries received from users of Office Furniture a8 
the result of general Advertising are referred toour {| 
most conveniently located representative. 





‘This helps you build business and the quality of our 
Cabinets helps you keep it 


Why not drop us a line to-day, asking for our exclu- 
sive proposition 

We make a full line af B-M Quality Cabinets and 
‘*‘Cabinettes’’—our prices are right—our terms liber- 
al—and furniture the best that combined experience 
and first-class materials can produce. 





Write us to-day. Give us an opportunity to tell you 
our proposition Don't postpone profit. Mail a 
letter at once asking for our catalog, prices and 
terms 

Use a post-card if you prefer. It wili bring our 
prompt response. Address 


Browne-Morse Co. 


101 Hovey St., Muskegon, Michigan 00.29 CORANEE SOUMNSS AOE 














NO I5- LOW SANITARY BASE 
17 INCH 








op 


NO 27-CUPBOARD 26 INCH 









NO I4-LOW SANITARY BASE 
26 INCH. 
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THE WELTY SWINGING TYPEWRITER 
TABLE REVOLVES 


The advantage is obvious. It is neat, strong, 
rigid—supported by an adjustable bracket 
that can be attached to either side of the 
desk and which can be locked at any angle from 
the desk. 

SOLD WHEREVER SHOWN 


Write for prices and trade discount 


WM. A. WELTY CO., Waterloo, lowa 
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T IS very kind of you to offer your co 


1 


umns for the use of the National Asso 
ciation of Stationers and Manufacturers 
To one who has worked from the founda 
tion of this association it seems almost un 
Knowing 


— 


necessary to say more about it. 
as we all do the conditions of the station 
whole, it is surprising 
overworked from 


naturally 


ery business as a 
that our secretary is not 
answering inquiries that 
come to him looking for the betterment of 


would 


the business 


I suppose all trades and all conditions 


are equally slow, but if a man’s investment 


earning him a fair income and the 
was laid at his door to 
reason take ad 


and that repeatedly until con 


is not 
opportunity ascer 
tain the why, he would 
vantage of it, 
ditions were satisfactory 

The hope of the country and the hope of 
business always lies in the young man, the 
coming The man who has 


grown old and set in his ways is beyond 


generation. 


hope. He knows exactly the method, and 
changes are impossible, but the young man 
can be grown up in the new and better 
way 


difficult 
time 


Looking to the future, it is not 
to see a fair field with fair work, a 
when the pirate will be out of business, a 
time when the manufacturers will publish 
in their catalogs the retail prices as sug 


gested by the National Catalog Commis 
sion, and a time when the manufacturers 
will decline to sell the man who will not 
respect the prices which are required to 


make a fair return on the business invest 
ment. Men working at the speed that we 
are in the 20th century deserve good re 
turns from their work. With all the modern 
improvements and all the modern demands 
business must be handled on a different 
plane. 

Too many of our merchants are satisfied 
with their own doings, too many are afraid 
to venture into the new way, and too many 
are unwilling to spend any money unless 
they can see direct returns. The time is at 
hand when the brotherhood of 
larging the field and broadening the scope 
of merchants and the coming generation 
will not hesitate to cast their lot with any 
combination which is so apparently work 


man is en 


ing for the good of all. 
Good Man for Secretary. 


We have secured a man for permanent 
secretary who is fully equipped for the 
work. Mortimer W. Byers, Esq., 41 Park 
Row, New York City, is in a position to 


handle propositions and you can rest as 


will get intelligent work 


wise to obtain the services 


sured that 
It was deemed 


y¢ ul 


Importance of National Organization 


to Stationers. 


By Frank W. Bailey, President National As- 
sociation of Stationers and Ma.u- 
facturers. 


training of the 
fact 


of some man outside the 
stationers for this 
that brought up in the 
fluenced by too many conditions that exist 
to enable us to break away from tradition, 
had a training 


forum of 


business. It is a 


one trade is in- 


but a who has legal 
and who has been in the 
work and closely associated at the 


time 


man 
active 


legal 
secretary of the Na 


same with the 





FRANK W. BAILEY. 


tional Paper Trade Association, is well 


equipped with ideas of organization and 
what is right to be done to accomplish the 
purposes for which we are working 

It is now in the hands of the merchants 
to give thought to the 
up the work with the different c 


f the association and through Secretary 


situation and take 


ommiuttees 
Byers see if we cannot bring about a re 
sult that 
vention at Baltimore that will 


Mr Gerry 


shall be shown at our next con 
be encourag 


Toledo, 


the president cannot accomplish all things 


ing to all. As said at 
but must have the support of everyone con 


nected with the association. It is worthy 
of more time and more consideration. You 
together and in two or three 
matters that 
materializing; cannot 
tions that have existed since the beginning, 


but you can correspond with the secretary 


cannot get 


days digest have been ages 


you change condi- 


and you can correspond with the commit 
tees and you can work up matters on which 


intelligent work can be done when we as 


semble for our annual meeting 












SRO IAN WUE 


STAGE BEDS 
B: 


SHOR 
National Association the Leader. 

The National Association of Stationers 
and Manufacturers ought to be and will 
be the leading association in the United 
States. The work being done by our cata- 
log commission in Chicago is carrying in 
telligence to many a stationer and only in 
the last issue of the trade papers the an- 
nouncement is made that one of our larg 
est manufacturing concerns is issuing a re- 
tail price list of their product which is one 
of the best in the country. You cannot 
imagine the ramification of the work that 
has been commenced. We shall reach into 


When you read 
of the day and see how broad 


channels yet unthought of. 


publications 


minded and liberal men who are leaders 
in religion are becoming, it must have its 
influence in opening the fountains of kin- 
dredship and help men to tur heir 
thoughts to helping each other i: better 
field. 
A PAGE FROM GILL’S. 

Smile—all the time! 

Your customer is your guest—treat m 
as if you wanted him to call again 

All your customers may not be favorably 
impressed with your personal neatness, but 
it’s dollars to doughnuts most of ‘em will 

Keep some of the good points of the 
merchandise you are showing for the last 
Then when the so-called “psych cal 
moment” comes, you'll have sor good 
arguments left to close the deal 

Show your customers the goods h 
you think they can afford to purcha [f 
you think your customer’s bank account 
is slim don’t show your best goods first 
if you know your customer is wealthy, 
don’t sh your cheapest goods first 

Gill’s Trade Help Bulletin 


THEY THINK WELL OF THE WEST. 
Sam. L. Conde and R. O. Young 
agers of the Sola Specialty Company, 405 


man- 


Delta building, Los Angeles, Cal., moved a 


i 
few months ago from Cleveland, O., to the 
present city of their residence. They are 


well pleased with their selecti 


eral 


cation. They are in partnership as get 
sales agents and are two live men whom it 
is a privile ge to tie to. 

Mr. Conde is one of the original and 
much valued subscribers of Office Appli 
ances. Anyone desiring to correspond with 


l 
men of ability in Los Angeles should drop a 
line to Conde & Young for further particu- 
their present 
what lines they may be free to handl 


lars as to engagements and 





Proper attention paid to seemingly uw 
important details often spells success 





















HE condition of the young man in 

the stationery store is similar to 
that of young men in the sales de 
partments of retail establishments. 
Their progress is governed by several fac- 
tors, chief of which are ability and the con- 
ditions of the business in which they are 


other 


engaged. 

During the last decade or more the cost 
of doing business has constantly increased 
owing to high rents and the necessity of 
spacious and lighted sales 
rooms, the addition of constant im 
provements to keep pace with competition; 
furthermore, the merchant has been forced 
to pay more and more attention to the at 
arrangement of his 
goods, the purchase of ex- 
pensive fixtures and other equipment. In 
to these factors of expense, the 


having well 


with 


tractive display and 


necessitating 


addition 


initial cost of goods has been increasing by 
small yearly percentages, making at the 
present time a considerable aggregate in 


this important item. 

The retail prices of staple items have 
become fixed by custom at amounts such 
as 10, 25 and 50 cents, etc., which are not 
susceptible of small advances. These in 
creased costs mentioned in a previous para- 
graph have had to be borne by the dealer— 
a burden which has occasioned a consider- 
fall upon the salaries of 
for, next to merchan 


able pressure to 


the minor salesmen, 


dise, salaries are the most considerable 
item expenditure 
But in some respects the salesman in the 


responsible for much 


his conditions. Sal 


stationery store is 


that is undesirable in 


aries, especially in a business where em 
ployer and employe are so closely asso 
ciated as they are in this business, depend 
upon the margins between the cost of mer 


chandise and the selling prices. Contrary 
to general assumptions, only a few station- 
ery stores in the large cities are making 
even a reasonable income on the capital in 
vested, and there isn’t a particle of doubt 
in my mind that this condition arises in 
part from the habit of the salesman, abetted 
by the weakness or the good nature of the 
employer, of giving discounts from net re- 
tail prices of goods. 

When a man goes into a shoe store and 
is told that the price of the shoes he wants 


is five dollars, it never occurs to him to 
ask what the discount is; nor does he de- 
mand a discount when the clothier tells 


him he must pay $30 for a suit of clothes, 
or when the haberdasher demands $1.50 for 
a shirt. The druggist has a standard price 
for putting up a prescription and it never 
occurs to the business man to ask the drug- 
gist what his discount is. Why, then, 
should the stationer give discounts from his 
prices? I submit that there is no logical 
reason why he skould do so, but on the 


Young Man in Stationery Store 


By Fletcher B. Gibbs, President Chicago 
Stationers’ Ass’n. 


contrary, there is every reason why he 
should not. Year by year, the stationery 
salesmen have fallen more and more into 


the habit of thinking that the prices given 
them are not net and that they cannot con- 
summate a sale unless they can put for- 
ward some inducement in the way of a dis- 
count from marked prices. These discounts 
during the course cf a year in a business of 
any magnitude amount to a startling sum; 
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they rob the salesmen of the salaries they 
ought to be getting, because they repre- 
sent the profits of the business 

Retail prices are carefully computed on 
volume of business, expense account and 
net profit, and do not contemplate dis- 
counts. The system has been forced by a 
firm making discounts to attract trade, fol- 
lowed by another firm making similar dis- 
counts and vice-versa, until salesmen have 
come to believe and seriously to argue that 
the only way they can hold trade for their 
store is upon the basis of a lower price than 
that which someone else is demanding. 
Young Men Have Destiny in Own Hands. 

There is no way possible whereby the 
young man in the stationery store can im 
prove his salary conditions except through 
the most intelligent and conscientious co 
operation with his employer. The retail 
stationer is in such a position that he can 
not extend a more liberal hand except to 
those whose marked fidelity and capacity 
to produce results make their work profit 


able above that of their fellows. However 





altruistically inclined the stationer may be; 
however intense his interest in and friend- 
ship for the co-workers in his store, the 
question of salaries must always be closely 
related to profits, otherwise the whole ma- 
chinery of the business may soonér or later 
come to an abrupt termination and salaries 
cease for everyone. There is room for 
nothing in the stationery store that does 
not have in view the unification of all its 
forces to a common end. That object is 
the sale of goods at a profit. No profits 
make a poor basis on which to ask for 
salary advances. Small and insufficient net 
profits necessarily mean small salaries and 
that without relation to the hours or to the 
work done. It is not a question, always, 
of what the employer wants to do, but 
what hé can do safely. 

The stationer should impress upon his 
salesmen that in a stationery store it is 
service which means the most to the cus- 
tomer, not prices. Service brings business 
and holds it. No permanent success in this 
business can be built upon any other foun- 
dation than giving the customer the best 
possible service his money can _ buy. 
Whether the customer leaves his order or 
not, if we have done some service for him, 
he will sometime recall it and may return. 
Appreciation of good service remains long 
after the price of the goods is forgotten, 
therefore, give the best service and the best 
goods possible and charge prices that will 
leave a reasonable margin of profit. The 
customer in the long run will thank you 
and stand by you. 

When these first principles are under- 
stood, when they are given the weight in 
the minds of the clerks to which their im- 
portance entitles them, it will then be but 
a step to the necessary conclusion that the 
clerk or salesman himself is the one most 
vitally concerned in the success of the busi- 
ness. The employer usually has something 
somewhere he can fall back upon in an 
emergency, but with the salaried man, the 
partition between money in his pocket and 
being “broke” is usually uncomfortably 
thin and insubstantial. The success of the 
business is a vital matter to the employe. 
Indeed, it is so important that a body of 
employes working for one concern cannot 
afford to tolerate among their number a 
man who has not the interests of the busi- 
ness at heart. Independent of the efforts 
of the employer there should be enough of 
the community spirit among salesmen and 
other employes to create an esprit du corps 
which will enthuse every individual, mak- 
ing him put forth his best efforts in what- 
ever he may be called upon to do. 

Even one indifferent, inefficient employe 
makes loss and trouble for the whole estab- 
lishment. He affects its profits, adds to 
the labors of the efficient employes and at 
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the same time robs each man of a little of 
what ought to be coming to him in salary 
Half a dozen inefficient men in an estab 
lishment may mean that the firm will fail 
to make several thousand dollars in a year 
that it otherwise would have made without 
any additional work. Divide that loss and 
add the half to salary account and sex 
what the results are! The additional money 
the firm might have been able to give in 
salaries might mean a good deal to every 
individual—might have marked the turn 
ing point between living up everything and 


that savings account long looked forward 


What the Chicago Association 


HIS association was organized July 
24, 1902 
membership — 
individual and honorary. 


[It contains four classes of 
executive, auxiliary, 
The ex 
ecutive or firm members are those engaged 
directly in the stationery business Che 
auxiliary members represent the manufac 
turers or jobbers of stationery and kindred 
lines. 

The records show that thirty-six meet 
ings have been held. The records, how 
ever, mention only the regular or quarterly 
meetings of the complete association and 
do not include the various meetings of the 
executive members, of which meetings no 
record is kept unless action is taken which 
is entitled to a place in the minutes 

The executive meetings average one each 
month through the 
They are informal and have been to a great 


excepting summe! 
extent educational, inasmuch as many false 
ideas as to competition have been elimi 
nated; many errors of judgment relating t 
the matter of cost and selling price hav: 
been corrected, and items of general inter 
est to the trade have been discussed, re 


" 


sulting in benefit to every stationery hous 


in Chicago 


1 


Our quarterly meetings have brought th 
representatives of the various manufactur 
ers and jobbers into closer touch with thei: 
customers, and this admirable combinatio1 
of firm and auxiliary membership has bee: 
the means of correcting many muisundet 


standings which formerly engendered a 


continuous feeling of bitterness and suspi 


cion between manufacturer and retailer 


During the last two years our president, 


Gibbs, secing the possibility ot 
1 


evolved 


g 
Mr. F. B 
enlarging our field of usefulness, 
the idea of the open meetings, which pres 
sent to every emplove the opportunity t 
listen to talks or illustrated lectures o1 
various lines of importance connected with 
our trade, and that by men whose long ex 
perience and perfect knowledge of the sul 
jects handled made their addresses worthy 
of the closest attention of the listeners 
Up to the present time there have been six 


open mectings with subjects as follows 
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o for a rainy day—might have meant that 
last year’s overcoat would not have to do 
for another year—in fact, might have meant 
the possession of so many things that a 
little more money is such an important fac 
tor in getting 

The fact that a few thousand men in 
this city spend so much money in dissipa- 
tion, in what is worse than nothing at all, 
and that so many other men, equally gifted, 
are living from hand to mouth, yet work- 
ing honestly and conscientiously every day, 
is a terrific indictment of our civilization; 
ind the one remedy, the one hope, lies in 
the solid, sound sense of the middle class 


Terse and Pertinent Discussion of the Ad- 
vantages that Have Accrued from the 
Work of the Organization. 


By A. E. Riddle, Secretary, Chicago Sta- 
tioners’ Association. 


1. A paper on blank books, by Charles 
\. Stevens of Stevens, Maloney & Co 

2. A paper on inks and mucilage, by Wil 
liam Rodiger, secretary of the 
Manufacturing Company. 

3. An illustrated lecture on the 
facture of steel pens, by L \ 


Santord 


manu 


Hawkes, 
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manager of the C. Howard Hunt Pen 
Company 

4 An illustrated lecture on loose leat 
devices by R. L. Winans of the Chicago 
Shipping & Receipt Book Company 

5. An illustrated lecture on card index 


Maurer, manager of the 


systems by R. J 


men and women to which class we as sta 
tioners and our employes belong. We must 
regard each other as mutually depet ~ 
must have confidence in the good will and 
best efforts of each toward the ot! 
ing this good will, this determinati di 
learn what is best, to work with all 
yncerns with 


and to 
our hearts for the respective c 
which we are allied, we shall be fulfilling a 
high duty, not alone to each other, but to 
our city and our state, by our 
culeating industry, temperance and moral- 
ity, and forming a body of men wh 
are set against abuses and extravagance 
wherever found. 


Has Done. 


Educational Department of the Yawman & 
Erbe Manufacturing Company, and a talk 


on salesmanship by E, D. Gibbs of the 
Patterson-Gibbs Company, advertising 
specialists, Chicago. 

6. A paper on the care of stock Sam 
Mayer, western manager of the Joseph 
Dixon Crucible Company 

Meetings Excite Interest. 

The large attendance and the terest 
displayed at these meetings prove tl im 
bitious employes fully appreciate tl fforts 
of the association to extend to then part 
of its beneficial influences. Nor | the 
auxiliary members failed to receive benefit 
from the open meetings. Where formerly 
their acquaintance was limited almost 
clusively to the buyers, the open n ngs 
have afforded opportunities of b ming 
personally acquainted with the sa 
the men who place the goods dirt 


fore the consumer 

lege and it 18s one which ould I ve 
been so we brought about by a1 ther 
method 

I have thus far confined this arti y 
to the beneficial results of the 
associatior1 Chicago; but its e 
has extended far beyond our city 1 [t 
was the “T will’ of the Chicago As ! 
that brought into existence tl il 
Association and that kas made poss the 
appointment of a National Catal 
mission whose work has already of 
incalculable value to the trade tl it 
the country 

These are actual facts, and ind ich 
more might be said—many other specffe 
incidents m oht be given to show I e 
association has done to justify t time, 
thought and money expended upo ut 
is there need of making the story lk er? 
Do not the facts above given sufficiently 
answer the question, “What good e 
\ssociation?” 

It is good. It has been doing good from 
the moment it was organized, It has been 
a benefit to every branch of our trad [In 
my opinion, we have just cause to feel 
proud of our membership in the C go 


Stationers’ Association 


























The Floor Salesman. 


HE fl r salesma! the front door ol 
sometimes berated i1 


dividual, but one who is called upot1 


daily xercise as many, and even mort 
virtu es an does uutside confrere.§ [1 
many imodities aside from system off 
de es the floor 1 can get along with 
out possessing a the selling talents, but 
in this game he needs to be a composite 
creature made up of selling ability, energy 
ind p 

Lhe itter ranking 

] \bility to carry a sale through to the 

osing point 

ZL Energy in pushing the sales and 11 
keeping | floor ship shape 

3. Patience in listening to an endless list 
of complaints regarding deliveries and 
goods, and smiling the customers’ troubles 
dow! 

There seems to be an idea abroad that 
the floor salesman in system devices can 
get along with less resources in the way 
of salesmanship than can the outside man; 
in oth ords, it is assumed that the mai 
on th r need not be a creative sales 


man in the sense that the one who is cat 
vassing must be 

salary opportunities for 
the floor man are so that he is 
his line than he goes 
outside, and to the inside is left the task 


more than one 


Consequently the 
meager 
no sooner well up in 
of breaking in a novice or 

While I contend that the floor is certainly 
the place in 


start a man, | 


of its talent 


which to new 


» seeing all con 


am opposed t 
stantly going to the outside. 
This for the benef 
and the selling concern 

The view is held that 


office device store he is 


when a prospect 


enters the average 


coming in with the intention of buying and 


now that he is on our ground it is only 


him the materials 


a question of selling 
necessary for his proposed system, and the 
usual floor salesman consequently gives lit 
tle attention to creative system work, being 


chiefly concerned in the sale of the moment 


The canvassing salesman must absolutely 
do this creative work if he is to be a suc 
cess 

The truth is that the average prospect 


does not enter any store with the 


intention of buying—he is usually on an in 


system 


vestigating tour solely. 
The Keynote. 


in which the device is ex 
the keynote to the im 


The 
ploite d 


manner 
to him is 


pression made. 


Falling into the hands of an indifferent, 
a lazy, or an uninformed floorman he is 
liable to get into a frame of mind which the 


outside man finds hard to dissipate after he 
goes to work on the prospect. Being met 
at the door, however, by the “live-one-in 
his-line” floor salesman, he is not only in 


terested in the one device he had in mind 


t alike of the customer 


Some Comments on the Office Device 
Genus. 


By William J. Mullin. 


hen he entered, but may have bee 
erted to several others 

If the sale is not closed on the spe 
there is handed to the man in the territory 


1 


at least, a live prospect 


Granted that you are a floor salesman and 


11 


knowledge of 


have all nece ssary your iine, 
the key to success with floor prospects 1s 
take an interest in your prospect 

Don’t be blighting iceberg casting a 
hill because some one comes in to disturb 


your repos¢ Be receptive ti your pros 


pect’s preliminary statement and throw 


-— 
I 


yourself fully into the phases coming up 
d 


the case under discussion 
The prospective immediately sees that 
you are taking an interest in him, and his 
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interest in you and your proposition is im 
mediately stimulated. 
Work for More. 

On closing one sale, however good, or on 
getting through with a subject, do not com 
placently let your customer depart, but 
bring up to him anything else you may be 
This 


sistency in showing other devices confirms 


selling which may appeal very per- 


you in the good graces of the customer, 
who not only applauds your incentive in 
wishing to make the sale, but also approves 
take in him 


demand a 


the continuing interest you 
It is evident that I 
in a floor man for the office device business, 


high type 


and I do. I draw a comparison 


You will invariably find that on entering 


the high class dry goods or department 


store you are met at the door by a floor 
man who has been selected by the manage- 
ment wholly because of the pleasant im- 
pression he will make on the entering visi- 
tor. The above condition is not true of all 
office device stores, 

On entering many of the latter the cus- 
tomer either finds no one in sight or, if 
there be one or more salesmen engaged, 
with other customers, too often, the new- 
comer is left without any recognition pend- 
ing the period when a salesman is at lib- 
( rty 

Some salesmen, when waiting on a buyer 
are so fearful of the latter’s possibly re- 
senting it, that they will not even turn their 
head in token of the entrance of a new 
customer through the door, nor will they 
ask to be excused to answer a ’phone call. 

This is all wrong. Every entering cus- 
tomer can have an aside greeting and a re- 
mark that you will soon be at liberty, and 
churlish indeed is he who will object when 
you take a moment for the ’phone answer. 


The good floor man with-holds never a 
prospect which should go to the outside 
man, and the latter.should urge every one 
of his customers to visit the store as often 
as possible. 

The outside man should have considera- 
tion for the fact that the inside man gets 
far more of his customers’ complaints than 
he does himself, and that some of his best 


“leads” come from the floor man, 


No Sinecure. 


The floor man, besides suffering from the 
vicissitudes of low salary lattitudes has no 
sinecure, 

He is the “buffer” between the manager 
and the outside public. 

He is “long” at all times on the uncom- 
plimentary remarks coming up from visiting 
competitors and others. 

Some men are Al on the floor, but are 
poor outside, while some good outside men 
can take little interest in floor work, 

| think that this condition instead of be- 
ing wholly due to fixed temperamental or 
physical characteristics is often brought 
about by environment—one young fellow 
starts in on floor and stock detail, and in 
the course of time becomes so habituated to 
inside work that the mere thought of going 
outside after business chills him—he gets 
“cold feet” at the mere mention of it. 

Another is thrust outside before he has 
had time to become a victim of inside sur- 
roundings. 

The floor man in the system device line, 
| affirm, should be an expert in every case 

the system—the machine—the material. 
The customer expects expert information 
when he comes to the store after having 
failed of being convinced by an uninformed 
outside man, 

The good floor men—may their tribe in- 
crease! 
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Practical Suggestions By Sam Mayer 


@ Every dealer should have a complet« Essence of Mr. 


@ Salesmen should show the best 


Mayer’s Toledo 


system of orders in duplicate, and afte Address Put in Tabloid first. They ] a larger percentag 
the stock is received it should be en Form for Busy proft, and it is easier to come 
tered in a stock book Know what Readers than to go ut 
ae mong @ Don’t display gold and silver per 
@ When ordering by case, specify many goods it 1s and goods of that character in the same case with fount 
desired the case shall contain. pens. The sulphur in the rubber of which the penhold 
are made oxidizes anything under 14-karat gold and y 
g A great deal of time could be saved and many annoy oxidize silver in 24 hours if kept in a closed shov 
ances and delays avoided, if a buyer, when ordering by with them. | 


mail, would refer to manufacturer’s catalogue for proper 


descripti nm of FOC rds 


q “Short” blanks should be hung 
in various places about the store, 
so that when the salesmen find 
any lines ‘“‘short’’ they can make 


memoranda and hand them to the 
This would keep the buyer 
at all 


in a great measure do away with 


buyer. 


informed times and would 


‘‘rush’’ orders to the manufacturer 


@ Another convenient blank pro 
vides for making memoranda of 
goods called for but not carried 


in stock. 

@ Every firm, no matter how small, 
should take inventory at least onc« 
every year. 

@ Get rid of the laggards quick; 
! Ar 


range for a rummage sale at least 


have some system about it 


every ninety days; advertise it 
it will pay and pay big 


@ When the dealer puts in a new 

line of goods, he should post his salesmen as carefully as 
the manufacturer posted his own salesman who sold the 
goods to the dealer. 

@ Make the window displays attractive. Don’t display 


too many ‘“‘top-heavy’’ goods— goods which are so ob- 
viously a part of a stationer’s stock that everyone knows 
stationer. Show the 


them to be necessarily carried by the 


goods not so commonly displayed. 


@ I am sure many a sale could be made were price tickets 


placed on the various articles displayed in the windows. 





q@ Put the slow sellers in the bald headed row where t 


can be si the passing t 


n by 


¢ Put the good sellers at least | 


way back from the front of t 
store, so as to get the cust 
where he can’t grab his box of pens 


and make a quick get-away wit! 


out seeing something besides what 
he is buying every day. 

@ Don’t put your inks, mucilag 

pastes, et too near the steat 


pipes or radiators in cold weather 
The warmth encourages evapora 


much 


tion and too 


makes the preparation too t 


evaporation 
h 


ick 
for convenient use. 

@ Don’t put lead pencils, especial 
1 rubber tips, anywhers 
store 


those wit! 
but in the coolest part of the 
This also applies to rubber band 


erasers, Cc. 


@ Don’t 


py 


place the surplus pen 
stock on the top shelves. Put 
on the lower Heat ha 
tendency to warp and split pencil 


1 
} 


~ 


shelves. 


This prevents them fron 


@ Wrap all goods before storing 
becoming grimy and fly-specked and preserves their 


+ UK 
Lit Vv 


appearance. 


n Shopworn goods ar 


@ Sell and replace samples oft 
unprofitable. 


@ Don’t store office furniture in damp basements, where it 
swells, until drawers stick, sides bulge and glued joints ope 
damp place 


Furniture should not be stored in a cold or 


@ Better try to move slow sellers and old goods by a bargait 
upon the manufacture: 


1 


sale at cost than to saddle the los 


bi 





returning the good 


| 
| 
_ 1 +} ; » ant , ii | 
¢ Do not p ace goods 1n 1e window whi ire - a de ; c p 
lik I I 1 | he | a @ Don’t put old stock to the rear as new st 
ikely to be affected Dy the heat of the sun or ot S . . : . 1 | 
Age > es kd is received. Sell the ockK first received Del 
by artificial heat. Goods of this character should es f pening up new stock of the same kind. Int 
; _ opening uf IC} { Sam 1d n 
° ) p 1 
not be placed too close to steam pi t ra = & way there will be less likelihood of having shoy 
2 . } . ~ Z —— . 7 c 1 1 
diators or stoves in the store of OLE worn goods to work off at a loss 
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Any Combination of Draw- YY 
ers for Filing Letters, Cards, 
Chec ks, Catalogs, Docu- 
ments, Legal Blanks, Elec- 





oe COMPLETE OFFICE ON LEGS—rne cREATEST DESK SUCCESS 


The Vertical Letter File, Desk and Combination Filing Cabinet represent the BEST VALUES in Office 
Fumiture. We furnish either with the purchasers’ CHOICE of Filing Drawers for Letters, 3x5 or 4x6 index cards, 








No. 425 


Patent applied for 


CAPACITY: 
20,000 LETTERS. 


Cancelled Checks, Legal Blanks, Electros, Documents, Vouchers, etc. 
Substantially constructed of either Solid Oak or Birch Mahogony. All joints ‘‘ Let in,” glued and screwed to- 
gether. As well built as select material, competent mechanics and up-to-date factory equipment can make them. 
Handsomely finished in Golden or Weathered Oak or Birch Mahogany. Fine enough for the handsomest office 


Contains 
Two Double Drawers 
for 4,500 3x5 or 4x6 
Index Cards Each 








surroundings. . : Three Drawers for 
SOLID OAK. PROFITS on this line are large. Prices to the consumer comparatively low. Wester dealers protected against 5,000 Letters Each. 
exorbitant freights. 
ROLLER BEARING. 


Sell Weis’ Products and insure a prosperous 1910 

Write us to-day for Dealers’ Prices and com- 
plete Catalogs. Sectional bookcases and horizontal 
Filing Sections in catalog ““B,"’ Office Furniture 
and Stationery Supplies in catalog ** C. 





FULL HEIGHT, 
DUST PROOF 
DRAWERS. 





THE Slits Manufacturing Co. 
161 Union Street, MONROE, .’ 


New York Office, 108 Fulton Street, A. H. DENNY, Mer. 
ADDRESS MAIL TO FACTORY. 





See 








THE SEASON’S GREETINGS 


are extended to our many friends and patrons who have helped to make our record of 
the passing year one of unequalled growth and prosperity. 


It has been our constant endeavor to produce only attractive and salable goods, 
and that our efforts in this direction have met with unprecedented success is proven by 
the constantly increasing demand for them. 

We are confident that the new goods which we shall offer during the coming year 
will even exceed those of former years in popularity. To the dealers who have never 
carried the Eaton, Crane & Pike lines we would simply say, investigate. To our custo- 
mers we cordially acknowledge the favors shown us in the past, and feel confident that 
our goods will continue to commend themselves to their favorable consideration. 


EATON, CRANE & PIKE CO. 


PITTSFIELD, MASS. 
New York Office, Brunswick Building, 225 Fifth Avenue 
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Attractive Window Displays. 


By A. E. Eggert, Manager of the Chicago 


Branch of the 


There has been a very large amount of 
information written, illustrated and pub 
lished on this subject and I have heard it 


stated on a number of occasions that there 
was nothing new in the way of window ex 
hibits,—that is to t 


it was intended to 
convey the idea that everything under the 


say 


1 


sun had been'‘tried out sometime in the 


past. I am that 
sadly mistaken idea, as I find new proposi 


satisfied this is a very 


tions coming up every few days. I am 
positive that every retail dealer who is up 
to date is very much interested in the ar 


rangement of his goods in window displays 
will be, as it is one of his 
should be 


and always 
“Helps” 


considered a part of his advertising depart 


to sell his wares and 


ment and part of the advertising expenss 


In this l 


connection [ have taken quite an 
the past few years in dis 


and E.” 


active part in 


playing the “Y line of office sup 


plies and systems in their show windows 
at 140 and 142 Wabash avenue, Chicag: 
branch 
A Case in Point. 
We have one large window, size 36 feet 


long by 10 feet high; two glass plates 
joined together, having the appearance « 
one large plate glass 

The 
north end, 
for display 
10 feet 
floors 


entrance to the store being at 
this 
purposes, 
the 


the 


a return plate glass 


gives us 


size 9 feet wide and 


high; entrance to the 
end, also affo 


being at south 


plate glass, size the same as 


us a return 
at the north; consequently the*people go 
ing north and south are in line of view 


before arriving directly in front of the main 
show window. 
Our “Y. and E 
sidered by many 
Wabash 


that we 


displays have been con 


as the most attractive and 


novel on avenue; this is owing t 


the fact have endeavored to have 


attractive 
We 


whenever it is possible to have by all mean 


at all times unique displays of 
our line of goods would recommend 


a live exhibit; by that I mean, one that has 


something that is moving or in action 


This is not always possible, but it pays best 


of all. 
Suggestions Gleaned From Experience. 
We and cleanlines 


consider neatness 


one of the most important factors in wi 
dow displays. If the glass plates are dirt 
it gives your customers the tdea that y 
goods ar not f the best ¢ Liity () 
porter has instructions to wasl e outside 
of the glass every morning and the insid 
twice a week Chis is S s < 
it is to sweep the fil 

We d not believ: it pays ft mix 
your window display vith n ] é 
lots of goods, but systematize them by d 
partments as you would your business 
this | mean it is better to arrange 
goods according to classes of similar li 


together: this 


that go 


Globe-Wernicke Co. 


who though he may not be 


any of the articles displayed, 


ested in 


doubt makes a mental note of 


the store 


which they were seen and carries away 


favorable idea of its progressiveness, 


when he does want something in your 


he is likely to remember your firm 


Particular care should be exercis 


your arrangements of color schemes 


show a high degree of 


taste; by this 
beautiful effect of the display, but also 


order to 


means you not only ge 


novelty that will attract the public att 


t10on 
Committee of Three. 
much in favor of a 


We are 


committee In 


very 


| splay 


ind 


ine 


artistic 


t 


place of on m 











A. E. EGGERT. 
the entire wind: 


iving 1n charge 


i plan of having 


ve were able to get very much better 
ts We made the chairman of this « 
ittee the floor salesman, who dresses 
indow and two outside city salesn 
ssis in [These two outside sa , 
ery ble issistants t ] | 
ssel bringing in new ideas 
\ d re mmend to any o1 ing 
spec \ f window displays t lonpt t 
I I Ss e tempt thee f 
the mbition corrup } 
sway thee, no persuasion 1 th 
vthing which thou kr est ft 
s sha thou ways ¢ vy. f 
| nscience 1s a continual Chr , 
Be i in Frank 


a committee of thr 


»w display 


after adopting about two year 





A. T. WHITEHEAD NOW ADDRESS- 
OGRAPH MANAGER IN 
NEW YORK. 


Whitehead, than whom ther 


mM Ss 


man better known in the specialty world 
came from England to this country some 
12 years ago. Previously to landing here 
he had never worked. As his fathe1 id 
retired from business for 15 years e 
that, there was no necessity for laste 


,  ¥ 


edge fron 


to do anything else but imbibe 


sundry and manifold 


teachers As the heir to a very t 

able and pleasant income, what necessity i 
was there to labor? Sut within that young | 
man’s breast there was ambition and é 

sire to get out and “do something He 
would not listen to the appeals of “‘t d i 
folks at to spend his tin 

and luxury. Inactivity was irks S 

lively nature, so when he was 21 and free 

to go where the spirit moved him he ¢ 


to Amer 


He found employment with the N 
Company at first in faraway Omaha 
there he w to Chicago, and th \ 
York, where he became the he t 
salesman of the New York 
Neostyle Company. He _ rema 
this company for 10 years, an 
last two years had charge of the p y 
and sales department in New Yorl ‘ 
12 months ago he left the Neostyle (| 
pany and went with the Roneo Cor 
His duties were to establish ager 
when he id done this from New \ 
the coast s work for this company 
tically came to an end. He made 
cial success of it because of his | 
nection with the spec ilty business 
had given | such a hold t ( 
and because of his intimate knowledge 
the exact nditions existing t t 
the country Added to these was t 
that he Vas Su¢ h an excellent Sa SI n 
that he knew how to develop trade and 
encourage men under him to get 
with enthusiasm and vigor. 

Mr. Whitehead’s success came t he 


notice of Mr. Hall, the secretary and ‘ 
iger of the Addressograph | l 
it further i1 ed favorable 

sause Whitehead had from 


been able to send in 


Company evel ible tips 1 
business H thereupon off 
¢ p sift nager of ) N 
thce ot the \ ldressograph ( 
[his Whitehead accepted and it 
ilify | his new d 
I vec - l tr ning 
Cn ) neg this ti ] e 
a ind rebuild t \ 
oT iph t ntr P 
echani n | 
+ i | 
me f \ iKINg p 
1 es t D mber 20 
At the } York office f the A 
grapn ( it 78 Walker s ¢ 
ibout } p! yes, 3S that } \\ € 
a. ° | e 1 T 
head wi is hands fu H ( 
tivity and tive are boun: t 
fine res ; i e nea tire 
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TWO MONET-MAKERS FOR TOU 


I. MULTIKOPY CARBON PAPER —the 
cleanest, longets-wearing carbon paper to be 
bought. It makes 20 legible copies at one 
writing, and will take 100 separate letters— 
and the hundredth will stand comparison with 
the 10th of most makes. Try it! 


II. STAR BRAND TYPEWRITER RIBBONS 
make 75,000 impressions of the letter a or e 
without clogging the type so as to show on 









the paper. For all machines. 

‘@ MultiKopy Carbon and Star Brand Ribbons 
are the most popular and largest selling articles 
in their line. 







@ This year’s advertising campaign is inter- 
esting more of the people that buy these busi- 
ness necessities;—and the demand will be © 
greater than ever before. 






@ Our 1910 plans will disclose astonishing 
possibilities for more business and greater 
profits. Write for them at once. 











F. S. Webster Company ull Yo 


THEWEBSTER 338 Congress Sireet, BOSTON, MASS. STAR MQM BRAND 












ereape_) NON- FILLING 
New York Chicago Philadelphia TYPEWRITER 
IT 396 Broadway 211 Madison St 908 Walnut Street ‘OD iSs¢ 
ULE Pittsburg London Paris ADE 35 
eRe) 432 Diamond St 67 King William St Rue Saulnier 10 ¢ 4 











CARBON me, Berlin, Friedrichstr 60 
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EUROPEAN OFFICES 


are equipped with 


“BENT WOOD” 


It’s Comfortable 
Durable and 
Sanitary 


Sold by All Leading Dealers 


Made and Imported by 


JACOB & JOSEF KOHN 


NEW YORK 

110-112 West 27th Street 
CHICAGO 

1414-1416 Wabash Ave. 
TORONTO 


215 Victoria Street 


CATALOGUE ON APPLICATION 











TO STATIONERS 
who handle Typewrit- 
ers or Supplies we want 
to send a sample of our 
RRub-beRR Type- 
writer Cover. For all 
Machines. Also for 
Adding Machines, Cash 
Registers, etc. RRub- 
beRR stands for all 
that is best in a typewriter cover. Get our prices and 
discounts to the trade. :: «They will please you. 


TYPEWRITER SPECIALTY CO., Inc. 
72 West Broadway New York 




















‘ 





VISE CLIPS 


Cut from Solid Sheet Steel, Nickel Finish. 





SY 


The Vise Clip grips from two to sixty 


Papers cannot slip either € 


papers 

ways or lengthwise. The tongues in the 

Clip give it wonderful gripping power 
Easy to put on and to takeoff rs 
everywhere are delighted. Send‘for sam- 


1 ; 
ples ar 


THE VISE CLIP COMPANY 
77 Summer St. 














Boston, 
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SPARKS-PROUDFIT CREASER FOR 
ANY STYLE BINDER. 


After several years of experimental work 
the Proudfit Loose Leaf Company of Grand 
Rapids, Mich., has perfected a rotary creas- 
er which, the compay states, will produce 
a perfect soft hinge upon any grade or 
weight of ledger or bond paper. 

The Sparks-Proudfit machine, instead of 
having one set of creasing rollers, has 
three sets of rollers arranged in tandem. 
The first set produces creases one-sixteenth 
of an inch apart, and the second set pro- 
duces creases only one-thirty-second of an 
inch apart. This double action is designed 
thoroughly to mangle the paper and leave 
it soft the full width of the crease. The 


The machine gives two widths of creases, 
inch wide _ for 


one of which is % of an 
Proudfit creasing; the other 1% inches wide 
for all kinds of post or thong binder work 


A DESIRABLE SOUVENIR. 

One of the best things in the way of a 
book has just been issued from the press 
of the Globe-Wernicke Company of Cincin- 
nati. It is neither a catalogue of filing 
cabinets or bookcases, but it is a compre- 
and interesting catalogue of the 
world’s best books. The goods of the 
Globe-Wernicke Company are not men 
tioned at all and the only indication that 
that company is behind the book appears 
in the copyright notice. 


hensive 





NEW CREASING MACHINE. 


third set of rollers is perfectly smooth and 
their mission is to smooth out the creases 
left by the other rollers. This smoothing 
process is said to be doubly important, be- 
cause it not only takes the swell out of 
the paper, but irons it flat enough to allow 
the hinge portion to be written upon if 
necessary 

Each set of rollers is controlled by an 
individual adjusting screw, which permits 
of an extreme nicety of adjustment and 
makes the machine suitable for use upon 
any grade of ledger or bond paper. 

The feed board is fitted with an adjust- 
able steel feed guide. The receiving box 
is adjustable to all angles and heights and 
will handle stock as large as 22 by 34 
inches, Any ruling machine feeder can 
readily learn to operate the Sparks-Proudfit 
machine, whose speed is 250 revolutions per 
minute and whose output is limited only by 
the ability of the operator. The machine 


200 pounds and occupies a floor 


Ww ¢ ighs 


space of four by six feet 


One-fourth horse 
power will run it 

It is said that the strength of the paper 
creased on this machine is not impaired 


The book is entitled, “The World’s Best 
Books; Suggestions for the Selection of a 
Home Library.” It contains 38 pages. It 
opens with an interesting preface, followed 
by lists of best books for young people of 
different ages, classified for boys and girls 


according to ages. All the famous “best 
book lists” are published, including Dr 
Eliot’s much-talked-of five-foot library 


“The World’s Best Books” has such merit 
that no one, whatever his profession or his 
inclination, should be without a copy. It is 
a ready, handy reference to all that is best 
in the literature of the world. It is the 
best compilation of books for busy people 
we have ever seen, giving as it does, the 
cream of the world’s literature and a s« 


1 
eCc- 


tion wide enough for any taste. 


W. C. Waddell, the South American rep 
resentative of the Royal Typewriter Com 
pany, has returned to New York after an 
several months in the southern 

Mr. Waddell reports business 
favorable 


absence 

hemispher« 
conditions good, prospects 
weather warm 
but O: you Tropics! 











Says he loves New York, 




















OFFICE APPLIANCES 








20 Acres of Floor Space 
Devoted to the manufacture of Elastic Filing Cabinets and Bookcases. 


The Largest Plant of its Kind is Ready to 
Support your claim for Business Increase 


To what cause does the dealer in the small towns and cities chiefly attribute 
his loss of trade? 

Is it not the inability to secure from certain factories immediate shipments 
right at the time the big buyers are in the market ? 

Whenever he does land a big order it is usually conditioned upon delivery 
within a specified time, and if he negotiates with a factory having limited capacity 
he is very apt to have his order cancelled on him and loses the very class of trade 
that ought to be his chief source of profit. 


What This Means to You as a Globe=Wernicke Dealer 


The factory resources of the Globe“Wernicke Company are regarded by its agents 
as a dependable asset in their own business. 

This was exemplified the other day by the receipt of one order requiring fifteen 
carloads that was filled in less than 36 working hours and without embarrassment 
to any one department. 

Isn’t it reasonable to believe that a plant able to make prompt shipments by 
the train-load can also take care of your orders? 

Such backing gives the dealer confidence to solicit trade from big concerns when 
he has the resources of the largest factory of its kind in the world to back him up. 


If you cannot command the trade of the best customers in your city it is probably 
due to the fact that they cannot depend on having their orders filled on time. 
The GlobeSWernicke Plan of Co-operating with Dealers will interest you. 

This Plan and the National Advertising of Globe“Wernicke Bookcases and 


Filing Cabinets, now in force, can be now concentrated upon your own trade 
—to help you build a bigger, better business—by helping you clinch sales. 


Write to-day. 


The Globe“Wernicke Co., Cincinnati, U. S. A. 
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HUTS 


J ana Carbons 











are enough different from the usual run of 


2} 
% Similar lines to mean more profit in your sup- 
e plies department. [hey carry a uniform qual- 
« ity standard that insures the satisfaction of 


the user—an essential factor in the building up 
ot your business. They are made 


FOR THE TRADE 
ONLY 


We do notenter int ym petition with the dealer 
by selling the consumer 


+ 









We know trade conditions and trade require- a 
ments and make our goods accordingly Our el 
prices and quality get the busines Your co I 


operation means more tor you 


Republic Carbon & 
Ribbon Mfg. Co.. 


Pts, 
peta Loar Tins 


OFFICE & SALESROOM 
4 46 West Broadway, New York ¢ 
~2 FACTORY Pa 
=" y 
# 180-182 Center St. My 
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New York 
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VOLGER’S 








“NEW DEPARTURE” 
QUICK DRYING INK PAD 


a 2 


VOLGERS f 
New DEPARTURE } 
QUICK DRYING INK 
STAMP PAD 


ee gT 





Made by the Manufacturer of the well 
known “Excelsior Pads” 


Warranted not to injure Stamps. 
Impressions Dry Instantly the very moment the 


stamp is lifted and penetrate the paper or 
materia] stamped. 


NO OFFSETTING 
RETAIL PRICES OF PADS: 


I on a dead edue es uae nenedee $0.25 
SS _ ae A re 35 
No. 2. 3}x6}... TE EE Pee 
i. ci chdasboeeanaverkndéeened 1.00 
8 9 SE er 1.00 


Trade price list sent on request. 


B.G.VOLGER MFG.CO. 


PASSAIC, N. J 
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Letter and Circular Folding Machine 


Recent German Invention Has Interesting 
Features. 


By Henry Goldman, Berlin. 


HOULD an office worker of a former employes during four hours, and is 


generation return and visit one of the annoying because it cannot be distributed 


large business offices of the present over the entire day, but must be executed 
day, he would certainly experience consid- after the correspondence has been ci 
erable fright on account of the numerous pleted. The 
it is practically impossible to en 


mm 
consequence of this condition 


noisy, rattling appliances in use, inducing is that 





BUNNIG LETTER FOLDING MACHINE. 


gage special assistants for this purpose, but 


him to retire speedily. Only one satisfac 
that a part of the available office force must 


tion he could take along, and that is that 


the dispatch of the mails is still being con discontinue the regular work and help in 


the dispatch of the mails. And so it hap 


] 


ducted according to the cid recipe of our 
pens that for this in itself sub-ordinate la 


grandfathers. 

Whoever has had occasion to take an in 
sight into the workings of large industrial, 
commercial and banking institutions, 


bor high-priced employes must frequently 
be called into requisition, who could do 
much more valuable service, if permitted to 
remain with their regular work. 

To change this condition, to introduce a 
machine which would continue the work 


knows what a great amount of labor is re 
quired to execute this branch of office serv 
ice. The folding, inserting, addressing and 
closing of a thousand letters for instance, 
the undivided labor of five to six have begun, in 


Gass 


which typewriter and duplicating apparatus 
requires the same systematic and 











Herrn T Kayser \ 

. Pants main . } 

\ 50 Bishopsgate Street Without / 
tenam Be” 














SAMPLE OF WORK ILLUSTRATED 

















speedy ner, led Mr. Max Biinnig 
Gardelegen, Germany, to the constructio1 
of his Letter Folding and Closing Machin: 
shown in the accompanying illustrations 
The 1 iccomplishes the complet: 
dispatcl the mails with the assistance of 
a single person; it folds, inserts and close 
about 1,500 letters or circulars per hour, 
the latter open on one side to comply witl 
Postal gulations For ‘correspondence 
that 1 sed letters, tra sparent or “wil 
dow” envelopes at mployed, while 
printed matter ordinary envelopes may a 
be 

Ch { ity of this machine is remarl 
able, sidering the tremendous 
vantages, the making ready of 1,000 lett 
with tl d of a single person in 45 mi 
utes against the employment of five perso 
for thre r four hours, which are necessary 
according to present practice, it will 
acknow ged that this machine, on account 
of its great money and labor-saving qual 
ties is destined to enter the regular business 
equipment of large offices. This double ap 
plicatior r dispatching letters and print 
ed matter, insures for this machine cor 
stant employment, so that the cost must b« 
consider amply repaid in a very short 
time | ichi a labor-saver, pet 
forming th one person the labor of ten 
better, ner and more reliably. 

That actual demand exists for such a 
machine s demonstrated at the last Ber 


lin Office Exposition, where the first mod« 


of the machine was exhibited. It was fre 
quently designated as the most interesting 
exhibit of the entire Exposition, and many 
of the largest firms entered their names as 


prospective purchaser 


A few words regarding the method o 


operation will prove of interest. Whenever 
practicable electric motive power is used 
The letters to be enclosed are placed on a 
platform attached to the machine and su 

cessfully introduced into the mechanism 


Accurate placing is not required, the ma 
chine automatically drawing each letter in 
to the proper position. The letter is ther 
folded three times, and as soon as the last 
fold is made, it is automatically placed in 
the envelope, which in the meantime has 
been drawn into position by the machine 
itself and mechanically closed. A collector 
hers the closed letters in the order 

hey are being delivered by the 


then gat 
in which t 
machine The accompanying illustration 
shows the front and rear views of a letter, 
folded, inserted and closed by this machine. 

The American patent rights are for sale, 
and we refer our readers to the advertis« 


ment on page 162 of this issue 


The Whiting Paper Company of Chicago, 
have moved into larger and more commo 
dious quarters at 114 to 124 Federal street, 
(formerly Custom House Place). They are 
now able to house all their stock in one 
building, and therefore, feel better able to 
take prompt care of their many customers 


in the windy city 
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Uo. SCALES 


Why the Triner Postal Scales 


are t Only Px ely Accurate and 
Scien tifical lly Periect Automatic Scales 
. le 


AU SE They do not show any 
nae ion, no 1 er where the article 
is placed on the platform, they reg- 
ister always correct. 

They are constructed entirely of the 
; ld Rolled Steel; absolutely no 
ngs a. br k in transportation, 





and hands ign and finish. 
Sold by all c ofan Stationers. If 
yours cannot supply you, we will pre- 


Pay the express charges. 


TRINER SCALE & MFG. CO. 


1155-57-59 W. 2ist St., Chicago, Ill. 








Sh Tag and 


s the lowest, considere 
n on the market for 2 


COUNTING 
HOUSE 
PAPER 
FASTENERS 


Are different from 
the other kind 
Their perfect flexibility makes them pliable to a 
nicety without softness. Just stiff enough without 
brittleness. Made with round and flat heads in 
9 numbers, sizes, 1 to 4 inches. Nos. 1 to 4 
packed in round brass boxes of 100 each, ten 
boxes to a carton. Full size—actual count. 


et 
- AF 
aT. Ps 
— 
. FR | 


oe Bn con 


Dealers should get our cstalog, which shows 
the compiete line uf THOMAS Specialties. 
Liberal Trade Discouat. 


Thomas Stationery Mfg. Co. 
Springfield, Ohio 


New York Office: 537 Pearl Street 


Chicago Office: 
515 Baltimore Bidg. 
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Now used 
by 

many 
merchants 
large 

and small 

as well as 
professional men 


j N 





















The SO EASY System 


that requires no book- 
keeping, yet 
records every 
business trans- 
action with 
one 
writing. 


AY 
Applicable 


for use of 
retail 
merchants 
in 

every line, 
also 
doctors, 
dentists, etc. 


An exceptional opportunity for Stationers and Office 
Appliance Dealers for exclusive territorial agencies. 


Write for catalogue giving full particulars and information of our plan 


Merchants Account Register Co., s:cxiway New York 








BUSINESS MEN 


Save your TIME and PATIENCE by 
using Simonson PATENT Indexes in 
your letter file and card systems 

WRITE 


Roger A. Simonson & Co. 


25 Madison Street 
CHICAGO, ILL. 


For Free Sample—-Liberal Discount 
to Dealers 














EVERYBODY WANTS A FILING CABINET 


System is the watchword of the 
day, and even the small business 
man and householder wants some 
sort of a systematic way of filing 
letters, catalogs, papers, tax re- 
ceipts, insurance policies, clip- 
pings, etc. 


The SIMMONS CABINET IS 
IDEAL for this purpose, as it al- 
lows of a very large number of 
classifications within a small space 
and at a minimum cost. 


DEALERS: 
WRITE FOR OUR TERMS. 
Our cabinets have a UNIVER- 
SAL sale. Write NOW for cat- 
alogue giving all styles of de- 
vices, and term to dealers. 


The System Cabinet Co., 408 Cable Bidg., Chicago, Ill. 

















MERCHANTS’ ACCOUNT REGISTERS 


The Merchants’ Account Registers 


ture of which is shown in an advertis« 


ment on this page is a remarkably 


keeping accounts wit 


ious device f 


the complex detail of bookkeeping. It 


binet built on the sectio 


sists of a ca 


to hold any number of unit drawet1 
sired. Eacl lrawer is divided 
tions Each section contains sev 


overlapping partitions lying in 


side by sid Each customer is assigi 
partition [hese partitions are 
the best quality of Swedish fibre ry 
indestructible.) 

At the bottom of 


tached a name plate for the name of cus 


each partition is 


tomer and the amount of credit allowed 
Partitons are arranged alphabetically b 
ginning at the top partition in the first 


column. 
The partitions are so constructé 
when customers’ bills are inserted the date 
total amount owe: 
5 = aa 


by each customer appears on each side 


of last purchase and 


the customer’s name. 

This enables the clerks to tell at a glan 
just how each customer’s account stands 
The totals of the I 


simply running the eye up and down the 


day’s sales are found 


columns of figures which appear to right 


of the customers’ names in the register 

3y a movement of the finger the parti 
tions can be instantly raised so that every 
account can be consulted without being re 
moved. 

The entire file can be taken from register 
and placed in a safe of the smallest size, 
thus protecting the accounts from fire. 

The system is especially adapted for us¢ 
of doctors, dentists, etc., and smaller mer 
chants in the following lines: 


Wine and Liquor 
Stores 


Grocery Stores 
Meat Markets 
Dry Goods Stores 
Haberdashers 
Book Stores 
Drug Stores 
Cigar Stores 


Electricians 

Dentists’ Offices 

Real Estate Offices 

Doctors’ Offices 

Delicatessens 

Gas and Electri 
Light 

Coal Yards 


Lumber Yards 


Hardware Stores 
Baker Shops 
Clothing Stores 
Art Stores 
Statioonery Stores 


Implement Dealers 


Candy Stores Garages 
News Stands 
Jewelry Stores 
Furniture Stores 


Livery Stables 
Dairies 
Milk Depots 


Dressmaking Par- Ice Houses 

lors Bottling Houses, 
Tailoring Establish- etc. 

ments 

The simplicity and effectiveness of 
system have led to its use by some larg 
concerns who endorse it highly 

The advantages of the system 
viven in the 1 ifacturers’ own words 
takes care of all the transactions whi 
cur between the clerks and the custon 


satisfies the cust 
and makes money for the user 


chance of error 


























cords and makes practically impossible the¢ 
non-charging of goods. 

“It enables the user to keep in closest 
touch with each individual account until 
completely settled 

“It does away with the annoying details 
of bookkeeping. 

“It increases sales by enabling the clerks 
to give quicker and more satisfactory serv 
ice. It avoids disputes, and protects against 
unjust error claims. It prevents customers 
from over-reaching their limit of credit. 

“It safeguards against leakage, loss and 
every form of business weakness which at 
tends the ‘Old Way.’ 

“It will provide a form of business pro 
tection that will save money, time and labor 
from the day it is installed, and it will mean 
the making of a great deal of money which 
can not possibly be made without it.” 

The system opens up a new avenue of 
profit for stationers and office appliance 
dealers as it is the intention of the manu- 
facturer to market it through the trade 
Typewriter dealers in smaller cities can 
handle it to good advantage as the pros 
pective customer is almost in every casi 
the prospect for the machine also. 

Full particulars with the prices, discount 
and plan of arranging territory can be had 
from the Merchants’ Account Register Co., 
New York. 


THE EVER READY PASTE BOX. 


One of the neatest, daintiest and handiest 
little paste boxes we have ever had the 
good fortune to see is the Ever-Ready 
It is a wide departure from the average 
style, as it is not round, but an oblong box, 
about 4 inches long, 2% wide, and nearly 
two inches high. It is made of porcelain 
with a metal cover in four designs, burn 
ished brass, peacock blue, japan and oxi 
dized. On lifting the cover one finds the 
receptacle divided into two compartments. 
One reservoir, occupying about two-thirds 
of the space, is of porcelain and contains 
the paste. This paste holder can readily be 
removed and a new one inserted at a cost 
of 10 cents. The other compartment con 
tains the brush and water, the former being 
supported by a piece of wire. In this little 
contrivance no water well is needed, and 
the brush is kept soft by the small quantity 
of water in the compartment. There is no 
loss of paste, and it does not harden. It is 
economical in use and easy of access and 
operaton; in fact, as its name implies, it is 
Ever-Ready. 


It is being brought out by the Ever 


Ready Paste Co., of Stroudsburg, Pa., and 
should prove a good seller wherever intro 
duced The company desires to appoint 
igents for the sale of this useful little de 
vice throughout the country and abroad, 
and will be pleased to quote terms that will 
be mutually satisfactory to all interested 

The soap-bubble is a very pretty tl 
till it bursts; and that is true of al 


OFFICE APPLIANCES 125 























QUEEN 
TYPEWRITER DESKS 


are favorites with the 
dealers and the users 
because they are com- 
plete, compact and 
convenient, and rep- (Patented) 
resent the best in the 
QUEEN 
manufacture of type- . 


writer desks. 





42 in.long, 24 in. deep 
32 in. high. 






5 JEEN 
Closed om SGP 


Queen desks are solidly built, strongly braced, and guaranteed to withstand 
the hardest office service. The wood is fully seasoned and will not warp 
or swell. Being mounted on castors, they are easily moved about. Queen 


desks occupy a minimum of space and afford a maximum capacity. 


Here is an op- 
portunity for 
live dealers 


to "secure the agency of a 
superior line of office equip- 
ment. Catalogue will be 
mailed on request. A trial 


order will convince you. 






No. 311 QUEEN 
38 in. long, 32 in. 


deep, 30 in. high. 
These desks are adapted especially for export trade, as they are constructed 
so that they can be boxed compactly for shipping. Correspondence with 


foreign trade solicited. 






WRITE TODAY 


MARYSVILLE CABINET COMPANY 


MARYSVILLE, OHIO 
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We would like to get in touch with every 
TYPEWRITER SUPPLY DEALER, and 
particularly with every PROSPECTIVE 


dealer, as we believe we have an exceptional 


proposition, and we know we have an EX- 


CEPTIONAL LINE OF GOODS to offer. 
We are making a specialty of IMPRINT GOODS, 


and if you are selling goods under your own imprint, or 
are contemplating doing so, we believe it will pay you to 
permit us to lay our proposition before you. This is 
what one of our customers has to say: 


“Gentlemen 

The 25 boxes of carbon paper arrived this morning, 
and in less than two hours I had oversold them 20 boxes. 
Unfortunately I struck one customer pretty well filled up, but 
they appreciated the special values offered them in this carbon 
to the extent of giving me a sample order for 20 boxes. 

I next called on another customer and their purchasing 
agent told me if I could give him the same quality ina lighter 
weight he was ready to give me his order, which I presume 
will run anywhere from 50 to 100 boxes. 

I certainly regret that I failed to appreciate before, the 
values you have offered me in Carbons, as I realize I should 
have been able to have increased my business in this line to 
immense proportions.” . 

This letter was accompanied by a repeat order and 
the account has ever since been one of the active ones 
on our books. Are you handling a line of goods that 
you can say as much for? If you are, then it will not be 
policy for yousto make a change, but if you are not, we 


believe it will pay you to get in touch with us. 


We are making everything in the line of CARBON 
PAPER and TYPEWRITER RIBBONS, and we SELL 
TO DEALERS ONLY. We will be glad to match up 
and quote you prices on any sample you may care to 


submit to us. 


GUERTIN-DANFORTH COMPANY 


611 Bulletin Building Philadelphia, Pa., U. S. A. 


Factory, Burlington, N. J. 
Address all communications to the PHILADELPHIA Office. 
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By Special Correspondence. 
Chicago, IIl. 

B. A. Allen of Carter & Allen, repre 
sentatives in Chicago for Mittag & Volger, 
left for New York and Park Ridge in com 
pany with Melville Mundell, one of the 


well known travelers for the above firm 
They will attend the annual convention of 
Mittag & Volger representatives, which 


} 


takes place the 12th, 13th, 14th and 15th of 


this month. 
Atlanta, Ga. 

Paul B. Divver of Mittag & Volger left 
Atlanta, Ga., for New York and Park Ridge 
to attend the annual convention of repre 


sentatives of that firm. 
New York, N. Y. 

A. L. Foster, president of the Manif 
Supplies Company, reports the  bigges 
business for his firm during the year ju 
closed that they have had since they wer 
established. He attributes this to several 
things besides the increased prosperity that 





has come to the whole country of late 
Since moving into their new factory at 
188-190 Third avenue, Brooklyn, they have 
been in a position to make prompt ship 
ments and have earned a reputation which 
has had its effect on their rush order busi 
ness. 

One of the factory rules is that the close 
of every day shall find all orders on hand 
cleaned up as far as the manufacturing is 
concerned. This puts it up to the cutting, 
boxing and shipping departments to get 
the goods out and there are few complaints 
of delayed shipments. O. G. Ditmars., vice 
president of the Manifold Company, re 


cently returned from a trip through to the 





Pacific coast which certainly helped 
ee 


make the past year the biggest in the firm’s 


history. He found their new “Queen of 
Hearts” line of carbon papers good sellers 
in the west This line has been on the 
market but a few months and is taking 
well wherever introduced. Both Mr. Fos 
ter and Mr. Ditmars are optimistic about 
the prospects for 1910 and predict an ever 
better business than in the year just closed 
* * * 


The Rogers Manifold and Carbon Pa 
Company will open their new offices at 29! 
Broadway in the Barclay building Tl 
} ' Rr 


factory will p1 bablv be locate: 


lyn 
San Francisco, Cal. 

Joe A. Gottlieb, manager of the | 
[ypewriter Supply Company, reports tl 

has made rrangements with 
brecht Stationery Company at Spoka: 
Wash., for tl ale of Kee Lox ribbons 
and carbons at that city and throughot 
the “Inland Empire” section of Washi 


ton [his deal practically complete 


1 


Coast Typewriter Supply Company’s « 
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M1 ides 1¢ n 
the Ribbon & C Company of North 
America, has been on the sick list for some 
time, but is now getting around again and 
ending in orders as usu: 
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isco « m short trip throt 
t Sacra nto before Christmas 
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STEEL 


Filing Equipment. 
oe for i 9 1O Get in line right 


NOW, 
Mr. Dealer! 








Right now New 
Filing Cabinets 
are being in- 
stalled in many 
offices and the de- 
mand for STEEL 
Equipment is 
greater than ever 
before. 





Berger Steel Vertical Units 


Berger Equipment, 


Embraces: 


Steel Vertical Units | _ 
Steel-Sect Sectional ow 
Goods Oak,¥ Ma- 


hogany, 


Cabinets, Cases, Etc. | ¢.2!... 








The Catalog’s Yours 


Ask for H-47 and Agency Proposition A Berger 


Steel-Sect % Stack |} 


THE BERGER MFG. CO., Canton, Ohio 


New York Philadelphia © Boston Chicago St Louis Minneapolis ‘Sam Francisco Atlanta 
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There are not so 
many opportunities 
for getting a “tell- 
ing” advertisement 
before your custom- 
ers and prospec- 
tive ones that you 
can afford to lose 
such an important 
one as is offered in 


correspondence 
papers. 


Every letter you send 
out on a paper so good 
as BANKERS LINEN 
acts as an advertisement 
for you. Surely it will 
pay you to use a paper 
that has such quality as 
you can see and feel in 


BANKERS LINEN. 


There is no secret about 
the making of BANKERS 
LINEN. It is made by ‘ex- 
pert work people, in a thor- 
oughly modern plant, from 
the best materials obtainable. 
Years and years of experience 
are represented on every 


sheet 
DEALERS 


will find it to their advantage 
to feature BANKERS 
LINEN if they are catering 
to a class of trade that appre- 
ciates extra good quality 
at a fair price. It is seldom 
a customer changes from this 
paper once they start using it. 

We gladly furnish samples 
and prices to dealers when 
requested 


Southworth Paper Co. 
MITTINEAGUE 
MASS. 
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DUPLICATING 
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(By Special Correspondence.) 


New York, N. Y. 


The Writer Press Company are now at 
302. Broadway, where they have much 
larger and better quarters. Mr. E. J. 
Gantz, who has been in charge of the 
Writer Press affairs in New York for a 


year, is leaving the company at the end of 
the year to assume the management of the 
Connecticut Adding Machine Company in 
New York 

¥ + * 

Mr. Felix F. Daus of the Daus Duplicator 
Company has invented a new Clay Com- 
position Duplicator, which the 
“Dausacme.” It will stand cold 
and will not dry out or crack. 
glue or gelatine in its composition, and will 


he calls 
heat 


It has no 


or 


| produce from 30 to 40 copies from hand or 


| typewriting, and can 


be wiped off like a 
slate. 
San Francisco, Cal. 
The Ribbon & Carbon Company of North 


| America hopes to be able to fill some of 


its orders for the Flexotype within the next 
month or two. 
2 2 

H. S. Crocker & Co., California agents 
for the Planotype, Addressograph and sev- 
eral mimeograph devices, are now moving 
into their new building on Mission street, 
near Third. According to present plans, 
all the specialty lines will be handled in 


this building exclusively, and the selling 
force will be considerably strengthened. 
Since the fire the company has devoted 


most of its attention to the stationery and 
furniture but the recent addi 
tions to the specialty department it now 
intends to take up the campaign more ag- 


lines, with 


gressively than ever before. 
* * x 


The Western Specialty Company has 


been incorporated in San Francisco with a 
capital stock of $100,000 by R. M. Wathen, 


L. A. Harris, J. D. Newman, L. Thomas 
and G. W. Cartwright. Messrs. Newman 
and Harris have for some time had the 


agency for the Comptograph and are now 
about to take up another specialty in con- 
nection with the company. While 
they have not yet announced the nature of 
the new device, it is reported that it is in 


new 


the nature of a duplicating machine. 


* cad ~ 


Sheehan, formerly of Chicago, has 


Neostyle sales depart- 


J. E 
taken charge of the 
of the Isaac Upham Company 


ment 

The Providence, R. I... brancl the 
Royal Typewriter Company has removed 
to No. 45 Washington street The local 
manager, Mr. C. W. Putney, reports a sat 
isfactory business for the winter 





| 





A New Office Device 


Something of interest 
to every stationer. 


HE Rodney S. Pullen Mfg. Co., of 1005 
Chestnut Street, Philadelphia, Pa., are 
patentees and manufacturers of a new office 
utility which meets a need stationers will be 
glad to be able to fill. 

The device consists of a flexible metal ruler, 
with corrugated rubber back to prevent it from 
slipping, a pen holder and a “‘one dip’ pen, 
and a clever device on the pen holder for use 
in making dash, wave and straight lines. The 
device is made in such a way that it is impos- 
sible to blot the paper when using it. For this 
reason the Pullen Co. call it The “No Blot’ 
Pen Attachment and Ruler. 

In marketing their device the Pullen Co. 
have been particular to see that the stationers 
and dealers selling it get all the assistance they 
can render and have evolved some clever ways 
of bringing their dealers business. 

The following letter from Wm. G. Johnston 
& Co., Pittsburg, shows what that enterprising 
firm thinks of the cooperation they get from 


the Pullen Co. : 


Gentlemen 
Replying to yours of the 30th ult., the copy which 
you enclose is highly satisfactory, and it seems to us 
that if there were more manufacturers pushing their 
goods as you do, there would be far less trouble in 
introducing them. 
Y ours truly, 
WM. G. JOHNSTON & CO 
Dict. C. H. Clough 
The cut below illustrates the use of the No 
Blot Pen Attachment and Ruler. Every dealer 
not already acquainted with this device will 
do well to write to Rodney S. Pullen Mfg. Co., 
1005 Chestnut Street, Philadelphia, and get 
particulars about it, and their cooperative sell- 


ing plan. A. R. MacDougall & Co., 42 


Adelaide Street, West, Toronto, are represent- 


| atives for Canada. 















































Carbons 


Ribbons and 
have created a special de- 
mand for Indeliba quality 
in every locality where 
typewriters and carbon 


paper are used. 


INDELIBA 


Hard 
carbon paper appeal to 
the particular trade. 
Hundreds of dealers have 
built up a paying business 
with our carbon papers 
alone. The favorite car- 
bon paper with the mer- 
chant, banker and busi- 
ness man generally. 


INDELIBA 


Bichrome and Trichrome 
ribbons are made in a 
variety which ensures the 
dealers’ order being filled 
every time. We are never 
“out”? of any line. Rub- 
bons for any machine. 
Our specific formula guar- 
antees colors and durabil- 
ity seldom equaled. 


Better get our prices to- 
day. It will mean a big 
increase in prosperity for 
your ribbon and carbon 
department: 


finish varieties of 


— 19 























Indeliba Mfg. Co. 


ROCHESTER,N.Y. 
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A MONTANA STORE AND ITS 


MANAGER. 

‘he leading stationery store in Helena 
Mont., is the A. P. Curtin B« id St 
tionery Company, John Fallor genet 
manager 

Mr. Fa ) ed in He I I 

nty-« d ie 

be when mines we vhe 
located the pri 


,' aU I I 
y- For years Mr. Fallon s gel 
igent for the 


. . . 
Great Northern 1 


in this capacity becam: 











JOHN FALLON. 


practically every one in Helena and many 
of those traveling through, and even today 
nearly every one in Helena, from the Goy 
“John,” 
which in a mild way demonstrates his popu 


ernor down, knows Mr. Fallon as 
larity in that city. 

The Curtin Book & Stationery Company 
of the stores in the state of 


is one finest 


Montana. Displayed, one will find such an 
extremely well selected stock that the most 
fastidious Chicagoan or New Yorker 
They are right up-to 
and Mr. Fallon is 


may 
gratify his wishes. 
the-minute in Helena, 


responsible for it all. 


{In their office appliance department is 
found the A. B. Dick Mimeograph and 


Planotype duplicating machines, and every 
office in the city having use for a machin« 
of this description has been supplied by 


“Tohn.” 


OPENS EXPORT OFFICE. 


The General Fireproofing Company of 
Youngstown, O., has opened an _ export 
office at 396-398 Broadway, New York City 
in charge of A. D. Level, who has been for 
a number of years in the office f 
United States Steel Products Exporti 
Company 

In future all of the foreign business 

General Firep fing ¢ 
d through u 


‘angement made necessary by 


Deprima Leaves 


insure a flat writing surface in  loose-leaf 
ledgers. Every bookkeeper knows that means 
comfort, convenience and speed in handling 
his loose-leaf books. The “Deprima” proc- 
ess takes al] the stiffness out of the binding 
edge, compelling the leaves to lie flat. ‘“De- 
prima’’ Leaves can be made for any binder; 
several of the popular rulings in the standard 
sizes are carried in stock. Our booklet tells 
more about them. 


‘‘Deprima™’ Leaves are but one of the many 
worthy features of the 


MANN 
Yale Lock Ledger 


If you want the leaves of your loose-leaf 
records to be as secure as those n bound 
books, please in- 
sist upon having 
the Mann Yale 
Lock Ledger. 
The person in 
possession of the 
Yale key can 
be made respon- 
sible for every 
leaf in the led- 
ger — and no 
other key is nec- 
essary. Th 
Yale Lock is 
part of the bind- 
er and cannot 
be detached— 


see illustration. 


Ask us to send 
a copy of our 
free,copyrighted 
booklet, ‘The 
Interchangeable 
Leaf Ledger.” 
It will interest 
any one wishing 
to know more 
on the loose-leaf 
subject. 











Illustrating the wedge principle of the 
operating mechanism of the Mann Yale 
Lock Ledger; also the simplicity and 


few working parts. 














If you are unable to get “Deprima” Leaves or the 
Mann Yale Lock Ledger from your stationer, communi- 
At any rate, send for the booklet. 


cate direct with us. 


William Mann Company 


Makers of Loose-Leaf Devices. 
ey o} Wey {>} 


Copying Books and Papers 


529 Market Street 
Philadelphia 
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The ZENITH 
Stenographers 
Note Book 







Has Many Advantages 
Not Found in Others 


It is the most convenient for 
‘“‘rush”’ letters as these can be 
taken on leaves enclosed in a 
separate folder in the book. 








It is a note book mechanically 
perfect. The leaves CAN’T flop 
back, bulge orcurve. They turn 
on metal rings. There is a flat 
writing surface at all times, 
every inch of which is available. 
Stood upright on its covers the 
book acts as its own copy holder. 










The covers wear for years and 
new fillers can be inserted ‘“‘in a 
jiffy.’’ Paper adapted for either 
pen or pencil. 

Made in two sizes, 44x8 inches 
and 54xS84inches. CLOTH bound 
outfit, comprising covers, rings 
and 12 sets of fillers—160 pages 
each—retails for $1.00. Extra 
fillers 75 cents a dozen (1920 
pages). If your dealer can not 
supply you order direct from 
us, enclosing 25 cents additional 
to help defray expenses. 

DEALERS not now handling 
the ZENITH should send for 
trade prices. Advertising matter 
supplied free. 
















American 
Business Supplies 
Company 


147 E. Congress Street 
BOSTON, - MASS. 
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VALUABLE HINT FROM THE 
COAST. 
The J. K. Gill Company, wholesale and 
retail stationers and office appliance deal 
Portland, Oregon, has a method of 


ers of 
reading trade papers which other firms 
might employ to advantage. The follow 


ing blank form copies of which are dis 


tributed among the heads of departments, 


gives the idea in a nutshell 


PLEASE ABIDE ®Y THE FOLLOWING 





NEW BULLETIN A HUMMER. 
The fall number of Gill’s Trade Help 
Bulletin, published by the J. K. Gill Com- 


pany of Portland, Ore., is one of the best 
house organs issued this year It is full 
of good things, some of which have been 
reprinted in a recent issue of Office Appli- 
ances. The Bulletin, merely as a specimen 
of expert and beautiful typography would 
attract attention anywhere, and when one 


W. A. MONTGOMERY 





This magazine is to be sent to part es named in the order below 
Make note of date you receive magazine in first column (Received), and date you 
forward to next party in second column (Forwarded) 


Each will forward to the next on the list 
Magazines must not be kept over two days by any individual. 
is desired, note fact in third column (2nd Rdg ) 


If a second reading 


If a certain clipping is desired, note page in fourth column (Clipp. Pg.) and same will 
be given you after alf have had an opportunity of reading the magazine 
Please suggest (through the Suggestion Box) any items which might be adopted to 


advantage by the house. 


Receiv ed 


D. E. BLOCH 
G. B. BUCK 
J. B. HIBBARD 
H. DOXEY 


E. J. WARNOCK 


D. E. BLOCH 
This form calls attention to the fact that 
the firm expects the magazine to be read 


for suggestions which will benefit the busi 
certain extent holds 
f the period 


ness, and to a each 


man accountable for the use « 


ical in the proper way. 

There are thousands of companies in the 
United States which get all there is out of 
the trade papers, and there are other thou 
get nothing at all Office 
Appliances is written and_ edited 
month with the object of helping the dealer 
to get more money either through in 
creased trade, new agencies, new machines 
or through the suggestion of sensible and 
practical store economies, better methods, 
etc. Office Appliances performs 
for its readers who read its pages 
attention and intelligence far in excess of 
its small cost to the individual subscriber 
We offer the system of the J. K. Gill Com- 
pany, however, in the hope that it may 
enable other subscribers to get even more 
value out of its pages than they are getting 
now. There is something every month in 
its pages which will help every subscriber 
if he will but scan the magazine with care 


sands which 


every 


services 


with 


and interest. 


William Stableford, president of the Ro- 
tex Company, reached England on the 
“Campania” on the 24th of December, just 
in time to spend Christmas day with his 
family. He will return to America about 
the 25th of January. 


Forwa rded 


2nd Rdg Clipp. Pg 


adds that the quality of the reading mat 


ter is as good as it can be we have added 


final word. 
E. Bloch is the editor of the Bulle 


the 

Dave 
tain and he is to be congratulated. 

DINNER TENDERED J. W. R. 

MERCKLE. 

Twenty-five tendered J. W. R 
Merckle, president of the Thaddeus Davids 
Company, of New York, a complimentary 

Mougquin’s uptown restaurant re- 
Good fellowship was the keynote 


friends 


dinner in 
cently. 
of the gathering, and the menu, arranged 
especially by L. E. Williamson, sales man- 
ager of the organization, was one that gave 
satisfaction. The dinner card head 
ing read: “Dinner tendered to John W. R. 
Merckle by his many friends because he’s 
a jolly good fellow, and that he may live 
long and prosper is the wish of all here.” 
Mr. Merckle made a speech direct from the 
heart, and happy remarks were made by 
Silver ash trays 
the event 


great 


all in attendance. were 


given as souvenirs of 





Miss Mabel Waters of the Retail Depart- 
ment in the store of the L. E. Waterman 
Company, Ltd., at Montreal, Canada, was 
recently proclaimed winner of the capital 
grand prize in the Montreal “Daily Wit- 
ness” contest, in which she secured 4,718,- 
775 votes—over one million more than her 
nearest competitor—and is now the happy 


owner of a $2,500 automobile. 
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SOONER OR LATER 


You will show it in your-stock. The other enter- 
prising dealers are. 


A New Post Binder 


Slotted, with a simple locking device on an 
entire new principle. 











Unquestionably the simplest, neatest, easiest working, most secure locking 








device ever used on a post-binder. 
This locking device consists of two hardened steel balls or rollers so held in 
position by 2 simple mechanical device that a movement of the button slide 
drops them into a wedge-shaped slot in the steel carrier plate, thus forming a 
“ball elutch,”’ the most secure and reliable clutch known. 
A reverse movement of the slide instantly releases the clutch and at the same 
me opens the slot so that cover can be withdrawn without the necessity of 




































They are bound in heavy drab duck with round leather corners, 
[he exposed metal parts are heavily plated and highly polished, makirg a 












most attractive binder 
Packed six in a heavy, white cloth-stayed box, with green label. 





| 
| 
| } 
i raising same over the post 
il 
HH 
l 






fc 


fully guaranteed 








Every binder 
A large number of stock sizes alwayson hand. Special sizes to order 





























Sample to the trade upon application. 


IRVING-PITT MFG. CO. 


Kansas City, Mo. 












NEW “Y and E” VERTIC 
TRANSFER CABINET No. 704 


The Best Proposition of its Kind 
Ever Offered to the Dealer 


@ Here is a transfer cabinet that every office needs if four 












drawers capacity or more Can e user 


@ An extra-strong, cleverly constructed cabinet with a capacity 


of 20,000 letters or papers—occupying on 16x29” of floor space. 
@ Frames of beech throughout, with panels of three-ply maple. 
Panels easily removed or inserted by hand. Their cost can be 


abinets are 


saved on the ‘inside’ ends 
stacked to 
@ Each drawer is full roller bearing, fitted with slidin; 
and countersunk round rod. Drawer pulls belted through—not simply screwed 





yr CC »mpressor 





Retail price, complete with panels, follower blocks and rods . $1 


VERY SPECIAL PROPOSITION TO THE DEALER. 
Write at once for circular 1957 giving full details. Order immediately so you 


will have them in stock for Transferring Time! 


YAWMAN “0 FRBE MFG.©. 


Main Factories and Executive Offices: ROCHESTER, N. Y. 





























As Good as Any— Betier than Many 


JOHN ALLEN & CO. 


478-480 Pearl Street, NEW YORK 
Manufacturers of 


Carbon Paper 





Toveneher, pen, Pencil and Full 


Guaranteed Non-Smut. 
Long-lasting, Clean Writings. 


Typewriter Ribbons 


For all makes of machines. Will give best 
service and insure satisfaction te users. 





Write For Samples 
and Prices. 











GLASS HEADED SIGNALS 
FOR 


Card Index Systems 


GLASS HEADED PINS for 
GEOGRAPHICAL CARDS 


Send $1.00 for Sample Carton 


Josef June hecker 
~ AACHEN B 


Gormand ° 




























6. Ruler 12. Hammer 
1. Scissors ee a "13. Penknife 
7. Measure Keen Edge y 2 f 14. Glass Cutter 
Pe. A 15. Glass Breaker 

Mf 16. Marking Wheel 


: 11.Cartridge Extractor 
10. Cigar Box Opener 
17. Ink Eraser 


18. Stereoscope 






Just the article 
y for Office men, 
Clerks, Bankers 
Traveling Salesmen, or 
the Housewife. Made of 
ist quality of steel — fine 
Y workmanship—nicely finished 
Nickel plated. Put up in elegant Y 
leather sheath. Postpaid upon re 
ceipt of $1.00. Can be used in a thou- 
sand ways about the home and office. © 
1@ Money refuncied if not satisfactory 14, 


WM. C. HOCKING & CO., 152 Lake St., Chicago 
Discount to Dealers. 




































GERALD J. CONNOLLY 
ATTORNEY-AT-LAW 
711 Fourth Nat’] Bank Bldg. , Cincinnati, Ohio. 
Special representative of Office Appliances in Cin 


cinnati. Special attention given to Commercial Law 
relating to the Office Appliance field. 
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New Multiplier 


The Williams Multiplying Device Com- 
pany is the name of in Cleve- 
land, Ohio, which is introducing a new de- 
vice to facilitate the heavy multiplying and 
dividing work of clerks, bill 
clerks, auditors, freight agents, coal com- 
panies, wholesale grocers and commission 


a concern 
invoice 


men. 

In construction the device is simply a big 
multiplication table, consisting of 999 cards, 
each one of which contains on its face the 
multiples of its number by 2, 3, 4, 5, 6, 7, 8, 
and 9. The cards are tabbed for the 100s, 
10s and units, so that any specific card, say 
for instance number 728, may be found at 


once 





on the Market. 


It seems that the 
ods of performing arithmetical calculations 
in for by 


incredible same meth 


which have been use centuries 
children 
should 
change down to the present day. 

As business is conducted to-day accuracy 
with speed is the chief essential, and some 
such device as the Williams is now a neces- 
sity in every accounting office. 

The device is put substantially in a 
17 inches long and 6 inches wide, and the 


and college professors alike, 


have continued in use without 


tray 


cards are made of A-l linen stock. The 
tab cards are made of enameled steel, and 
as most of the wear comes on them, the 
affair is practically indestructible. It re- 





These cards are kept in a regular file, as 
shown in the accompanying illustration. 

By manipulating the cards in series any 
number, no matter how big, may be multi- 
plied as fast as a pencil can copy down the 
figures. For instance, suppose we wished 
to know the product of 9 times 987,643,287. 
We turn up cards 987—643—and 287, and 
under 9 we find 8,883—5,787—and 2,583, re- 
spectively Now set the figures down like 
this 

8883 
5787 
2583 

And adding gives us 8888789583 


Of after has 
tomed to the device, all he has to do is to 


course one become accus 


make a mental addition of the first and 
last figures in each product, which gives 
him the desired result at the first writing 


In division this principle is used to elimi- 
nate the multiplication part of the process 
[he chief advantage which the manufac- 
for that it 


tains no complicated or delicate mechanism 


turers claim this device is con- 


which might be put out of adjustment 


tails at $50. Dealers and salesmen who ar 
interested in 
F. C. Williams, general manager Williams 
Multiplying Device Company, 629 Society 


Cleveland, O., for 


this nov 1 device should write 


for Savings Building, 


further information. 


H. W. HUNTER GOES WITH YAW- 
MAN & ERBE MFG. CO. 


H. W. Hunter, until recently sales man- 
ager for Alvah Bushnell Company, Phila- 
delphia, the well known makers of “Paper- 
oid” goods, has joined forces with the Yaw- 
man & Erbe Mfg. Co., Rochester He 
will be in charge of the manufacturing 
and marketing of a complete line of ex- 


panding and flat envelopes, folders, file 
pockets and similar specialties made of 
specially prepared strong fibre paper. Mr. 


Hunter’s many years’ experience in these 
lines should enable him to make a great 
success of this new department of the old 
established Rochester firm, which already 
enjoys an enviable reputation in the office 
appliance field. 














NEOSTYLE MEN ATTEND BANQUET 


inaugurated some 


manager of the 


Following the custom 


years ago, W. H. Low, 


western branch of the Neostyle Company, 
Chicago, entertained his sales force and 
office help at a sumptuous banquet at his 
residence in River Forest on Thursday 
evening, the 23d of December. All of those 
who attended last year’s banquet were 
present on this occasion with the excep 


tion of J. E. Sheehan, Jr., one of the oldest 


members of the city sales force, who was 
recently promoted to the managership of 
the company’s office at San Francisco, Cal 


Mo., and F. W 


representatives 


A. B. Giett 
Philips of St 


of Kansas City, 
Louis, Mo., 


of the Neostyle Company, were also pres 
ent as guests of the host. 

A happier company than the fifteen who 
graced the festive board it would be diffi 
cult to find. A very pleasing feature of 
the evening was the presentation by Thos 


Pinkney on behalf of the staff of a jeweled 
charm to the host and 
He accepted 
few 


Knight Templar 
genial manager, W. H 


ynnded ina 


Low. 


the same and resp¢ well 


chosen remarks. The rest of the evening 
was spent in music, recitations, singing 
dancing, et which shows that the Neo 
style men can not only sell the goods but 
they are also possessed of a high histrionic 
talent. Mr. Low presented every one pres 
ent with silver souvenirs of the occasion 
which the staff will most highly prize as 
tokens of his good will 

The banquet was a prelude to the an 


which 
219 E 
commencing 


nual convention of the sales force 
took 
Randolph _ street 
Monday, December 27, 
December 31, 190%, 
Messrs. Thos. Pinkney, Julius 

Maurice Pollock, G. F KR. &. 
E. Singer, Fred Courtright and A. B. 
all heavyweight have 


the Neostyle 


place at the company’s office, 
Chicago, 
and ending Friday, 
attended by 
Kovins, 
Hardy, 
Giett, 
made 
word in 


which was 


Green, 


salesmen who 


name a household 


their respective territories. 
Practical demonstrations were made as 
to the best means of approaching pros 


effective 
ating the various ma 
by the Neostyle Com 

made by the 
of the Rotary 


pective customers and the most 


method of demonstr 
chines manufactured 
were 


pany, and addresses 


various men as to the value 


Neostyle, and its adaptability to all lines 
of commercial activity. The meeting was 
addressed by various officials of the com- 


as being 
work 


themselves 
past year’s 
favorably on the 
business in gen 
Low delivered a heart to heart 
talk to his staff, who greatly appreciated 
the interest he has shown in their welfare, 
unanimous in predicting that 
» enthusiasm aroused by 
practical demon 
and every one 


who expressed 
pleased with the 


pany, 
highly 
and commented 
yndition of the 


very 
healthy c: 
eral. Mr 


were 
result of th 


and all 
as the 
the interchange of ideas, 


strations made, etc., each 


would be benefited. 
The boys left the 
ginger and 
a north 


found on top of it. 


beginning of the next 
determined to 
pole the 


week full of 
that if there is 
Neostyle will be 


prove 
Rotary 
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THE STANDARD PAPER 
FOR BUSINESS STATIONERY 











| A store of any kind soon becomes 
| ’ known by the class of goods it 
Y keeps, and by the character of its custo- 
mers. If you are in a “‘cheap"’ locality, 
carrying “‘cheap”’ goods may be the easiest way, 
but it is only a little less than suicidal to offer any 
class of trade goods one whit cheaper than, with a 
little salesmanship, they might be induced to buy and 
ought to buy. 
























If you think your trade ought to buy 


V Old Hampshire Sond Typewriter Baper. 


you are neglecting a double opportunity—of keeping your customers 
satisfied, and of making good profits. Don’t decide that because he 
has refused unknown papers or imitations, he will refuse OLD HAMP- 
SHIRE. There’s a big difference. We are the only concern in the 
country making bond paper exclusively— we are the pioneers in 
scientific paper selling. 








A Partial List of Stationers Who Handle It: 






















Geo. E. Damon Co. Boston Forman-Bassett-Hatch Co. Cleveland 
Francis Doane & Co. Boston Marshall-Jackson Co. Chicago 
Tt horp & Martin Co. Boston Stevens, Maloney & Co. . Chicago 

L. H. Biglow & Co. New York Scranton, Wetmore & Co. . Rochester 
H. K. Brewer & Co. New York W.H. H. Chamberlin Syracuse 
Corlie:,Macy & Co. New York John A. Schlener Staty.Co., Minn’p’s 

Gerry & Murray New York W.B.CarpenterCo., Cincinnati 

































Chas. Scribner’s Sons. New York Kennedy Ptg. & Sta. Co., St. Louis 
Geo. H. Alexander &Co. Pittsburg Wm. Murphy’s Sons Co,, Phila. 
South Hadley Falls 
: Massachusetts 
" 
A PROFITABLE 
DIP FOR 


SS 


Just Push the Button and it’s Filled 


The user’s appreciation is shown in 
our increasing business. A high grade, 
self-filling Fountain Pen without 
screws, plugs, plungers, etc. Every pen 
guaranteed. Our dealers are meeting 
with big success. Write today for 
special proposition. 


Wm. A. Welty Co., 


























: 
wae la. 
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The Secret of The Rider Pen is in the 
Self-Draining. Wedge 


Easily Removed. 
Eliminates the 
disagreeable 
Screw Joint. 


\ FEN, 






Feed 














Some are more widely advertised. None, however, so simple, durable and satisfactory 
or so thoroughly advertised for each individual dealer where every dollar spent counts. 
A Business pen, a business plan of sale. 
Here's for a bigger, better trade for 1910 to 1920. Write now for plan 


and particulars. They Sell on Their Own Merit. 
“A” Rockford, IIl. 


THE J. G. RIDER PEN CO., Dept. 





Invaluable in banks and offices and wherever 
a dependable, serviceable indelible lead pencil 
is needed. Especially good for expressmen, 
railway, mail and shipping clerks, stenogra- 
phers, book-keepers. Makes a clear, legible 
carbon. Cannot soil fingers or clothes. Com- 
bines the fountain pen and lead pencil. Made 
of hard rubber, absolutely dust-proof—uses 
either indelible or ordinary black leads. Pen- 
cil and set of 3 indelible leads sent post-paid 
on receipt of 50c. A Big Seller for Agents. 


THE SANFORD 

have double the efficiency of any other $1.00 Fountain Pen 

paper fastener | 
Uses Any Steel Pen 


g They do what no other paper fasten- 


er does —hold the papers together A remarkable improvement in fountain 
secure and straight so they can’t pivot. pens. Uses any Steel Pen. Pat. Feb. 25, 1908. 
, s ris Ttec- Made of best hard rubber in 3 styles, 

¢ No other pé per fastener is so e.fec chased, plain barrel and shorthand size— 


tive No other has won such popularity Gives a smooth, steady flow— Positively will 
in so short a time. not leak or drop ink. Pens easily changed. 


DEALERS EVERYWHERE 10 DAYS FREE TRIAL 


are having big c success with the To prove that the Sanford Fountain Pen is | 
= Supe rior. It is not only a quick im” equal, if not superior, toany high-priced pen 

seller and giv complete satisfaction made, Mail us one of your favorite steel pens | 
eller d gives com] | ia with $1.00 and we will send you a complete | 


Sanford Fountain Pen post-paid. Try it 10 | 
days—test it thoroughly, and if you are not 


but it pays the dealer a good profit. 
perfectly satisfied return it to us and we will 
promptly return your money. POCKET | 


WRITE FOR SAMPLES 
ae eRe 
CLIP 10c. Agents wanted. Write quick for 


: terms and territory. 
THE SUPERIOR MFG. CO. a aa 


er ire . 
SIDNEY. OIC 681 E. 105thSt. Cleveland, 0., U.S. A. 





















Papers for Catalogues and 


STAR Manifold LINEN 


Add quality and distinction to printed matter. 


We also make Paper for Carbon Manifolding 
in all its branches. 


C. H. DEATER @ SONS 


Windsor Locks, Conn. 





Marca de Fabrica—"Princess” 

















BILLIET & CIA. 


The Story of An Office Appliance Store in 
South America. 


This is the story of three brothers 
came to Buenos Aires, Argentine Repub 
lic, with their parents in 1889, and who 
have now built up an office appliance bus 
ness worth some $250,000. and with an 
nual turn-over of about $180,000, and 
ploying about thirty men. 

The most remarkable part of this bus 
ness tale is that they are all young men 
and started out, as they say, with nothing 
but their own “enterprise.” 

The president of the concern, Juan P 
Billiet, is the youngest of the three, being 
but twenty-five years old. The other two 
are thirty and thirty-two respectively. Here 
surely is a story of enterprise and achiev: 
ment worthy of Yankee precociousness 

The brothers Billiet were born in the vil 
lage of Mont San Amando, near Gand, Be 
gium. They came to Buenos Aires twenty 
years ago and after leaving school entered 
into various businesses where American 
goods were handled, including bicycles 
sporting goods, office supplies, and ma 
chinery. 

The original Billiet company was formed 
by Juan P. Billiet in November, 1902, when 
he left the firm he had been working for 
and started in for himself with a partne 
named Hauri At first they handled only 
mimeographs and heliographs, did type 
writer repairing, and handled the Ham 
mond typewriter 

A couple of years later the old partner- 
ship was dissolved and a new firm, Billiet 
& Pla was formed, when they added the 
Ellams Duplicator to their line, and als: 
some office desks, chairs, carbon paper and 
ribbons, et: 

In the meantime the other tw 
had been working with bicycle de ers, 
mechanical houses, etce., and in April, 1907 
Juan P. Billiet bought out his partner, PI: 
and in September he took into the firm his 
two brothers Bernardo J., and Carlos | 
Billiet, calling the firm Billiet & Cia, which 
it has been ever since. 

Today the firm is one of the most pro 
gressive and largest in the Argentine, and 
according to their reports for 1908 and 1909 
have increased their assets over $75,000 in 
the last year. They own real estate in 
Aedo, Lanus, Talleres, and the Mataderes 
and purchase their goods in France, Eng 
land and the United States. 

The three brothers have established a 
reputation in the community for honesty, 
good habits and business qualifications 
That they must keep a close watch on their 


1 


business goes without saying, so that al 
together they have made a remarkable 
showing 

They are live wires without a doubt and 
are constantly on the lookout for new lines 
with which to fortify their hold on the im 
porting business of their adopted country 




















“BUSINESS ADMINISTRATION.” 


been many books upon the 
principles of business; and many more de- 
voted to the various specific details of man 
agement, but Administration,” 
just published by the System Company, is 
the first effort to combine and strike a me 
dium between the two, covering in one 

field of business principles and 
methods 


There have 


“Business 


volume the 
operating 

Such a work is made possible only by 
toward analysis in 
all phases of commerce. Not only is busi 
itself divisible into working depart- 
but each of these elements—manu- 
facturing, buying, selling and so on—is sub- 
ject to a still finer analysis, each part clear- 
ly related to others and to business as a 
whole And in each branch of business, 
however detailed, specific methods for rou- 
tine work have been developed. 


the present tendency 


ness 


ments, 


whole business field has 
before presented and com- 
analyzed in one volume, “Business 
is unique in that here for 


Inasmuch as the 
never been 
pletely 
Administration” 
the first time is charted the entire com- 
mercial field; it lays down the principles on 
which each branch of business is based and 
then specifically presents the actual proved- 
by-practice methods by which it operates. 
In a clear, descriptive style it covers one 
by one the essentials of business: 


How to organize a business—the advan- 
tages of various forms of organization— 
the reins of oversight and control—the re- 
quisites of record keeping—how to figure 
and check cost of production—the essential 


processes from raw material through fac- 
and retail store to con- 
questions of 


tory, jobbing house 
sumer—and finally, the big 
selling, as advertising, road methods, mail 
order and retail trade 

The book is based upon a series of lec 
tures delivered by Carl C. Parsons in the 
course on Commerce and Business Man- 
agement at the University of Michigan. 
This material has been rewritten by the 
Editorial staff of System and much new 
matter added to bring it up to date and 
give it a broad scope covering the whole 
field of business. The 
and managing methods of more than a 
hundred businesses were studied and the 
wide experiences of the contributors of 
System drawn upon by the edi- 
torial staff to insure the accuracy and prac- 
principle presented and 
New charts and 
which 


operating systems 


were 


ticality of 
every method described. 
throughout, 


every 


forms were prepared 


show the most modern methods and re- 
cent improvements in organization and 
system 


This makes the book useful both in the 
office and the class room—as a business 
guide and as a text. To the student and 
beginner in business, it offers a complete 
exposition of business principles, based on 
actual practice. To the business man, it 
affords an analysis of every department of 
his work and suggests better methods as 
a way to better results. 
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The Most Com- 
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“Ti RHODES 
TELEPHONE ARM 


A Useful Attachment for your desk “9 


Takes the phone out of your way 

automatically when not in use 

and can be used at any angle. 

It is a real convenience. 
Dealers 

Write us for agency terms 


Rhodes & Carey 


237 Eagle St., Corry, Pa., U.S.A. 








e Express 
$3.50 Prepaid 
Money back any 
time within 30 
days if not per- 


Carbon Papers, 

bons, Carbon Rolls, Typewriter Ribbons, Type- 

Numbering Machine Ink. 
Interesting Proposition to Dealers. 

J. A. HEALE & CO. 


MANU F ACTURERE 


The “mark ‘ot f quality 


(8) 


135 






Transfer Papers, Stamp Rib- 


(G 










NEW YORK, N.Y. 


Ya“ 


Will You Try This Perfect Pen 


Ask your stationer or write us to-day for samples, 
giving your dealer’s name. Use them on your own 
work—test them in every way—experience the ease, 
comfort, satisfaction of using the best pen. Once 
tried, you will use them always. 


Mason’s Steel Pens 


Have become the world’s standard by extreme care in 

manufacture—careful steel selection, <oe — A 

hand pening one Fyy- individual { 

at made at “wi gold 

eae Prove it for yeueat’ without a hy expense. 
tart towards pen satisfaction by getting the samples to- 


“Ww. L. MASON & COMPANY 
Keene, New Hampshire 

















fectly satisfactory 
ALL SHAPES 


GOLD PEN AND STYLES 


Gold Pens for Jobbers and Fountain Pen 
Manufacturers. 
IMPRINT WORK A SPECIALTY 


ic a 

2 
witiooua Gad: 
oOo »~Z2 

<< = 


PROMPT REPAIR SERVICE 


All makes Gold, Fountain, Stylographic Pens, 
Pencil Cases perfectly repaired and returned 
day received. Satisfaction Guaranteed. 


GEO. P. GAYDOUL, 47 Ann Street, NEW YORK 















ms the past pe wr shoulc 
convince YOU of _ their 
SUPERIORITY. 
The Add TONE to 
Stationery in the OFFICE. E ANK. 
mg SCHOOL or HO. E. 
There is gen pega is 


“they always 
boxes of way Fasteners each. 
Handsome. Compact. ‘Strong. No Slipping, NEVER! 
All stationers, Send 10c for box of 50, assorted. 
Illustrated booklet free. Liberal discounito the trade. 


The O. K. Mfg. Co., Syracuse, N. Y., U.S. A. Nois 





This well is eneesenety non-evapor 


superfluous ink. 
In addition to these 


Stationers who 
cure circulars at once 








reaches its highest practical value in the 


Sengbusch Self-Closing Inkstand 


ting, and closes after every dip of the pen. It is 
so constructed also that the writer cannot over-dip his pen, and so flood the holder with 
The ink is always fresh for the user. 
superior qualities of mechanical construction, the Sengbusch 
stand is built on beautiful lines which are pleasing to the eye. 
patent ink-well has become the most popular stand on the market, and it should make 
up a part of the equipment of every well appointed stationery store. 
ire not now carrying this well in stock should se- 
they are losing a sure profit. 


The result is that this 





WRITE TO-DAY FOR TRADE DISCOUNTS AND CATALOGUES OF OUR COMPLETE LINE 





Sengbusch Self-Closing Inkstand Co. 


320 Montgomery Building, MILWAUKEE, WISCONSIN, U. S. A. 
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To the Progressive Printer 


A printer's profits depend upon the quantity and quality of his trade 


Peerless Patent Book Form Cards 


command the best customers—men who want and will have the best. We 
supply progressive printers with the blank scored cards and our patent 
lever binder case, so that you can print and bind the cards yourself. If the 


best people of your town are not 







When card is 

detached from tab 
all edges are 
smooth 


using these cards it is only be- 
cause they have neverseen them 
You can get their business by 
offering these cards. Write for 
our plan and send today for 


samples They cannot be des- 





STEEL COMPANY 


errrTeseveen en 






cribed — they must be seen 
P:OHER BUNLOMNe . 
CHIcasco 





APPEARANCE OF CARDS IN CASE 


THE JOHN B. WIGGINS COMPANY 


ENGRAVERS PLATE PRINTERS DIE EMBOSSERS 
6-8 East Adams Street, CHICACO 














THE ORIGINAL “GEM” PAPER CLIPS 


ARE UNEQUALED FOR QUALITY AND FINISH 





ASK FOR THE BLACK BOXES! 


THREE SIZES, Nos. 1, 2 and 3 


CUSHMAN @ DENISON MFG. CO., 240-242 W. 25rd Street, N. Y. City 














BYERS NOW PERMANENT SECRE- 
TARY. 

Mortimer W. Byers has been appointed 
permanent secretary for the National Asso- 
ciation of Stationers and Manufacturers, 
and has entered upon his duties, the final 
selection being made on December 10. The 
office of Secretary Byers will be Suite 1615, 
41 Park Row, New York City. 

President Frank W. Bailey, ex-President 
Theodore L. C. Gerry and ex-President W. 
J. Kennedy, the Executive Committee of 
the national body, decided on Mr. Byers, 
and from what is known of the appointe: 
the decision is a wise one. 

Mortimer W. Byers is thirty-two years 
old, married, and a graduate of Columbia 
University, New York, class of 1898, where 
he received the degree of Bachelor of 
Laws. For the past five years he has 
been practising law, being associated with 
W. C. Ridgway, Esq. of the National 
Paper Trade Association. He is a native 
of New York state and president of the 
Lawyers’ Club, of Brooklyn; president of 
the Adelphia Academy Alumni Association 
and a leading member of the D. K. E. 
Association, New York, and the Crescent 
Athletic Club 

Through his connection with Mr. Ridg 
way, the new secretary is more or less 
familiar with the kind of work that wil 
be necessary in his new position 





A SUGGESTION. 

Members of the National Stationers’ and 
Manufacturers’ Association who put off 
securing their hotel accommodations at 
Boston and Toledo until the last moment 
will remember to what trouble and embar 
rassment they were put when at last they 
arrived and found hotels filled and all the 
best accommodations taken. 

The next meeting of the National Asso- 
ciation of Stationers and Manufacturers 
will take place in Baltimore, beginning 
Oct. 10. The headquarters will be at the 
Hotel Belvidere, which is one of the best 
hotels in the south. Its cuisine is unex- 
celled, and the rest of the accommodations 
are likewise up to the very best stand- 
ards anywhere. 

No member should fail to make his plans 
far enough in advance so he can be sure 
of his quarters in the Hotel Belvidere 
Here he will find the real southern charm 

and will leave when the convention ends 
regretting that his stay was not longer 


A PERPETUAL GUIDE CARD. 

A system which offers many advantages 
in the handling of files is that of Roger 
A. Simonson & Co., of Chicago. It is 
based upon the Simonson Patented Metal 
Tip Guides. 

This guide is made of pressboard upon 
which is securely mounted a nickel plated 
metal tip which is provided to receive re 
movable card board name slips which can 
be replaced instantly. 

These guides, because of their stiffness 
hold the letters in vertical position and 


prevent sagging. 





; 
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UNIQUE LINE OF SIGNALS. 

Nowhere have we seen a more attractive 
assortment of tack signals for maps and 
signals for card index work than that manu- 
factured by Josef Jungbecker of Aachen, 
Germany. The tacks are made with com 
position heads of various colors and de 
signs, some taking the form of birds. The 
targets for card index work are likewise of 
composition, some being globular and som« 
flat, and are attached to fine steel wire sup 
ports so bent as to enable one instantly to 
attach them to any card without injury to 
card or target. 

The materials of which these tack and 
target heads are made are similar, appar 
ently, to those used in the manufacture of 
boys’ marbles. Some of the heads and 
targets closely resemble agate. They are 
hard and durable and retain a very high 
polish. 

One might suppose that so simple a line 
would be placed pell mell into little round 
boxes and sent out as samples in that way, 
but they do things differently in Germany 
First there is a neat pressboard box with a 
hinged cover, the whole bound in fine black 
cloth, within and without. . The box is di 
vided into two compartments—one having 
a small map of the country around Aachen, 
the principal points being indicated by the 
pins, of which twenty different styles are 


shown. The next and larger compartment 
contains sample cards with twelve different 
styles of targets attached. On the cover 
of the box is pasted a series of four line il 


lustrations showing the proper manner in 
which to attach the targets to the cards 
The cards and targets are covered with a 
neat confection of tissue which resembles 
white satin 

To see the goods is to want them. The 
whole package is not expensive, yet the 
good taste and neatness of it are as impres- 
sive as the goods themselves and is of in- 
calculable value in the sale of the goods. 
American manufacturers would do well to 
study the methods of Germany in neatness 
and finish of their products and attractive- 
ness of samples, cartons and packages. 


THE ROTEX IN FOREIGN FIELDS. 

Count Mannerheim of Mannerheims 
Kontor, Helsingfors, Finland, has recently 
closed a contract with the Rotex Company, 
securing the exclusive agency for the Ro- 
tex Copiers in Finland. Count Manner- 
heim received his first shipment not long 
ago. 

R. Huppertsburg of Zurich, Switzerland, 
is doing a thriving business on Rotex copy 
ing machines in that territory. 

Messrs. Rex & Co. recently concluded a 
contract with the Rotex Manufacturing 
Company, taking over the sole agency for 
Austro-Hungary. They are well known 
there and anticipate doing a big business 
with the Rotex. 

Benedictus & Co., of Zuidblaak, Rotter- 
dam, Holland, are doing a good business 
as the representatives of the Rotex there 


} 
j 
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THE ACME No. 2 BINDER 


A Popular Binder at a Popular Price 
Like all ACME machines, it is made right and works right 


Holds 


Meets 
All Fifty 
Demands Staples 


For Always 


The 


Average 


Office 


In 
Position 
.To 

Use 





Drives a broad, flat staple. Holds the thinnest and penetrates 
the thickest paper. Very convenient for filing letters, binding 
vouchers, fastening pay roll envelopes, packing statements, legal 
documents, etc. 

Leading Jobbers Sell the ACME BINDERS. 
Illustrated List Furnished Dealers on Request. 


ACME STAPLE CO., Ltd., Camden, N. J. 


EUROPEAN AGENTS: Progress Typewriter Supply Co., Ltd., 85 Golden Lane and Hatfield Str., LONDON E. C. 











Ask Your Stationer For 


Nichols Pencil Pocket 


The best made. Saves your 
pencils, fountain pens and 
temper. 

Inside Spring is the Secret. 
Sells atsight. Agents wanted. 


Sold by leading Stationers. 


HEADQUARTERS FOR 





Typewriter Ribbons, Typewriter Paper, 
Carbon Paper, for all uses. 
We manufacture the best line of TYPEWRITER 
SUPPLIES on the market. 


THE 8S. T. SMITH COMPANY 
11 Barclay St., New York City. Tel, 5922 Barclay. 


Please send for our Catalogue and samples of Mani- 
fold, Typewriter Linen and Carbon Papers; also 
Price Lists of same. DISCOUNTS TO THE TRADE 


Send 25 cents for sample and 
terms to the manufacturers 


NICHOLS & WILLIS, Worcester, Mass. 

















SELF-FILLING SELF-CLEANING NON-LEAKABLE 


THE ONLY FOUNTAIN PEN 
THE WM BOLLES on the Market Combining 
7 All these Features. 


f @ There are no openings, extra joints, humps, press-bars, nor complicated 





absolutely Non-Leakable 
@ It can be filled instantly at any ink well. The 
filler is part of the pen itself and cannot be mislaid. 


@ As the pen is in an air-tight compartment when 
closed, the ink cannot dry up, as in ordinary foun- 
tain pens; consequently it always writes on the 
down stroke. 


THE WM. BOLLES COMPANY 
TOLEDO, OHIO. - = U.S.A. *s rune 





*h Fills hae ~ 





mechanical parts to get out of order, consequently the barrel is air-tight and. 














138 


OFFICE APPLIANCES 











HIGGINS’ 


Trade. 


Adhesives. They 





Drawing Inks, Blacks and Colors 
Eternal Writing Ink 

Engrossing Ink 

Taurine Mucilage 

Photo Mounter Paste 

Drawing Board and Library Mucilage 
Office Paste 

Liquid Paste 

Vegetable Glue, etc., etc. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter supplied to the 


Consumers, emancipate yourselves from the use of corrosive and ill- 


smelling inks and adhesives and adopt the Higgins Inks and 


will be a revelation to you. 


AT DEALERS GENERALLY 














Main Office and Factory, Brooklyn, N. Y., 


Originators and Manufacturers 


CHAS. M. HIGGINS & CO., circa thi snd “Adhesives 


U.S.A. New York—Chicago—London 














100% PROFIT TO DEALERS 


on the best fountain pen being marketed today. 


By an 


ingenious patent all flooding and splattering of the 


pen is absolutely stopped. 


Fountain Pens 


represent the very lat- 

est type of the mode mn 

office and desk 
companion. 


Williamson Auto rom AZ 


Wi 





DEALERS 


See That Reservoir ? 
That Means Fountain Pen Perfection. 


Remember: You need to carry no dead 
vs stock. We will exchange any styles that you 
find do not appeal to your trade. 
/” We also furnish plate glass display cases. Write 
for our proposition to dealers. It’s the best ever made 
by any fountain pen company. 
ade in 250 « ent styles and sell 


lamson pens are n 


liamson Pen company, i 












WAX SEALS CHECKS CORPORATE 
’ 


123456 ; 
NUMBERING MACHINES 








\ 


SEALS POCKET NOTARY 





WE ArRE NOT Asante FOR THESE Goops 
WE MANUFACTURE THEM 


SEALS, STENCILS, STEEL STAMPS, BADGES, 


NAME PLATES, METAL CHECKS, 
RUBBER STAMPS, Etc. 
WRITE FOR CATALOGUE 
MEYER & WENTHE 
92 DEARBORN 8T. 
CHICAGO 


METAL CHECKS 


rT] 


re stars | 


















DEALERS, Our Advertising Campaign Means Profitable Business For You. 





WRITE With COMFORT 


accommodates itself to your hand. Bends to ease pressure of the muscles; 


TOWER’S ELASTIC PENHOLDER and revents writers’ and book-keepers’ cramp. 


day's work easy and pleasant. Price 25c, five 


Sliven a and we will give you a sample free. Enclose seven 


Sliminates perspiration; 
for $1.00. If your stationer cannot supply you, send us his 
two-cent stamps for postage and packing. 


CUTTER-TOWER COMPANY, 184 Summer Street, BOSTON, MASS. Dept. AA. 


Stotioner’« Nome 


Address 














(By Special Correspondence.) 


Brookfield, Mass. 


Flanders & Waterman, who have been 
manufacturing automatic index filing cab 
inets at 180 Union street, Worcester, have 
leased the Dwight G. Tucker box shop in 
Mill street for three years and expect to 
have the shop in operation in ten d 

Chicago, II. 

The System Cabinet Company Cl 
cago has been incorporated to man 
ture filing cabinets; capital, $10,000 
corporators, Fred. Huetmann, F. F. Rick 
E. H. Johnson, 42-92 La Salle street, Cl 
cago, Ill 

Denver, Colo. 

James H. Hine, formerly of the Library 
Bureau, but now superintendent of agencies 
of the Browne-Morse Company of Mus 
kegon, Mich., was recently in Denver for 
a few weeks. He.did a good business in 
Denver and noted a goodly nun iber of 


orders for January 1 installati 
San Francisco, Cal. 

H. S. Crocker & Co. are now 1 ng 
the stock of office furniture from both tl 
other stores into the building recently 
leased on Mission street, near Third. The 


building is the one formerly occupied by 
Van Praag & Cosgriff, who were agents 
for Clark & Baker. Joseph W. Van Praag 
of Van Praag & Cosgriff has been with 
the San Francisco Library Bureau since 
the dissolution of that firm, but has re 
signed his position to take charge f the 
new Crocker store. H. S. Crocl & Co 
are adding several lines of desks to their 
former lines, which included Glol 
Wernicke filing goods 
* * * 

The Schwabacher-Frey Compar : Ww 
holding a fire sale to dispose of the dam 
aged office furniture and other ¢ ls which 
were iiees in last month’s blaze A 
similar sale is being held at the ljoining 
store of the Phoenix Desk & Chair Com 
pany, agent for the Dornette desks. E. H 
Prentice, president of the company, states 
that the insurance companies have made 
an unusually prompt settlement, and that 
the goods are moving off as well as ild 
he expected 

7 * * 

The Yawman & Erbe Manufacturing 
Company is making an attractive season- 
able display of the Y. & E. card-index cook 
ing recipes, which are having a g 1 sale 
They are also having a good demand for 
the new drawer style vertical transfer 
cases. Mr. Victor reports a fine business 
in the aggregate, though no large contracts 


have been taken for some time 
* * * 

Wentworth, 

manager of the Cali 


formerly f the Bos 


F. W 


ton office, is now 


of Library Bureau. Several 


fornia branch 
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additions ate being made in 


- other 
sonnel, E. S. Randolph, tormerly wit! the | 
| 
r] e Rucker-Fuller Company, taking charge of | 





the desk department The company LS 

taken a five-story warehouse at 316 M 

sion street for storage purposes Che 

tored stock has been removed fron ‘ 

basement, and it has been fitted up f le | ; 






Much of the World’s Mail is 
' Weighed on the 


PELOUZE 
POSTAL SCALES 








lisplay and sale of the cheaper lines of | 
| desks, all shipments now being made from | 
the warehouse | 


DE LUXE GUIDE CARDS. | 




































































of 
IT you want the The cle ver office convenience which | 
| lustrated in the accompanying cut is They Pay for Themselves in Postage $ sn 
* # the products of Office Specialtie Pe { The dollars and cents wasted in excess post- 
— ; : t mia : age cannot be estimated wherea postal scale is 
ig 1 ons Luxe, Inec., of Worcester. Mass These | not used or where one is us_d that is not reliable. 
vie ‘ide embod pee = { They are made in several styles especially 
guide card mbody the folls ng tea | adapted for the large business house, office, 
at the construction and utility store and home. 
rl re made from sheet aluminu {] They not only give the cost of postage in 
ey a age OR SS) Sseieew es cents on all classes of mail matter, but also 
© e | will last a lifetime give exact weight by $ ounces. 
] t rices rhe are made with - withoet { There is no economy in a cheap postal 
ay ant aes ont doa scale. Those that sell for less are worth less. 
ph: bet across the dg acc¢ rding té the 
; = sey AB ‘ Dealers should write for our 
requirements of the user New Postal Scale Catalog. 
} The tabs tip back, showing all the lett ——_———— 
4 one and the same tim P | 
| elouze - 
| _ — m 
| Scale & 
! =. 
D 
The Frank Bayer Company <= Manufac- 
INKED RIBBONS ti - | pig (turing 
m ¥ Co 
“Me . Ytt 
22 N. William St., New York City Vm ; 
Hie 232-242 
The ADAMS COLLEGE BOOK RINGS are oi § East Ohio Street 
le / . Ch wi Capacity: 
Used Wherever a Cheap Hb \ Mail and Exp..16 IDS CHcagg 
Quickly Operated Loose Se es 
Juickly Operate oose it ae = Vietor .... 2... 14 Ibs. ILL. 
sat ; ~ . THE UX ) 
Leaf Binder Is Desired wrx 
Most Satisfactory Loose Leaf Ring Ever Invented When cards tip forwatd, as they ' 
+e." fe do, the tab is still tipped back enough to 
Y/, 
enabl O1 O se€ he le tters 
SS a | wae tenses ae ae OUDFIT 
a 2 \( Phe lethocs tex Wabeaid aeaa Vic nonin Improved PROUD 
NaF” “ean cut in the cards for the index make it pos Loose Leaf Devices 
sible to classify and readily to find cort 
* oe . 
~~ f \ spondence filed under surnames and give 
a eS names Take Brown, for instance Phes 
\ > 1 | 1 
, “eine may be so many Browns, that the « y 
. practicable means of filing for quick refer 
ence under “Brown” will be to use th ‘ 
FLAT OPENING 
given names as guides 
De Luxe Guide Cards are made " Unlimited Expansion 
4x6 and 5x8 sizes regularly, but special | 
sizes may be ordered if necessary | 
The Meilink Manufacturing Company has 
issued their new catalogus f ofhce spe 
cialties, including office and wa sates 
ephone brackets, swinging typewriter desk | 
stands coypholde rs and telephone pads 
PATENTED FEBRUARY « /80 ete., et This is a 56 page book, hand- | THE 
somely gotten up, and should be in the [ear @ 
i 
hands o ; live commercial stati ra 
Allows Sheets to Lie Perfectly Flat at Any Point. Pee ee. ee eee 
Can also | as a key ring and office appliance dealer in t trade | / 
. . ~ oe FACTORY AND MAIN OFFICE: 
Sold by Leading Stationers. - Lyon and Campau Sts., Grand Raphds, Michtones U. 8: As 
Order Through Your Jobber. Write for Catalogue Close the windbenn and slevtintis ty i BRANCHES: é 
HENRY T. ADAMS . a ae ' New York City. Washington,D.C. Boston, Phila. 
” ’ sisrtntes thing every night. Chis precaution wi | Detroit. Los Angeles. Chattanooga. 
6823 SO. CHICAGO AVE., CHICAGO, ILL., U.S. A. ovid wwainst sudden. showe1 Oklahoma City Buffalo 
provide ag St Sudden showers i] 
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THE 
Carbon Paper 


That Satisfies 


The carbon paper that SATISFIES— 


The ONE paper that stands away 
above any other make is 









Silk Gauze 
Carbon Paper 


Silk Gauze Carbon possesses EVERY 
DESIRABLE feature and is suitable 
for ALL CLASSES of work 

There is no other paper that EQUALS 
Silk Gauze in quality. There are FEW 
papers that are soGOOD by HALF 

Every sheet of Silk Gauze Carbon 
Paper can be useda HUNDRED times 
and over and will WEAR EVENLY 
from START to FINISH 

The impressions are SHARP and 
CLEAR and the copies NEVER fade 

Its DURABLE finish and PERFECT 
indelibility insure BETTER copies than 
is possible with OTHER papers— 

And it is the ONLY carbon paper 
that will ACTUALLY work well for 
single copy work and heavy mani- 


folding 


Used by the Government 

Columbia Brand Carbon Paper has 
stood the severe practical and chemical 
tests of the United States Government 
and was awarded the contract for sup- 
plying its various departments 

This award places ‘‘Columbia Brand’ 
in a class by itself and proves it to be 
the BEST carbon paper for ANY and 
ALL purposes 


Free Samples 


Samples and full particulars sent to 


dealers upon request 


Columbia Ribbon and 
Carbon Mfg. Co. 


West Broadway and Reade Street 
NEW YORK 
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‘Chicago Stationers’ Annual Meeting. 


Dues Increased and Last Year’s Officers 
Unanimously Chosen for An- 


other 


Year. 


MPORTANT action was taken at the 
annual meeting of the Chicago Sta- 
tioners’ Association which was held on 
Tuesday evening, Dec. 9, in the Ger- 
man Room of the Grand Pacific Hotel. The 
annual dues of firm or company members 
were raised from $15 to $25 a year and the 
officers of the past year were re-elected 
without a dissenting voice. Twenty-three 
members were present at the meeting, 
which was preceded by a substantial din- 
ner 
By its decision to increase the member 
ship fees the Chicago association gives no- 
tice of its intention to remain in the van- 
guard of association work now and at all 
times in the future. The decision came 
after full consideration of the work of the 
association last year and of .the increased 
scope of the work of the National Associa- 
tion. Heretofore it has been the practice 
of the Chicago association to charge an- 
nual dues of $15 for each active member 
maintaining a store or a place of business 
here where goods are kept for sale. Of this 
sum $10 per member went to the support 
of the local association and $5 per member 
to the support of the National organization 
Now, however, with the increase in the 
work of the National organization, the em- 
ployment of a paid permanent secretary for 
that association; the expense incurred by 
the work of the National Catalogue Com 
mission; the proportionate share of the 
expense of the work of the committee in 
Washington in opposing the action of the 
Postoffice Department with regard to the 
printing of stamped envelopes, and other 
necessary and important work of the Na- 
tional Association, the expenses of that as 
sociation have increased to such an extent 
that an increase of dues became impera 


tive—a fact which was duly recognized and 
acted upon at the Toledo convention. In 
addition to this, if the Chicago organiza 
tion is to carry on the work begun during 
the past year and maintain its open meet 
ings which have proved so beneficial a 
stimulus to the young men in the trade, 
it will become necessary for the local or 


ganization to have more money. It was 
therefore decided to make the annual dues 
$25 for active members having stocks in 


Chicago, reserving three-fifths of the sum 
so realized for the uses of the local asso 
ciation and transmitting the remaining two 
fifths to the National Association. This in 
crease applies only to members who con 
within the classification above mentioned 
The annual dues for auxiliary members, 
who make their headquarters here, but who 
maintain no stock, as for instance, a repre¢ 


sentative of an eastern house whose na 
tional dues are paid in New York, the Chi 
cago representative maintaining no stock 


here on which he pays taxes, will be $15 
per year instead of $25, the dues of individ 
ual members in the local organization l 
be the same as heretofore Byt all sta 
tioners and manufacturers having their 
places of business here or maintaining Cl 

cago branch establishments where stocks 
are kept for distribution as a permanent 
feature of their business, will be charged 
the full fee 

Details of the Meeting. 

When coffee and cigars had been served 
President Gibbs called the meeting to or 
der. He suggested, for the benefit of ab 
sent members, that all members should 
be more particular in indicating to the 
secretary when they were to be absent 
from a dinner of this kind. The associa 
tion has sixty-five members, all of whom 
were notified of the meeting. The written 
acceptances and regrets were very few 
but the committee took a chance and or 
dered thirty dinners. Twenty-three mem 
bers were present, leaving the association 
seven dinners to pay for for which no one 
received the benefit 

After the roll call Henry E. Sawtell ri 
ported for the executive committee, dis 
cussing the work of the organization du 
ing the year and paying a well deserved 
compliment to the work of the Catalogue 
Commission 

President Gibbs explained the genesis of 
the Catalogue Commission, traced its his 
tory and the work it has accomplished and 


told what was done at the Toledo con 
vention to perpetuate the work of the com 
mission, whose suggestions, he said, are 


being quite generally adopted by dealers 
The weakness of the stationer lies in his 
inability to figure prices properly, and this 
defect the work of the Catalogue Commi 
sion is designed to overcome 


Secretary A. E. Riddle reported a mei 
bership of sixty-five. Total receipts 
year, including the money turned overt 
from the previous year, were $2,172.58; dis 
bursements, $2,076.25, leaving a balanc: 
$96.33 in the treasury. The seers 


traced the work of the association during 


t 


the year and presented some very strong 
erguments backed by experienc: 
jort of the advantages of association 
After the report of the entertain: 
committee by the chairman, Charles 
Stevens, President Gibbs in a brief 
explained for the benefit of auxiliary n 


bers why the association had held during 
the last year and why it purposed to | 
during the coming year a number of op: 
meetings It is desired by the meml 


of the association to enlist the interest and 
the cooperation of the young men in thi 
stationery stores throughout the city. To. 
often the young men, who see nothing 


























the work of the store except what per 
tains to their respective departments, im- 
agine that the heads of the firm must be 


making big money. They consider only 
the volume of goods which come in and 
ro out of the store. Believing that they 


are only a small cog in a big machine, 
they may, perhaps, become indifferent in 
their work, thus-adding another source of 
loss to a business which under the best of 
conditions is never a gold mine. The open 
meetings are held to instruct the stove 
salesmen with regard to the broader prin 
ciples of the stationery business, inform 
them as to expenses and profits and to 
enlist their enthusiastic cooperation in 
pushing the business of their respective 
establishments. There is a close relation 
between salaries and profits. The cost of 
doing business is increasing steadily, but 
the selling price of the leading commodi 
ties the stationer handles has shown no 
increase for years. The association, there 
fore, by bringing in the young men and 
explaining these things, by working to- 
gether in mutual good will and confidence, 
expects to gain a force and momentum 
to be acquired in no other way. What 
applies to the stores, applies in a different 
way, perhaps, to the problems the manu 


facturers encounter 


The Annual Banquet. 


After the report of Treasurer L. T. Mar 
shall, the main points of which report 
were epitomized in the report of the sec 
retary, William Rodiger reported for the 
banquet committee. He explained humor- 
ously that the work of the committee had 
been so arduous that Sam. Mayer had been 
compelled to go to California, so that the 
report embodied the unanimous conclu- 
sions of himself and Mr. Stevens. The 
committee has arranged for the next an 
nual banquet of the association, which 
will be held on Saturday evening, Jan. 15, 
in the Italian Room of the New Congress 
Hotel. This room has a capacity of 325 
guests and it is hoped that at least 300 
persons will attend the annual banquet. 

Mr. Stevens reported for the by-laws 
committee by promising that the commit- 
tee would try to have a report next year. 
This occasioned laughter, the chair deem 
ing it a compliment to the harmonious 
conditions existing in the association that 
the organization has been able to get along 
for five years practically without a set of 


by-laws 


Next in order came the question of rais 
ing the dues, which was decided as given 
ibove 

Charles A. Stevens reported for the nom 
inating committee, which placed in nomina 
tion all of the elective officers of the pre 
ceding year, as follows: President, Fletcher 
B. Gibbs; vice president, Charles A. Ste 
vens; secretary, A. E. Riddle; treasurer, 
I T. Marshall. Executive committee, 
Henry E. Sawtell, A. H. Childs and M. 
D. Rider. On motion, duly seconded, the 
secretary was instructed to cast the unani 


| 
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* All Pens, Dip} ii 


i: PF 
Underwoods Inks 


@ For Fluidity, Perma- 
nency, Non-corrosion of 
the Pen, and Splendid 
Copying Qualities, these 
inks have never been | 
equaled. : 


| 
Ask for it at | 
your stationer’s | 

















. 


| 
MANUFACTURED BY | 


» JOHN UNDERWOOD & CO., | 


30 Vesey St., New York. 







90 Richmond St. E., 120 Queen Victoria St. 
TORONTO, CANADA. LONDON, E. C., ENGLAND. 
19 Pearl Street, 36 Boulevard des Italiens, 


BOSTON, MASS. PARIS, FRANCE. 


“Te; )6=Ct™tC‘“‘i‘ *; oa > 








We Advertise “Soft”? Paste 


But don’t misunderstand us—we do not mean “‘wet and soggy”’ paste, for Invincible 
is as dense as, or denser than, any paste on the market. What we can prove is that 


INVINCIBLE 


remains moist and usable in the jar longer than any other—years if necessary. 
Let us send youasample. The quality of Invincible and the attractive prices we 
will quote you will enable you to build up a permanent and profitable paste business. 


The National Paste Co., Columbus, Ohio, U. S. A. 
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This Tip 
Doesn’t Fray, Crack or Show Finger Marks 


Here is a rea/ office convenience — celluloid tipped card index 
Always clean, always whole, always in place. Fold 


guides. 
Don't crack, curl or fray. 


over top sof card and stay there. 


Celluloid Tipped 
Guide Cards 


outlast all others. Three of the ordinary guides fail to give 
the service that one of ours gives. Ask your dealer for the 
“ One-piece’ Celluloid Tip Guides, or write for samples. 


Standard Index Card Co., 701-709.Arch Street, Philadelphia 














THE PEERLESS MOISTENER 


For Moistening Stamps, Envelopes, Labels, Etc. 
Invaluable to Cashiers and those who handle currency. 
Made of Alu 





Now used and endorsed by many of the largest business houses. 
inum with German Silver To; With this little device 3,500 envelopes an hour can be 
sealed. Price 75 cents delivered. Money returned if not satisfactory. A handsome artic! 


Good profit for the dealer. We want Agents. Write for Export Prices and Discour 





THE PEERLESS MOISTENER CO., 822 Claremont Avenue, Chicago, Ill., U. S. A. 








QUARTERED OAK, GOLDEN DULL FINISH. 15} {n.long, 84 In. wide, 7% In. high. 
Weight, !0 ibs. 7 feet Shelf Surface. Each cabinet is packed in a corrugated paper 
box ready to express. Packed in crates of six cabinets for freight, P iGE 4 50 
shipment. Circulers Supplied Free to Dealers. Express Prepaid R ' ' 

to any part of the U.S. on receipt of postal money order for $3.50. Write and ask 
for Dealers’ discounts S. S. CROOKS MPG. CO., 47 East 4th St., St. Paul, Minn. 











Monarch Inks 


have earned a reputation for SUPERI- 
ORITY equal in their line tu the estab- 
lished reputation of MONARCH GLUES 
and PASTES. 

For a clear, permanent black ink, or 
writing fluid, you can find 
nothing superior to the MONARCH 


blue-black 








brands. Our “EBONY BLACK” and “EVERLASTING” 
Combined Writing and Copying Ink CREATE TRADE FOR 
THE DEALER. 
We have just isssued a new catalogue and price-list for 
the stationer. You should write for this at once. The 
goods and prices will bear the closest 
inspection. 
WRITE US TODAY FOR NEW 
PRICE- LIST FOR DEALERS. 


Monarch Glue Company 


125-127 E. 2nd St.. CINCINNATI, OHIO, U.S. A. 














ballot of the association for the 


nominees as the officers of the associa 


mous 
tipt 
for the ensuing year. 

President Gibbs gracefully acknowledg 


the honor conferred upon him and his 
low officers, and instructed the executive 
committee to retire and make up th S 
of standing committees for the ensuit 
year. This was done, the report of the 
committee, which was adopted, being as 
follows 

Committee on Arbitration—John 
berg. chairman; L. L. Burr, F. G 
L.. T. Marshall and A. Kohlet 

Membership Committee—H. H. S$ 
Sam. Mayer and A. E. Eggert 

Entertainment Committee—Charles \ 
Stevens, William Rodiger and A. W. W 
liams 

On motion the meeting adj 


FOSTER AGAIN WITH THE ELLIOTT 


COMPANY. 
The | tt Company have 
he services of H. M. Foster, t 
western manager, with headquart« rs il ( 
cago. 1 addressing machine b 
not ney \l Foster as he was a 
cessful sa nan for the Ellott Company 





H. M. FOSTER 


ind t managed the Chicag 
Fron s past record Mr. Foster's 
» the | tt Company should 
hem thei | share of the busines 
i middle west ine 
customers mrst class service 


The Schermack Company, 72 Stat 
Detroit, | just issued a neat é 
let ce Scriptive f the Natura Vie 
Stamp Affixer and other stamp affixit 
ventions of Joseph J. Schermack hose 
interested should send a card to the tore 
going address when full informati 
be forwarded 

— 7 x 


Some advice is no good until it 


and some 1s no good afterward 






































Auckland, New Zealand. 

Frank B. Knyvett will be pleased to ri 
ceive catalogues and prices or to correspond 
with manufacturers in office appliances lines 
who are desirous of finding a market in 
New Zealand. Mr. Knyvett is a very wide 
awake and reliable man, who has built up 
a fine business in that country. Manufac 
turers should quote net prices f. 0. b. any 
American port, packing and cases included 

Calcutta, India. 

W. Shedden Paxton states in a recent let 
ter to Office Appliances that he is in a po 
sition to procure orders from the trade fot 
every description of labor saving device for 
the office which has real merit. He is in 
a position to. handle typewriter, adding ma 
chine, duplicating machine and rotary copy 
ing machine supplies of every kind. Mr. 
Paxton desires to correspond with leading 
manufacturers in America and will be 
pleased to receive their samples in dupli 
cate, retail price lists, maximum exports 
and cash discounts. Samples and price lists 
should be registered and letters stamped in 
full. He desires, in addition to the above, 
to receive price lists and discounts on all 
supplies for card indices, record and verti 
cal filing systems, commercial printing, 
loose leaf supplies, blank books and com 
plete systems for the organization of in 
surance, banking and other concerns. 


Laurenco Marques, Portuguese East Africa 

A. Cockburn writes that he is interested 
in catalogue literature of office appliances 
and stationery lines and would be pleased 
to receive same from manufacturers with 
out the necessity of writing for it. Full 


prices and discounts should in all cases be 


quoted Mir. Cockburn’s address is P. O 
Box 386, Lawrenco Marques, Portugues 
East Africa 


Montevideo, Uruguay. 


Coates & Co. report that they are at a 


times interested in particulars of new 
ippliances, and would welcome commumic 
t1wons trom manutacture®rs who desire 
open nnections vith the trade in | 
guay 


Reykjavik, Iceland. 


Johnson & Kaaber, one cf the strongest 
vholesale firms in Iceland, desire to repre 
sent American firms in office appltances 
ines This firm already represents the 
Remington Typewriter Company, repre 
sents also leading houses in Great Britain 
Germany, Holland, Belgium, Norway, Swe 
den and Denmark Messrs. Johnson and 
Kaaber will welcome correspondence and 


trade literature, with terms and prices, from 


American manufacturers 


It is better to be an honest man in one 


language than a liar in five. 
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to 
Crescent 
Pins 





THEY ARE PINS OF QUALITY 
Crescent Bank and Office Pins, Pyramid Pins and Cushion Pin Rolls are 
trade winners. Our pins are made from the best spring brass wire by 
experienced workmen—Guaranteed. 


DEALERS: gO 


Crescent Pins are the ones you 

ought to handle—a good profit 
to you and complete satisfac- 
tion to your customers 


7 
48 CRESCENT 


Brass & Pin Co. 











A E-Z? So Easy! THE EASY ‘FASTENER 


papers together, whether correspondence, invoices, 


deposit slips, analysis sheets or loose leaf devices. 

Only one prong With only one prong to fit into a hole the filing clerk 
. h l can do the work more easily and quickly than by the 

In a oie old method, and the different lengths oi prongs will 


take care of anynumber of sheets required. 


During the past six months one electric company 
hes taken 30,000 Easy Fasteners for their individual 


i. use; one automobile supply company has taken 25,000. 
Patent Pending Send for samples and prices and see how you like 


it; you will like it and use it if you once try it. 


Manufactured by E.G. ROBESON, 753 Bedford Ave., Brooklyn, N. Y. 

















To Make Good 


Typewriter Ribbons and Carbon papers once is not difficult. To 
make them again and again, maintaining each time the same ex- 
cellence of manufacture, is the most difficult thing in the world. 


Upon this unvarying degree of excellence rests the reputation of 
Carter’s Ideal 
Typewriter Ribbons and Carbon Papers 


The Best—Always 


Finest materials with superior workmanship, most attractive 
and convenient packing. 

Every dealer realizes the increased profit there 
is for him in a reorder package. The uniform 
excellence of Carter's goods not. only makes 
new customers but keeps those who use them 
once. 


Send for new booklet ‘‘Carbon Points”’ 


THE CARTER’S INK CO. 


Boston New York Chicago Montreal 




















144 OFFICE APPLIANCES 





“———e 


You can’t lose on our *500”’ line. 


If you play the game right, each desk is a winner 
Original designs and especially selected quartered white oak stock, with any desired finish, make a 
combination that will sell to any business man 
Write at once for our new catalogue and prices. A red stamp wil! start you on the road to larger 


desk sales, if you write to-day. Try it and see 


VALLEY 
DESK . COMPANY 
Mich., U.S.A. 


Grand Rapids, 














THE SHEPPARD LINE 


In Your Loose Leaf Department Means 


Larger Profits—More Sales— 
Quick Deliveries 


No other line offers a more attractive proposition to 
the dealer—either in variety of devices, high-class 
workmanship or liberality of discounts. 


COMPLETE LEDGER OUTFITS 


are quick and easy sellers at this season of the year. We have 
made a specialty of complete outfits and carry in stock many 
styles and sizes, listed lower than other manufacturers 
READY-MADE ACCOUNTING SYSTEMS for every line of busi 
ness. Your customers will be interested in our Monthly Statement 
Systems for pen or typewriter and our New Self-Indexing Ledger. 











We can furnish metal parts ready for binding if you are equipped to do 
your own binding. 

Send for 64-page Catalog and set of 15 handsome 

Window Cards, also bound set of Stock Forms. 


THE C, E. SHEPPARD COMPANY 


Manufacturers for the Trade of 


EVERYTHING LOOSE-LEAF 


61-65 Cliff Street NEW YORK 
Chicago Office, 164 E. Randolph Street 























STRONG MAN ENTERS CARBON 
LINE. 

Louis M. Potter, for the past thre: 
sales manager for the Bausch & Lomb Oy 
tical Company, has tendered his resignatio1 
from this position which he filled with s 
much success and has become an act 
member of the Vacuo-Static Carbon Cor 
pany of Rochester, N. ¥ It is 
change from. selling microscopes g 
grade photographic lenses and other inst1 
ments of precision, to the field of carb 
paper, but Mr. Potter merely m 
one high grade firm to another equally re 
nowned in its especial line, for the g 
of the Vacuo-Static Company are ki 
wherever carbons are used and are relie 
upon as being of high quality and 
scientious workmanship. The company 
one of the thoroughly equipped business « 
terprises which have made Rocheste1 


. 
LOUIS M. POTTER. 
: 
mous as a city of fine factories—fa 
which are noted the world over fo 
high grade, careful workmanship wl 
put into every product from the most 
expensive to the best | 


Mr. Potter has been in the emp 
Bausch & Lomb Optical Company 


last twely 


years During the fir 
years of his employment he visited 
eling representative the universities 


leges throughout the country in 





ests of his firm. It is doubtful if ther: 
other man in America who has visit 
educatiot1 nstitutions, and wh 
wider acquaintance among colleg 
versity professors than has Mr. P 
After five years of service on 


Mr. Potter was entrusted by th 

& Lomb Company with the establis 
and management of a branch offic: 
ton, Mass Here he established, duri 
four years of service at this 


flourishing business, and as a fittine 




















to his successful efforts he was called to 
the home office of the company at Roches 
ter and placed in charge of the sales de 
partment of the entire business. Among 
his other duties as sales manager he has 
visited the many branch offices which the 
company maintains in various parts of the 
world ( 
turned from a three months’ trip through 


nly a few months ago he r 


Europe 

His success is a good example of what 
pluck, perserverance and hard work will 
accomplish. Born as he was in a log cabin 
in Michigan, of which fact he feels very 
proud, reared on a farm with very few ad 
vantages except hard work, by his deter 
mination, depending entirely upon himself, 
he worked his way through high school 
and followed it with a four year college 
course. He received the degree of Bache- 
lor of Science in 1895 from Albion College 
He is now but 37 years of age. 

Although a citizen of Rochester but three 
years, Mr. Potter has become well known 
to the greater number of its business men 
Last year he held the office of president of 
the Lake View Civic Club. He was also 
president of the Men’s Club at the Grace 
M. E. Church. Two years ago he organ 
ized among the members and employes of 
the Bausch & Lomb Optical Co. a tech 
nical society of 90 members to study scien- 
tific and technical problems connected with 
the business and has been president since 
its organization. His work in the Chamber 
of Commerce, especially in connection with 
the last Rochester Industrial Exposition, is 
well known to many of Rochester’s citi 
zens. As a member of the important ex 
hibits committee he had much to do in 
bringing to a successful culmination that 
great enterprise. He will assume complete 
charge of the sales department of the 
Vacuo-Static Carbon Company and aside 
from being a director has been elected its 


vice president 


JAMES C. HASLAM DEAD. 

[t is with great regret that Office Appli 
inces announces the passing away of 
James C. Haslam, who, for twenty-eight 
years, was connected with the John Holland 
Gold Pen Company of Cincinnati as a sales 
man. Mr. Haslam died on Dec. 20 in the 
fifty-second year of his age. His employers 
and other associates in the John Holland 
Pen Company greatly miss him and a large 
circle of friends join with them in their 
sorrow oveg the untimely passing of one 
who was so greatly respected and so highly 


[he fifth annual banquet of the Station 
rs’ Association of New York City will be 
held at the Hotel Astor on Wednesday ev« 
ing, Jan. 19, 1910, and it is expected that 
here will be a big turn-out. 





Truth crushed to earth will rise again, 
ut it isn’t that way with an egg. 


orance of the law excuses no one 
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Crown Brand Typewriter Ribbons 


give a clean, neat, compact look to your letters that 
makes a careful reading both easy and pleasant for 
Dealers are invited to try these ribbons 


the recipient. 
at our expense. 








Your Typewriter Ribbon 


is of supreme importance in in- 
suring that dignity and neatness 
in your correspondence which 
carries with it a good impression. 


TO-DAY 
CROWN RIBBON & CARBON CO., Rochester, N.Y. 




















PATENTS, TRADE MARKS, DESIGNS 
OBTAINED OR NO CHARGE MADE 


Easy payments, unexcelled facilities for most 
prompt and efficient service. 15 years’ Official Ex 
aminer, U.S. Patent Office, over quarter century 
actual experience guarantees thorough familiarity 
with all branches Of patent practice. Patents ad 





vertised for sale free. Send sketch or description 
of invention for free search and rag c on patent- 
abililty, also for our beauti y illustrated 


inventor's guide book 


E. P. BUNYEA CO. 


U. S. and Foreign Patent Attorneys 
Washington - D. C. 

















The DETRO/T COIN WRAPPER 





ARE VOU SUPPLIED? 
These’ enemest Zreppesere quick agtere. Needed and 
a and 
all irms who handiea vauuaallie eee 
ams, ~~ iy ALL U. S. AND 
DIAN COINS 
Saves half the a — ng—cannot unroll and coins 
won'tslip out Millionss» tere Once used no other 
wili do, aye youtlar £ Ser yeas than others. Let us send 


you samples prices. 

The Eureka Don't Rip Coin Bag ts the enty 7 cote beg thas 
Write tor sample 
and pri 


Detroit Coin 


Wrapper Co. 
19 Jo“n R. St, 
Detroit, Mick, 
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THE COMMERCIAL PASTE CO. cotimsus‘ onto 









to keep Commercial Paste Company products mov- 
ing. They push themselves. Quality is the strongest 
re-order bringer. 


That is the reason why our new three story fire 
proof brick building shown in this advertisement 
is already taxed to its capacity although we only 
moved intoitin March of this year. Although the 
Commercial Paste Company was established as re- 
cently as 1902, the rapid doubling of business each 
year his forced us to abandon three buildings in 
seven y-ars. 

This is convincing proof that Commercial prod- 
ucts are trade winners. Try them. 


Combined Carmine, 
Writing and Copying 
Fluid and Jet Black Ink, 


Commercial 
Photo Desk Paste, 
Peerless Mucilage, 


Combined Writing Blue Ink, 
and Copying Fluid, Green Ink. 
Blue Black 


Record Writing Fluid. 
WRITE TODAY FORK 
CATALOGUE AND PRICES. 








IT nS ih 
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SUCCESSFUL CARTER CONFERENCE. 


From Monday, December 20th, through 
Wednesday, the 22nd, f 
the Carter's Ink Company 
the country were in attendance at a con 


representatives ol 


from all over 


ference at the factory in Boston. The 
company has held these conferences from 
time to time, believing that the exchange 


of ideas and with one another 


as Ww ell as the encouragement 


experience 
and instruc 
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afternoon was given over to this and the 

plant was viewed from top to bottom 
Wednesday night brought the conference 

to a Hotel 


Westminster, presided over by Mr. R. B 


close with a banquet at the 
Carter, president of the company, and Mr 
cae About 


forty representatives sat down to the tables 


Gordon, general manager 


and after a good “eat” enjoyed a program 


presented by “home talent” which included 





tion received from the offices of the com some very neat sleight of hand tricks by 
BOSTON FACTORY, CARTER’S INK COMPANY. 
pany tmsures added enthusiasm as well as Mir. L. G. Stevens of the Chicago terri 
actual profit to the men. Plans are tormu tory 
lated and new campaigns laid out which Those at the conference were—R. B 
can be thoroughly discussed by the men Randall, F. F. Harris, W. H. Cox, H. | 
on the ground Brooks, G. E. Eaton, W. L. Henderson, 
Sessions were held morning and after | G. Stevens, C.: J. Van Zandt, C. | 
noon at which topics of general interest French, G. F. Mesick, W. F. Laskowsk1, 
to all, and more technical matters for both Jr., W. B. Cannon, N. D. MeCollom, H. J 
ribbon and carbon and ink and adhesive Kelley. E. S. Dearing, F. L. Whalen, I. J 
men were taken up and arefully con Prentice, Carl Lamson, G. M. Cunningham, 
sidered W. E. Brown, W. S. Goodwin, R. J. Cough 


The conference this year was noteworthy 


as giving the men a chance to inspect th 
new reinforced concrete building into whi 


the company will soon move. One entire 


i Ut Guvld yuivuY 


Harry Parrott, M. §S 
Driscoll, W. P 
Rhodes, O | 


Robbins, E. K, 


. J. L. Rollins, 
Workman, W. J 
Cherles Schmitt, W. J 
Erickson, R. A 


(rites, 


val 


viv 





INTERIOR DISPLAY OF ONOTO PENS IN STORE OF NORTH AMERICAN SUPPLY COM- 
PANY, COLUMBUS, O. 








ONOTO PEN DISPLAY IN WINDOW OF 
NORTH AMERICAN SUPPLY COM 
PANY, COLUMBUS, O. 


S. W. Tyler, J. A. Corliss, W. F. Wy 
| H srook« \ | oring, ( . \ 
YF. W. Taft 


NOVEL BANQUET GIVEN BY LOUIS 
F. DOW COMPANY. 


Che fourt nnual banquet 
| LD ( 1y was given ( 
ercial Club of St. Paul, Mini | 
i eve y December 2th W1 
| s I 1) ( mpany sta 
hings ey the eputat 
hem g d tl innua ) 
1 excep Che same rig 
he com] splays in 
howed . the irrangementl 
ttle bit ecreation The 
Veal \ different lines 
is no set program was arranged 
knowledg: f the participants 
rrangement mmiuttee, consisting t N 


Charles F. Weis, 


rts by any means 


B Abbott nd 
ax in their eff: 
At each plate 


running to a 


was placed a large ree 
board cap point about 


feet high 








| 
| 
| 
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GOOD TIME FOR SHEPPARD SALES. discussed were the metal hinge sectional post which the company have added to their 


MEN. binder, the non-projecting post binder, the line. The company is convinced that the 

Reisenweber’s in New York City was lrussell snap lock sectional post binders, th key-note to the loose leaf business lies in 
recently the scene of a happy gathering of [russell aluminum sheet holders and the new the development of these stock forms and 
the city and out town representatives © self-indexing ledger has accordingly prepared stock accounting 
the C. E. Sheppard Company, manufactur One of the leading features of the even forms for many lines of business. Among 
ers of loose leaf devices. This annual din ng was the discussion of the new stock these are the monthly statement system for 
ner to the sales force has been a featur: orms and ready-made accounting systems retail dealers, combined cash and journal 


record, perpetual inventory and 
stock records, voucher record, rec- 
ord for the installment business, 
doctor’s and physician's ledger form, 
lawyer's docket minute book, ete. 
These forms are put up in complete 
outfits, with the necessary — binders 


and indices. 


among the Sheppard salesmen for 





many years and the occasion 1s 
looked forward to with great pleas- 
ure by the sales force and the mem 
bers of the compan) Many ques 
tions pertaining to the loose leaf 
business were discussed and the ofh 


cers made helpful suggestions 





“He who looks on a true friend, 
looks, as it were, upon a kind of 
image of himself; wherefore friends, 
though absent, are still present; 
‘hough in poverty, they are rich; 
though weak, yet in the enjoyment 
of health; and what is still more dif- 
ficult to assert, though dead, they are 
alive; so entirely does the honor, the 
memory, the regret of friends attend 
them; from which circumstance, the 
death of the one seems to be happy, 


Previous to the dinner an inform 


al business meeting was held at the 





offices of the company, where a 
number of the new devices invented 
by Vice president | \ Trussell 
were inspected and later were taken 
up for discussion and criticism 

The new steel round back ledger 
came in tor warm commendation 
and all who saw it were enthusias- 
tic over its symmetrical proportions, 
its simplified mechanism and general 





utility This ledger will be on the 
market soon after the first of the and the life of the other ~ praise- 
year. Among the other new devices worthy.” —Cicero. 


Cc. E. SHEPPARD COMPANY'S SALES FORCE IN CONVENTION. 








THE FAULTLESS CURRENT LEDGER 


WITH A FIXTURE CASE OF COLD ROLLED STEEL 











Point by point, item by item, detail by detail, The only ledger with both sets of toggles swinging 


there is just one best current ledger ‘‘The Faultless.”’ 


The only ledger made of special formed cold rolled 
sheet steel of exceptional cohes‘on, tens le strength and 
rigidity, not a fragile aluminum casting. 

The only ledger with a central bridge plate holding it 
firm and rigid, preventing buckling. 


MILWAUKEE, WIS 


STATIONERS LOOSE LEAF SUPPLY COMPANY 


SELLS TO THE 


directly over the centre of the operating screws. 

The only ledger with dust excluding inside plates. 

The ledger that can be made to fit any sheet; any 
number of posts, any centre, any diameter. 

The only ledger that in competition will get the busi- 
ness through sheer merit and quality. 

May we send you a catalog? 


TRADE ONLY” 
NEW YORK CITY 





THE “RED RAVEN” STYLO (Registered) 


“RED RAVEN STYLO 


=MADE IN U.S.A — 





D. W. BEAUMEL & CO., 





RivAL FOUNTAIN PENS HAVE NO SUPERIOR 





Made with Gold or Sterling Silver Filigree Mounting, No. 3 or No. 6 Holders and Pens, for Holiday and Fine Trade. 





Consumer pays no duty, as the pen is made in America and with Iridium Platinu 


The * Red Raven”’ is superior to any other, of any style, color, finish, shape or price. It is made in all red, red and black and all 


black. Every *‘ Red Raven’’ sold means a satisfied custumer. 
CATALOG, ILLUSTRATING ALL LST YLES AND GIVING, PRICES AND DISCOUNTS WILL BE SEN EQU 
GUARANTEE EVERY PEN AND OUR PRICES ARE RIGHT 0 DBALERS ON REQUEST. 


“OFFICE AND FACTORY, 35 ANN STREET 


“Rival Soe" with Safety Clip 





m Points only 


NEW YORK 
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Commercial Teachers Meet in Louisville. 


HE fourteenth annual meeting of 
the National Commercial Teachers’ 
Federation, held at Louisville, 


Ky., December 27 to 30, was marked by 
many noteworthy papers. The importance 
of the subjects discussed together with the 
unbounded hospitality of the Falls Cities 
Commercial Teachers’ Association com 
bined to make this convention one long 
to be remembered by those who were for 
tunate enough to attend. 

The object of these meetings is to gath- 
ér a consensus of opinion on some of the 
troublesome problems of modern school 
management and teaching practice. The 
three hundred and fifty odd members who 
attended, coming from the farthest east 
and as far west as Spokane, said with one 
accord that they had spent a very profit 
able and pleasant week. 

Sprinkled through the program were a 
number of papers by men prominent in 
the “school” field, bearing upon office ap- 
pliance subjects, and these will be reprint 
ed from month ~> month in the pages of 
this magazine, so that our readers may 
have the benefit of the experience and 
thought of some of the men who are look 
ing at our own field from a slightly dif 
ferent angle, and may thus be able to point 
out to us varying sidelights of our own 
problems which would otherwise have es 
caped us 

Four of the typewriter companies which 
‘school” depart 


make a specialty of their 
ments were each on the ground with space 
for demonstrating their machines to the 
visiting teachers and school proprietors 
The Remington, Smith-Premier, Under 
wood and L. C. Smith & Bros. were all 
making a strong bid for the favor of the 
educators. 
Some of Those in Attendance. 

Raymond: P. Kelley, manager school de- 
partment of the Remington Typewriter 
Company, was in charge of that company’s 
exhibit. He brought with-him from New 
York City Harold H. Smith to demonstrate 
the speed of this machine. Mr. Smith won 
the second prize in the amateur contest in 
New York last fall. There were also in 
attendance A. H. Chamberlain, the new 
manager of the Louisville office of the 
Remington; C. M. Russell, salesman, with 
headquarters at Nashville; W. C. Hawkins, 
salesman, with headquarters at Knoxville 
and W. E. Coleman, salesman, with head 
quarters at Paducah. Messrs. J. E. Priest, 
H. C. Topp and P. Drane of the Louis 
ville branch completed the representation 
of the. Remington organization 

William Allen Dyer, vice-president and 
general manager of the Smith-Premier 
Typewriter Company at Syracuse, N. Y., 
read an interesting paper before the fed 


eration on the “American Business College 
and Its Product in Many Countries,” which 


was well received in all’ quarters. In addi- 


Educatcrs Hold Interesting Sessions— 
Typewriter Companies Well Rep- 
resented. 


tion to Mr. Dyer, Frank Evans, assistant 
secretary of the Smith Premier Company, 
came on from Syracuse also, as he gives 
especial attention to the school work of 
the Smith-Premier. He brought with him 
Miss Alice M. Owens, former manager of 
the employment department of that com- 
pany in Kansas City, as a demonstrator of 
speed and accuracy in typewriting. Miss 
Owens read a paper before the convention 
on “Why Some Stenographers Fail to Get 
and Retain Positions,” which was favorably 
commented on before the body by many 
men prominent in the work. 

The retiring manager of the Louisville 
office of the Smith-Premier, E. L. Cum- 
mins, was also in attendance, as was H. A. 
Zimmerman from Cincinnati; R. H. Jarrett, 
Indianapolis; W. D. M. Simmons, Nash- 
ville; F. A. Britton, Kansas City, and 
others. 

The Underwood Typewriter Company 
had the most conspicuous space at the 
convention and sent around very dainty 
invitations to all visiting and local men to 
call and inspect their exhibit. These “bids” 
were gotten up in true Underwood style 
and were signed by C. V. Oden, manager 
of the school department, who was_ in 
charge and was very active among the vis 
iting members of the convention 

The Underwood aggregation of speed 
operators was on hand, including H. Otis 
Blaisdell, who took second prize in the 
last world’s championship contest; L. H 
Coombes, holder of the third honors in 
that event, and the two Underwood beau 
ties, Miss Florence M. Wilson, winner of 
the amateur and students’ contest, and Miss 
Mae Hoffman, winner of second prize in 
the students’ contest. The extreme youth 
of Miss Wilson was brought forcibly to 
the attention of the school men when they 
found out that her sixteenth birthday oc 
curred on Wednesday of the week of the 
convention, which was the 29th of De 
cember 

Other members of the Underwood or 
ganization in attendance included F. A 
Robinson, manager of the billing depart 
ment; M. E. Roberts, manager of the 
Louisville branch, and Ben Bloch and W 
C. Boswell, city salesmen for the Louis 
ville branch, and C. O. Harton, manager 
Cincinnati branch. 

The L. C. Smith & Bros. Typewriter 
Company was ably represented by George 
M. Guest, who had on display a number of 
machines, and was assisted by their local 
manager, A. G. White. Mr. Guest made 
many friends among the school men, al 
though he was already well known among 
them, as he himself was formerly in edu 


< ational work. 


The jolly face of Horace M. Johnso1 
from the educational department of the 
Joseph Dixon Crucible Company was seet 
during the first two days of the conven 
tion, and he passed around little souvenirs 
in the shape of their special stenographers 
lead pencil, with the compliments of his 
company 

Office Appliances had the honor of being 
the only magazine on the ground repre 
sented by a booth and display of its pub 
lication. The commercial school men of 
the country are evincing a growing in- 
terest in the use and manipulation of mod 
ern office appliances, and a cordial wel- 
come was extend+d to all visiting members 
of the school fraternity to avail themselves 
of the services of our information bureau 
whenever they wished information regard- 
ing office appliances, their use, manufac 
ture and construction. This is a coming 
proposition for school men, and those wh 
wish to know about our proposition for 
giving their pupils complete information 
on this subject without any cost whatever 
will do well to write to Office Appliances 
Chicago, for further information. 

The great surprise of the convention was 
reserved for the iast, and on Thursday 
night when all gathered for a final out 
pouring of good cheer and genuine Ken 
tucky hospitality at a banquet announced 
on the program as an “Old Kentucky Din 
ner,” the arrival of a troupe of old plan 
tation negro singers and dancers capped 
the climax of good things which they had 
in store. How well that secret was kept 
by the whole Falls Cities Commercial 
Teachers’ Association is a wonder to all 
the visiting delegates. It was neatly 
planned and helped as nothing else could 
to put everyone at his ease and make the 
occasion a real hilarious, old-fashioned 
good time. C. A. Faust, the automatic pet 
man, so far forgot himself as to eat three 
plates of oysters on the first course, an¢ 
as the dinner progressed the calls for “m<¢ 
cider, ’oney” were so frequent that the 
darkey waiters couldn't keep up with the 
demand. 

Altogether it was a very fitting wind-uj 
for a pleasant four days spent in “Old 
Kentuck,” and all who were there voted 
that they would come and bring their 
friends the next time the federation met 
down south 


HON. JAMES LOGAN AGAIN MAYOR 
The Hon. James E. Logan of the Unite 
States Envelope Company, one of the most 
esteemed men in the trade, has been ri 
elected Mayor of Worcester, although 
went from dry to wet Mr. Logan, wh 
an ardent Prohibitionist, says: “I regret 
exceedingly to see Worcester go _ fo 
license, but if that is the will of the pe 
ple I promise that the license law wil 
enforced, and enforced to the very lette: 




















GREAT DEMAND ON THE CARBON- 
LESS PAPER. 

The Carbon-Less Paper Company has 
been almost overwhelmed with inquiries as 
to their product. They have been unable 
to answer all demands up to now, but a 
new mill has just been set in operation, 
and they hope to catch up with present 
orders before the publication of this issue 
They are distributing the supplies of paper, 
as it comes from the mills, in strict pro 
rata order, so as not to cause inconveni 
ence It is being improved in quality and 
make-up almost daily, and there is no doubt 
the future has much in store for this unique 
paper 

The foreign agency for the paper has 
been placed in the hands of M. Erlebach 
Nachfolger of Frankfort on the Main, Ger- 
many, who will be the sole European agent 

There has been some little confusion as 
to which side the Carbon-Less paper should 
be written on, as both sides appear white 
In the future, when so requested, the paper 
will be sent out with a black or dark back 
so that there can be no trouble in this 
respect. It will be well to bear in mind 
that the side to be written on is always the 
whitest. 

The new mill is shortly to be equipped 
with slitting machines to be used for pre- 
paring paper for adding machines, auto 
graphic registers, and similar machines re- 
quiring narrow width paper. Special pa- 
per for the manifold and loose leaf trade 
is also being prepared, and samples of 
these will be sent when requested. 

\ rumor has: been current that Allen A. 
Ryan, president of the Royal Typewriter 
Co., was connected with this company. On 
inquiry of Mr. Lutz, we ascertained that 
there is absolutely no truth whatever in 
the statement. The Carbon-Less Company 
is a close corporation with an ample paid 
up capital, and outside of the inventor and 
the gentlemen whose names are published 
as officials, no one else is interested finan 
cially or otherwise. 


THE BERKSHIRE TYPEWRITER 
PAPERS. 


The year 1909 was a record breaker with 
the Berkshire Typewriter department of the 
Eaton, Crane & Pike Company of Pitts 
field, Mass. Not only did the business shi 
an increase of 25 per cent over that of 
the year previous, but the export tra 
toward which the enterprising company has 
recently turned its attention, made a long 
stride in the upward direction. The most 
prolific foreign territory is that of Spanish 
America, the agency for the Berkshire typ: 
writer papers for these countries having 
been assumed by the National Paper & 
[ype Company of New York. Very attra: 
tive sample books of these papers are now 
being prepared in the Spanish language and 
extensive advertising is being done in the 


1 


mediums that circulate among the Spanish 


speaking people 
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TATUM “POST PRICE” BOOK 


for loose leaves 
Sheets do not tear out as in Ring Books 


For pocket or desk use 
Patented July 13, 1909 


FOR SALE BY STATIONERS 


THE BEST FOR PRICE LISTS, CATA- 
LOGUES AND OTHER HARD USAGE 


Opens with coin. No loose screws. 
Expansion 70% Quick acting screws 
fasten at any point within range. Eight 
stock sizes.—Special sizes also furnished. 


THE SAM’L C. TATUM CO. 


Manufacturers of Stationers’ Specialties, Loose Leaf Devices 
Power Punches and Perforators 


No. 3306 COLERAIN AVE., CINCINNATI, OHIO, U. S. A. 
New York Office: No. 185 Fulton Street 






















NOVELTY OF THE DAY 


OWL PENHOLDER 


SANITARY COMPOSITION 
WITH 
OWL—PATENT--PENHOLDING—DEVICE gage ‘22 Tur con 


Patent Nos. 558,481; 590,183: 604,310. 


Don’t Pull the Pen out—JUST TWIST 


The PENHOLDER that differs from all others GF Being the lightest weight bye ever 
The PENHOLDER that holds the pen with absolute made, and having a special surface it pre- 
Tmness. paralysis. 
PENAOLDER, at price 
The PENHOLDER that takes any size pen a" msi wow is mre: 
The PENHOLDER that frees the pen readily. he reliable P oRMOLDER for all who write. 


THINKING — USE THEM 
THE PENHOLDING The tip. or penholding device, is formed of a sheet of fientate, cnetic mone 
DEVICE rolled into cylindrical shape, to forma number of free, round 
separated, they admit a pen shank between them, which. when. moved 
sidewise into the coil, finds a point at which said pen is firmly heid. ‘Therefore, pons ot any size find 
their place in this tip and are always readily released by moving same in the opposite direction. 


Price, $1.00 per gross.—_Samples to Trade 


290 FRANKLIN ST. OWL SUPPLY COMPANY nasTon, MASS. 


Manufacturers of the Ow! Clip 

















NOW IS THE TIME 


when stationers all over the country are putting in their 
orders for Davids Inks. There are none better and 
you make a larger profit on these than on any other 


good goods on tl ne m rket 


GET IN LINE 


and send us your order for some of our goods. 


THADDEUS DAVIDS COMPANY 


85 YEARS IN INK 


THE ONLY LARGE MANUFACTURERS WHO 
HAVE NOT ADVANCED THEIR PRICES 


Established 1825 95-97 VAN DAM STREET, NEW YORK 
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) | CONTRIBUTIONS COMING IN. different factors in the successful outcome 


Safety Fountain Pen Secretary Damon of the National Asso- of the efforts of this committee that in 


obtained 


and Pencil Holder ciation of Stationers and Manufacturers, re- dividual contributions can be 
It means that the merchandising of en 


ports the following contributions toward 















Fits any Pocket the expenses of the Committee on Govern- velopes and the printing of envelopes 
| . . - 
ment Printed Envelopes: should be in the hands of the envelop: 
Holds Securely One to Six he . 3 P rye. * 4 . 
Pens or Pencils New York Stationers’ Association $50.00 manufacturers, the  stationers and _ the 
Absorbs Ink From Leaky Philadelphia Stationers’ Associa- yrinters of the country rather than in the 
Pountain Pens | — . i , 
Preserves Pencil Points tion ce oe tween ve a8 50.00 hands of the government and the profits 
Por Sale By All Jobber Chicago Stationers’ Association 50.00 of such merchandising should go to th 
~~ P St. Louis Stationers’ Association... 50.00 people who are from the very nature 
Sen cstage for sample is a : rae : 
° soston Stationers’ Association.. 50.00 things the only ones to receive them 
The Valley City Novelty Co Buffalo Stationers’ Association . 25.00 only wish it were possible for me _ pet 
Grand Rapids, Mich Toledo Stationers’ Association ; 25.00 sonally to make a talk along these lines 
. New Orleans Stationers’ Associa- with every envelope manufacturer, print 





tion 5.00 and stationer in the country so they could 


Baltimore Stationers’ Association. . 





? 
25.00 see the great merit of this movement 
truly yours, Ralph S. Bauer 


Pratt Packer? Bunove Tie. 


Banks, Railroads, 
Manufacturing Com- Messrs Dorsey, Hargreaves & Very 











panics, after trying | x] yc 
our Packct Ties, are xiine . £9.00 . ae oe 
sending repeat ordcrs R. S. Bauer Co ; 25.00 YEAR BOOK READY. 
for larger quantiti:s | ( Wetmor 10.00 
- ’ e ore ; FF ; Tk ‘ ; J 
If they did rct like . The Year Book of the National Asso 
them, they would not Ge M “ourts 0.00 rr ec ; 
a7 Wome 1€0 Cou ce tows I tion of Stationers and Manufacturers 1s 
continue to Duy. — 
As they can use r . now being delivered. It is in every Way 
ich 6 bAwEse ota ! Lees $420.00 . 
our device to advan $4 creditable to the organization it represents 


tage, why can't you? es : 
Special proposition and reflects great credit upon Chairma! 


for stationers and of- BAUER THINKS ENVELOPE COM- George & Whittemore and the rest 
atin seared MITTEE IMPORTANT. the Year Book Committee, all of whom are 
































100 mailed to ary U.S. address on receipt of 6% Members of the National Association will to be congratulated on the energy the) 
Pratt F. Mfg. Co., 117 Point St., Providence, R. I, be interested in the following letter from have displayed in pushing the book throug! 
Ralph S. Bauer of the R. S. Bauer Com- to completion Unless one has had ex 
pany, Lynn, Mass perience in getting out the Year Book / 
- y | Geo. E. Damon, Secretary, National Sta is difficult to realize the amount of worl | 
RIBBONS and CARBON PAPER | _ ‘iver’ Association it involves | 
Contracted supplies tn large or small quantities Dear Sir We are enclosing to you our The present Year Book includes a con ) 
PLAIN and DECORATED BOXES | check for. $25.00 towards the expenses of plete report of the Toledo convention | 
SNELLING i canes Seabee the committee appointed on the “Govern- all data one could desire regarding the 
2. BROOKLYN, N. * ieee ment Printed Envelopes matter, and be- National \ssociation, including membet 
lieve’ that every stationer in America should = ship lists, officers for each year during 
" | be more personally interested in the suc- which the association has been in exist 
cessful outcome of the purposes of this ence, etc. It is illustrated with portraits 
BE UP TO DATE committee than in any other thing that of the presidents of the association, and 
Keep posted regarding all new office devices and directly affects his business for his own all in all, it is difficult to see where the 
peers ease oe committee could have improved upon its 
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$1.50 a year? foreign $2.00. Trial subscription in the [ also believe every envelope manufac work. 
ee ee areree, Ee eeeen agents turer in this country is equally as interested Office Appliances congratulates the con 
THE OFFICe APPLIANCE CO. and every printer. It is only by an appre mittee upon the completion of this work 
303 Deaborn Streot - - CHICAGO ; he a , ; 
ciation of the personal interest of these with such signal success. 








This is the Paste Box Up to 
Date-The One Your Customers 
Will Want. sy Eee es ns aan 


be seen to be appreciated. First cost is a trifie more tl] 
same box will serve indefinitely, and fillers are so inexpensive that “EVER- 


ian. old styles, but the 


READY” is the most economical paste ever marketed. The box is conven 
ient, sightly and sanitary. The paste is all that 


can be desired, does not harden or dry up, and is 


always ready for use 


Paste Box, Brush, Etc., Comp! t WE WANT STATIONERS 
and Office Supply Dealers to sell the “EWER-READY” and offer liberal discounts to 


those who will start now. Write for particulars 


THE EVER-READY PASTE @CoO., Stroudsburg, Pa. Filler of Paste 
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LOOSE LEAF METALS 


Round Back Post 6 inches = The ‘Griffin’ Sectional Light and 


Ledger Metal 


high Post End Lock Binder Strong 





Sectional View of Clamping Device 





No small complicated parts to become 
out of order ruining your binder. Buy the “Griffin” and 


avoid repairs and annoyance. 
We also manufacture other style metals. Write for our 


descriptive price lists. 
We are not competitors of the bookbinder as we do no bind- 
Strong, Light, Handsome jpg. Do your own binding and save the difference. 


Lies close to the desk ° . 
Tahsihacnidedieieala The Tenacity Manufacturing Co. 


Is not complicated Murdock Bldg. Cincinnati, Ohio 














This is the 
AMERICAN 
Gum Tape Sealing Machine 


Saves Time—Saves Money 


he cost of our tape is but a fraction that of string, rubber band 
or sealing wax. 
PREVENTS TAMPERING WITH PACKAGES AND 
MAKES THEM MORE ATTRACTIVE 
Ou: machine is the BEST because there is no water teservoir to 
slop, spill over or get foul. 

















The moistener is of special composition and retains ample moisture for a full day's use simply by lifting it from its supports, dipping it in water for a few seconds and 


replacing. It does not gum. It revolves on its axis as the tape is drawn over it, giving even and thorough wetting and draws off none of the gum on the tape as it would 


if the moistener was stationery, 
The Knife is so situated that it cuts the tape on the plain side, insuring its keeping clean and free rom gum. 
The machine requires less counter space than other machines, and presents an attractive appearance It has no nuts, screws or bolts in its com- 
position, and cannot possib!y get out of order. [tis so simple a child can operate it. Best of all, it Saves Money every day in the year for 


the owner, and that's what interests everyone. 
WE WANT DEALERS EVERYWHERE TO SELL OUR MACHINES AND TAPE AND WILL MAKE IT WORTH YOUR WHILE TO PUSH THEM. 
WRITE AT ONCE FOR DETAILS OF OUR PROPOSITION. 


TRIS 


OUR TAPE STICKS FOREVER 
ITS OUR OWN PROCESS MANUFACTURE 


WE GUARANTEE QUALITY, MEASUREMENTS AND 
PROMPT DELIVERY OF GOODS 


AMERICAN GUM TAPE CO., 115 WORTH STREET, Cor. Elm St., NEW YORK CITY 
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Adopted by 
United States Government 
1909-10 


Progressive 
Dealers! 


Have you seen our 1910 
Treatise, entitled ‘Mostly 
About Carbons.” If not, let 
us send you one. 





Tells all about Quality 
Carbons and Ribbons that 
you really ought to handle. 
It is a live, ever-ready ref- 
erence no uptodate dealer 
should do without. 





Our Sunbeam Brand Rib- 
bons are Winners. You 
ought to try one; they can- 
not be excelled. Careful 
users praise them. 

We manufacture only 
High Grade Carbons, noth- 
ing ““Shoddy” or Cheap. 





Now is Order Placing 
Season, why not favor us 
with your initial order. Try 
us out. We will be glad 
to hear from you, anyway. 





Peerless Carbon & 
Ribbon Mig. Co., Ltd. 


United States Factory and Office: 
Niagara Falls, N. Y. 
Canadian Factory and Offices: 
176 West Richmond St., 
Toronto Canada 








| 
| 


| 
| 


| 
| 


| 
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IMPRESSIVE STORY OF GROWTH. 

The cuts shown on this page vividly il 
lustrate what honesty, enterprise and indus 
try will accomplish in a short time with a 
good device. The first picture shows the 
woodshed where the Todd brothers of Ro- 
chester, N. Y., built their first Protecto- 
graphs in June, 1899. The second picture 
taken ten years later, shows the present 
factory of G. W. Todd & Co., completed in 
March, 1909. It is equipped in a highly 














WOODSHED WHERE THE TODD BROTHERS 
BUILT THEIR FIRST PROTECTOGRAPHS 
IN JUNE, 1909, 


| modern manner throughout, with skilled 


workmen trained in building the Protecto- 
graph, and produces nothing but this one 
machine. Nearly 15,000 Protectographs 
were turned out of this plant in 1909, all 
of them sold as soon as they were built. 
The concern employs about 300 people in 
the factory and selling organization. 


MACEY COMPANY PUTS OUT NEW 
CATALOGUE. 

The latest piece of printed matter from 
the art shop of the Macey Company, Grand 
Rapids, is their Style Book No. 1110-L. 

This is a handsome sixty-four page and 
cover catalogue of their famous sectional 
book-cases,—as they have a separate cata- 
logue for their filing cabinets and card in 
dexes, No. 4209-L 


The key-note of the introductory an 





nouncement to this catalogue is personal 
ity. An account is given of the different 
men who have combined their untiring ef- 
forts and skill to the perfection of the 
Macey Sectional Case. These sketches are 
accompanied by clever drawings of the 
originals, and the two pages devoted to this 
introduction make altogether a very pleas 
ing appearance. It serves to put the reader: 
immediately upon a personal footing with 
the men behind the idea, and makes him 
personally acquainted with those with 
whom he contemplates doing business 
The book is printed on heavy super 
calendared paper, and the type is panelled 
down the center against a “Macey” tint 
block background of tan. The illustrations 
serve to indicate how the cases may be in 
troduced most effectively into the scheme 
of interior decoration, and so form a com 
posite part of the whole. Various designs 
of cabinets are shown embodying charac 
teristic features of different eras of furni 
ture development, such as Colonial, Art 
craft and Chippendale. And the idea is 
carried out by showing library scenes where 
the rest of the effects and fittings har 
monize perfectly with the style of the book 


cases. 





Office Appliances acknowledges’ with 
thanks the receipt of a neat little souvenir 
from Harry B. Brooks of Chicago. It is 
under date of January 1 and bears the fol 
lowing lines: 

“If we noticed little pleasures, 

As we notice little pains; 

If we quite forgot our losses 

And remembered all our gains; 

If we looked for people’s virtues 

And their faults refused to’ see, 

What a pleasant, cheerful, 

Happy place this world would be.” 





A mile a minute is good speed, but a 
smile a minute gets more action.—Pap 


Baer’s Philosophy. 

















PRESENT PLANT OF G. W. TODD & CO. 





ta tO 
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GREGG 
SHORTHAND 








EASY TO LEARN— 
Because it is simple and natu- 
ral, has few rules and practi- 
cally no exceptions. A few 
hours’ study is sufficient to 
enable the writer to make 
practical use of it. Even the 
busy business man would be 
well repaid for the time spent 
in learning it. 


EASY TO WRITE— 


Because it is written on the 
longhand slant, on the line 
without ‘‘position’’ writing or 
‘“shading’’; because it adapts 
itself readily to the hand. 


EASY TO READ— 


Because the vowels are written 
and are read in the order in 
which they occur in words; 
because fine distinctions of 
shade and size are excluded. 
The writer of Gregg Shorthand 
is able to use his full type- 
writing speed, because he can 
read his notes. 


THE BEST SYSTEM 


For all kinds of stenographic 
work and reporting, because 
it combines the great speed 
possibilities with the greatest 


legibility. 


Send for our booklet, ‘‘7he 
Speed Giving Qualities of Gregg 
Shorthand’ and a “Sample 


Lesson.”’ 


The Gregg Publish- 


NEW YORK 


ing Company CHICAGO 











50 CENT. 


Secures 
This 
Great 
Reference 


Book 





An entirely new, up-to-date, down-to-the-minute Reference 
Book, for book-keepers, cashiers, accountants and business men. 

This magnificent volume weighs nearly 6 pounds; contains 
over 500 pages, 200,000 words and 700 illustrations of forms and 
tables; beautifully printed on fine paper; handsomely and strongly 
bound; produced and presented to the business world at a cost 
which brings it within the reach of all; easiest for reference, plain- 
est for acquiring information, and most economical when com- 
pared with all other publications of like nature. 


It is yours on payment of only Fifty cents 


down and the balance in monthly instal!ments of 50 cents or $1.00 as you 


prefer. 
Monthly installment price, $4.00 per copy; introductory special cash 


price (less 10 per cent) only $3.60. 
In either case the expressage is prepaid to your address in the United 


States and Canada. 
E. H. BEACH, Publisher, micnican 


ee 








Send 25 cents for 12 months’ subscription to 


BEACH’S MAGAZINE 


OF BUSINESS 
A handsome monthly magazine for business 
men, bookkeepers, accountants, cashiers, credit 
men, stenographers, advertising managers, etc. 
~ The “man behind the desk’ must have it. 
Splendid business stories. Your money back if youdo not like it. 
E. H. Beach, Publisher, 69 W. Fort St., Detroit, Mich. 
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Hotel Latham 


East 28th Street, New York 


1 door from 5th Avenue, 1 block from Broadway and 1 block 
from Madison Square Garden. 








The Very Heart of 
the City. New Ab 
solutely <0 pa 
Hotel on the Euro 
pean plan eons 
$1.50 per day and 
up ROOMS WITH 
PRIVATE BATH 
$2.00 per day and 


Beautiful Din 

















water for 


and cold 
and up, which includes free 


Ofters rooms with hot 
$1.00 per day 
use of public shower baths 
this in New England. Rooms with private 
baths for $1.50 per day and up; suites of two 
rooms and bath for $4.00 per day and up 


Nothing to equal 


Dining room and cafe first-class. Euro- 
pean plan 
ABSOLUTELY FIREPROOF 
Stone floors, nothing wood but the doors 


Equipped with its own Sanitary 
Vacuum Cleaning Plant 


Long-Distance Telephone in Every Room 
STRICTLY A TEMPERANCE HOTEL 
Send for Booklet 


STORER F. CRAFTS, Proprietor 


up 
ing Rooms. Best 
Food and Service 
at reasonable 
prices Elevated 
and Subway Sta 
tions | block away 
Surface Cars pass 
the door 
H. F. RITCHEY, 
Manager. 
COMMONWEALTH HOTEL WHEN IN DETROIT 
Opposite State House Boston, Mass. 
STOP AT 


HOTEL TULLER 


Room and Bath for $1.50 up. 


EUROPEAN PLAN 


No better rooms, cuisine 
can be had at double our prices 
Let us prove it to you. 


or service 














Trademarks and Copyrights 


Send your business direct to 
Washington. Saves time and insures better service. 
Personal Attention Guaranteed 

25 Years’ Active Practice 





Specialty :—-Typewriting and Adding Machines 


Address E. G. SIGGERS 


Suite 33, N. U. Bldg., Washington, D’ C. 








BOOK-KEEPERS 


CUT OUT YOUR TRIAL BALANCE of Persona! Ac- 
cvunts, by using our Ledger Balance Proof. It’s 
new, and you have not seen it. Write us and we w'!! 
send you testimonials that will make you SIT UP 
AND TAKE NOTICE 


MILLER & HAM, Chattanooga, Tenn. 

















The dealer’s best investment with 
$1.50 
is a subscription to OFFI E APP IANCES. 


method of 
Offi 


It 1s a sure 
posted on the 


keeping thoroughlh 
Appliance Business 




















(By Special Correspondente.) 


Atlanta, Ga. 


J. H. Lewis, for twenty years with the 
Tower Manufacturing & Novelty Co 
ering southern territory, has taken up the 
work of the Joseph Dixon Crucible C« 
that sectior His headquarters will be 
907-4th National Bank Bldg.. Atlanta, G: 
“Jack” Lewis, as he is affectionately called 
by the trade, will have charge of the entir: 
southern district for the pencil company 
neluding North Carolina, South Caro 
Georgia, | \labama and Miss 

Wim V Headrick takes charg 
southern territory for the Tower Ma 
facturing & Novelty Co., following 
withdrawal of J. H. Lewis. Mr. Head: 
has been the Tower company for 
years and is well qualified in experi 
and temperament to continue the ge 
\ rk t nis pre decessort 

Dalton, Mass. 

Che Byron-Weston Company Dp 

manutacturers, are making an import 


addition to their factory buildings 


will increase thet output between 50 


ov) per cent 


The new officers of the Berkshire 
Pape r Company elected at their rec¢ 
nual meeting, are 

President | R. Shaw 

Vice-President—John P Pome 
Great Barrington 

[reasurer—H. | Harrington 

The san board of directors wi 
after the interests of the company as 

fore 

Rochester, N. Y. 

The well known commercial stat 
firm of Scranton, Wetmore & Co., Ré 
ester, N. Y., opened up an annex ti 
care of their big holiday trade, where they 
employed thirty lerks during the Cl 
mas rush 

Spokane, Wash. 

The Albrecht Stationery Company | 
branched out into a new store at 408 F 
avenue, Spokane, Wash. This live ho 
is always on the lookout for “quick s¢ 
on 

Toronto, Canada. 
Messrs. Brown & Stainton, office app 


ance dealers in Toronto, Canada, ha 
taken larger juarters at 77 May Street 
which is ample testimony to the prosperity 
of their business 

Worcester, Mass. 

James Logan, general manager U. § 
Envelope Ce was again elected mayor 
Worcester, Mass., on December 14 by the 
largest plurality a mayor in that city ha 
ever received. This speaks well for tl 


business man in 


- 
politics. 
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Guarantee for 1910 
25,000 Circulation a Month 











E, the publishers of the AMERICAN EXPORTER, hereby guarantee that the 


circulation of this publication will average during 1910 at least 25,000 copies a month. 


Johnston Export Publishing Co. 


5 


of 
{dhs Joho sce 


Piene br NeZ..Ger | 











Established 1877 
Conducted by Export Specialists 





@ Five years ago the circulation of the AMERICAN EXPORTER was 10,000 and net volume of advertising 35 pages. Now the 
circulation is 25,000 copies and the AMERICAN EXPORTER carries 130 pages of advertisements. 


@ Two and one-half times the number of readers and four times the volume of advertising. 


@ Never before has the AMERICAN EXPORTER been so active in aiding manufacturers who seek foreign trade. _Its circulation of 
25,000 and advertising patronage of 650 clients indicate its prestige as the “Strongest Single Power in Export Trade” and its forth- 
coming half year’s tour of South America by its editor is an earnest of its endeavors to be an ever stronger power. 


American Exporter, 135 William St., New York City 











235 Pages 
15 Full Page Cartoons 
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GINGER TALKS 








Sales of 2 Million a Month! 


The Course in Salesmanship that Built Them for the National Cash Register Co. 


Yours for $2.00 


HINK of a course in practical salesmanship, written straight out of the heart of the 

greatest selling organization in the world, by a Director of that organization; a course 
that does not merely describe the selling system of this colossal concern—but IS THAT 
ACTUAL SYSTEM ITSELF—the word for word Ginger Talks of that world famous com- 
pany to its 1,000 salesmen—the verbatim coaching, the exact specific instruction, the very 
selling pointers and arguments and inspiration and enthusiasm that built up, through those 
1,000 red-blooded salesmen, a business of over two million dollars a month in monthly sales. 





The Pabst Co. Bought it for Its 1,800 Salesmen. The Quaker Oats Company Invested $450.00 in It. 
1682 Other Giant Concerns Have Taken It for Their Entire Sales Forces, Many Taking from 100 to 1,000 Each. 
Ask us to send you a list 6 feet these concerns which employ nearly 50,000 salesmen. 
“GINGER TALKS OF A SALES MANAGER.” INGER TALKS is the only business book 

OR several years Mr.. Holman. author of ever written that is as brilliant and fas- 
Ginger Talks” wrote the talks which the cinating in style and has the same human in- 
National Company sent out to its 100 star terest as George Ade’s “Fables in Slan We 
salesmen, embodying the system of coaching Billy Baxter's **Letters,”’ or Mr. Dooley’s a- 
mous conversations with his friend Hen- 


nd instruction that built ip its enormous 
sale s These : very talks, full of snap ‘and nessy. The sentences are crowded with epi- 
sparkle. dash and go, and packed with hard- grams, sharpened with ae tye | wit, light- 
. ed up with humor, and made fairly alive with 


headed selling sense, he has revised so that 
they are adapted to the general use of all 
salesmen and all concerns, and has bound 
them up in the book “Ginger Talks 


the tones of a masterful personality. It is 
this wonderful combination of solid instruc- 
tion and brilliant expression—‘“beefsteak 
nutriment and champagne style’’—that has 





INGER TALKS are a complete text-book brought Ginger Talks their tremendous sales. 
of instruction and pointers on the art - ous 
of selling goods. They simplify the whole of SEND YOUR GINGER 


SHELDON UNIVERSITY PRBSS 
Libertyville, Illinois. Dept. 100 


practical salesmanship; make clear with won 
derful illustrations and exact explanations 


how to make approaches, how to secure at I am enclosing Two Dollars. Send me a 
tention. how to create desire how to stim copy of HOLMAN’S “GINGER TALKS.’ 
late to immediate action and walk out with Rates 

the order They tell the salesman how to i. ) rr irr.) rr rr rrr). ie) rr) TT 
turn enmity into friendship, cold indifference pv...¢ ' i ePrrrrrrrrrrrrr ryt): Te 
into eager interest, casual inquiries into ac- Btate .occccececcescccesesesdsaseeesannssnsesee 


tual buyers, actual buyers into permanent 
customers They touch on a thousand sales- 
men’s difficulties and perplexities and show a 
way out of each one. 


(You can enclose $3.50 and receive a copy of 
Ginger Talks and The Business Philosopher 
for one year.) 
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Here is an Ideal 
Combination for || ee 
Only $1.00. . 7 


The Book-Keeper for one year (12 issues) and a copy of 
Clever Business Sketches, sent to you all charges prepaid. 
Don't let this opportunity to secure the best magazine for the 
business man and one of the most interesting books ever published 
pass, both for about one-half of their price. 
Clever Business Sketches contains twenty-nine short enter- 
taining stories—stories with a moral and interest. 
Just pin a dollar bill to your letter head and mail it 
to us, the book and magazine will come post haste. 


The Business Man’s Publishing Co., Ltd. 


Room 511, Fort and Wayne Streets DETROIT, MICHIGAN 
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‘ BEte Nh mrpan woe 
ADVERTISERS 


HAND BOOK 


A MANUAL FOR 
TRADE JOURNAL 
ADVERTISERS 


| 
| 
| 





The AMERICAN PRESS 


Says: 


The “‘ADVERTISER’S HANDBOOK,” issued 
by the Trade Journal Advertiser, is one of the 
most convenient and useful volumes of the kind 
that have come to notice. It brings together all 
sorts of facts about type, cuts, advertising layouts, 
the writing of advertisements, etc., and contains 
tables and lis.s and valued data in form convenient 
for frequent reierence. It is an exceedingly handy 
volume for advertisers. 


The tricks, short cuts and work- 
ing knacks of successful advertisers. 
Trade secrets about printing and 
engraving. A practical dictionary 
of advertising expressions. Adver- 
tising pointers heretofore obtainable 
only through years of experience. 
“The Advertiser’s Handbook” over- 
flows with this and other informa- 
tion that should be at your instant 
command. 


Heres Your Chance 
‘Join Them 


PRINTERS’ INK 
Says: 


The Trade Journal Advertiser has just issued an 
‘“*ADVERTISER’S HANDBOOK” of much 
value, especially to trade journal advertisers. 
Details of type, illustration, paper, etc., are given 


in full, 
Edited by ARTEMUS WARD 

A very convenient and helpful little volume is 
the ‘‘ ADVERTISER’S BOOK,” compiled 
for distribution by the Trade Journal ver- 
tiser. It contains a store of plainly put technical 
information on points varying from sizes and 
styles of type to definitions of idiomatic phrases. 
It talks a little of paper and various kinds of cuts 
and tells a few things about layouts, but it does 
not attempt to make an ‘‘expert” out of a car 
driver on the first reading, and its value is 
doubled by the self-restraint practiced by its 
compiler. 


PARTIAL LIST OF CONTENTS 
167 Pages—Cloth Bound—Illustrated 


Advertisements, how to write Engravings, how made, cost 
Reason-Why-Copy, explained Rough Sketches, how to make 
Paper Stock, how to figure cost Ads, how to determine size 
Proofs, how to correct Point System, explained 

Cuts and their proper uses explained 


DON’T YOU SEE THAT SUCH A GUIDE IS A NECESSITY TO YOUR BUSINESS SUCCESS? 


The Seven for*1 


The Advertiser's Handbook and six months’ $1 00 


subscription to the magazine for - - - 


SEND THIS COUPON AT ONCE}=" 











E. N. Farkas, Publisher, Manhattan Bldg., Chicago, I. O. A. 


Piease send me the Trade Journal Advertiser for six 
months, and by return mail a copy of the Advertiser's 
Handbook. For al! this 1 agree to pay One Dollar when 
Handbook is delivered. 


Name 
Street 


City.... 
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SUBSCRIBE NOW 


for the best practical journal of advertising in America. 
One that deals knowingly, and from the inside, with the 


thinking, planning, selling side of business. 
ADVI ULTURAL 
Is written—not by theorists—but by real workers in the 


actual advertising field. 


It is a journal of modern advertising news and methods—1!00 pages monthly—right off the advertising 


griddle and piping hot. 


It's the newsiest, brightest and most helpful exponent of all that is good in America and England in 
Newspaper, Magazine, Mail Order, Street Car and Outdoor Advertising. 


Every business-man in America ought to read an advertising magazine—if he doesn't, he’s neglecting 


the only permanent foundation for any business. 


Read in the December number: 


monthly jabs at the ads that are uncouth, inept or ill-advised. 





“The Harpoonist” 
“Sparks and Misfires” by D. Herbert Moore, widely-known ad-smith and brilliant 


writer of advertising philosophy. 





“Honorable Mention’”’ for the winning Commercial Booklets of 


the month, by the Editor. 


“Current Comment on Advertising” —by our New York Spectator, F. E. Dayton. 


and a dozen valuable leading articles. 





“The Battle of the Wastebaskets ” 








We'll send you sample copy. The regular subscription price is 50c per,year. RIGHT NOW 
we'll send it THREE YEARS for ONE DOLLAR. 


AGRICULTURAL ADVERTISING 


LONG-CRITCHFIELD PUBLISHING HOUSE 


1330 Corn Exchange Bank Building CHICAGO 
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AMERICAN 
NTE 


A magazine that epitomizes American Printing 
Progress. The foremost journal in its field—ably edited 
by experts in every branch of the “Art Preservative,”’ its 

own pages an object lesson in correct typography, illustra- 
tion and presswork—each number containing inserts and ex- 
hibits from America’s most gifted commercial artists, engravers 


and printers. 


Read It—Advertise in It 


THE AMERICAN PRINTER should be on the desk of every man who appre- 
ciates the value of ‘good printing. It will mold the shopman’s taste, 
show him new kinks and short cuts, help him_to perfect himself in the 
mastery of his craft. Men who buy printing find its pages fascinating 
—men who sell printing profit by its wealth of practical suggestions 


on their own peculiar problems. 


To manufacturers and dealers in printers’ supplies, a 
THE_AMERICAN PRINTER is an indispensable adver- H. 
tising medium—for it is read by the men who have 
the ‘‘say’’ on purchases for printshops, and its every 
page carries weight. The careful attention paid 
to typography in its advertising pages adds to the 
pulling power of this splendid publication. Ad- 
vertising rates on application. 


Send $2.00 for one year trial subscription and 
find out how much good you can get out 
of THE AMERICAN PRINTER. Canadian 
subscription $2.50; Foreign $3.00. 


Oswald Publishing Co. 
25 City Hall Place 
New York 
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{Talks to Advert 


tsers, No 


VALUE OF THE 
TRADE PAPER 


*R. R. SHUMAN 








Every worthy trade paper gives vastly more than it receives. 


To the subscriber, 
for a few cents an issue, 
it gives a fund of facts, 
helps, and information 
that he could otherwise 
learn only from costly experience. 

It spreads before him, also, a con- 
stantly-changing and intensely interest- 
ing exposition of the goods featured 
by our advertisers; and this to him is 
the most interesting feature of the 
paper. 

To the manufacturer and whole- 
saler it offers not only the eyes, the 
attention and the ORDERS of thou- 
sands of eager retailers, but it guides 
and educates those retailers and influ- 
ences them to buy the new and better 
goods. 

Yes. it does more. After they 
have 4ought it shows them how to 


se//; how to create a larger and 
larger 


demand 
for the 
kinds of 
goods 
you make 























GIVES MUCH FOR LITTLE 


orcejul 1ds 


*\/r Shuman ts a past master in the preparation o 





A GOOD AD IS A MAGNET 


ror trad: 


As a distributing 
force, the trade paper 
has no equal. 

Now aword to you 
who wants 


the man 


our dealers’ trade and his dollars: 


We will keep on publishing this 


paper whether you advertise or not. 


We assemble the audience before 
you. If you don’t talk to them, yours 
is the greater loss. 


The time has long gone by when 
the trade paper is a beggar or a solic- 
itor for favor on the ground of 
“‘loyalty”’ to the trade. 


If you don’t want the business 
that we offer you, we don’t want your 
money. 


Our first duty is to our subscrib- 
ers, and we will continue to. build 
up their prosperity, whether you 
reco g- — e 
nize their 
existence 





or not. 


TALKS TO A MILLION DOLLAR AUDIENCE 


papers lddress him in our care 1 t want hts help Ed 





















const itut es 
in t 





the 








ath yt me res even distribution of moist 
ling bad odc rT 
on-raveling edge 
Baths in use than all others combined. 
it reaké able. Th 1ey 
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The Eureka Bath and Cloth 


perfectly 


sanitary system of letter press copies 


n istiness or mildew. The patent che 


affords clean, clear-cut copies. 





le l] 


are furnis hed in all sizes fror 
lealers. V rite fi 


] - sel h the 
THE EUREKA BLOTTER BATH CO., 
6215-17-19 Wentworth Avenue 


The composition 
ire to the cloth, at the same time 
nical surface cloth 
There are more Eureka 
The wire net in the composition makes 
n correspondence to 


r B ureka Booklet. 
CHICAGO, ILL., U.S. A. 
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Chicago Binder & File Co., 





MANUFACTURERS OF 


Plants 


Get Our Catalog. 


118-124 South Clinton Street, 


The Famous Line of “Perfect” Loose Leaf Binders 
Known, Sold and Used All Over the World 


Our factory is thoroughly equipped 
and Nickel-Plating Plant, Ruling, Binding and Printing 
We manufacture everything we sell and sell 
everything we manufacture 
of expert workmen are at your service 
Leaf Ledger Systems. Duplicate Monthly Statement Systems. 

IN CONNECTION WITH WHICH WE FURNISH 


The Best Loose Leaf Binders on the Market 
Send Us Your Orders. 


CHICAGO 





Machine Shop 


Our entire plant and staff 
Self-Indexing Loose 


Save Money. 











NOTE—‘Want” Advertisements are received | 
for this department at 4 cents a word. Mini- 
mum charge one dollar, payable in advance. 
Only coeremate advertisements received, and 
those relating to trade necessities. 





HELP WANTED. 

WANTED—Manager for retail stationery de- 
partment. Must be good executive with modern 
ideas and have a very thorough knowledge of 
the business. This opening is with one of the 
leading bank supply houses in the country and 
is an exceptional opportunity for the right man. 
Address D 10, care Office Appliances. 

WANTED—Thoroughly competent and experi- 
enced adding machine systems salesman. Gvod 
position and good salary. Address R 10, care 
Office Appliances. 

WANTED—Sober, honest, COMPETENT, ali- 
around repair man. Fine southern city, good 
salary and advancement to right man. State 
age, experience and salary you can EARN. IX 
L, care Office Appliances. 

WANTED—High grade salesmen and agents 
covering the retail and wholesale stationery 
trade in New England, Southern and Central 
States, to handle small line of filing devices as 
side line. Easily carried and staple sellers. 
Spiro Mfg. Co., N. Y. City. 

WANTED—An exclusive dealer in every city 
to sell Three BBB Carbons and Ribbons. Qual- 
ity and price right. Buy direct of the manu- 
facturer at once and be the first in your city 
Three BBB Co., 1004 Hammond Blidg., Detroit, 
Mich. 

WANTED—Salesmen to sell a line for high 
grade concern in which typewriter experience 
will be of great value; salary, transportation 
and commission. Give experience; replies strict- 
ly confidential, Distributor, care of Office Ap- 
pliances. 

CARBON AND RIBBON company desires 
traveling representative for the South. One 
with established trade preferred. State full 
particulars, experience, salary, commission 
wanted, etc. Address M 11, care Office Appli- 
ances. 














SITUATIONS WANTED. 


EXPERIENCED specialty salesman who can 
get the business is open for position ‘of branch 
manager in Chicago, or will go.to Seattle or 
Portiand, Oregon. Satisfactory references. Spe- | 
cialty Salesman, care Office Appliances, Chicago 

WANTED—Position as superintendent or as- 
sistant in typewriter factory; twenty years’ ex- 
perience building typewriters: good manager; 
thorough mechanic. Best of references in regard 
to ability, character, etc. Address Expert, care 
Office Appliances, Chicago 

A FINE OPENING—I have an opening for a 
live, enterprising, enthusiastic man with a few 
thousand dollars. A man capable of taking 
charge of the office end of an established man- 
ufacturing business principally to the dealers 
who can handle correspondence and conduct a 
mail campaign. Address “Fine Opening,” care 
Office Appliances 

TYPEWRITER repair man who can repair 
any machine would like employment in south 
central western town References. Looking for 
opening where there is an opportunity to ad 
vance. Repairman, care Office Appliances 

FIRST CLASS repair man wants position 
with good typewriter concern where proper 





work and application to business are appreciat- 
ed. A 1 references 
Office Appliances. 


Address First Class, care 


—EEE 





| KNOW A MAN now employed as salesman 
in a position that offers no inducement to stick 
He traveled the south Atlantic and some of the 
southern states for eight years. He knows the 
sellng game and has a personal acquaintance 
with the trade in the field he has covered. He 
is 30 years old and is willing to start at a mod- 
est salary to prove his ability. He is a type of 
man described in vour “Good Men Wanted” ar- 
ticle last month. His references are all that 
could be desired. He can get the business. He 
is ambitious to advance and will start at once. 
To get in communication with him address 
Dixie, care Office Appliances, 

A YOUNG MAN of 28 with nine years’ expe- 
rience selling specialties is open fur a connec- 
tion with a manufacturer or as manager of of- 
fice appliance department of some live house 
where results will insure a good future. Now 
branch manager. Clear record. teferences and 
bond if necessary. Address Ambition, care of 
Office Appliances. 

AN EXPERIENCED specialty man with abili- 
ty, clean record and proper references would 
like to make connections which promise per- 
manency and fair return for the right service. 
Will take the branch management for manufac- 
turer or good position inside. At present con- 


nected. Better prospects only reason for chang- 
ing Address ‘*‘ Connected,’’ care Office Appli- 
ances 
FOR SALE. 
FOR SALE—Check Protectors. Three latest 


model G. W. Todd & Company ‘Protecto- 
graphs." Condition good as new. Will send 
on approval. Price $15.00 each. R. Payne, 
Marietta, Ohio. 

A HIGHLY PROSPEROUS, well established 
typewriter repair and exchange business, lo- 
cated in Chicago, holding some exceptional re- 
pair contracts with large concerns, is offered 
for sale at a very reasonable price Now pay- 
ing $4,000 and over annually. Owner leaving 
the city Will require $1,800 cash to handle. 
Address L 11, care Office Appliances, Chicago 

FOR SALE—Plant located at Carlstadt, N. J., 
fully equipped for the manufacture of steel 
typewriter type of every description Reason 
for sale is the death of Mr. Van Diemen Van 
Diemen Engraving & Type Mfg. Co., Carlstadt, 
N. J 

FOR SALE—At a sacrifice for cash, a No. 2 
Gammeter Multigraph Address Multigraph 
toom 908, Farley Bldg., Birmingham, Ala. 

OUTRIGHT SALE on royalty patent, trade- 
mark and stock invention making typewriter 
cabinet of regular desks Manufacturing cost 
sixth selling price. G. E. Kirk, 2118 Erie St 
Toledo, Ohio. 

FOR SALE Well established office supply 
business in a thriving city of 30.000 population 
2°75 miles west of Chicago Business profitable 
with practically no competition Business car- 
ries agencies of some of the best lines in the 
country City growing—already has more man 


ufacturing than any other town in the state 
Necessary for owner to devote his time to 
another business \ chance for a man with 
reasonable amount of capital to make a fine 
thing ZW A, care Office Appliances. 


BUSINESS OPPORTUNITIES. 


INVENTOR OF TYPEWRITER wants to get 
in touch with individual or company to pro- 
mote the sales of a standard machine. No ex- 
perimental work to be done Complete model 
ready for manufacture. All patents secured 
Special features Minimum number of parts 
make small manufacturing cost. Inventor knows 


all conditions of the field oy Results 
sure Address Typewriter, care Office Appli- 
ances 


| 





WANTED—A man of ability and some capi 
tal to become interested in the carbon and 
ribbon business as sales manager for a reliable 
manufacturing company producing the _ right 
goods. References required. Address Square 
Deal, Office Appliances 


MANUFAICTURERS of specialties of real 
merit who want representation in Portland, 
Oregon and vicinity, by an experienced man 
who knows the local conditions, should write to 
Portland, care Office Appliances. 


$3,000 will start a specialty salesman in part 
nership proposition in western Canada, Type 
writer business established five years and pres 
ent owner overworked Will sell outright for 
$5,000. Good for $2,500 to $3,500 per year. Turn 
over last year of $16,000. Address Canada, cars 
Office Appliances 








WANTED—An exclusive agent in every city 
to sell Transo (transparent face) envelopes) on 
a commission basis. Every business house a 
possibie customer. Excellent proposition for 
men with selling ability. Samples and complete 
information on request. Transpo Paper Co., 
Chicago. 


MISCELLANEOUS. 

WANTED—Present address of E M Win 
fielr, typewriter repairman Address 1.000 
care Office Appliances 





Sale of Patents 


The American Letters Patent 
of a Letter Folding and Closing 
Machine for the automatic folding, 
inserting and closing of letters and 
circulars, an absolute novelty in 
the world’s markets, highly en 
dorsed by experts, are offered for 
sale. The proposition is partic- 
ularly suited for the organization 
of a new company, but may also 
be taken up by an established 
factory Every machine sold 
causes continued re-orders for 
envelopes, and therefore insures 
large and lasting profits. Com 
plete Model Machines can be 
furnished Special attention is 
called to the description on page 
122 of thisissue. Applications and 
inquiries should be addressed to 
the Inventor: 


MAX BUNNIG, 


Gardelgen, Germany 
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A line of papers characterized by beauty and 
uniformity of texture agreeable writing 
surface perfect manifolding qualities and 
strength of fiber which insures durability. 


“ONE QUALITY AND THAT THE BEST” 














Made espectally for the trade to meet that increasing demand for a high stand- 

ard paper tobe used for legal work, typewriting and general correspondence by 

those better concerns who appreciate the fine sense of satisfaction which comes 
of having the best. 


L. L. BROWN PAPER CO., ADAIIS, MASS. 


. —— ~— ee wens 


Your Wants in Loose Leaf 


can be better supplied thru us 
than thru any other source. 


Our Equipment is Largely increased. 


LEDGER The Flat Opening 
DE LUXE 20th Century Model 


Qur line is the most comprehensive in existence. 


Write us for our proposition to 
dealers; it will open your eyes. 


CS.&RBCo,In. - - Chicane ene 


if 


BROWN’S ALL_LINEN| 
TYPEWRITER PAPERS | 





ON’T be the toy of Circumstance. 
D Map out your cwn career! Let it be 
one that brings all your powers into 
free play and full development. Too many 
young men are rushing into the over- 
crowded professions or swelling the ranks 
of routine workers. Don’t make the same 
mistake. The most attractive career open 
to young men today is that of 

—Salesmanship 

There’s magic in that word. It’s the 
open sesame to the best paying positions in 
the business world. 

The doors of Success Swing 
wide to the man who can sel/ 
goods. 

The demand for trained 
salesmen far exceeds the 
supply. Sales ability com- 
mands a premium 

The Oliver Typewriter Com- 
pany, one of the largest employ- 
ers of salesmen in the world, has 





established a free training school for sales- 
men. The training is worth hundreds of 
dollars to the man who takes full advan- 
tage of its opportunities 
Here are some of the pre-requisites for 
acceptance as Local Agent for the OLIVER 
and a free course of training in the Oliver 
School of Practical Salesmanship: 
-Honesty 
—Energy 
—[nitiative 
—Enthusiasm 
-Self-Reliance 
Tenacity of Purpose. 
-Agreeable Personality. 
Take stock of your qualifications. No 
man who possesses the ones enumerated 
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Map Out Your Own 


Business Career! 


can afford to sink his identity in the color- 
less activities of a routine worker. 

Strike out for a 
career as Local Agent for 


Be —— 


OLIVER 


Typewriter 


Standard Visible Writer 

: We can always make a place 
, tor qualified men who set their 
| stakes for Success and then 
work to Our Sales 
Force is made up of just 


successful business 


The 








win ! 













this sort of men. 

They are settifg the world 
aflame with Oliver enthusi- 
asm. The result of thei: 
work is shown in record 
sales of the wonderful new 
Oliver Typewriter No. 5. 
rise of Local 


It is reflected in the rapid 


Agents to important posts in the Organi- 


zation. 
New territory is being invaded. This 
calls for the employment of additional 


Local Agents. The door is open to you 


Write at once for a copy of our 
Free Book—“The Rise of the 
Local Agent.” 

Your request for this interesting book 
may prove the turning point in your career, 
just as it has for hundreds of ambitious 
young men. 

Business men—ask jor a Free Demonstra- 
tion of Oliver Typewriter No. 5 


The Oliver Typewriter Company 


Chicago, Illinois 








